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By Martin L. Whitmyer 
Staff Writer 

IGHER schedules among the 

mediums and continued over- 

time by three compacts and Chev- 
rolet pushed car output in the 
United States to its highest level in 
over two months last week. 

The industry thus is in a position 
to build the four-millionth car of 
the calendar year Friday. The com- 
parable car of 1959 wasn’t built 
until June 15. 

The estimated 150,649 cars 
turned out last week represented 
a 5.9 percent upturn from the 
142,308 units rolled from U, 8S. 
assembly lines a week earlier and 
marked the highest weekly car 
output reached since the week 
ended Feb, 27, when 153,682 units 
were built. 

Last week’s output also repre- 
sented a 10.8 percent increase over 
the 136,018 cars built during the 
week ended May 16 a year ago. 

* om ok 
2s heavy overtime 
schedules were still in force at 
Comet, Falcon and bler, the 
eompacts @s a group showed the 
biggest decline from the previous 
week. 

The six compacts declined from 
@ record 41,799 assemblies and 
29.4 percent of total industry out- 
put a week earlier to an estimat- 
ed 37,843 assemblies and 25.1 per- 
cent of all industry assemblies 
last week. 

3 The decline’ resulted from Cor- 
“wair’s working its Willow Run and 
Oakland (Calif.) plants only four 
days and from Valiant’s shutdown 
at Hamtramck all last week due to 
a shortage of six-cylinder engines. 

Also balking compact car output 
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and immediate past president Cuyler Trussell of 


Output at 2-Month High es 


4. Millionth Car Near 


was the Fisher Body strike in 
Kansas City, which has curtailed 
Corvair production for eight weeks. 
Studebaker also has been working 
its Lark lines only four days for 
the past several weeks. 

Compact car makers working 
Saturday last week were Rambler 
at Kenosha, Comet at Lorain, O., 
and Falcon at Lorain, Metuchen, 

(Continued on Page 93, Col, 3) 


Top 2 Get 45 Pet. 
Of Import Sales 


VW-Renault Share 
Soars from Year Ago 


pes American imported-car mar- 
ket continues to move toward 
a two-horse- race, with Volkswagen 
and Renault increasing their sales 
domination. 

While the two leaders forge far 
ahead, a considerable amount of 
jockeying for position is going on 
among the other makes, accord- 
ing to R. L, Polk & Co, registra- 
tion figures, 

With 50,310 imports registered in 
March, VW. and Renault: alone ac- 
counted for 22,691. In other words, 
the two front-runners swept 45.10 





percent of all import sales in March: 


in the United States. 

They had taken 43.01 percent in 
February and 30.92 percent in 
March a year ago. 

* * * 

Witt 63 other makes competing 
in the shrinking remainder of 
the import market, March saw 
three makes drop out of the Top 
Ten to be replaced by two old hands 

and a newcomer. 
Out of the Top Ten fell Hill- 
man, Vauxhall and Volvo, with 

Austin-Healey, Peugeot and MG 

moving up. It was the first time 

that Peugeot had ever ventured 
so high in import standings, but 

MG had been in the Top- Ten 

last September and Austin-Healey 

was in the select group last July. 

So far as can be determined, Hill- 
man found itself out of the Top 
Ten for the first time -since it en- 
tered’ the United States market. 
Only two years ago, Hillman was 
the fourth largest selling import. 

Vauxhall also was out of the 

(Continued on Page 4, Col. 4) 
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Stirs Pre-Cleanup Drive 


By Maynard M. Gordon 
News Editor 

ORKING on a one-million-plus 

inventory of new cars for the 
second consecutive month, fran- 
chised dealers were hopeful last 
week of a sharp May-June rise in 
volume to head off cleanup head- 
aches. 

As of May 1, according to the 
monthly tabulation by AUTOMOTIVE 
News, the stockpile of '60 models 
totalled an estimated 1,016,502. This 
was one percent above the 1,006,502 
domestic cars stocked April 1—the 
previous alltime record. 

Im ported-ear inventories were 
estimated at 98,000 last week, com- 
pared with 90,500 at the beginning 
of April. Dealer stocks of foreign 
cars also were at a new. peak in 
keeping with near-record shipments 
from abroad. 

* * oe 

Awe to the pre-cleanup pres- 

sure on domestic dealers was 
restoration of normal production 
scheduling by many factories last 
week. This reflected market con- 
fidence for some makes, although 
there were widespread reports of 
new-car salés letdowns and used- 
car stickiness in late April and 
early May. 

“If the used stuff continues to 
back up on us in May and June,” 
said a midwestern Chevrolet deal- 
er, “this will be the worst cleanup 
in history. ’ve driven the new- 
car salesmen hard with 200 new 
units in stock, and they’ve come 
through handsomely with 165 
sales a month, but our 15-day sup- 
ply of used is getting real critical 
because there are no buyers.” 

The million inventory, amounting 
to a 49-day supply. of new domestic 
machinery, could not yet be called 
a glut, however. Shortages existed 
amid plenty; including various mod- 
els in the well-known “hot” lines 

of the year. 

Arrival of the spring selling pe- 
riod found convertibles and station 
wagons in lean supply in some lines. 
A Southern Pontiac dealer explain- 
ed that the demand for open cars 
had spurted beyond availability, 





Top Cars 
No April new-car registrations 
were available from R. L. Polk 
& Co. last week. Top Cars will 
be resumed next week, 





adding that “the convertible types 
never will settle for anything less.” 
* * * 


ys new-car sales outstripping 
every year but 1955, albeit 
below earlier expectations, it was 
noteworthy that domestic dealers 
were entering May with one-third 
more cars than they carried at the 
same time five years ago. 

On May 1, 1955, the new-car in- 

o* * * 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


1,016,502 


1,006,427 


Aionth 


834,185 


1959 
Month 


”~ Gadkiak alee"? 'aten 2 = 
Month 

Current Records 
High (1,016,502) - - May 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
© 1960, by Automotive News 





ventory amounted to only 763,041 
domestics and a relative handful of 
imports. Twelve months later, May 
and alltime records were set when 
the stockpile zoomed to 902,585. This 
peak survived until Aug. 1, 1959, 
when a stockpile of 976,390 sur- 
passed all former highs. 

En route to the August mark, 
now eclipsed by the spring build- 
up this year, the inventory level 
levelled off in May of 1959 at 834,- 
185 domestics. This was nearly 22 
percent below the current total. 

Consensus of dealers in a spot 
check last week was that cleanup 
promotions would begin July 5. 
Mid-September is expected to see 
the first of the ’61-model displays, a 
month before the opening of the 
National Automobile Show in De- 
troit’s Cobo Hall. 

“We're getting close to the wire,” 

a Ford dealer on the West Coast 
declared. “The factory has tried to 
help us out by cutting down on big- 
Ford shipments, but I’m afraid the 
cleanup will hurt plenty unless 
folks get off this Falcon kick.” 
* ok om 

p= in Comet, which is 

second-best seller among the 
compacts in several markets, were 
in the forefront of the “hot item” 
chorus last week, The new Lincoln- 

(Continued on Page 4, Col, 1) 


Used-Car Sales Edge Up, 
But Stickiness Persists 


By Robert M, Lienert 
Associate Editor 

GuGHT but noticeable gains in 

used-car sales were reported 
last week from around the nation. 
However, activity is not’yet great 
enough to dispel the gloom that 
has hovered over the market since 
last fall. 

New-car sales have forged ahead 
on their own, but the consensus is 
that an exciting breakthrough 
might be accomplished if*the used- 
car logjam could be broken. 

Apparently one of. the things 
that has helped new-car sales 
move ahead without used-car 
help is the fact that compacts— 
which are taking a growing 
share of the new-car *market— 
are often retailed without. a 
tradein. 

With used cars sticky, dealers 
have been forced to divert floor- 
plan resources and sales talent to 





Sales Records for Imported Cars 


13 Months 

Pct. Gain 

in Pene- 

tration. 

Pet. of Over Pre. 
Units Industry vious Month 

Mar. 59 49,234 9.89 3.56 
Apr. ...... 53,359 9.30 —5.58 
May ....... 53,963 9.27 —0.32 
dune ...... 57,211 9.78 5.50 
July ...... 56,138 9.94 1.64 
Aug. ...... 56,187 10.56 6.24 
Sept. .... 53,787 11.76 11.36 
Oct, ....... 51,923 9.73 —17.26 
Noy, ...... 47,430 1L11 14.18 
Dec... ...... 54,609 12.71 14,40 
dan, ’60.. 40,420 9.40 26,04 
Feb, ...... 42,704 8.64 —8.09 
March ... 50,310 8.43 —2.43 


13 Years 
Pct. Gain 
in Pene- 
tration 
Pet. of Over Pre 
Units Industry vious Month 

1948 ...... 16,133 46 1433.33 

1949 ...... 12,251 25 — 45.65 

195@ ...... 16,336 26 4.00 

1951 ...... 20,828 AL 57.69 

1952 ....... 29,299 -70. 10.73 

1953 ...... 28,961 50 — 28.57 

1954... 32,403 - 59 18.00 

1968 ...... 58,465 82 38.98 

1954 © ...... 98,187 1.65 101.22 

1957. ...... 206,827 3.46 109.70 

1958 ...... 378,517 8.13 134.97 

1959 ...... 609,539 10.11 - 24.35 
1964 to 

Date. ....183,498 —13.16 


8.7 
@ 1960, Automotive News 





the used-car lot that could be bet- 
ter utilized in the new-car show- 
room, 
* a * 

[peas are taking drastic 

measures in efforts to shape 
up their used-car operations. Prices 
have been slashed, profits cut to 
the bone and high-dollar units have 
been wholesaled ruthlessly. 

While these tactics have not 
boosted used-car sales to any great 
degree, they perhaps have prevent- 

(Continued on Page 90, Col, 1) 





Eased Loan Terms 
Aid Auto Sales 


By Kenneth C, Kelley Jr. 
Staff Writer 


HICAGO.—Last year was a year 
in which finance companies 
really had to reach out for the busi- 
ness that contributed to 1959’s in- 
creased auto sales-—the finance 
companies were a bit less selective 
on credit risks and less demanding 
on some of the credit terms, 

These are. some of the observa- 
tions to be drawn from a survey 
of operating results from a large - 
cross-section of finance compan- 
ies which was prepared by -the 
First National Bank of Chicago. 

The easier terms meant, in most 
cases, lower downpayments, The 
finance companies were willing to 
advance more of the total pur- 
chase price so the buyer needed 
less in the way of a tradein or cash 
to swing a deal. 

In 1958, the finance companies 
advanced more than the dealer's 
cost of new cars on 28.61 percent 
of the contracts bought. Last year, 
32.99 percent of the new-car paper: 

(Continued on Page 8, Col. 3) 
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By Jack Weed 

FORT BENNING, Ga.—The nec- 
essity of shortening the time be- 
tween conceiving and delivering a 
needed weapon to the fighting 
forces was stressed by practically 
all top executives of the nation and 
the Army during “Project Man” 
at Fort Benning. 


Also stressed in this three-day 
meeting and demonstration were 
changes in tactics to be employed 
in modern nuclear or nonnuclear 
war, and in the “hardware” for the 
men who fight the battles. 

As Army Secretary Wilber M. 
Brucker said, “In underscoring 
modern army needs, Project Man 
emphasizes the fundamental and 
primary concern of the United 
States Army that each individual 
soldier, who bears such grave re- 
sponsibilities, shall be adequately 
conditioned, equipped and supported 
to accomplish his vital mission.” 

Brucker and Army heads called 
for closer cooperation between in- 
dustry and military to cut in half 
the present lead time in product 
development of from seven to eight 
years to be in line with current 
Soviet practice, and to make each 
item ag versatile, strong and light 
as possible. 

It is in this light that the Com- 
bat Development Experimentation 

Center is being developed to pre- 
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Closer Army-Industry Ties Needed to Offset Soviet Gains, Group Told . . . 
Weapons Speedup Ca lled Vital 


ware or vehicle that it wants 
built. 


Thus, by showing industry the 
type of equipment needed and how 


61 Fords Slated 
To Take Over City 
For Model Preview 


FLORA, Ill.—Next autumn this 
Southern Illinois city of more than 
5,000 persong literally will become 
“Ford Town—vU.S.A.” Plans are to 
replace every car and truck in the 
community with a 1961 Ford vehi- 
cle for a weeklong pre-introduction 
test. 

From Falcons to tilt-cab heavy- 
duty trucks, Flora residents will 
have the opportunity to drive and 
test more than $3 million worth of 
1961 Ford products prior to public 
introduction. Newspaper, ne 
and radio-TV reporters will be in- 
vited to Flora for the experiment 
during the week of Sept. 12. 

Ford said Flora, 100 miles east 
of St. Louis, was selected because 
it is the city closest to the present 
population center of the United 
States. 

Ford said it -would* place more 
than 1,000 cars and trucks in Flora 
for the experiment, with the inten- 
tion of replacing all private, com- 
mercia] and municipal vehicles 
now registered within the city 
limits. 

The program will replace the 
Ford Division new-car press and 
radio-TV preview usually held in 
Detroit, the division said, 


Auto Credit at Record High 
After $199 Million Spurt 


WASHINGTON, — Auto credit 
outstanding expanded by $199 mil- 
lion in March to reach a new rec- 
ord high of $16,876 million, the 
Federal Reserve Board reported. 

It was the second straight 
month in which the credit total 
went up after two months of de- 
cline, The March 31 total was 
$2,382 million above the year- 
earlier figure. 


Total installment debt of con- 
sumers increased by $240 million in 
March to reach $39,648 million by 
the end of the month. 

The March boost in auto debt 
was accomplished by a large in- 
crease in auto loans extended dur- 
ing the month while loan repay- 
ments were going up less sharply. 

‘Auto credit extended in March 
amounted to $1,633 million, com- 
pared with $1,427 million in Feb- 


Veteran Retires— 


Tom Braden, seated, founder of the 
Metropolitan Denver Automobile Dealers 
Assn., holds one of the many telegrams 
from industry leaders, honoring his retire- 
ment as association executive vice-presi- 
dent, Adding best wishes are Jack Hyer, 
left, president, and Jim Babcock, named 
to succeed Braden. Braden served the as- 
sociation for 39 years. 





ruary and $1,491 million in 
March of last year. 

March repayments totalled 
$1,434 million, compared with $1,318 
million in February and $1,336 mil- 
lion in March, 1959. 

Of the auto debt outstanding on 
March 31, banks had extended 
$7,473 million, up $102 million in 
March and $1,078 million above the 
March 31, 1959, figure. 

Finance companies held $7,407 
million of the auto paper, up $65 
million during the month and up 
$978 million in the last year. 

Other financial institutions held 
$1,401 million, a gain of $27 million 
in March and an increase of $244 
million in the last year. 

Auto dealers held the remain- 
ing $595 million of the paper, up 
$5 million in the month and $82 
million in the last year. 

The FRB estimated that 58 per- 
cent of the new cars sold in 
March involved the use of credit. 
The same ratio was noted in Feb- 
ruary and credit sales in March 
of last year amounted to 57 percent 
of the total. 


* * * 
Auto Loan Delinquencies 


Drop Sharply, Banks Say 

NEW YORK.—Delinquencies on 
auto loans from banks declined 
sharply in March, a survey by the 
American Bankers Assn, shows. 

Of loans obtained directly from 
banks, 0.86 percent were delinquent 
on March 31, compared to 0.95 per- 
cent a month earlier and 0.78 per- 
cent a year earlier. 

Of loans obtained through 
dealers, 1.40 percent were delin- 
quent on March 31, compared to 

1.49 percent a month earlier and 
1.37 percent a year earlier. 

The delinquency rates on four 
other classes of consumer loans 
declined during March but: the 
rates for all four classes remain 
above those for both classes of 
automotive loans. 

The association noted that the 
auto sales and inventory picture is 
looking better but warned bank- 
ers: “Watch carefully terms, floor- 
ing controls and manufacturers’ 
production schedules during the 
next two critical automobile 
months.” 


it is going to be used, the Army 
hopes that industry not only can 
come up with improvements that 
will make the unit more effective, 
but will suggest shortcuts in devel- 
opment of the unit. 

It was brought out in Project 
Man that the modern army must 
be prepared to fight either a nuclear 
or nonnuclear war, and that the 
weapons used in Korea are ob- 
solete. 

The new concept is for widely 
dispersed men who can be quickly 
drawn together at a combat point 
and then quickly dispersed as soon 
as the attack is accomplished. 


The infantryman, to meet these 
objectives, must be made highly 
mobile and capable of travelling 
fast over ground, water and 

the air. His 
must be light and yet strong. 

“Free industry must rise to do 
better than the best of the aggres- 
sive nations, and the Army must 
use the knowledge and inventive 
genius of American industry,” said 
Brucker. “We as a nation must 
make every penny and every min- 
ute count to defend our position 
as the leaders of the free world.” 

Lt. Gen. Arthur G. Trudeau, chief 
of the Army’s Research and Devel- 
opment Department, perhaps stated 
most clearly the Army’s case for 
closer cooperation with industry. 

“The newest and most advanced 
weapon of war is no better than 
the man controlling it,” he said. 
“Man has always been, and will al- 
ways be, the most important factor 
in any combat equation.” 

The Army faces a dual threat— 
atomic and a conventional war- 
fare—in the foreseeable future,” 
Trudeau added. 

“Our job in research and devel- 
opment is to provide a variety of 
weapons systems to meet this 
threat, to deter or to fight either 
an allout nuclear war or a local 
aggression with nonnuclear weap- 
ons. 

“On the one hand we must have 
lightweight weapons that can easily 
be air-transported, while on the 
other we must have rugged, heav- 
ier weapons capable of sustained 
ground combat under the worst 
possible conditions,” Trudeau said. 

“We must field new weapons sys- 
tems more rapidly if we are to 
retain a military advantage over 
the Soviets, and with it the military 
strength and flexibility required to 
support an effective foreign policy 
or to win any type of conflict which 
might be forced upon us. 

“Right now the U.S.S.R. can ac- 
quire new information two years 
later than we, by subversive means 
perhaps, and still beat us to the 
punch with a new weapon or coun- 
ter-weapon. This is the real mean- 
ing of lead time to us. We know we 
must achieve a cycle of four years. 

“We are striving to achieve that 

(Continued on Page 93, Col, 1) 











Business Barometer 


Automotive News Economic Index — 


100.8 Percent of Last Week 
100.7 Percent of Like Week Last Year 


Percent of 
Last Week Last Year 

Auto Production .............. ‘i 142,303 104.9 105.5 
Truck Production ............. ° 28,908 107.1 105.7 
Auto Registrations—yYear to date.. 1,520,963 Py 113.2 
Truck Registrations—yYear to date. 217,449 dale 106.3 
Steel Production—Tons ......... 2,137,000 96.7 82.1 
Lumber Production—Board feet... 253,474,000 97.6 102.0 
Paperboard Production—tTons.... 312,547 101.8 99.7 
Soft Ceal Output—tons secesaed 8,305,000 97.0 99.3 
Oil Refinery Output—Boarrels ..... 48,389,000 98.4 101.2 
Electric Output—Kilowatt hours.... 13,139,000,000 98.8 103.8 
Barometer Freight Car Leadings 369,440 103.1 91.8 
Department Stere Sales index .. 152 104.1 107.8 
Stock Market Price index....... 391.2 100.6 93.1 
U.S. Gevernment Spending 

—Fiscal year to date ........500+ $77 687,105,000 san 99.3 
Commercial and Industrial Loans $30,940,000,000 99.9 se 
Savings Deposits ................ $30,454,000,000 100.2 100.2 
Used-Car Prices-—Average........ $1,020 97.6 96.3 
Business Failures ................ 327 100.6 123.4 
Common Common 
Stocks May!!i May4 1960 Range Stocks May !!l May4 1960 Range 
AMC....... 25% 27% 29-22% A 44% 43% 50%-41% 
Chrysler... 43%. 45% 71%-42% Mack...... 37% 38% 52%-36% 
ns woe us 65 67% 92%-64% ie chiesnss 10% 11% 24%4-10% 
GM...... 43%, 444%, 55%-43 White...... 46. 48%, 67%-45 


(May 16, 1960) 





Clear View for Life— 


Dan F. Schutz, left, Wisconsin highway 
Karns, right, 


blade as Sharon Trappe, Madison, looks out from behind the steering wheel. 


safety promotion director, and James lL. 


motor vehicle commissioner, check the pressure on a windshield wiper 


The 


pressure indicator is being used in the voluntary safety-check program in Wisconsin 
during May and June. Automotive engineers have learned that wiper arms should 


exert at least one ounce of pressure on the 
This is now the minimum standard. 


glass for each inch of wiper blade length. 


'3 Chevy Deals Acquitted 


In Detroit Price Case 


By John K, Teahen Jr. 
Associate Editor 

—e price-fixing charges against 

Detroit-area Chevrolet dealers 
and their trade association was 
due to go to the jury late last 
week, but the number of defendant 
dealerships had been reduced from 
22 to 19. 

Acquitted by Federal District 
Judge Thomas P. Thornton were 
Gene Hamilton Chevrolet, Inc., 
Warren, Mich. and Muncey 
Chevrolet, Inc., and Hanson 
Chevrolet Co., both of Detroit, 
The three firms were not in ex- 

istence early in March, 1956, the 
time at which the government 
charges that a price-fixing con- 
spiracy was entered into by the 
defendants. 

In acquitting the three, Judge 
Thornton noted that “a very nar- 
row conspiracy” is charged in this 
case, He said the government must 
prove that at some time, certain 
defendants met and agreed to 
adopt certain prices. 

* * * 
vos times set by the govern- 
ment were March 5 and March 
12, 1956, which excluded Hanson, 
Hamilton and Muncey from partic- 
ipation in the alleged conspiracy. 

The Hanson and Muncey firms 
have existed in their present forms 
since January, 1957, and June, 1958, 







Percent of 
Like Week 










| draftsman, 
| cluded engine design and chassis 
|}engineer, chief chassis engineer 































respectively, although they were in 

business under different corporate 

structures before those dates. Gene 
(Continued on Page 89, Col, 1) 


S-P Appoints 
4 Vice-Presidents, 
Export Manager 


SOUTH BEND.—Appointment of 
four vice-presidents of the Automo- 
tive Division and an Export Divi- 
sion general manager has been 
announced by A. J. Porta, general 





E. J. Hardig C. M. MacMillan 
manager of Studebaker-Packard 
Corp.’s Automotive Division. 

The vice-presidents are Eugene J. 
Hardig, chief engineer; Clifford M. 
MacMillan, industrial relations di- 
rector; John Soelch, purchases di- 
rector, and Arthur D. Whitmer, 
general manufacturing manager. 

Charles R. Weaver is the new 
Export Division general manager. 

Hardig has been chief engineer 
since 1955. Beginning his career 
with Studebaker in 1918 as a 





A. D. Whitmer 
later promotions in- 


John Soelch 


and chief passenger car engineer. 
MacMillan has been industrial 


| relations director since 1957 and 


| joined Studebaker in 1949 as an 
industrial engineer. 

Soelch, purchases director since 
1949, came to Studebaker in 1924 
as a storeroom clerk, Whitmer 
joined Studebaker in 1919 as a tool 
room worker, Weaver has been 
with the firm since 1946, 

Porta also announced the retire- 
ment of Richard A.. Hutchinson as 
export vice-president. He had been 
with Studebaker and S-P for 37 
years, and formerly was president 
of the old Studebaker Export Corp, 
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Dealer Forum 


by Robert M. Finlay 





N OLD-FASHIONED auto 

salesman dropped in to talk 
with a factory man about a pro- 
gram for auto salesmen the other 
day, After he finished explaining, 
the factory man said: 

“Well, your stuff is pretty 
much what we’ve been telling our 
dealers all along—for nothing.” 
This was pretty crushing, But 
then the old-fashioned salesman 
bounced back: 

“How come, then, that some of 
your top dealers are paying me 
$150 for my program?” 

* * * 


Living Proof of Selling 


— simply is no answer to 
the guy who knows a selling 





McGaw Is Elected 
To Head Dealers 
In Kentucky 


LOUISVILLE. — N. S. McGaw, 
Madisonville, has been elected 
president of the Kentucky Automo- 
bile Dealers Assn. He was chosen 
at the annual meeting here of the 
KADA directors. 

Other officers are Ed Weber jr., 
Newport, first vice-president; Harry 
Holder jr., Owensboro, second vice- 
president; Ben F. Long, Louisville, 
treasurer, and C. E. Brents, Leb- 
anon, board chairman. 

Lew Ullrich, Louisville, was re- 
named managing director. 

The new officers will be installed 
during the association’s annual con- 
vention Sept. 18-19 at the Sheraton 
Hotel here. McGaw named Long 
convention chairman and said other 
committee chairmen will be an- 
nounced later. 

McGaw also announced the ap- 
pointment of George M. Catlett, 
Frankfort, as the association’s act- 
ing counsel and legal adviser. 


It’s Last Term 
For O’Mahoney 


WASHINGTON.—Senator Joseph 
C. O'Mahoney, 75, Wyoming Demo- 
crat and co-author with Rep. 
Emanuel Celler of the Automobile 
Dealer Franchise Act of 1956 (good- 
faith law), announced last week he 
will retire at the end of his term 
in January because of il] health. 

O’Mahoney conducted the first 
hearings in 1955-56 on factory- 
dealer practices wHich led to pas- 
sage of the good-faith law. 

His retirement might ease a lit- 
tle of the pressure on automobile 
manufacturers. O’Mahoney was a 
strong leader in the fight to restrict 
makers from forming their own 
financing subsidiaries. 
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program works because he has 
worked the program, 

He is living proof of the old- 
fashioned method of devising 
methods of getting in touch with 
people, winning their confidence 
on his dealer’s record of integ- 
rity, selling them cars, and then 
selling more cars to them and 
their friends, year after year, by 
demonstrating to them that their 
trust was well placed. 

People are people, Down through 
the years they have demonstrated 
that they reward trust with trust. 
There is no other way. Like the 
wise man said: 

“I don’t know if you can say 
that honesty is the best policy. 
But you can say that honesty is 
better than any policy.” 

This goes for both men and cor- 
porations. And you don’t have to 
look very far to see living demon- 
strations of this in the auto busi- 
ness. 

* * ok 


Integrity Lives with Deceit 


y=: at the same time, one of the 
tough things about this business 
is proving that there are thousands 
of dealers across the land who 
have been demonstrating this to 
customers, 

This is a business in which in- 
tegrity lives with deceit, The 
honest dealers go about their 
business quietly, winning confi- 
dence of customers without a lot 
of fanfare, 

Most of the advertising tools 
that attract attention are wielded 
by the gimmick boys, out to shake 
the customer for a fast buck, They 
make so much noise and so im- 
press themselves on the public with 
deceptive, screaming ads, that rep- 
utable dealers hesitate to join the 
fray. 


o* oe * 
Past Plans 
A’ one time, dealers through the 
National Automobile Dealers 


Assn, were about to adopt a na- 
tional advertising program to im- 
prove the image of the auto dealer 
with the public. 

Directors finally voted down the 
program, asking: 

“Why should we spend millions 
of dollars trying to build up the 
dealer as a reputable merchant 
when the gimmick dealers are 
spending millions tearing down the 
dealer in their local advertising?” 

Anybody got the answer to 
this? 

NADA’s Advertising Ethics Com- 
mittee is offering thoughtful lead- 
ership in this respect. The commit- 
tee is headed by William H, Mit- 
chell, and has among its members 
H. L. Galles, immediate past presi- 
dent; J. M. Allton, Clarence J. 
McCorkle, George F. Ziesmer, an- 
other former president, and Boyce 
Tope, the representative from the 
Automotive Trade Assn, Managers. 

The NADA committee took a full 
page ad in the April 30 issue of 
Editor & Publisher in the form of 
an open letter to the newspaper 
editors of the nation, 

* * ca 


Asks Cooperation 
Tos ad pointed out that, as the 
spokesman from the franchised 
new-car and truck dealers of 
America, NADA is “a firm and 
vocal foe of false, misleading, bait, 
gimmick and unethical dealer ad- 
vertising.” 

It cited NADA’s efforts in this 
regard, pointing out that media, 
too, has a stake in the matter: 

“As believability in advertising 
is destroyed, Mr, Editors, so are 
the potentialities and opportun- 
ities of your advertising pages.” 

Obviously, this committee is im- 
aginative and courageous in, its 
approach, It merits the support of 
dealers. 

As an independent publication 
seeking to serve the nation’s auto 
dealers, we'd be interested, too, in 
hearing from individual dealers on 
their ideas of how to deal with 
this situation. 

















Ohio Dealers Elect Trustees— 


New board of trustees of the Ohio Automobile Dealers Assn., elected at the association's 27th annual convention, are, from left, 
first row, John T. Glackin, Mount Vernon; D. Nelson Banham, Toledo; Edward L. Glockner, Portsmouth, secretary; James S. Cole, War- 
ren, treasurer; W. J. Sander, Cincinnati, president; A. W. O'Rourke, Toledo, immediate past president; William F. McCoy, Wilming- 
ton, first vice-president; R. H. Zimmerman, Columbus, executive secretary; Thomas O. Jennings, Cincinnati, ex-officio trustee and 
president of the Cincinnati Automobile Dealers Assn.; Chester C. Adams, Cadiz. Second row: W. C. Ingram sr., Mansfield; D. Ford 
Bailey, Painesville; George H. Woodworth, Columbus; M. R. Purdy, Van Wert; Clarence Fresch, Sandusky; Dan D, Gross, Moline; 
Edward F. Gurr, Hamilton; Cliff Dunn, Curtice; Alden Laibe, Orrville; T. D. Pefly, Dayton; M. J. Birzer, Canton; Lee H. Kramer, gen- 
eral counsel. Third row: Carl E. Danner, Marion; Had Stine, Swanton; Robert Wagner, Sidney; Thomas W. Conner, Lima; Pat Car- 
lozzi, Kent; Frank E. Williamson, Marietta; LaVern Pickering, Grafton; Dale J. Abbot, Cambridge; Mike Turk, East Liverpool; Joe 
Conn, Cuyahoga Falls, ex-officio trustee and president of the Akron Automobile Dealers Assn.; Glenn C. Teegardin, Troy. (See 


story, Page 15.) 





It’s Basically Monroney Measure .. . 


Senate Group Clears 
Revised Security Bill 


By William Ullman 
Washington Bureau Chief 


WASHINGTON.—A territorial 
security bill has been reported out 
of the Auto Marketing Practices 
Subcommittee, chaired by Senator 
A. S. Mike Monroney, Oklahoma 
Democrat. 

As reported earlier, it is basic- 
ally the Monroney bill with cer- 
tain revisions. 

Under the proposed bill, the 
manufacturer agrees to give an ad- 
ditional discount, rebate or allow- 
ance to a dealer selling within his 


Denver Dealer 
Isn’t Franchised 
By VW, Suit Says 


DENVER, — Volkswagen and a 
United States distributor, Volks- 
wagen of America, Inc., have filed 
suit for an injunction against a 
Denver auto dealer they accuse of 
misrepresenting himself as an au- 
thorized dealer. 

The suit filed in Federal District 
Court here charged Joseph R. 
Frank, operator of German Motor 
Co., 1385 S, Broadway, has “wrong- 
ly” represented himself to the pub- 
lic as an authorized Volkswagen 
dealer. 

Frank, the suit charged, has used 
signs similar to registered Volks- 
wagen trademarks and has claimed 
to sell new cars when he actually 
sells second-hand cars, 

The plaintiffs said they have 
asked Frank to stop the alleged 
illegal activities but that he has 
not complied with their requests. 

The suit seeks an injunction to 
halt the alleged misrepresentations 
plus an undisclosed amount of tre- 
ble damages for “wilful misrepre- 
sentation.” 


Rieger Elected Head 
Of San Antonio Assn. 


SAN ANTONIO.—S, J. Rieger, 
president of Rieger Motor Co., has 
been elected to a second term as 
president of the San Antonio Auto- 
mobile Dealers Assn. 

Other officers reelected were 
Austin Hemphill, vice-president, 
and Dick Betts, treasurer, Elected 
rectors were James Gillespie, 
©. H. Mitchell, Gene Spires and 
Charles Turbiville. 


own franchised area, The revision 
stipulates that the amount will not 
exceed 5 percent of the total manu- 
facturer’s suggested retail price for 
that automobile and for equipment 
installed at the factory. 

A new section has been added 
saying that nothing in this bill 


Caruso Loses Court Plea 


To Escape Jail Term 


LOS ANGELES, — The District 
Court of Appeal has turned down 
the latest attempt of Henry J. 
Caruso, a former auto dealer, to 
win freedom from a one-year jail 
sentence for deffauding customers. 


The court denied Caruso’s peti- 
tion for another review and also 
denied stay of execution, Three co- 
defendants, who had received six- 
month sentences, joined Caruso in 
the plea for review. 





Salay Named President 


JOHNSTOWN, Pa.—C, W. Salay 
has been elected president of the 
Johnstown Automobile Dealers 
Assn., succeeding George H. Leit- 
enberger. Other officers are M. P. 
Murdock, vice-president; E, P. 
Blough jr., secretary-treasurer, and 
Earl Deardorff and George 
Paczolt, directors, 


would supersede or modify the deal- 
ers’ day-in-court bill. 

Another new section has to do 
with the effective date. The date 
of beginning of enforcement has 
been left blank—presumably for the 
full committee to fill in. The life of 
the measure is limited to “a period 
of three years thereafter, but shall 
have no force or effect after the 
expiration of that period.” 

Also deleted from the bill are 
references to “other automotive 
vehicles” (off-the-road earth mov- 
ing machinery and motorcycles). 
The word commerce has been lim- 
ited to exclude territories and for- 
eign countries. 

The full Interstate Commerce 
Committee met last week in execu- 
tive session but the Monroney bill 
was not considered because of Mon- 
roney’s absence, 

The revised bill, concurred in by 
Senator Andrew Schoeppel, Kansas 
Republican, is expected to be re- 
ported out of committee “soon” — 
probably in about two weeks. 


Md. Dealers Slate 


Summer Meeting 


BALTIMORE.—The annual sum- 
mer meeting of the Automobile 
Trade Assn, of Maryland will be 
held June 9-12 at the Commander 
Hotel, Ocean City, Md, 

An association spokesman said a 
business program is being ar- 
ranged, with details and speakers 
to be announced later. 

In addition to business sessions, 
he said, there will be a series of 
cocktail parties, a banquet and 
dance the night of June 11. 


On the House... 


ing 





Wemhoff 


It Can Be Done: Akron dealers report that March 
new and used-car sales were the highest ever re- 
corded in any month—at a time when dealer adver- 
tising “was the cleanest, the best, the most truthful 
and most respectable in auto advertising history.” 
It was accomplished, too, when Akron dealers were 
closed on Sundays and open only two nights a 
week ... Washington (D. C.) and St. Louis dealers 
are using Code of Ethics seals in their advertis- 


I f any dealers are making “payola” to auto in- 
surance adjusters, 
trouble, the Illinois association warns . . 


they’re courting a heap of 
_ A Bt. 


Louis dealer is reported using a chain-referral plan via local min- 


isters .. 


. South Carolina association has added 46 new members 


in two months; Louisiana has just added nine new dealers ... 
Mario J. Vagge, dealer and mayor in Nashua, N. H., has been 
named state’s “Catholic Layman of the Year” by Catholic War 


Veterans... 


Chicago is contemplating a big bid for the National Auto Show 
in 1961, following the Detroit debut this fall; will have new exhibit 


hall available then . 


driving with dealer license plates .. 


has moved into new quarters. 


. Tennessee is cracking down on motorists 


. Pittsburgh dealer association 


—Petre Wemuorr, Editor, 
Automotive News 
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As °60 Stockpile Reaches New High .. . 
Pre-Cleanup Drive Under Way 


(Continued from Page 1) 
Mercury compact has forged to 
second place among its competition 
in several key markets, with two- 
door-sedan Comets particularly 
scarce. 

Other members of the compact 
club reported abundant supplies. 
Chevy dealers, blissfully selling 
standard cars as if Corvair were 
still incubating, nevertheless were 
coping with shopper apathy to their 
compact. 

“We're selling 10 percent more 
of our large cars than a year 
ago,” said a Minneapolis Chevro- 
let dealer, “but the Corvair is still 
running only 10 percent of total. 
“I’m afraid that we may be in 
trouble next year if the big Ford 
catches up to the big Chevy in 
sales, and Corvair still is an also- 
ran.” 

No supply shortages were report- 
ed tor Rambler, Valiant or Lark. 
Rambler, on the wings of a new 
alltime sales record last month, 
pressed ahead with a six-day, three- 
shift production schedule. 

Among the standards, about the 
scarcest model was the Dodge Dart. 
Import shortages centered on 
Volkswagen and Mercedes-Benz. 

od * * 


J ene import stockpile was ag- 
gravated by the third largest 
influx of foreign-built cars in Feb- 
ruary. The month’s shipment of 64,- 
329 imported cars compared to 47,- 
126 in February, 1959, and trailed 
only two 1959 months: July, with 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
in Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
Jan, 1, '50.... 261,754 188,500 440,254 
April 1, ’50.... 276,136 158,000 434,136 
duly 1, ’50.... 311,084 167,500 478,584 
Oct. 1, °50.... 208,367 157,800 366,167 
Jan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, °51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 500 330,262 
Jan, 1, "62.... 224,968 31,000 255,968 
April 1, °52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
Oct, 1, '52.... 233,556 89,000 322,556 
Jan, 1, '63.... 201,671 83,300 374,971 
April 1, ’53.... 445,882 89,300 535,182 
July 1, ’53.... 479,608 82,800 562,498 
Oct, 1, °53.... 519,037 60,900 579,937 
Jan. 1, ’54.... 428,125 36,600 464,725 
April 1, 54.... 541,911 64,000 605,911 
duly 1, ’64.... 445,665 62,500 508,165 
Oct, 1, '54.... 267,469 29,000 296,469 
Jan, 1, °55.... 293,881 68,500 362,381 
April 1, °56.... 544,038 500 643,538 
May 1, '55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 000 848,498 
duly 1, °55.... 736,591 77,000 813,591 
Aug. 1, °55.. 735,447 71,500 806,947 
Sept. 1, °56.... 675,964 37,300 713,264 
Oct. 1, °65.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, ’55.... 645,707 77,400 123,107 
Jan, 1, °56.... 755,177 +300 808,477 
Feb. 1, ’56.... 801 900 870 
Mar, 1, ’56... 63,700 903,789 
April 1, ’56.... 827,977 68,100 898,669 
May 1, '56.... 846,285 300 902,585 
June 1, °56.... 746,012 52,890 798,902 
duly 1, °56.... 613,451 50,568 679,596 
Aug, 1, '56.... 551,081 53,026 
Sept. 1, °56.... 456,013 48,382 
Oct, 1, '56.... 288,103 25,900 
Nov, 1, °56.... 212,967 65,008 
Deo, 1, 'S6.... 3 656 
Jan, 1, ’57.... 461,850 50,168 
Feb, 1, ’57.... 561,034 68,100 
Mar, 1, ’57.... 664,608 
April 1, ’57.... 682,790 63,125 
May 1, °57.... 677,705 y 
dune 1, ’57.... 724 63,420 
duly 1, ’67.... 682,121 63,090 
Aug. 1, °57.... 645,4 59,300 
Sept. 1, '57.... 684,484 45,052 
Oct. 1, ’57.... 647,549 ,085 
Nov, 1, ’57.... 380,740 68,300 
Dec, 1, °57.... 460,149 71,800 
dan, 1, '58.... 507,208 55,000 
Feb, 1, °58.... 726,003 54,100 
Mar, 1, '58.... 821,566 ,000 
April 1, °58.... 783,201 45,900 
May 1, '58.... 738,464 38,500 
dune 1, '58.... 704,751 36,500 
duly 1, '68.... 630,598 45,000 
Aug, 1, '58.... 600,656 30,000 
Sept. 1, '68.... 465,084 7,700 
Oct, 1, °58.... 291,397 21,500 
Nov. 1, ’68.... 241,382 45,100 
Dee, 1, °58.... 387,131 73,200 
dan, 1, °59.... 477,009 67,000 
Feb, 1, °60.... 608,625 58,200 
Mar, 1, '69.... 643,239 600 
April 1, °68 ..710,382 66,620 
May 1, °59.... 766,185 68,000 
dune 1, '59.... 845,920 63,300 
duly 1, °50.... 844,152 64,000 
Aug, 1, '59.... 928,390 48,000 
Sept, 1, °50.... 688,035 15,000 
Oct, 1, °69.... 467,038 52,500 619,538 
Nov, 1, ’68.... 472,400 51,000 523,900 
Dec, 1, '58.... 387,972 20,000 407,972 
dan, 1, '60.... 510,467 56,000 566,467 
Feb, 1, °60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, "60....°034,427 72,000 *1,006,427 
May 1, ’60.... 949,702 66,800 1,016,502 
+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 


* Revised. 
—$—$—$—$—$—$—— 


65,241 shipments, and May, with 
64,553. 

A national breakdown of Janu- 
ary-February import shipments 
this year compared to the same two 
months of 1959, is as follows: 


United Kingdom, 34,346 new 
cars this year to date and 33,074 
last year to date; West Germany, 
34,297 and 32,490; France, 28,740 
and 23,276; Italy, 8,222 and 6,128; 
Sweden, 4,845 and 3,730; Japan, 
490 and 336; Czechoslovakia, 267 


and 1; Netherlands, 261 and zero; 
Canada, 155 and 61; Russia, 3 
and zero. 

In the first two months of this 
year, 3,020 new trucks and 4,689 
used cars were imported, compared 
to 3,329 new trucks and 3,898 used 
cars in the same 1959 period. 

West Germany shipped 2,751 new 
trucks and 4,266 used cars to the 
United States in the period, com- 
pared to 2,920 and 3,587, respec- 
tively, a year ago. 


Chrysler Claims Success 
In Drive for Sales Volume 


DETROIT.—Chrysler Corp. said 
it has reshuffled marketing plans 
and the dealer structure to increase 
sales volume as palit of a 10-year 
program for the rebuilding of the 
company and that the move has 
paid off. 

The statements were made in 


L-M Bonus Aids 
Salesmen; Corvair 


Pays $25 Per Car 


DETROIT.—A Corvair program 
which pays dealers $25 per delivery 
and a Lincoln-Mercury event with 
awards for dealership personnel 
are among the latest spring sales 
incentive plans adopted by auto 
makers. 

The Corvair bonus began May 1 
and continues until the end of the 
model year. It replaces a program 
in which dealer salesmen received 
$25 for each Corvair delivery. 

The Lincoln-Mercury contest is 
a May-June affair. It includes Eng- 
lish Ford but does not include 
Comet, Lincoln had an April incen- 
tive plan, but this is the first of 
the year for Mercury. 


Dealers have been assigned quo- 
tas, and they receive points for 
retail deliveries—one point for an 
English Ford, two for a Mercury 
and five for a Lincoln or Conti- 
nental. 

The factory pays $10 per point 
for sales between 60 and 100 per- 
cent of quota, $20 per point for 
sales between 100 and 125 percent 
and $40 per point for sales in ex- 
cess of 125 percent of quota. 

To be eligible for the factory 
payments, dealers must agree to 
put up $10 per point for points 
earned by their firms between 60 
and 125 percent of quota. 

In addition, the dealer must 
agree to distribute to dealership 


ye) personnel all money contributed by 


factory and by himself. The dis- 
tribution may be in the form of 
cash or prizes, at the discretion of 
the dealer. 


Dealers Win Retail Awards— 


part of a review of the company’s 
position presented by Chairman 

L. L. Colbert and President W. C. 

Newberg to a series of meetings 
of 1,600 chief executive and oper- 
ating officers here. 

They said that the program has 
made Chrysler “an entirely differ- 
ent kind of organization from the 
one it was in 1950.” 

Noting that current sales of 
Chrysler cars and trucks for domes- 
tic, export and Canadian markets 
are running at a rate of more than 
1,200,000 units annually, Newberg 
said that the company has made 
a good start on attaining its desired 
sales volume. 

He said, “The efforts of this man- 
agement are being concentrated on 
the retail market as they have never 
been concentrated before. 

“We are making marke t-by- 
market studies—in depth—to 
make sure we are well represent- 
ed in the right locations. 

“We are building model dealer 
facilities in key markets to insure 
adequate representation. 

“We are expanding the use of our 
training centers. We are establish- 
ing new and higher standards of 

(Continued on Page 94, Col, 1) 


Imported-Car 
Registrations 


New imported-car registrations 
for three months: 





1960 1959 
Pos. Make Pos. 
1— 38,224 VW 22,783— 1 
2— 20,913 Renault 16,697— 2 
3— 8,546 Eng.Ford 10,312— 3 
4— 17,156 Opel 8,308— 5 
5— 6,477 Fiat 8,168— 6 
6— 4,462 Simca 8,805— 4 
I— 3,854 Vauxhall 5,071— 8 
8— 3,650 Triumph 4,150— 9 
9— 3,505 Hillman 6,541— 7 
10— 3,472 Volvo 4,360—10 
32,639 AllOthers 30,249 
Total All Makes 
133,498 126,044 





- The winners of the 1959 Brand Name Retailer-of-the-Year Competition, sponsored by 
Brand Names Foundation, Inc., received their awards at a banquet held in their honor 
in New York. Charles J. Whittey, left, president, Corwin Churchill Motors (Chrysler- 
Plymouth), Bismarck, N. D., the first place winner in the automobile dealers category 
is shown above with the Certificate of Distinction winners in that category; Douglas 
T. Willey, center, executive vice-president, Williamson-Willey Pontiac, Birmingham, 
Ala., and Murry M, Lipman, president, Lipman Motors, Inc. (Rambler), Hartford, Conn. 
Also awarded certificates but not shown were Cranson Rambler, Inc., Bethesda, Md., 
ond David Biaushild Chevrolet, Shaker Heights, O. 








North Carolina Officers Chosen— 


New officers of the North Carolina Automobile Dealers Assn., elected at the group's 
25th annual convention in Pinehurst, N. C., are, from left, Rupert E. Atkins, Raleigh, 
vice-president; Bessie B. Ballentine, Raleigh, executive secretary; C. W. Wickham, 
Tarboro, president; W. A. Raney, Wilmington, secretary; Horace G. Ilderton, High 
Point, treasurer, and T. A. Williams, Greensboro, director for the National Automobile 
Dealers Assn. 


Top Two Get 45 Percent 
Of Import-Car Sales 


(Continued from Page 1) 


select circle for the first time since 
its establishment in the American 
market. 

* + 


ok 

LSEWHERE in the standings, 

Triumph moved up from No. 9 
ranking to No. 7. 

This realignment was consider- 
ed in some quarters as evidence 
of a growing market weakness 
among economy import sedans. 
Two of the gainers—Austin- 
Healey and MG—are sports cars 
and the bulk of Triumphs sold in 
the U. S. are also sportsters. 

There are several ways to meas- 


ure the increasing popularity of 
Volkswagen and Renault among 


import buyers. 

Among cars in the Top Ten, they 
are the only makes which topped 
year-ago volume during March. 

Penetration of Volkswagen and 
Renault was 45.86 percent greater 
in March than it was a year earlier 
and 4.86 percent better than a 
month earlier. 

a 


* * 
A™ other imports, by dropping 
from 69.08 percent of the mar- 


Chevy’s Feely 
Moves to Olds as 


Sales Manager 


LANSING.—Appointment of Em- 
mett P. Feely as Oldsmobile gen- 
sales manager has been 
Wolfram, 


eral 
announced by J. 
Oldsmobile gen- 
eral manager. 

Feely, who 
comes to Oldsmo- 
bile from his po- 
sition as execu- 
tive assistant 
general sales 
Manager at 
Chevrolet, suc- 
ceeds S. F. Meh- 
ring, who has 
been granted dis- 
ability leave. E. P. Feely 

A veteran of almost 36 years 
with General Motors, Feely joined 
Chevrolet’s sales organization in 
July, 1924. His first position was 
as office manager of Chevrolet’s 
Houston zone. 

The following year he transfer- 
red to St. Louis as regional organi- 
zation manager. His first Chevrolet 
central office assignment came in 
1930 in the field of market analysis, 
a specialty which he followed for 
the next eight years. Since then 
Feely has held several executive 
positions. 

On July i, 1956, Feely was pro- 
moted to assistant general sales 
manager of Chevrolet for the west- 
ern half of the United States, and 
six months later was given respon- 
sibility for sales in the eastern 
half. He had been executive assist- 
ant general sales manager at Chev- 
rolet since last Sept. 1. 


F. 








ket a year ago to 54.90 percent, saw 
their penetration shrink 20.53 per- 
cent, 

In terms of volume, VW and 
Renault combined to chalk up 
22,691 registrations, compared 
with 15,222 a year ago, for a gain 
of 49.07 percent. 

All other makes had 34,012 a year 
ago, but fell to 27,619 this year in 
March, for a loss of 18.80 percent 
in volume. 

As compared with the previous 
month, VW-Renault volume was up 
23.53 percent, while all others com- 
bined were up only 13.49 percent. 

* * ad 


Imports Top 25 Percent 


Of Canadian Market 


TORONTO. — Imported cars ac- 
counted for 25.7 percent of the 
Canadian market in February, 
compared with 21.1 percent in Jan- 
uary. 

A year ago, imports captured 17.4 
percent in January and 20.4 per- 
cent in February. 


Sales of all makes of cars to- 
talled 61,303 in the first two months 
of this year, compared with 58,776 
in the similar 1959 period. 

The 1960 total included 14,503 
cars from Great Britain and Eu- 
rope, as against 11,163 in the open- 
ing two months of last year. 

Sales of Canadian-made cars and 
imports from the United States, 
therefore, decreased for the two 
months of 1960, The current-year 
figure was 46,800, compared with 
47,613 for January and February 
of 1959. 


February sales this year totalled 
34,162 units, of which 8,777 were 
imports. 





March Score 
For Imports 


New imported-car registrations 


for March: 

1960 1959 
Pos. Make Pos. 
1—14,740 Volkswagen 8,781— 1 
2— 7,951 Renault 6,441— 2 
3— 2,925 English Ford 3,694— 3 
4— 2,861 Opel 3,308— 5 
5— 2,407 Fiat 3,064— 6 
6— 1,627 Simca 3,694— 4 
J— 1,482 Triumph 1,958— 8 
8— 1,454 Austin-Healey * 
9— 1,323 Peugeot * 
10— 1,309 MG * 
* Hillman 2,529— 7 
* Vauxhall 1,756— 9 
* Volvo 1,635—10 
12,231 AllOthers 12,076 
Total All Makes 
50,310 49,234 


*—Not in Top Ten. 














FIND OUT HOW TO MAKE 
YOUR AD DOLLAR GO FURTHER, 
WORK HARDER?-SE SURE TO 
SEE PAGES 84 AND 85. 
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Dealer-Reserve Bill 
Goes to White House 





By William Uliman 
Washington Bureau Chief 
WASHINGTON. — Congress has 

passed the dealer reserve bill, 
easing the impact of a Supreme 
Court decision handed down last 


Chevy Sales Ups 
Averill, Sattler, 
As Feely Leaves 


DETROIT.—F our top-level ap- 
pointments in the Chevrolet sales 
organization are announced by K. 
E. Staley, general sales manager. 
Those promoted were: 

Lawrence H. Averill, from assist- 








H. P. Sattler 
ant general sales manager for the 
eastern half of the United States, 
to executive assistant general sales 
manager. 

Herman P. Sattler, from assist- 
ant general sales manager for 
commercial and truck operations, 
to succeed Averill. 

James E, Conlan, from manager 
of the truck department to assist- 
ant general sales manager, suc- 
ceeding Sattler. 

Albert T,. Olson, from assistant 


L. H. Averill 





A. T. Olson 


3. E, Conlan 
manager of the truck department 
to manager, succeeding Conlan. 
Averill replaces Emmett P. Feely, 
who has been appointed general 
sales manager of Oldsmobile. 
Averill joined Chevrolet as a dis- 
trict representative in 1929. 
Sattler joined Genera] Motors in 
1930 and came to Chevrolet in 1931. 
Conlan joined Chevrolet as a dis- 
trict manager at Janesville, Wis., 
after three years of professional 
baseball with Charlotte, N. C. 
Olson joined Chevrolet as a parts 
and accessories representative in 
1946. 





Douglas Hopeful of Action 
On Truth-in-Lending Bill 


WASHINGTON.—Senator Paul 
H, Douglas, Illinois Democrat, has 
told the National League of In- 
sured Savings Assns. that he is 
“hopeful” that his truth-in-lending 
bill “will be given a high enough 
priority for favorable action this 
year.” 

Commenting on the revisions 
made in the bill as it passed 
from the Douglas Subcommittee 
to the full Senate Banking Com- 
mittee, the senator said that he 


K. C. Dealers 
Elect O’Neill 


KANSAS CITY.—R, 8S, O’NeilI1 
has been named president of the 
Motor Car Dealers Assn, of Greater 
Kansas City, succeeding R. S. 
Armacost jr. Other officers are 
H. W. Ireland, vice-president; S. 
Harvey Laner, treasurer; William 
W. Egelhoff, secretary-manager, 
and Armacost, Gene Cable, Max 
Griffith, Andy Klein, Gil Webber 
and W, D. Woods, directors. 
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New Dealer Buildings 
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summer. The President was ex- 
pected to sign the bill, since it had 
the support of the Department of 
the Treasury. 

Prior to the high court decision 
in 1°59, auto dealers had reported 
their reserves as income when they 
received actual payment. In follow- 
ing this procedure, they were in 
line with a number of circuit court 
of appeals rulings on reserves. 

* * oe 


7 Supreme Court, however, 
decided that dealer reserves 
would have to be reported as in- 
come by the dealer at the time 
he sold the note to the finance 
company. NADA promptly sought 
relief from the Congress. 

The bill previously had been ap- 
proved by both House and Senate, 
but Senate amendments forced the 
measure into conference commit- 
tee. House-Senate conferees agreed 
to all the Senate amendments but 
one, which would have shortened 
a 10-year installment payment pe- 
riod to only five years. 

As finally approved and sent to 
the White House, the bill offers 
dealers a choice of two alterna- 
tives in paying taxes due on their 
reserves. 

One alternative permits a dealer 
to compute the tax which would 
have been due on all reserves, ex- 
cepting those years on which the 
statute of limitations has run out. 
He can then spread payments of 
this tax over 10 years. (This is the| . 
period which the Senate version of 
the bill would have cut to five 
years.) 


Dale Rambler on West Coast— 


A strikingly designed building has been opened by Dale Rambler, Fremont, Calif. 
The firm, headed by Arthur D. Bridges, has been a Rambler dealership since July, 1959. 





Richmond Motor Goes Modern— 
Richmond Motor Co. (Ford) has begun construction of its million-dollar-plus dealer- 


* * * 


7s other method permits deal- 
ers to regard the Supreme 
Court ruling as a requirement by 
the Government that they change 
their accounting system to the ac- 
crual method. 

Under this alternative, a dealer 
would not have to report reserves 
built up before 1954 for tax pur- 
poses. The reserve income built 
up since that year can be spread 
over the year of the accounting 
change, as well as the two pre- 
ceding taxable years. 

Dealers are expected to choose 
between the alternatives on the 
basis of the amounts of reserves 
they have built up in various years 
and the length-of time that they 
have been selling auto installment 
contracts. 


ship in Richmond, Va. The two-story contemporary building will cover nearly one 
acre, The first floor will house a showroom accommodating 14 new cars, executive 
offices, closing offices, lounge room and rest rooms. The 25,000-square-foot service 
area will feature six lubrication pits, 19 lifts and additional equipment. The second 
floor will include general offices, private offices and a conference room for 150 
persons. Used-car office is attached to, but separate from, the main plant. 


Peterson Hat in Ring 


DUMAS, Ark.—Merle F. Peter- 
son, 44, engaged in the auto busi- 
ness here since 1939, has announced 
his candidacy for the Democratic 
nomination for state senator. He 
is a director of the Arkansas Auto- 
mobile Dealers Assn. 


Clearwater Rambler in Florida— 


This is a sketch of the new home of Clearwater Rambler, Inc., Clearwater, Fla. 
The administration and sales building is at the front of a landscaped tract. At the 
rear is a 62 by 100-foot service building. The firm is owned by Richard H. Burkhart. 


hoped to avoid federal preemp- 
tion of state responsibilities. 

He added: “I fully expect that 
the burden of enforcement will be 
assumed by the states in accord- 
ance with minimum federal stand- 
ards. I also expect the statute to 
be virtually self-enforcing, because 
local publicity, local legal aid so- 
cieties, better business bureaus and 
chambers of commerce would up- 
hold it in the interests of equity 
and fair competition, 

“If I am correct in these assump- 
tions, then the remaining tasks of 
definition are peculiarly appropri- 
ate subjects for the financial ex- 
pertness of the Federal Reserve 
Board.” 

The senator confessed to being 
“a little baffled by the tactics of 
the opposition.” He criticized the 
United States Chamber of Com- 
merce for refusing to testify, but 
he did not mention either the Na- 
tion Automobile Dealers Assn. or 
the National Independent Automo- 
bile Dealers Assn, 

Douglas noted that the sub- 
(Continued on Page 91, Col, 1) 


New Home for Grady in Texas— 


Grady Chevrolet has moved into this new building in Greenville, Tex. The 18,000- 
square-foot dealership features a 1,400-square-foot showroom, three private offices, 
a service department and a brake shop. The firm, owned by Walter Grady, employs 
five fulltime mechanics. 














Chrysler Allowed 
To Drop Wis. Deal 


U. S. Judge Terms 
State Law Vague 


By Maynard M. Gordon 
News Editor 

—~— stringent Wisconsin fac- 

tory-dealer licensing law was 
criticized last week by a Federal 
judge who ruled that Chrysler 
Corp. could proceed to terminate 
a DeSoto-Plymouth dealer’s fran- 
chise. 

United States District Judge 
Kenneth P, Grubb, in Milwaukee, 
dissolved a state circuit judge’s re- 
straining order which had forbid- 
den Chrysler from terminating 
AFL Motors, Inc, 

Judge Grubb ordered a trial of 
AFL Motors’ grievances in state 
courts to define the law’s terms. 
He called ambiguous a section 
barri ng franchise terminations 
“without just provocation and 
without due regard” to a dealer’s 
equity in the business, 

Charging inadequate sales, 
Chrysler gave AFL Motors a 
90-day termination notice last 
Oct. 13, Dealership officials coun- 
tered that the factory refused to 
ship new cars unless it cleaned out 
previous models, and Circuit Judge 
Harvey L. Neelen issued the re- 
straining order Jan. 8. 

In other dealer litigation last 
week, Federal District Judge Lloyd 
Burke in San Francisco adjourned 
until May 27 a pretrial conference 
in the Raleigh Leach good-faith 
suit against Ford. A trial date is 
to be set at that time. 

Oral arguments were scheduled 
last week in Vermont before 
Federal Judge Ernest W. Gib- 
son on Ford motions for a retrial 
of the Pierce Motor Sales case. 
Pierce, Brattleboro, Vt., won a 
$23,850 jury award on grounds of 
common-law and good-faith-law 
violations. 

Judge Gibson also has scheduled 
a May 16 trial opening in the 
$35,000 suit against Ford by Robert 
G, Shearer, former Edsel dealer in 
Burlington, Vt, Shearer has sued 
Ford on grounds it misrepresented 
Edsel’s price and quality in sign- 
ing him to a franchise. 

The Shearer trial will be held in 
Brattleboro, Ford requested a 
change from Burlington because 
the Pierce trial was held in the 
latter city before jury panelists 
who could have been drawn on for 
the Shearer case. 


Compact Share 
Put at 50 Pct. in ’6l 


RACINE, Wis.—George Romney, 
American Motors president, has 
stepped up his prediction as to 
when compact cars will dominate 
the automotive market. 

He told the Racine Chamber of 
Commerce that he believes com- 
pact cars will be accounting for 
more than 50 percent of auto sales 
by the end of 1961 and that the 
figure will be between 65 and 75 
percent by the end of 1963. 

Earlier, Romney had forecast 
that compacts would win half the 
market in the mid-1960s, Their 
share of the market currently is 
about 25 percent, he said. 





Dealer’s Day in Court 


Is Happy on 2 Counts 


DETROIT, — Chevrolet Dealer 
Gene Hamilton passed out cigars 
before he and 21 other Chevrolet 
merchants filed into Federal Dis- 
trict Court for last Thursday’s 
session of the price-fixing case 
brought against them by the 
government, 

His wife had given birth to 
their fourth son—and fifth child 
—earlier that morning. A few 
minutes later, Hamilton had an- 
other reason to smile. His deal- 
ership was acquitted of the price- 
fixing charges. 
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Customers are impressed by Dyna-Vision’s big 814-in. screen—twice the size, in useful area, of the largest competitive screen. A 
bigger screen gives a more legible pattern, makes it easier to “show the customer” and close the sale. Dyna-Vision takes the guess- 
work out of tune-up, assures accurate estimates on parts and labor—important in keeping customers happy. 


Problem: How to increase your service department profits 


Solution: A with Power-Chek 


e Saves at least an hour on every tune-up job 

e Eliminates man-hours wasted on untunable engines 
© Helps you sell more needed parts and services 
© Speeds new car checkout, used car evaluation 


Tune-up can be the profit leader in your service depart- 
ment. But not if you are still using time-consuming trial- 
and-error methods that cannot do a complete job in the 
first place. 


The facts are simple. Trouble can originate at over 
100 points in the four basic systems of a modern engine 
— ignition, carburetion, low voltage and power. To 
check them all with meter-type equipment takes 1 to 4 
hours—often so costly in time and labor that the less 
frequent trouble spots must be ignored. Yet-they are 
constantly causing comebacks on tune-up—and repre- 
sent lost sales of parts and service, not to mention dis- 
satisfied customers. 


A scope-meter combination does the job faster, but 
still it requires some 50 connections and control adjust- 
ments. And no “scope” until now has provided a quick 
check on power output of individual cylinders (equiva- 
lent of a compression test). Without this test, you can 
waste valuable man-hours trying to tune an untunable 





engine—and miss profitable mechanical repairs in the 
bargain. 


Now—complete diagnosis, including 
compression, in 10-15 minutes 


Dyna-Vision is not just another scope-meter combina- 
tion. It is a completely integrated motor tuner capable 
of analyzing all four systems of a modern engine in only 
15 minutes. It is simple to operate, requires only 7 con- 
nections for 100% diagnosis. 

The Power-Chek feature alone more than repays you 
the cost of Dyna-Vision, because it tells the condition of 
power components (rings, valves, gaskets) in less than 
a minute—with the engine running. No other equip- 
ment, scope or otherwise, can make this check in less 
than a half-hour. Thus the test is seldom made, although 
10-15% of most engines need mechanical repair before 
successful tune-up is possible. This alone can spell the 
difference between profit and loss in your service 
department. 


Dyna-Vision offers you more for your money 
than any other scope-meter combination avail- 
able, at lower cost and with bigger trade-in 
allowances. Get the complete facts on Dyna- 
Vision by mailing the coupon today. 


@ 


HEYER INDUSTRIES INCORPORATED 
Belleville 9, N. J. 














You get fewer guarantee comebacks when you 
check out trade-ins with Dyna-Vision. In only 
15 minutes, Dyna-Vision analyzes ignition, 
carburetion, low voltage and compression. 
Nothing else on the market can do a compar- 
able job in less than an hour. 





Training is easy. Any competent mechanic can 
become a tune-up expert after only a few hours’ 
familiarization with Dyna-Vision’s simplified 
leads and controls. The Heyer training program 
is completely flexible—can be arranged to suit 
your convenience. 





Training and 
Service in 


aepera ay? 


We are prepared to train your service 
managers and mechanics through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 





locations): 
Belleville, N.J. 

500 Cortlandt St..PLymouth 1-2222 
Boston, Mass. 

7 Jersey St........... COpley 7-3159 


Chicago (Oak Park), lil. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
SHadyside 9-1880 
Dalias, Tex. 
5523 Dyer St....... EMerson 8-8155 


ver, Col. 
1217 California St.....TAbor 5-5066 


Detroit, Mich. 
15827-31 Plymouth Rd 
BR 3-5144 
Houston, Tex. 
3209 W. Alabama St 
JAckson 2-0861 


indianapolis, Ind. 
6060 E. Washington St. 
Fleetwood 9-9026 


Los Angeles, Calif. 
833 E. Sixth St.....MAdison 7-9377 


Milwaukee, Wis. 
3222 National Ave. 
EVergreen 4-0787 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washingtan Ave. 
HUnter 6-6394 


Philadelphia, Pa. 
831-33 N. Broad St...POpiar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


Rock Island, til. 
2823-8 1/2 Ave. Rock Island 8-6598 


San Francisco, Calif. 
183 Utah Ave........+. JUno 9-5363 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City); Mo. 
7523 Olive St. Rd. PArkview 1-2562 


Dyna-Vision Representatives 


Atlanta, Ga.....eeees MElrose 4-4959 
Burlington, N.C........JUniper 4-7239 
Gadsden, Ala........... Liberty 6-0100 
Kingsport, Tenn......... Circle 6-2667 
Nashville, Tenn.........ALpine 5-3574 
Phoenix, Ariz......... Amherst 5-6786 
Richmond, Va........++. Milton 3-7708 


Tampa, Fla........+04 Tampa 47-2494 








Late Report... 
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Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $25 last week to $1,020, 


index. 


according to Automotive News’ 


It was the biggest weekly loss recorded in five weeks and was 
the first time since mid-December that each model participated in 


the downward adjustment. 


Losses amounted to $3 on ’54s, $6 on ’53s, $8 on 57s, $18 on ’56s, 
$24 on ’55s, $33 on ’58s, $55 on ’60s and $59 on ’59s. New lows were 
established for ’60s, 59s, ’56s, 54s and ’53s. The low for ’55s, re- 


corded March 7, was matched. 


At a group of representative auctions last week, the sales ratio 
was 65.6 percent, a new low for 1960 and the smallest sales per- 
centage recorded since Dec. 14. A week earlier, the ratio was 76.6 


percent. 


Auction reports begin on Page 82. 





70 Minn. Cities 
Checking Safety 


ST. PAUL.—Voluntary vehicle 
checks will be held in more than 
70 state communities this month, 
Harry A. Sieben, Minnesota high- 
way safety director, said. 

Inspection of windshield wipers 


=~ 


~ 


will be intensified in this year’s 
check, Sieben said, because reports 
show that vision obstructions cause 
a high percentage of accidents. 

He said each community test lane 
will be provided with a pressure 
gauge which will measure the abil- 
ity of wipers to maintain clear and 
safe visibility under all weather 
and road spray conditions, 


he 





Lenders Less Selective .. . 





Eased Finance Terms 


Boost Auto 


Sales 


(Continued from Page 1) 


was for more than the dealer’s cost 
of the cars involved, 
* + * 

- 1958, the finance companies ad- 

vanced more than 110 percent 
of dealer’s cost on 5.67 percent of 
contracts, Last year, the figure was 
7.61 percent, 

On used-car deals, 34.77 percent 
of the paper was for more than the 
wholesale value of the vehicle in 
1958. It was 41.94 percent last year. 

More than 110 percent of 

wholesale value was advanced on 

18.81 .percent of used-car deals 

in 1958. Last year, this figure 
went up to 23.08 percent. 

That finance companies have be- 
come less selective in accepting 
credit risks can be seen in the fact 
that just about everybody seems 


~ wid 


ROUGH We) ast =e ROAD..: 





to be able to borrow for the long- 
est acceptable periods. 
ak * * 
N THE new-car field, for in- 
stance, there may be few con- 
tracts for longer than three. years 
but just about all buyers can get 
30 or 36-month contracts, 


In 1958, new-car paper run- 


Plymouth, Valiant Added 


By Bittorf in Baltimore 


BALTIMORE. — William H., Bit- 
torf, who operates an Oldsmobile 
dealership at 5665 Belair Rd., has 
been appointed a Plymouth-Valiant 
dealer here. 

The new dealership, Bittorf 
Plymouth Center, is at 7400 Har- 
ford Rd. Bittorf also operates a 
Plymouth-Valiant outlet in Miami. 


[en.... 


Rochester-GM Carburetors get the treat-’em-rough routine 
from professionals at the General Motors Proving Ground, where deliberately rough 


paving gives the components of a car no rest. Because of this and scores of other 


tests, Rochester-GM Carburetors sail along smoothly even when the going gets 


rough. Delicately adjusted components stay in adjustment. No wonder these car- 


buretors have a record of reliability that pleases engineers, dealers and owners alike. 


They persevere! Rochester Products Division of General Motors, Rochester, New York. 


ROCHESTER 
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America’s 
number one 


carburetors 


GENERAL MOTORS 





Original equipment 


BURETORS 


ning for more than 24 months 

(mostly: 30-month contracts) 
amounted to. 82.82 percent of the 
total. Last year, the more-than- 
24-month notes amounted to 86.59 
percent of the total. 

New-car paper maturing in more 
than 30 months (most of it paper 
for the usually accepted maximum 
of 36 months) amounted to 63.89 
percent of the total in 1958, com- 
pared to 76.75 percent of the total 
last year. 

In the case of used cars less than 
three years old, 49.99 percent of the 
contracts ran for more than 24 
months in 1958. Last year, the fig- 
ure was 61.46 percent. 

x oa * 

OR used cars more than three 

years old, contracts maturing 
in more than 18 months were 48.44 
percent of the total in 1958 and 
56.78 percent last year. 

There is one area where terms 
are being tightened a bit—balloon 
paper is becoming less common, 

On new cars, other than dem- 
onstrators, contracts in which 
the last payment is larger than 
preceding ones amounted to 4.46 
percent of the total in 1958 and 
4.07 percent last year. 

Used-car balloon paper was 1.48 
percent of the total in 1958 and 1.06 
percent in 1959, 

* * * 
= finance companies showed 

a net profit of 1.13 percent on 
retail paper purchased in 1959, 
down a bit from the 1.24 percent 
in 1958. 

Of total retail paper on the 
books, 0.46 percent was delin- 
quent for more than 60 days on 
Dec, 31,.A year earlier, the fig- 
ure was 0.51 percent. 

Last year’s repossessions amount- 
ed to 2.04 percent of net, worth of 
the finance companies on Dec, 31, 
1959, compared to 1.77 percent a 
year earlier. 

The loss on retail paper liquidat- 
ed was 1.07 percent in 1959, com- 
pared to 1.35 percent in the pre- 
ceding year. 


Community ‘Role’ 
Cited to Dealers 


Buffalo Parley Told 
Of Responsibilities 


BUFFALO._Members of the 
Buffalo Automobile Dealers Assn. 
were reminded last week that as 
retail merchants they bear respon- 
sibilities to the community and to 
their families. 

Walter E, Heingartner, Gar- 
den City, president of the New 
York State Automobile Dealers, 
cited the dual obligations at the 
Buffalo group’s 57th annual ban- 
quet. 

“The dealer meets his respon- 
sibility to the community through 
better service to his customers,” he 
said. “As a retail merchant he must 
recognize that the customer is the 
key to the success of our business. 
In today’s economy, the rule book 
is working. The book was written 
under our free-enterprise system, 
and in this system competition is 
necessary, healthy and important.” 

Heingartner said auto dealers 
must recognize they are an im- 
portant part of the free-enterprise 
system, and because of this must 
be more concerned with govern- 
ment and with the selection of in- 
dividuals for public office, 

“This concern with government 
will discharge for us.our responsi- 
bilities to our families and to the 
betterment of the community at- 
mosphere,” he said. 

State Motor Vehicle Commis- 
sioner William S, Hults said his 
department will coordinate safety 
programs which have been the 
responsibility of several state 
agencies. 

Officers reelected for one year 
are: Gilbert M. Tinney, president; 
Ward M. Klepfer, vice-president; 
Ervin J. Wolf, secretary, and Wil- 
liam A. Dietrich, treasurer. 

Elected to the board of directors 
was Edward J. Kirchmeyer, Re- 
elected for three years were John 
C, Stephens sr., Robert F. Hunt 
and Tinney. 














WHEN vou'rE SELLING CARS-rReEmemeaer 


The Chicagoans with more money 
to spend...spend more time with the 
CHICAGO DAILY NEWS 


The Chicago Daily News has been a consistent leader in new passenger higher than Metropolitan Chicago as a whole. The Daily News median 
car advertising for many years. Why? Because the Daily News is read by adult reader also spends at least 35% more time with his paper than 
the families who buy new cars—whose median income is $1070 a year readers of the other Chicago dailies. 


















AUTOMOTIVE WASHINGTON 


Changes in Lending Bill 
Suggested by Bankers 


By William Ullman 


Washington Bureau Chief 


pee finance-disclosure bill, which had gone forward to the 
full Senate Banking Committee, bounced back to sub- 
committee for an additional day of hearings after the Amer- 
ican Bankers Assn. protested @————— ees 
that it had not been given a 


chance to testify. 

ABA got its chance, and appear- 
ed to endorse the 
objective of the 
bill, which is to 
require lenders to 
disclose to the 
borrowers t h e 
amount of inter- 
est on install- 
ment credit. 

The ABA ob- 
jected to the idea 
of expressing all 
charges in terms 
of simple annual 


its own Presidential preference 
poll, 

The poll, conducted among 
lawmakers and their assistants, 
gave 44 percent of the votes to 
Senator Lyndon B, Johnson, 
Texas Democrat, and 20 percent 



























William Uliman 
interest, however, suggesting that 


itemizing charges in dollar 
amount would prove more prac- 
tical, This would be enough to en- 
able the customer to compare the 
cost of credit with that of another 
lender, ABA said. 

The ABA also suggested that dis- 
closure legislation be administered 
and enforced at the state level. 

The bill, authored by Senator 
Paul Douglas, Illinois Democrat, 
went back to the full committee 
after the ABA testimony, 

+ * * 


Autos Help U. S. Exhibits 


igor automotive industry has 
been a big drawing card at 
United States exhibits in overseas 
trade fairs, reports the Department 
of Commerce. 

The Department’s Office of In- 
ternational Trade Fairs wonders 
if the industry “is fully aware of 
the extent to which it contributes 
to the success of these exhibits.” 

It points out that all sorts of 
displays, from tire-recapping equip- 
ment to America’s most expensive 
line of cars, are proving a hit 
wherever trade fairs are held. 

At a big three-week fair which 
just closed in Casablanca, for ex- 
ample, thousands thronged to see 
new U. S. compact cars and a 
transportation area with model 
American highways. 

Nearby was an exhibit of ma- 
terials handling equipment, includ- 
ing fork lifts and telescopic con- 
veyors. Compacts also pulled 
crowds at fairs in Milan, Italy, and 
Osaka, Japan, where visitors also 
saw new devices for auto repair 
and maintenance. 

Small automotive shops, featur- 
ing welding, alignment, and body 
repair, were “a tremendous suc- 
cess” in exhibits staged by the 
U. S. in India, as an aid to its five- 
year plan. Much of the equipment 
on display was purchased by In- 
dians, the trade fair office says. 


* * * 


Congress Likes Johnson 


OLL CALL, a newspaper which 
covers Congress for Congress- 
men, has announced the results of 


ADVERTISEMENT 





See Alcoa ad 
on pages 16-19 
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to Vice-President Richard M. 
Nixon. 

The Democratic victory was ex- 
pected, since 65 percent of the 
Congress consists of members of 
the Democratic Party. 

as * ca 


Good Listeners Convene 


AS spring in Washington, the | 


Chamber of Commerce of the 

U. S. holds its annual meeting. 
The delegates bow to no one in 
their ability to endure serious 
speeches, including members of the 
Senate. 

While it is true that the Senate 
is windy, it should be remember- 
ed that few senators stay for 
much of the show at any one 
time. Chamber delegates, on the 
other hand, reward their speak- 
ers with big, attentive audiences. 
For four days and evenings this 
month, chamber members were 
told to oppose high government 
spending and taxation, and to 
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Stand up for a stable economy, 
freedom and more businessmen in 
federal jobs. 

Probably few business leaders 
are against any of these virtuous 
objectives, but we wonder that they 
don’t tire of hearing the same 
message so many different ways. 

Henry Kearns, car dealer and 
former Commerce Department offi- 
cial, told delegates to serve as 
“business ambassadors” abroad. 
Secretary of Commerce Frederick 
H. Mueller told them they are 
needed in government administra- 
tion. Charles H. Percy, president of 
Bell & Howell, told them to take a 


| more active role in politics. 


* * * 


‘Hen Replaces Eagle’ 

Or THE subject of big govern- 
ment, Indiana Gov. Harold W. 

Handley, warned that “we have 

substituted the image of the moth- 

er hen for the American eagle.” 
Chamber staffer J. Kirk Eads 





said simply, “Tax rates are too 
high.” Dr. Sylvester J. Petro, 
professor of law at New York 
University, said that “big govern- 
ment, the bureaucratic welfare 
state, is in my opinion infinitely 
more dangerous than big union- 
ism.” 

And so on and on and on, 

It wasn’t what was said that 
bothered this columnist as much as 
what was left unsaid. There was 
not enough good humor at this 
48th annual meeting. There was no 
spirit of adventure, of hope, of 
daring. There were not enough 
facts about our exciting horizons, 
our new industrial developments 
and products, There wasn’t even 
enough optimism. 

We salute the Chamber’s new 
president, publisher Arthur (Red) 
Motley, and wish him luck in help- 
ing his organization to turn a more 
confident and constructive profile 
toward the American public. 





ws 


ONLY MONROE 


OL 


So 
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SHOCK ABSORBERS 





A CAMPAIGN AS 
LEM TINY 


TO HELP YOU SELL MONRO-MATIC 





Never before have ride control products been 
advertised with a campaign as sweeping as the 
one for Monro-Matic shock absorbers and Load- 
Levelers. And never before have two comparable 
products been so enthusiastically received by 


MONRO-MATIC® SHOCK ABSORBERS stabilize a car, 


keep wheels from bouncing off the road, prevent hard 


steering and extra tire wear . 


ee give an extra measure 


of safety. The 60-day Free Ride Plan guarantees cus- 


tomer satisfaction. 


MONROE AUTO EQUIPMENT COMPANY, 
In Canada, Monroe-Acme Ltd., Toronto, Canada 


WORLD'S LARGEST MAKER OF 
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ras A total of 1,199 new cars were 

his registered during March in Provi- 

no dence, compared with 1,289 a 

of month earlier. 

4 New-truck registrations also de- 

re clined, dropping to 89 from the 122 

its : 

en recorded the previous month. 
New-car registrations by 

voy makes were: Ford, 275; Chevro- 

d) let, 270; Plymouth, 130; Rambler, 

109; Oldsmobile, 44; Dodge, 43; 
Pp- Pontiac, 38; Buick, 35; Cadillac, 
re 33; Volkswagen, 25; Mercury, 23; 


Studebaker, 21; Chrysler, 19; Re- 
nault, 13; Hillman, 8; DeSoto, 6; 


SHOCKS and LOAD-LEVELERS ! 


both the trade and car owners. If you’re not 
already tied in with this greatest of all Monroe 
promotions, check today with your jobber for 
details on the big profit-making deals waiting 


for you! 


LOAD-LEVELERS®— Monroe stabilizing units with built- 
in ride control for a level ride under all road and load 
conditions—prevent bumping on driveways, swaying on 
curves and “‘bottoming.”’ Hottest item in the trade! 


Monroe, Michigan 


In Mexico, MEX-PAR, Box 21863, Mexico City 


RIDE CONTROL PRODUCTS 
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Lincoln, 5; Saab, 2, and miscel- 

laneous, 100, 

New-truck registrations: Ford, 
38; International, 14; Chevrolet, 11; 
Volkswagen, 5; White, 5; Dodge, 
2; Mack, 2; Willys, 2; Divco, 1; 
GMC, 1; Studebaker, 1, and miscel- 
laneous, 7. 

—Tuomas Forses 
* * + 


Youngstown, O. 

A total of 1,339 new cars were 
registered in Mahoning County 
(Youngstown), O., in April, com- 
pared with 1,371 a month earlier. 


Sales Conditions in Various Areas... 


Auto Market Reports 





clined, numbering 2,179, compared 


with 2,228 the previous month. 

By makes, April new-car regis- 
trations were: Chevrolet, 280; 
Ford, 207; Dodge, 140; Pontiac, 
97; Rambler, 76; Falcon, 72; 
Buick, 69; Oldsmobile, 63; Plym- 
outh, 45; Mercury, 42; Valiant, 41; 
Comet, 34; Corvair, 32; Volks- 
wagen, 26; Cadillac, 23; Stude- 
baker, 14; Chrysler, 11; DeSoto, 
8; Lincoln, 2, and miscellaneous, 
31. 

New-truck registrations amount- 
ed to 105, compared with 135 the 
previous month. By makes, Chev- 


Used-car registrations also de-! rolet, 46; Ford, 24; Dodge, 9; GMC, 


e Big full-page 


ads 








6; International, 5; Diamond T, 4; 
Willys, 4; Volkswagen, 3; Mack, 2; 


Reo, 1, and White, 1. 
+ * + 


Houston 


April saw 4,944 new cars regis- 
tered in Houston, compared with 


4,910 a month earlier. 


Domestic registrations increased 
3.4 percent during the month, while 
imports suffered a decrease of 18.5 


percent. 

By makes, April registrations 
were: Chevrolet, 1,444; Ford, 739; 
Pontiac, 319; Falcon, 277; Olds- 
mobile, 259; Rambler, 238; Dodge, 
209; Buick, 200; Corvair, 187; Re- 
nault, 136; Volkswagen, 124; 
Comet, 113; Plymouth, 99; Cadil- 
lac, 93; Valiant, 71; Studebaker, 
61; Mercury, 53; Chrysler, 44, and 
Triumph, 30. 


Peugeot, 28; Volvo, 18; English 
Ford, 18; Austin-Healey, 17; Hill- 
man, 17; MG, 16; Lincoln, 14; Opel, 


web ie 11 


18; Mercedes-Benz, 12; Metropoli- 
tan, 12; Simca, 11; Fiat, 10; DeSoto, 
9; Datsun, 7; Sunbeam, 7; Imperial, 
6; Vauxhall, 5; Morris, 4; NSU, 4; 
Vespa, 4; Willys, 4; Singer, 3; 
BMW, 2; Jaguar, 2; Porsche, 2; 
Taunus, 2, and miscellaneous, 1. 

New-truck registrations totalled 
747 in April, compared with 757 in 
March. Domestic units had no loss, 
but imports declined 43.5 percent. 

By makes, registrations were: 
Chevrolet, 331; Ford, 243; Interna- 
tional, 87; GMC, 36; Dodge, 9; 
Volkswagen, 9; White, 8; Mack, 7; 
Willys, 5; Diamond T, 3; Datsun, 2; 
Studebaker, 2; Autocar, 1; Ken- 
worth, 1; Reo, 1, and miscellane- 
ous, 2. 



















—Rusy Fernoauio 
* + > 


Birmingham, Ala. 

A decline of more than 35 per- 
cent marked the April new-car mar- 
ket in Birmingham, Ala. The total 
was 1,526, compared with 2,361 a 
month earlier. 

Registrations by makes were: 
Chevrolet, 440; Ford, 179; Oldsmo- 
bile, 121; Falcon, 104; Pontiac, 98; 
Buick, 82; Rambler, 68; Dodge, 67; 
Plymouth, 42; Valiant, 40; Comet, 
38; Volkswagen, 36; Cadillac, 28; 
Corvair, 28; Mercury, 27; Renault, 
21; Studebaker, 21; Chrysler, 19; 
Lincoln, 8; Imperial, 7; Opel, 7; De- 
Soto, 6; Morris, 6; Fiat, 5; Volvo, 
4; Austin, 3; English Ford, 3; Tri- 
umph, 3; Jaguar, 2; Mercedes-Benz, 
2; MG, 2, and miscellaneous, 19. 
—Sruart Rwpie 
* a 


* 


Columbia, S. C. 

A total of 540 new cars were reg- 
istered in Richland County (Col- 
umbia), S. C., in April, compared 
with 536 a month earlier. 

Domestic-car registrations rose 
2.9 percent and imports decreased 
20.8 percent. 

By makes, registrations were: 
Ford, 134; Chevrolet, 127; Pontiac, 
32; Rambler, 32; Dodge, 28; Val- 
iant, 26; Oldsmobile, 25; Plym- 
outh, 20; Comet, 17; Buick, 16; 
Volkswagen, 14; Cadillac, 13; 
Chrysler, 9; Mercury, 9; Fiat, 6; 
Renault, 6; Studebaker, 5; Eng- 
lish Ford, 5; Lincoln, 4; Imperial, 
2; Opel, 2; DeSoto, 1; Willys, 1, 
and miscellaneous, 6. 

New-truck registrations number- 
ed 118 in April, compared with 94 
the previous month. By makes: 
Dodge, 53; International, 23; Ford, 
21; Chevrolet, 11; GMC, 7; Volks- 
wagen, 2, and Willys, 1. 

o * + 


Cincinnati 

New-car registrations in Cincin- 
nati totalled 3,504 in April, com- 
pared with 3,915 in March. 

By makes, registrations were: 
Chevrolet, 878; Ford, 745; Oldsmo- 
bile, 251; Rambler, 249; Pontiac, 
229; Dodge, 202; Buick, 182; Valiant, 
110; Plymouth, 96; Comet, 87; Mer- 
cury, 66; Volkswagen, 64; Stude- 
baker, 57; Cadillac, 44; English 
Ford, 36; Chrysler, 23; Renault, 23; 
Austin, 15; Opel, 15; Checker, 14, 
and Metropolitan, 11. 

Triumph, 11; DeSoto, 10; Lin- 
coln, 9; Simca, 9; Vauxhall, 8; 
Imperial, 7; Mercedes-Benz, 5; 
Fiat, 4; Hillman, 4; MG, 4; Mor- 
ris, 4; Citroen, 3; Saab, 3; Sun- 
beam, 3; Willys, 3; DKW, 2; 
Edsel, 2; Jaguar, 2; Peugeot, 2; 
Taunus, 2; Vespa, 2, and miscel- 
laneous, 8. 

Used-car transactions totalled 
4,284 in April, compared with 4,012 
the previous month. 

New-truck sales numbered 285, 
compared with 361 the previous 
month. Registrations by makes 
were: Ford, 101; Chevrolet, 79; In- 
(Continued on Page 60, Col, 3) 


Auto Volume Up 
8 Pct. in Canada 


OTTAWA.—Shipments of Cana- 
dian-made vehicles were up 8.7 per- 
cent in the first three months of 
this year, compared with the like 
period in 1959. The Federal Bureau 
of Statistics reported this year’s 
quarterly shipments totalled 122,017 
units, up from 112,821 a year ago. 

Shipments of vehicles imported 
from the United States totalled 
7,670 units, compared with 7,009 in 
last year’s first quarter. Passenger 
cars totalled 101,087, of which 94,692 
were for sale by Canadian dealers 
(91,827 in first quarter of 1959), and 
6,395 for export (3,256 last year). 

Shipments of Canadian cars 
totalled 95,038 in the first three 
months of 1959. 














To the man thinking about his future... 


AFTER 
GENERAL 
MANAGER, 
WHAT? 


There comes a time in every man’s life when he must 
pause in his work to take stock of himself, and to ask 
himself some basic questions. Where am I going? What 
is my goal in life? How do I get there? 


These are questions that many men in the retail auto- 
mobile business are asking themselves. They are key 
men in their dealerships. They work hard at their jobs. 
They are well paid, relatively. 


There’s only one rub: They’ve gone about as far as they 


can go working for somebody else. 


If you are one of these men, if you feel that your pres- 
ent position puts a lid on your abilities and ambitions, 
if you want more for yourself and for your family than 
you can achieve working for somebody else, we invite 
you to join other men who were in the same shoes and 
did something about it! 


These men took advantage of the Dodge Dealer Enter- 
prise Program, a program created to help qualified 
individuals get started in a business of their own. 


This Dealer Enterprise Program actually provides 
75% of the capital you need to go into business. Of 
course, you also will receive whatever assistance you 
need in other areas: finding a suitable facility, re- 
cruiting and training dealership personnel, setting up 


sound business procedures. 


Right now there are many dealership openings avail- 
able; openings created by the spectacular success of 
the new Dodge Dart, America’s fastest growing low- 
priced favorite. And, there’s a slick line of compacts 


coming this fall. 


How about it? Are you a sales manager or general 
manager just itching to own your own deal? Then by 
all means be sure to investigate the Dodge Dealer 
Enterprise Program. You can receive complete details 
without any obligation by contacting: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Avenue 
Detroit 11, Michigan 


In 1960 the big deal is 


DODGE DART « LUXURIOUS '60 DODGE « DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
7 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every doliar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world. 





Capsule Comment 


A sales upturn, plus early changeover plans, has prompted 
auto makers to boost May car production schedules to 
610,000, a 4.5 percent hike over April. 

The cleanup period will end about a month earlier this 
year. 

& * * 

First such program ever undertaken by a major corpo- 
ration, Ford Motor has inaugurated a system whereby its 
workers may contribute financially to political parties of 
their choice. 

It’s part of a broad program to influence good govern- 
ment by broadening the base of participation in politics. 
* ~ * 

Backed by a new seven-point guide of advertising guar- 
antees, the FTC hopes to make Washington, D. C., a model 
city for truthful auto trading. 

Here’s a big chance for the FTC, which has complete 
charge over unfair trade practices in the Capital. 

* * * 


Canada’s auto industry cannot survive without higher 
tariffs on imported cars and elimination of duty-free parts 
from the British Commonwealth, parts makers declare. 

Canadian vehicle output is off 22 percent in three years, 
while imports have risen 85 percent, it’s charged. 

* * * 

Reversing a lower court ruling, the Tennessee supreme 
court has held constitutional the state’s motor vehicle com- 
mission which regulates dealer and salesmen standards. 

But Ford Motor has said it will appeal to the U. S. 
supreme court in a dealer-cancellation case. 


* * * 
Spring sales incentive programs, offering prizes or cash 
for dealers and salesmen, have been launched by most 
makers and cover all compacts, except the Comet. 


Making sure that the spring ,sales upturn continues. 





Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 17—Joint Annual Meeting, Motor Car 
Dealers Assn, of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

May 22-23—Alabama Independent Automo- 
bile Dealers Assn., Admiral Semmes 
Hotel, Mobile, Ala. 

June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. 

June 7— Delaware Automobile Dealers 
Assn., Brandywine Country Club, Wil- 
mington. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, s 

June 8-9—Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis, 

June 9-12—Automobile Trade Assn. of 
Maryland, Commander Hotel, Ocean 
City. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 

June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 

July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 

Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 


., Cody, 

Sept, i1-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach. N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


olis, 
Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 
Sept. 18-20—New York State Automobile 
“em The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

5 Oct. | — Montana Automobile 

ealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Ot. %s-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 


* * * 


Auto Shows 


Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

May 20-22—Norfolk eavtiet Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

(Continued on Page 44, Col. 5) 


General 


June 5-10—Society of Automotive Engi- 
neers, Edgewater Beach Hotel, Chicago. 
July 21-23—Automotive Trade Assn, Man- 
agers, summer meeting, Grand Hotel, 


(See CALENDAR Page 44, Col, 5) 


The Big Stories 


34 Years Ago—1926 


The State Department announced that new-car sales in Michigan 
averaged approximately 1,000 daily ... 
world’s motor vehicles are owned in the United States. Foreign coun- 
tries, however, bought 536,741 American motor vehicles in 1925, ac- 
cording to the National Automobile Chamber of Commerce, 


20 Years Ago—1940 


A factory licensing law was signed in Rhode Island. Designed to 
end factory pressure on the state’s dealers, the law applied only to 
manufacturers and their agents and did not affect relationships 
among dealers within the state, Licenses could be revoked for threat- 
ening to cancel or cancelling a dealer’s franchise, or for coercing a 
dealer into taking more cars, trucks, parts and accessories than he 


desires to take. 


10 Years Ago—1950 
With Chrysler Corp. returning to production after a 100-day strike, 
the auto industry produced 165,400 units this week, breaking the pre- 
vious record of 151,551 units produced in the week ended July 30, 1949. 





Automotive Cartoon 


Of the Week 
Az pron, 
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“Where's your small car?" 





Letterbox 
‘Facts and Figures... . . 


This is an open forum for the discussion of any subject of interest to our 
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readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


well done.—Watter B. Cooper, first 
vice-president, NADA. 


* * * 


W onder ful 

Your 1960 Almanac... certainly 
contains some wonderful informa- 
tion, facts and material which is| Important Data 
useful to us in the industry on| your 1960 Almanac... will be 
many occasions. You are to be| valuable since it contains much im- 
highly complimented on the prep-| portant information—F. H. Mur- 
aration of this very interesting/pay, general sales manager, Cadil- 
book.—L. W. Pierson, manager Of | jac, 
sales, International Harvester Co. * « « 

s 8s *® Excellent job as always.—Ross 


It is complete in every detail, and | Roy, Ross Roy, Ine., Detroit. 


I shall enjoy using it—W. J. Birp, 5 
assistant oneal manager, Dodge. The Automotive News 1960 Al- 
cee manac continues the high stand- 
ards which have long been estab- 

May I extend my congratula- 


. om lished for this fine publication. 
tions on the editorial concept and | no more complete reference data 
the makeup of your annual Al- 


f . are provided within the industry. 
manac issue! 


—J. Saxton Luoyp, president, 
It is obvious that the vital in- | Daytona Motor Co., Daytona 
formation carried in this book | Beach, Fla. 
required hours of research and e*.-25a 
endless labor. You people are to As usual, your informative pub- 
be commended on an issue that | lication has provided the automo- 
will be a must in everyone’s li- | bile industry with an excellent col- 
brary throughout the transporta- | lection of facts and figures. 
tion industry.—Jim GavaGaNn, Sa- It was good to see you use a 
turday Evening Post. photograph of each 1960 automo- 
cS ae bile, along with the outstanding 
This morning I received my Avu-| features of the respective models. 
tomotive News 1960 Almanac. I| Also I noted with interest the re- 
have spent the past three hours|turn of the “Roster of American 
with it, and it has been a most en-|Car Makes, Past and Present.” — 
joyable and rewarding three hours.|J. M. Rocne, general manager, Ca- 


I am amazed each year at the dillac. Bart 


amount of information you can ac- 

cumulate and reproduce on some| The 1960 Almanac will be most 
275 pages of magazine, Even the|USeful in my office as it supplies 
ads are interesting and educational. ey Sane a oo 

big job 
Congratulations agate en 6 Sig Jom my fingertips.—E. N. Coie, general 
manager, Chevrolet. 
* ok + 


In Constant Use 


The 1960 Almanac is beautifully 
bound, informative, and put to con- 
stant use in this office. — E. C. 
Quinn, sales vice-president, Chrys- 


Eighty-one percent of the || jer Corp. 


oe * a 
It is quite a book. If AuTomorTive 
News can be called the “Newspaper 
of the Industry,” the Almanac 
might be called the “encyclopedia.” 
I doubt, very much, if it would be 
possible to compile, in one volume, 
more history and facts pertaining 
to our industry. Congratulations are 
in order.—Davw E. Castes, Castles, 
Wilson Buick Co., St. Louis. 
* * x 


You have done an excellent job 
of compiling data on interest to 
all of us in the automobile indus- 
try. As a matter of fact, within 
minutes after the 1960 Almanac 
was placed on my desk, I had 

(Continued on Page 44, Col, 1) 
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By Ohio Convention Speakers . . . 








Dealers Urged to Join 
Community Affairs 


By Allan Heim 
Staff Correspondent 


CINCINNATI.—Members of the 
Ohio Automobile Dealers Assn. 
were urged to take a more active 
part in community affairs at their 
convention here. 

Speaking at the final session, 
Walter B. Cooper, 
first vice-presi- 
dent, National 
Automobile Deal- 
ers Assn., said the 
dealer who is al- 
ways “too busy” 
for civic func- 
tions is harming 
his industry. 

It is the respon- 
sibility of every 
American 
dealer to actively 
engage in the community chest, 
chamber of commerce and politics 
and other public affairs, said 
Cooper. 

“There are too many people who 
like to receive the benefits from 


Auto Emblems 
Have New Look, 
Chrysler Notes 


DETROIT.—Chrysler Corp. notes 
that the heraldic and pioneering 
emblems have largely disappeared 
from the automotive scene, At 
Chrysler, family coats of arms have 
been modified or have vanished, 
and ships under sail are gone, 

According to Chrysler, car em- 
blems have changed to harmonize 
with modern themes and times, and 
semiabstract designs have gained 
in popularity. 

The ’60 Plymouth emblem has a 
vertical motif, which Chrysler calls 
“generally representative of a mis- 
Sile poised on a launching pad.” 
The Mayflower ship symbol was 
used through 1959. 

The Dodge family crest is gone. 
Matadors and Polaras have a four- 
pointed star, and Darts, appropri- 
ately, utilize a vertically pointed 
dart emblem. 

Valiant has a “V” emblem with 
no heraldic basis; Chrysler has 
used a golden lion and shield sym- 
bol since 1956, and the eagle has 
characterized Imperial since it be- 
came a separate line in the ’55 
model year. 

Elements of the DeSoto family 
coat of arms remain in that car’s 
medallion, The present four-point- 
ed-star theme is a remnant of the 
lines that sectioned the original 
shield. 





Walter B. Cooper 













Leaders in Buckeye State— 


auto 


these organizations but don’t like 
to pay their own way,” added 


Cooper. 


The NADA officer emphasized the 
dependence of one businessman 
upon the other and cited several 
instances where negligence on the 
part of one lost sales for others. 

Cooper broke automobile deal- 
ers down into three categories: 
Positive, neutral and negative. 

“The ‘positive guy’ is responsible 
for advancement; he accepts re- 
sponsibility, doesn’t pass the buck,” 
said Cooper. “There are far too 
few of this type. 

“The ‘neutral guy’ is a nice fel- 
low. 

“He pays his taxes and dues and 
supports his organization, But he 
doesn’t want to hold an office or 
accept any responsibility. 

“The ‘negative guy’ is selfish. 
He joins the organization just 
for the good it can do him, not 
for the good he can do for it. 
He’s in there because he wants 
to be associated with important 
people and instead of helping the 
group he holds it back by display- 
ing an attitude that stymies prog- 
ress.” 

Arthur E. Summerfield jr., Flint 
Chevrolet dealer and NADA Michi- 
gan director told dealers to aim for 
a 3 percent overall profit. 

“Aim for profit on the individual 
sale and the volume will take care 
of itself,” advised the son of the 
United States Postmaster General. 

Summerfield urged dealers to get 
a clear-cut picture of their oper- 
ating expense if they wish to have 
a successful operation. 

He advised separating service 
and sales from leasing and finan- 
cing as operating expenditures. 

The young, dark-haired Chevrolet 
dealer offered credence to his lec- 
ture on separation of automobile 
dealing from leasing and financing 
interests. He acquired a leasing 
agency last year, added two more 
this year and is preparing to take 
over another one soon. 

“It’s a good business,” he de- 
clared, “but don’t mix leasing and 
auto dealing. You can’t see where 
your real progress stands. You 
should have separate personnel, 
lawyers and inventories for both 
operations.” 

The Michigan dealer strongly 
supports the idea of frequent in- 
ventories. 

“Make inventories of all depart- 
ments, including a time study in 
your service department,” he told 
the Ohio dealers. “The time inven- 
tory will enable you to find out if 
you are spending too much time 
on an automobile or truck that 

(Continued on Page 88, Col, 1) 





New officers of the Ohio Automobile Dealers Assn. are, from left seated, R. H. Zim- 





merman, executive secretary; W. J. Sander (Ford), Cincinnati, president, and A. W. 
O'Rourke (Buick), Toledo, former president; from left standing, William F. McCoy 
(Buick-Chevrolet), Wilmington, first vice-president; Edward L. Glockner (Chevrolet-Fiat), 
Portsmouth, secretary, and James S. Cole (Oldsmobile), Warren, treasurer. John L. 
Rodenfels, Cleveland Chevrolet dealer who was elected second vice-president, was not 
present when the picture was taken. 


if awards were given for 
the best parts bins 
on the market 


HERE are more Borroughs Bins in use today than all other sliding-shelf bins combined. This is no coin- 

cidence. It’s because Borroughs Bins give those “certain extras’ that Borroughs, and only Borroughs, 
offers. You'll see what we mean if you will write us for the parts dept. nearest you that has a Borroughs 
Bin installation . . . then GO SEE FOR YOURSELF. Talk to the parts dept. manager — we believe he'll be 
pleased to show you how BORROUGHS BINS SAVE TIME, MONEY AND LABOR. 


Borroughs “delivers the goods” from survey to installation 





Efficient installation service 


Complete survey service FREE floor plan service Prompt delivery service 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: Universal Equipment Co. HOUSTON: W. W. Cannon Co, PORTLAND, Ore.: The Brower Co. 
2420 Oakville St. 1901 Winter St. 1633 N. W. 21st Ave. 
Anchorage, Alaska: fred J. Snyder INDIANAPOLIS: Automotive Bin Service Co.,Inc. SACRAMENTO: Poul W. Roeder Co. 
wis 425 E, Sth St. 54 West 30th St 1721—13th St., P.O. Box 1552 
ATLANTA: Bins & Equipment Co., Inc, SALT LAKE CITY. ines 
1918 Buford Highway, N.E. JACKSONVILLE: ost0 tine ne Cry Inc. — : Setuees Sovtgmes t Co. 
BROOMALL, PA.: East Coast Distributing Co. 
’ SiWtonsced Dr KANSAS CITY, MO.: Siggins Co. ©. LOUD:  Seate Setpmeet Co, 
706 Broadway jerce Ave, 
BUFFALO: Automotive Bin Service Co., Inc ST. PAUL: Borroughs Mig. Co. 
20 East North St. LOS ANGELES: Green-Penny Co. . fostonr eee and Warehouse 
CHICAGO: felix F. Loeb., inc. 4180 E. Noakes St. 809 Hubbard Ave. 
8810 S. Vincennes Ave. LOUISVILLE: Automotive Bin Service Co., Inc, SEATTLE: The Brower Co. 
CINCINNATI: Automotive Bin Service Co., Inc. 204 Builders Bldg. 114 Virginio St. 
1220 Richmond St. MEMPHIS: Metal Products Co. SEATTLE: Williom A. Gore Co. 
CLEVELAND: Automotive Bin Service Co., Inc. 359 Madison Ave. 214 3rd Ave., S. 
8905 Lake Ave. MILWAUKEE: felix F. Loeb, Inc. STERLING, ILL.: Fell \ 
DALLAS: W. W. Connon Co. ee ite bec hee eer. 
lenton Dr, 
DENVER: Sporkmon-Borker Co. a ee er ee ts SS 
421 Santa Fe Dr. Aerdrnsboy TOLEDO: A ive Bin Se \ 
DETROIT: Automotive Bin Service Co., Inc. NEW YORK: sevens Me. Corp. . 518 lollonon oo rvice Co., Inc, 
10040 Freeland Ave. ‘ar’ b \ 
FARGO: Adoms, inc. OAKLAND: Williom A. Gore Co, WATERTOWN, Mass.: Alexander Stee! Products, Inc 
Wi. We, Compe glen eile PUERTO RICO ee an om I 
FORT WORTH: W. W. C Co. + Automotive Speciaities, Inc. 
. pO. Son 464 OKLAHOMA CITY: WV, W. Connen Co. 252 Ponce de leon Ave., Hato Rey 
FRESNO: Healey & Co. hie CANADA: Wickwore-Stockbin, Ltd. 
2302 Tulare St. OMAHA: Siggins Co. P.O, Box 740, Perth, Ontario 
HONOLULU,Hawaill: Hunters’ Office & Industrial 1236 S. 13th St. MEXICO, D. F.: Mr. John De Young “EIMISA", 
Equipment Co. PHILADELPHIA: East Coast Distributing Co. Dr. lucid 270, Esq. Dr. Pasteur 
538 Reed Lane 780 S. 52nd St. Aptdo. 21842 
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ENTER ALCOA’S 


WIN A FREE TRIP 


A (j K AN ) p RI7ES = An expense -paid vacation for two 
= for 7 idyllic days in balmy Nassau! 


Escape to that tropic isle you’ve always daydreamed about! 
Imagine—a full week in Nassau, the jewel of the Bahamas. Five 
lucky auto salesmen and their wives will be flown from anywhere 
in the United States to this charming British-colonial island. You 
could be one of the winners! 

For’ seven fun-filled days, enjoy relaxing in the sun and night 
life with a calypso beat! Be driven by limousine to a frowning fort 
steeped in history . . . to other intriguing sites that are a photog- 


rapher’s delight. See underwater coral gardens in a glass-bottom 
cruiser . . . swim off Paradise Beach at picturesque Hog Island. 
Stay at a luxurious, air-conditioned hotel of your choice . . . with 
superb facilities for recreation or just plain loafing. Transportation 
from your home town to Nassau, from the airport to your hotel, 
your hotel room and all meals will be paid for by ALCOA! What’s 
more, you can take your Nassau vacation any time until March 1, 
1961. So enter ALCOA’s Auto Dealers’ Aluminum Contest now! 





PLUS: 25 SECOND PRIZES 


Free 
Lifetime 
Aluminum 
Pencil to 
Every 
Entrant! 








ARGUS 35-MM 
MATCH-MATIC C3 
CAMERA OUTFIT 


$6495 


RETAIL VALUE 


All-time favorite of those who know cameras 
best. £/3.5 lens. Coupled range finder. Attached ex- 
posure meter. Camera, case, flash, meter included. 


Any Auto Dealer or Salesman 
Can Enter! so Easy! Here’s All You Do: 


A. Car manufacturers are using more 
strong, lightweight, corrosion-resistant 
aluminum than ever before. On the at- 
tached official entry card, check off ail the 
aluminum parts in the boxes shown, for 
any make of car you sell. 

B. Then, in 50 words or less, tell how 
aluminum’s many advantages help you 
sell cars. (See examples in box at right.) 
C. Print your name, your position, name 
of dealership and address. Mail your 
entry. (If the entry cards in this issue are 
already used, write to Aluminum Com- 
pany of America, 1810-S Alcoa Building, 
Pittsburgh 19, Pa., for more cards.) 


CONTEST RULES 


1. Follow the above instructions. Contest 
open to all authorized U.S.-make new car 
dealers and their sales personnel—limited 
to their general managers, sales managers, 
salesmen. Employees of Aluminum Com- 
pany of America, its distributors, dealers, 
advertising agencies and members of their 
immediate families are not eligible. 

2. Allentries must be postmarked no later 
than June 15, 1960, and received by 
June 22, 1960. 


3. Winners will be awarded prizes on the 
basis of accuracy of aluminum parts iden- 
tified and the originality, sincerity and 
aptness of thought of the accompanying 
statement. All entries become the prop- 
erty of Alcoa and may be used in any 
manner. 


4. Judging will be conducted by Bruce, 
Richards Corporation, an independent 
judging organization. Decisions of the 
judges are final. Duplicate prizes will be 
awarded in event of ties, with a limit of 
only one prize to a contestant. Names of 
prize winners will be published in Auto- 
motive News as soon as possible after 
judging. 


5. Prizes can be designated to others by 
winning contestants if desired. No alter- 
native prizes will be awarded to Contest 
winners. Any liability for federal, state or 
other taxes imposed on an award received 
will be the responsibility of the award 
winner. All trips must be completed prior 
to March 1, 1961. 


6. Contest subject to federal, state .and 
local regulations. 





- 100 THIRD PRIZES 


$4450 


RETAIL VALUE 


Ideal traveling companion to take along on 
family picnics, boating, fishing trips. Two quart- 
size, insulated aluminum bottles, six cups, two 
airtight sandwich boxes and sturdy insulating 
carrying bag. 


EXAMPLES of what you might say to new 


car prospects about Alcoa Aluminum: 


I tell my customers that the anodized Alcoa® Aluminum grille 
and trim will still be bright and shiny when they trade in 
the car. I tell them we give more on trades with bright trim. 
Also, they will have a car they are proud to drive. 


My customers know that extra weight means more 
gas consumption and less pickup. So I point out that 
our car has plenty of lightweight Alcoa Aluminum in 
the transmission and engine parts to cut down on 
dead weight. 


With aluminum grilles and trim you never need any 
special polishes to clean off corrosion. I tell my customers 
they can keep the Alcoa Aluminum bright by treating it 
like the paint—just wash it with mild soap and water. 


The car I sell has aluminum brakes. So I tell my 
customers that these aluminum brakes run much 
cooler than ordinary brakes. They never overheat— 
even after consecutive panic stops. This means the 
brakes won't fade. They’re really safe. 


The car I sell has an aluminum radiator. This cuts down 
on front-end weight, and weight saving is always a benefit 
in cars. Aluminum is ideal for radiators. It conducts heat 
fast and resists corrosion. 


I tell my customers about the aluminum engine ‘in 
the car we sell. This saves weight and gives the car 
more getup and go. Better handling, too. Tough, 
strong Alcoa Aluminum is ideal for automobile en- 
gines and has many other uses. 











om 


f WIN ANTRIP 
F TO NASSAU 


GMM HERE'S YOUR ENTRY BLANK > 


Which one of these cars do you sell? 


Buick Dodge Oldsmobile 
Cadillac Dodge Dart Plymouth 
Chevrolet Falcon Pontiac 

Chrysler Ford Rambler 

Comet Imperial Superba (Checker) 
Corvair Lark Thunderbird 
Corvette Lincoln Valiant 

De Soto Mercury 


. Write name of any one car you sell on your entry blank. 


. Check off all of the aluminum parts that are standard or 
optional on any model of this make. 


. Write what you tell prospects about the car's aluminum 
parts. 


. Print your name, dealership, etc. 


5. Mail your entry today! 


FOR MORE ENTRY BLANKS WRITE TO: 
Aluminum Company of America 

1810-S Alcoa Building 

Pittsburgh 19, Pa. 


Waa 


pao ------ -- -- -- -- --- +--+ ---- 


CHECK HERE 

ALL THE ALUMINUM 
PARTS ON THE 
ABOVE CAR, 

ANY MODEL 


CD Engine (block) 

O Pistons 

OC Brake drums 

D Automatic transmission 
(any part) 


D Radiator 

0 Grille 

C Headlight door or bezel 
© Taillight bezel or housing 


CD Rear trim applications 
(exclude emblems, 
medallions, lettering) 


DC Body side trim applications 
(exclude emblems, 
medallions, lettering) 


DC Window frames 

D Dash or instrument panel 
C Bumpers 

© Scuff plates (doorsilis) 


NAME OF ONE CAR 
YOU SELL 


CHECK HERE 

ALL THE ALUMINUM 
PARTS ON THE 
ABOVE CAR, 

ANY MODEL 


D Engine (block) 

OC Pistons 

DC Brake drums 

D Automatic transmission 
(any part) 

C Radiator 

0 Grille 

OC Headlight door or bezel 

CD Taillight bezel or housing 


DC Rear trim applications 
(exclude emblems, 
medailions, lettering) 


CD Body side trim applications 
(exclude embiems, 
medallions, lettering) 


(CD Window frames 

0D Dash or instrument panel 
C2 Bumpers 

© Scuff plates (doorsilis) 


WRITE HERE 
NAME OF ONE CAR 


CHECK HERE 

ALL THE ALUMINUM 
PARTS ON THE 
ABOVE CAR, 

ANY MODEL 


CD Engine (block) 

C2 Pistons 

DC Brake drums 

CD Automatic transmission 
(any part) 

DC Radiator 

0 Grille 

CD Headlight door or bezel 

C Taillight bezel or housing 


(CO Rear trim applications 
(exclude emblems, 
medaliions, lettering) 


C Body side trim applications 
(exclude emblems, 
medallions, lettering) 


D Window frames 

(C Dash or instrument panel 
C2 Bumpers 

© Scuff plates (doorsilis) 


@ 


WRITE HERE—IN 50 WORDS OR LESS—WHAT YOU TELL 
YOUR CUSTOMERS ABOUT ALCOA® ALUMINUM PARTS 
WHEN SELLING A NEW CAR (see examples in ad) 


DEALERSHIP NAME 





FURIES: PROMI icciinsrntiencintertiahiatainnabinstiintinisinansicatiieapasailbin 


_ZONE____STATE. 


WRITE HERE—IN 50 WORDS OR LESS—WHAT YOU TELL 
YOUR CUSTOMERS ABOUT ALCOA® ALUMINUM PARTS 
WHEN SELLING A NEW CAR (see examples in ad) 


NITE, SOU sinnsscsutienstatedicbusheemsesthiabiguesdinsiaaniatinn 
STREET ADDRESS_ 


(TIPE OW scsctnstiiscinsieciecenciicereatiteaataichdididgeias aac 


WRITE HERE—IN 50 WORDS OR LESS—WHAT YOU TELL 
YOUR CUSTOMERS ABOUT ALCOA® ALUMINUM PARTS 
WHEN SELLING A NEW CAR (see examples in ad) 


PLEASE PRINT 





DEALERSHIP NAME 
ee 


GE iccininnsiniinnapinitisme sais casita aici ahi 











BUSINESS REPLY MAIL 
First Class Permit No. 59,404, New York, N. Y. 


Bruce, Richards Corporation 
P. O. Box 247 
New York 46, N. Y. 









( 
Bruce, Richards Corporation = | 
P. O. Box 247 = 
New York 46,N.Y. == 
= 


No 
Postage Stamp 


If Meiled in the 
United States 





Bruce, Richards Corporation 
P. O. Box 247 
New York 46, N. Y. 





Mail your entry today! 


ALCOA'S AUTO DEALERS’ ALUMINUM CONTEST 


Closes June 15, 1960 


ALCOA ALUMINUM 


... GIVES EVERY CAR MORE GLEAM AND GO! 











Gross Receives $-P Award— 


D. D. Gross, Moline, O., has received a plaque for his 25 years as Studebaker- 
Packard dealer. From left are W. L. Dallas, S-P Detroit zone manager, who presented 
the award; Gross; C. O. Gross, dealership general manager, and John S. Beach, S-P 


district sales manager. 


AUTOMOTIVE NEWS, MAY 16, 1960 


SOUTH BEND. — Plaques, serv- 
ice pins and lapel buttons have 
been presented to 101 individuals 
and dealerships by Studebaker- 
Packard Corp. in recognition of 
long service. 

The length of service, individuals 
and dealers honored follow: 

Fifty years: Vic Frederick 
Motor Sales, Fremont, O.; Wal- 
ter P. Wiebe, owner, Progressive 
Garage, Highland, iL; M. J. 
Eich, owner, Eich Motor Co., St. 
Cloud, Minn. 

Forty-five: Calvin H. Knyrim jr., 
Eidam Bros., Hazleton, Pa. 

Forty: L. D. Dittmer, owner, 
Dittmer Motor Co., Elkader, Ia.; 
Cc. Earl Schantz, Schantz Bros., 
Lowville, N. Y.; L. E. Mathis, 
Mathis Motor Co., Atlantic City, 
N. J.; Vern W. Hagedorn, West 
Point, Neb.; Harold L. Day, War- 
ren & Day Co., San Bernardino, 
Calif.; Gerhard Bergman & Sons, 
Vincennes, Ind.; Thimmes Motors, 





Dealerships and Personnel . . . 


101 S-P Veterans Honored 





Heling Garage & Implement Co., 
Burnett, Wis.; Marden Motor Co., 
Augusta, Me. 

Thirty-five: George Wiederhold, 
McAllen Motor Co., McAllen, Tex.; 
W. A. Nolte, Inc., Corapolis, Pa. 

Thirty: Joe Nickertz, Newport 
Beach, Calif.; Morse-Batchelder, 
Inc., Manchester, N. H. 

Twenty-five: Bernard and 





Ford Deals in Indiana, 
New Hampshire Are Sold 


DEARBORN.—Two Ford dealer- 
ships, one in New Hampshire and 
the other in Indiana, have changed 
hands. 

Al-Warren Ford, Inc., 180 Canal 
St., Manchester, N. H., has been 
sold to Albert Marcotte and Roland 
P, Genest, both of Manchester. Bob 
Berry Ford, Inc., 436 E, Washing- 
ton, Fort Wayne, Ind., has been 
acquired by M. S, Cavel, who plans 


Inc., Lancaster, O.; E,. B. Welch/to sell his Ford outlet in Zions- 
Motor Car Co., Utica, N. Y.; E. J.! ville, Ind. 





HOW: EVERY CAR 


YOU SEE YOU 





You can make money hand over fist with the 
Gabriel Load-Absorber . . . and here’s why: 


This amazing new “load sensitive” sus- 

pension member is the one and only load- 
supporting device that automatically compensates 
for heavier loads without producing an un- 
pleasantly stiff ride under normal loads! 


oe Load-Absorbers can give any car—even a 
: brand-new model, right off the assembly 
line—a far quieter, more comfortable ride! 


They can help any car owner protect his 

investment, by promoting greater car con- 
trol and safety under all road and load conditions 
- +. and by preventing undue strain on the rest of 
the car's suspension system! 
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SHOCK ABSORBERS 
LOAD ABSORBERS 
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So don’t wait until you see a station wagon 
or pickup truck to talk Load-Absorbers. Give 
a good sales pitch to every motorist who 
drives into your place of business. And re- 
member that we’re backing you up with a 
heavy barrage of national advertising . . . in 
Sports Illustrated, in Outdoor Life, in Motor 
Trend, and with a heavy, summer-long sched- 
ule on Monitor over the full NBC radio net- 
work! And we’re promoting the full Gabriel 
line . . . shock absorbers as well as Load- 
Absorbers. 

So carry the full line . . . and be sure to 
see your Gabriel jobber for complete infor- 
mation about the revolutionary new Gabriel 
Load-Absorber! 


The Gabriel Company - cieveiand 15, Ohio 


ae 











Harry McNeer sr., McNeer Motor 
Co., Portsmouth, O.; Douglas 
Castle, Walter Schroeder Motors, 
Inc. Berwyn, DL; Edwin P. 
Weida, Edgemont Garage, Eliza- 
bethville, Pa.; J. E. Tigue, Tigue 
Moter Co., Keokuk, Ia; L. C. 
Hegarty, Hegarty & Son, Coal- 
port, Pa.; A. C. Menius Co., Salis- 
bury, N. C.; Hoffman Motors, 
Inc., Jasper, Ind.; R. F. Needler, 
Needler Garage, Hartford City, 
Ind.; Matthew Stutz, Stutz Sales 
& Service, Bronx, N. Y.; O, R. 
Fogle, Fogle’s Garage, Colville, 
Wash. 

Twenty: Homer Lathrop, Robert 
B. Conover and Philip Rauch, 
Ranchero Motors, Inc., North Hol- 
lywood, Calif.; Ray Cox and Mrs. 
Josephine Ramsey, McNeer Motor 
Co., Portsmouth, O.; Joseph Katz, 
Mervis Motor Sales, Pittsburgh; 
E. G. Parkin, Parkin Motor Co., 
Earlville, Ia.; North End Motors, 
Inc., Barre, Vt.; R. E. Lang, Lang 
Motor Sales, Poplar, Mont, 

Fred M. Koeser, Highlands Au- 
tomotive Service, Highlands, N. J.; 
Ketterson Motor Co., Inc., New- 
burgh, N. Y.; Schubert Bros, 
Smithtown Branch, N. Y.; C. C. 
Brigham, Bradford, Pa.; George 
Chrest, Chrest Motor Sales, 
Uhrichsville, O.; M. M. Cotten, Cot- 
ten Auto Sales, Petersburg, Va.; 
C. M. and W. O. Sheppard, Hood 
River, Ore.; A. C. Sarver, Parkins 
Motors, Inc., Charleston, W. Va. 

Helms Bros, Inc., Bayside, Elm- 
hurst and Flushing, N. Y.; Silver 
State Auto Co., Great Falls, Mont.; 
Rowley Motor Sales, North Adams, 
Mass.; Fellows Motor Co., Inc., 
Tampa; American Service Center, 
Arlington, Va.; Milton Erickson, 
Erickson Studebaker, Bloomer, 
Wis.; Robert L. Reynolds, Reynolds 
Sales & Service, Warren, Ark.; 
Buckley Bros. Motors, Inc., Den- 
ver; Read Bros, Garage, West 
Bridgewater, Mass. 

Fifteen: Robert G. Keatinge, 
Glenn A. Payne, William H. 
Everett and Franklin Owen, 
Ranchero Motors, Inc., North 
Hollywood, Calif.; Chester Mack 
Sales & Service, Chester, Pa.; 
McPeak Motor Co., Compton, 
Calif.; Jim Koehler Motors, Inc., 
Tucumcari, N. M.; Post Motor 
Co., Marshall, Tex.; Associates 
Cooperative Services, Merrill, 
Wis. 

T. B. Walters, Walters Auto & 
Implement Co., Monroe, N. C,; 
Highland Park Motors, Los An- 
geles; Newberry Motors, Inc., New- 
berry, S. C.; Hudson-Starr Sales 
Co., Hickory, N. C.; Mrs. Katherine 
Bouillon, Bouillon Motor Sales, 
Chicago; Russell Motors, Inc., Cin- 
cinnati; Champ Auto Sales, Opel- 
ousas, La.; Lewis Motor Co., Inc., 
High Point, N. C. 

Erardi’s Sales & Service, Inc., 
Meriden, Conn.; Harold Dahlgard, 
Dahigard Motors, Inc., Yonkers, 
N. Y.; Knight Auto Sales Co., Ban- 
gor, Me.; Don E. Chamblin, Lex 
Chamblin & Sons, Meridian, Miss.; 
Albert & Adams Motors Sales, 
Marion, O.; Lloyd S. Pearson, Pas- 
adena, Calif; G. C. Hatcher, 
Hatcher Motor Co., Lookout, W. 
Va.; Harry McNeer jr., McNeer 
Motor Co., Portsmouth, O.; M. E. 
VanBlargan, Eidam Bros., Hazle- 
ton, Pa. 

Ten: Espie Joyce Motors, Inc., 
Madison, N. C.; DeWitt Imple- 
ment Co., Vinita, Okla.; Law- 
rence Rentfro Motors, Cleveland, 
Tenn.; Taylor Motor & Imple- 
ment Co., Pocahontas, Ark.; 
Florida Oil Service, Inc., Florida, 
N, Y.; Fontenot Motors, Inc., 
Welsh, La; Ferson Motors, 
Franklin, Pa.; Colcord’s Garage, 
Exeter, N. H. 

Bovee Motor Co., Laramie, Wyo.; 
Walter Motor Co., Norton, Kans.; 
Donley Motors, Ashland, O.; Mill 
Motors, Lancaster, Calif.; Halicki 
Motors, Inc. Dunkirk, N. Y.; 
Backus Garage, East Wilton, Me.; 


|Higdon & Sons Motor Co., Colo- 


rado Springs; Miller Motors, Tip- 
ton, Mo.; Rutherford Motors, Inc., 
Rutherford, N, J.; Fulker Motors, 
Baltimore; Robbing Motors, Hunts- 
ville, Tex.; Laird Motor Co., Tyler- 
town, Miss. 


Big Comet Order for Foothill 


LOS ANGELES. — The largest 
Comet fleet order received by Lin- 
coln-Mercury’s Los Angeles district 
since the introduction of the new 
compact was placed by California 
Rent Car, according to W. H. Alen, 
district sales manager. The 100 
Comets will be processed through 
Foothill Lincoln-Mercury, Pasa- 
dena, Alen said. 
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Another extra service from Associates 


Our fast 
approvals 
help clinch 
the sale! 


Associates has realized for many 
years that a fast credit approval on a 
retail contract often makes or breaks 
the sale. That’s why all of our field 
men have ample authority to make a 
decision and make it fast. So if slow 
financing service is giving you an 
unhealthy rash of walk-aways, phone 
Associates today! 

In addition, Associates can offer 
you floor planning plus comprehen- 
sive and credit life insurance services. 
We’ve been helping dealers for 42 
years, and our service fully reflects 
this experience. 

So the next time you need a fast ap- 
proval, call the man from Associates. 


Associates 


INVESTMENT COMPANY + SOUTH BEND, INDIANA 


Associates Discount Corporation . Associates 
Discount (Canada) Ltd. . Emmco Insurance Co. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 


— a great deal of argu- 
ment and discussion has arisen 
among various auto dealers over 
the legal question: When and under 
what circum- 
stances can a per- 
son be convicted 
of receiving 
stolen property, 
merchandise, or 
automobiles? 
Last month a 
higher court laid 
down this law: 
The crime of “re- 
ceiving stolen 
property” con- 
geals upon taking 
possession of stolen property with 
guilty knowledge. The aiding and 
abetting of that crime of receiving 
stolen property is the performance 
of a criminal act with guilty knowl- 





L, T. Parker 


edge of the wrongful purpose of the 
perpetrator. 

In People of the State of Cali- 
fornia v. Bernard Feldman, 339 Pac. 
(2d) 888, the testimony showed 
these facts: Ben’s Auto Wreckers 


Co. sold and dismantled used cars. 


Fort Worth Dealer Assn. 


Adds Four Members 


FORT WORTH.— Foreign Car 
Co,, Frontier Rambler, Inc., Pioneer 
Motors and Harry Ward from Eng- 
land have been elected members of 
the New Car Dealers Assn. of 
Greater Fort Worth, according to 
Sam W. Fleming, president. 

Addition of these four increases 
the NCDA roster to 21 members, 
the largest total in the 33-year his- 
tory of the group, Fleming said. 
Seventeen of the 19 American fac- 
tory-franchised dealers and four of 
eight authorized foreign-car deal- 
ers in Fort Worth are members, 
he added. 


One McClerkin carried on a similar 
business, although he had no license 
to do so. 

McClerkin employed Gordon 
Morgan as a “sort of salesman” 
who on a commission basis sold 
stolen auto parts procured by Mc- 
Clerkin, During the month of 
May, Morgan sold Ben stolen 
parts, and he knew that these 
were stolen parts. 

Further testimony showed that 
McClerkin had purchased a stolen 
1957 Ford. On Ben’s lot there stood 
an identical wrecked 1957 Ford. Ben 
finally agreed to sell McClerkin the 
license plates, pink slip and identi- 
fication of the wrecked Ford for 

$700. Ben retained the Ford itself 
with the right to dispose of it for 
his own profit. No money and no 
papers changed hands; the parties 
merely entered into the agreement. 

Later, McClerkin had not been 
able to raise the $700, and Ben had 
not obtained the pink slip from the 
insurance company from which he 
had purchased the wrecked Ford. 
Taking $500 as a downpayment, Ben 
delivered to McClerkin the license 
plates and identification from the 
doors of the wrecked Ford and 
promised to turn over the pink slip 
as soon as he received it. The valid 
license plates from the wrecked 








It has been estimated that over 
half of automobile driving takes 
place in cities. 





Ford were placed on the stolen 
Ford. 
+ * * 


Ben Held Not Guilty 
N THE face of these facts, the 
higher court refused to hold that 
Ben was guilty of receiving stolen 
property, and further that he was 
not guilty of conspiracy to commit 





How to make customers your best friends 


Give them the richest, most complete motor oil in the world— 
Pennzoil Z-7. So rich it gives double the protection demanded. 
So complete you never need extra additives. 


They'll be your “regulars’’ from then on—for all the Pennzoil 
motor oils and lubricants you handle. Because they get longer, 
trouble-free engine performance. Actually increase gas mileage. 


You’ll get increased traffic, boost sales of all your services 
and products—and add up more extra profit than ever before! 


Easy to keep track of all customer service needs with 
Pennzoil’s exclusive Kontax System .. . 4-to-1 favorite 
among dealers everywhere—from coast-to-coast. 








Call your Pennzoil distributor today about this 100% pure 
Pennsylvania motor oil and all Pennzoil quality products. 
He’s listed in the Yellow Pages. 


Member Penn. Grade Crude Oil Assn., 
Permit No. 2, Oil City, Pa. 











grand theft and to receive stolen 
property. 

In other words, the court held 
that Ben, by sale of the plates, 
did not and could not be deemed 
guilty of conspiracy to commit 
grand theft or to receive stolen 
property. The court said: 
“Appellant (Ben) did not agree 

to receive any stolen property as 
a part of his sale of the license 
plates of the Ford. Indeed the car 
was already in McClerkin’s posses- 
sion, and the crime of receiving 
stolen property had already been 
committed.” 
* * * 
ONSIDERABLE discussion and 
argument has arisen recently 
regarding the possibility of liability 
of a building owner for damage to 
autos and merchandise owned by 
a dealer who rents space in a build- 
ing whose sprinkler-system pipes 
break and discharge water without 
fire inducement. Last month a 
higher court rendered an unusually 
important decision on this subject 
of law. 

In Insurance Co. of America v. 
Morgan, 262 Fed. (2d) 916, the 
testimony showed that a building 
is equipped with what is com- 
monly called a dry-line sprinkler 
system. Such a system is oper- 
ated on the principle that when 
fire melts a sprinkler head, or 
where otherwise air is allowed to 
escape from the pipes, water then 
flows into the system for the pur- 
pose of extinguishing fire. 


One night a broken pipe dis- 
charged about three inches of water 
on the floor, and caused consider- 
able damage to merchandise, and 
the like, in the building. 


In subsequent litigation, testi- 
mony was given which proved that 
the building owner had exercised 
due care in installation and regular 
check of the system used. 


Other testimony showed that the 
break was caused by freezing in the 
pipe of water which failed to drain 
into the drip drums because of a 
slight low spot in the system, im- 
perceptible to visual inspection, 
which may have occurred after in- 
Stallation of the system as a result 
of the settling of the building. 

In view of this testimony and 
evidence, the higher court held that 
the building owner was not guilty 
of lack of due care in installing and 
in checking the sprinkler system. 
Hence, he was not liable for the 
loss and damage caused by the 
water. 


Ford Establishes 
Newark District 
In East Shuffle 


DEARBORN. — Realignment of 
East-coast territories — including 
the establishment of a new district 
sales office—is announced by Ford 
Division, 

M. S. McLaughlin, general sales 
manager, said the new sales office, 
to be called the Newark district, 
will be located in Ford’s parts depot 
at Teterboro, N. J. Jack W, Men- 
del, formerly assistant manager of 
the Buffalo district sales office, has 
been named manager of the new 
district. 

The New York district, presently 
located at Teterboro and managed 
by W. P. Barre, will be moved to 
the vicinity of White Plains, N. Y. 

The Newark district is comprised 
of all of the New Jersey counties 
in the New York City metropolitan 
area, all of the upstate New York 
counties and several of the counties 
previously in the northwest part of 
the Philadelphia district, The New 
York district is now comprised of 
New York City, Long Island, sev- 
eral Connecticut counties and three 
counties in lower New York State. 

In addition to these changes, all 
of the Maryland counties previously 
assigned to Philadelphia and three 
Pennsylvania counties have been 
transferred from the Philadelphia 
district to the Washington district. 

McLaughlin also announced ap- 
pointment of Ronald L, Phillips as 
manager of the Washington district 
sales office, 


Rawls Leaves $246,000 

RALEIGH, N. C.—C. H. Rawls, 
founder of Rawls Motor Co., here 
and a pioneer North Carolina auto 
dealer, who died March 9, left an 
estate valued at $246,380, according 
to an inventory filed in Wake 
County Superior Court. 
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THOSE WHO USE US MOST...KNOW US BEST 


Shown opposite is the alphabetical 
listing of WJR’s Top Fifty 1959 
advertisers. Shown also is the 6- 
year history of their use of WIR... 
a documentation of the consistency 
of their reliance on WJR as an 
important part of their over-all 
advertising strategy. 


The major business classifications 
represented are: 


Food, Drugs, Beer, Gasoline Prod- 
ucts, Insurance, Travel, Automotive 
Manufacturers and Suppliers, Agri- 
culture, Banks, Savings Associ- 
ations, Publications, Public 
Utilities, Industrial, Retail Stores. 


Those advertisers marked with an 
asterisk (*) are headquartered in 
WJR’s neighborhood .. . their ex- 
ecutives know our programming, 
our area interests, our manage- 
ment, our business practices. In 
short... they know us. 






























THOSE WHO USE US MOST... KNOW US BEST 
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Join the Top 50 and 181 other live 
advertising accounts on WJR, and 
cash in on the selling power of the 
dominant station in the heartland 
of the Great Lakes. Your Henry I. 
Christal or station representative 


has the details. 


DETROIT 


Complete Range Programming 
Something For Everyone 
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Dealers Applaud Marine Sideline... 
Boats, Cars in N. J. Showrooms 


NEWARK, N. J.—Boats and au- 
tomobiles complement each other, 
according to two dealers who have 
added boats and motors to their 
automotive lines. 

They report that customers can 
be switched from one category to 
another, that they supply leads 
for both lines and that the same 
servicemen often can work on 
both products, 

The dealerships are Mohr Mo- 
tors, Inc. (Chrysler-Imperial- 
Plymouth-Valiant), Newark, and 
Knoblock Bros, (Studebaker and 
Mercedes-Benz), South River, N, J. 

Mohr has opened a boat mer- 
chandise section adjacent to its 
showroom, and Walter Johnson, 
dealership general manager, is op- 
timistic about the prospects of the 
new venture. 

Vincent Umstot, who formerly 
operated his own marine establish- 
ment in Newark, heads the boat 
division which is known as Al Mohr 
Marine Co. It handles Glasspar and 
Penn-Yan boats and Evinrude mo- 
tors. 

Mohr Marine opened in March 
with a big advertising and promo- 
tion campaign. A free boat was 
awarded, and the public was offered 
a package deal on a new boat and 
new car or a combination of used 
models. 

Farther down the state, Knob- 
lock Bros, hag boats on its used- 
car lot as well as in a highway 
showroom devoted exclusively to 
marine products, 

Knoblock handles Du Craft, Fly- 

* * * 





Sales Talk— 


Antoine Knoblock, president of Knoblock 
Bros., South River, N. J., explains the op- 
eration of a boat motor set up in his Stu- 
debaker showroom. The dealership carries 
a full line of marine products. 


FTC Accuses 
Battery AD-X2 


WASHINGTON.—Claims by the 
manufacturer of Battery AD-X2, a 
storage battery treatment, that the 
product has been “Proved Before 
the Federal Trade Commission” 
and is “Government tested and 
proved” are false, the FTC has 
charged, Cited in the Commis- 
sion’s complaint were Pioneers, 
Inc., 2812 Havenscourt Blvd., Oak- 
land, Calif., and its president, Jess 
M. Ritchie. 

The complaint charged that the 
product has not been approved 
before the FTC, tested or approved 
by the Commission, or approved 
after tests by an Federal agency 
as represented. This deception has 
misled the public and diverted 
trade unfairly from competitors, 
the complaint said. 


Brown Succeeds Turner 


As Head of Dealer Assn. 

HAYWARD, Calif.— Ray Brown 
(Dodge-Plymouth), Hayward, has 
succeeded Harold Turner (Buick) 
as president of the Southern Ala- 
meda Country Motor Car Dealers 
Assn. 

Other new term officers are: G, E. 
Daily (Chevrolet-Buick), Liver- 
more, vice-president; Turner;. Bud 
Gestri (Ford), Livermore; Claude 
Shipman (Volkswagen), Hayward; 
Charles Monahan (Pontiac), Hay- 
ward; H. J. McCullough (Chevro- 
let), Hayward; and C, J. Rogers 
(Renault-Peugeot), Fremont and 
Hayward, directors. Glen Slaughter 
igs secretary-manager. 


ing Finn, Glasspar and Old Town 
boats, Little Dude trailers and Ev- 
inrude motors. 

The Knoblock brothers—Michael, 


boat which had been placed on a 
trailer. 

A boat and motors were display- 
ed in the lobby of the First Nation- 


Joseph and Antoine—are teaching al Bank of South River and at its 


their car salesmen to sell motors 
and are using auto customer lists to 
dig up marine business leads. The 
service manager has taken a train- 


branch banks in Spotswood, James- 
burg and East Brunswick, 
The exhibit advertised the 
bank’s time-purchase plan and 
helped stimulate business for the 





ing course at the Evinrude factory, 
and others will be sent there later. 
The dealership promotes its ma- 
rine line actively. Last Christmas, 
Santa Claus rode to an Elks party | 
for crippled children in a Knoblock | 


New Passenger-Car Registrations, First-Quarter Totals, 1960-1959 


dealership as well. 

Knoblock is constructing a ma- 
rina on the nearby Raritan River. 
It will be 400 feet long and 400 feet 


Auto Dealer Shows Boats in Bank— 

Knoblock Bros., a Studebaker and Mercedes-Benz dealership which also handles boats 
and motors, displayed its wares in the lobby of the First National Bank of South River, 
N. J. The exhibit helped advertise the bank's time-purchase plan. 


deep and will have rental slips and 
other facilities for boatmen. 














tions a com- S | Chrys: | 1 D pty. |CHaYS M FORD Cadil- | Chev- | Olds- | Pon- M | sade Mie. rota 
& = - - m- er- 

= a" a L. wo ler | rial | Soto |°°%%*| outh TOTAL oe en ae Comet |rotat| Buick | “Tac | rolet |mobile| tiac TOTAL an cae 
60) 1233 2454 5558| 147 399) 7330) 1200] 1167) 11099) 348] 2231| 23734 

cas S| “ieel Tal 98 My] azs| ser] 186] | iat 358| _5133| ia bo w7eH| _ 3 306 | |_1aa _tnis 
Task i7| 10) 10 > 125 255 

ae oe ee 4 6 | ol * Be i 184 Fy zs a 3 kz) a 
i "60| 756 71 19 32| 36! 560 71 = 9 | 293)  48T 

rr ‘| 30 al oe “ 169| 418 a E- ool av] aes | 1 354 a te cy] y00| es] Lise] 9942 


ee eS eee 
case eal eal Aalto Oe Oi el Se) Se) | ele Se 




































































































































































— 2 ‘3 ra 120 a8 a 73 “| ioral orl 127| 3| pi “| Ha | 2 oa an| W86 | B23] S400 | all 1276 ies 
eee 4 i334 ea ee er pod um 3955 120| 2 rH ee Prt | | _ ree | alt ia 2 S17 zis - 
eres ‘| el al 3 foal S9e|__ $90] toon 34] sa] rt 196|__tisl_t108, 2st] _2as 2 a7 sie 
venom FS Se Eh RR. ic ay] 'yas| tos) gol ae] ttt) past tart aan daar] 350] 368] = all _see8 
fess ee Sa lB 1 el ato] 7] feel Balt] st] sl | alt) tat 
Sore ‘9 "sel ra ‘2 121 oe EH ies2| ‘2e| 258| S| 3 ore | 1086 col 8 5934 ia a irae ‘nel aes | 23600 een 
Heweii ‘So tos] | 3] ze} eal 00] S| tos 1 ‘i oe "Se ae a a gi aa ie as oo 
idaho "60; «478 57 15 26| 206) ~+~«251 635| 1030 | I 5 
59] 388] S| Ss] 45]__—s*8'33|_ 249 Ba 1164 161 1399 329 ial 1142} 315] 391 146 5190 
ae | oe "7 AH 38 ee os ori Ss 990] H| Pret ” eal S126 Pra | as el Tr7| 99068 sia By etl ‘rave 
oe ‘Sol tees| 256] 106] 262] 60| gyal as0r| daar] a76l_—tael_ =| otal 4 ai4| _yoes| 2304 2062 i a 30876 
= a a tee Sal let 
Kansas 200 49 85; 956, 1070 73 489 45 4 367 San ma a id | tau] ma 
os ise 92 | 7 wl asl ites 1166| S108 ail a3 | | seal 622| 253) 3731 747 sae) , Ts 
| a “4 salt 
eat o| 39 I23 3 3| oe Rl 7 a 5 162 % a “ ml es a a 1903 | alt “We %| 7 1760| 20088 
Maine "60 «505 54 é 32/305 14 154 29 110 1515 721 
‘2 ry 49 | tl 3 145 GE: 1304 ssl 28 142 ie 27 ol Ste | a a a: - Tal Sie ie 
ee 3: 1370 | wa | 8 IS SS Me Sal 142] Hs es a 6217 "| _ 83 sm 7 tal 1266 _Voen0 | | an art | om 
ee ‘7 a | nl al Tea ool | teae| 170] 187 I "7 eel | we es | a La a See re jE 
ee ” 5839 _‘es0| 2051 99 ts07| 98791 e880] 20772| 1093] S69] azul | dense] Steel 24001 202'9) | a aol Say el ae 
Mioneote Ltt al TAS" ela] Z|] S| a] a) Se] oe 
re ” 330 30, ee} 13 3 98 rr _m | 7 n| #| i92 "| 3] ee] | a | sl a] rl a2|_ aa is | Sal Se ifs 
Missouri 60) 1919) +~—«:338 — 1755 ' 8358 103 727 3% 1379| 692 el m3 1905 15683 al § z2is| ites ae 
59} 1576] 231 | a 209| 824 as a 3255 SS 2s8| 140 692 wal 1622| 684 2110} 1865) 16180) _—-673|__—-2540 7 
a ‘59 338 9 | | 30 | iw el foe 1274 n2| 0 3 2) a | et ial | e. @ | | Bal Ez a |_| 8 
ee ae 
‘59 | 34 18 | 49 tl 245 | 28 27 | | ar a : 425 1 a | ra 7 a 
New Hampshire a a 4 12 7 3 mt Hrd | if a 35) 1252). 124 69 Vise 185,214 ka 
59 173 22 8 1 ov 61 i 7 567 24 13 72 676 sl 
ec 9 2088 370 m ee: ios 3893 a ae 376| a Ser | om te ot I te te 11428 eas HGH zo 1300 56271 51685 
ee 8 3 i: 4 8 a = itt i344] 551 Es sa "| 5e3 ai 7 ae st ae ee 1e4| iS hae 
New York i a 4 mi | 3 ie ae a 379 aa m3 iy on mel te 
3 6101} 1649] 516] 1053) 2657 M7 i 21010] = 691 BIS 7 5132] 4171] 23933 er _| 7985| 50658} 2743} 11254 oe 
Noth Corcling “| ete, el Sel ost 260 a 1er2| ae Tis = & Pal Be 27528 
ean See lB Ta a sa wl Se fee ml | Ml aa atl 
— '59| | Te 48 | an a tt Rawk: 914| ior mis) ae any Hil el fad Se al 4 40907 _ Bt Sa al 
Oklahoma 742 122 23| él 524 817| ‘1547 344). ~—=«33] «4351 wi a0? 897; 870) —«-7125 oss] anes 
I 555 3a 34| $91 70 623| ‘1070 | il 48| Re 374 3 4465] 31 | st 1040; 951] 7484 303 880 Ba 
oe 9 ts E 4| 2 a a a _ia — a falta atl 236) _BR| 1692 
Pennsylvania 72) a 732|  6558| 7417) 16562) 15549 | 308 | 2131| (109) +18097| ml ail i tal tel2|_ 34009 Nal f 62234 
9 ora7| 108! | 307|___902|__—-2224|_~—«5544] 10058] 1555) 735| 4321-2255 } 18973 is 2291 ial is 4612 2166 seor 75474 
Rhode Island ‘or SB 114 24 33 324575) ~—«1070|~—«S 21 tat Kc eS 265 nt j- * 6394 
59 28 47| Hy 126| ee 632| 1987| | —_. a | % 1666 Ze el Be ml 3 m3| 99| 710] 5698 
Se ae rm a i Ca 250] 1080] 3983] 108) Bee. Bak a) | | Sel Sa a eal. SL Bt en Mel eer ta90 
South Dakota 0) 392 A 16 25 746| 1557 eae 12} 1802 2s ~~ 344] ~~ 2624, «101 5929 
a 328 a: | al Sel ol x0 608] 1778 wl o 185 | 2008 ft a>: a 15331 | _ 512 Rl 3019| ‘10! | 6368 
rome aS aa al eA aT M6 SSI Be 
Texas al 3095| 625 = 225|  2714| 3823; + 7596| + 19519/ 225! f= 161} 21187; 3298) 1675) 22027 Sal eu newt ml i ~~ 76190 
59] 2524) 466 188]  307| 1013] 2893} 4867) 20534) 449} = 299/ 22788| 3692 a. a a 4827| 38492 1304 6253| 76228 
Utah "60| 455 65 24 43|-273|'~«=«343)~=S=«748| ~=«4232 a i 3 Poe 1493 a ult nw } Wf 387; 2243 +104/ +503) 5546 
59] _373] 56 16 67 101 294| 534) ~—«:1220 62 30 1519] 327 136 1310 8 = a 100} _ vn 
Vermont “I 165 | 5 1 ~ 112 1 aul om oo as ai i: a aa a on Le “ ei . a 
59} 126] = 9 3 “a __ #8 120 199], 391 14 4 52) 462 58] Pes 1" 635 38 4 1715 
Virginia 60} 1366 a4 a3 eT | Z| 4387| 7040 7 766 «) 9000; 1113) 533) 7393 1616| 11960) 537 ial de 30013 
's9| 1080] 271] sab bi 545} 1849| 2955] 7018} —223 "7 733 8121] 1232} 563} 6255 1396 1624} 11070} 506 
an 7 a 
Wet Vege ee ee Fe a ll a isi 2187 Po a oe | ei ml 7" 2 a ml! Sel ‘al M3 _ ia is void 
59| 36! 98 17 86} _ 252|._-$71|__—*1024)_—2I71 116 a 283 nog 174 | 2118 HY 
Wisconsin 60 4035 391 a iil Vee heee <a | 19] od a 1781 | al 6413) 2189 7 Ba af | a7 
; a 242 44| 191] -40|_—*1292|— 2409] 218 149 1587 7119] 2151| 2021 13007 p 552 1272 
Weyeaet ‘s|_t 19 a|__s ewe A ail mI | el | Eee aw mY a a al alt il ie ie. ea ae 
Year 4 ey ee 19184 yen) Tame “103619 em senresl sia | “al 5192| 392634) 62275|° 376 an ae = 2 Se aise 136195 | 1520963 
e 59 ae 9759 73528 322625| 11747| 7694) 35158 | yee 65235] oo 333741| 87927] 85231 127463] 1343497 


Notice: The information in on report has been caemptied ie from official state documents, Every reasonable precaution has been exercised to insure accuracy fo the a " the registra- 
es received at the time the report is published. & Co. cannot assume any liability by reason of inaccuracies or omissions. 


958 figures for Metropolitan and Packard are incleded in miscellaneous. «: 


















Roundup from State Capitals... 
Legislation Affecting Auto Industry 


AUTOMOTIVE NEWS, MAY 16, 1960 


By Bethune Jones 
Legislative Correspondent 
EGISLATIVE and administrative interest in consumer 
credit, with particular emphasis on auto sales financing, 
is being shown in an increasing number of states. 





The New Jersey Legisla- 
ture was considering at this 
writing a package of consumer- 
protection bills which would set 

: : maximum finance 

‘ charges on time 
sales contracts 
for autos, gen- 
eral merchandise 
and home im- 
provements, pro- 
j vide for licensing 
os controls, call for 
clear statements 

” to consumers of 
a aay interest in 

' nstallment sales 

Bethune Jones = and empower the 
state attorney general to crack 
down on fraudulent selling and ad- 
vertising. 

One Senate measure would set 
maximum charges of $7 per $100 
per year on new-car time sales, $10 
on cars up to two years old, $13 
on cars over two years old and $10 
per year on general merchandise. 
In addition, minimum charges of 
$12 for small transactions extend- 
ing over an eight-month period and 
$10 for deals under that period 
would be permitted. 

A bill introduced in the Delaware 
Legislature would limit service 
charges on retail installment sales 
contracts and accounts, and would 
require that all contracts be in 
writing and that the printed por- 
tion be in at least eight-point type 
—size of the print in the average 
newspaper, 

The proposal also would re- 
quire a notice in bold type to the 
buyer saying: “Do not sign this 
agreement before you read it or 
if it contains any blank space. 
You are entitled to a completely 
filled-in copy of this agreement. 
Under the law, you have the 
right to pay off in advance the 
full amount due and under cer- 
tain conditions to obtain a par- 
tial refund of the service charge.” 

The bill would limit the monthly 
service charge on retail installment 
contracts for sales over $75 to five- 
sixths of one percent on an unpaid 
balance up to $1,000 and to two- 
thirds of one percent on an un- 


could result in lowering interest 
rates in some cases. 

The board said one principal 
point would require lending insti- 
tutions to inform a buyer when 
more than 2 percent of his loan 
is being paid to the seller in re- 
turn for obtaining the sales con- 
tract. Another provision would in- 
crease the rebate a buyer can earn 
by retiring installment contracts 
ahead of schedule. 

New interest ceilings would drop 
as follows: New vehicles, from 10 
to 8 percent; vehicles less than a 
year old, from 15 to 9 percent; 
vehicles more than a year old, from 
15 to 11 percent; vehicles more 
than two years old, from 20 to 14 








percent, and all other merchandise, 
from 14 to 12 percent, 


a oe m 

D. C. Bill Sets Limits 
| Speco finance charges for 

autos sold in the District of 
Columbia would be fixed by a bill 
given hearings early this year by 
a House District subcommittee. 
Backed by district commissioners, 
trade groups and others, it would 
fix limits ranging from $8 a year 
for each $100 of value for new cars, 
to $16 a year for cars four years 
old or more, Also, finance com- 
panies would be licensed and re- 
quired to post bonds up to $25,000 
against violations of the act. 

The Massachusetts House of 
Representatives defeated a bill 
that would have prohibited auto 
dealers who sell cars on time 
from also selling insurance on 
such cars, 

The Pennsylvania State Insur- 





ance Department recently took 
under consideration steps to curb 
what it termed excessive rates 
charged by credit life-insurance 
companies. Insurance Commis- 
sioner Francis R,. Smith said cur- 
rent rates charged on small loans 
and auto financing “very well could 
destroy the confidence of the pub- 
lic in the insurance industry and 
state regulation.” 

Although the state department 
has no separate statutory author- 
ity over credit life-insurance firms, 
Charles V. Walsh, department 
counsel, said legal studies would 
be made to determine whether 
these firms can be regulated under 
the state administrative code, A 
bill to spell out clearly the depart- 
ment’s authority in this respect 
failed to pass in the 1959 legisla- 
tive session. 

“Today credit life-insurance 
companies may charge whatever 
they desire in Pennsylvania,” 
Smith said. “Unlike the life-insur- 
ance industry generally, there is 
not a competitive market.” 


OK * * 

Insurance Ban Lifted in Ala. 
LABAMA Insurance Supt. 
Edmon L. Rinehart earlier this 

year rescinded an order banning 

(Continued on Page 29, Col, 1) 





L-M Dealers Elecft— 


James J. Clarkeson, left, Schenectady, 
N. Y., newly elected president of the New 
York District Lincoln-Mercury Dealers Assn., 
is congratulated by Howard Hupfer, Lin- 
coln-Mercury New York district manager, 
at the association's annual meeting in New 
York. Clarkeson, who also is first vice-presi- 
dent of the New York State Automobile 
Dealers Assn., succeeds Nathan A. Dretzin. 
Other officers include H. T. Siebold, vice- 
president; M. M. West, secretary, and Dret- 
zin, treasurer. 


SELLING SLANTS 


Push Your Spark Plug Sales Sky High with 





Eye-Catching Three-Dimensional Display 
Sells Them On New Fire-Ring Spark Plugs 





ACS Bic CARNIVAL OF 


dimensional effect. The art treatment on the words 
‘Carnival of Power" pops out the shorter phrase ‘'Car 
Power" which is what you and AC are both selling. 
AND THERE'S A BONUS: The Fire-Ring is actually a 
sturdy, vinyl Swim Tube that's certain to delight some 
lucky kid, once the promotion is over. Additional Fire- 
Ring Swim Tubes are available as traffic builders, 
through your regular AC supplier. Make sure you 
take advantage of the sales power of this outstanding 
display. It will help you bring to more motorists than 
ever the performance they get only with AC Fire-Ring 
Spark Plugs. 


; paid balance over $1,000, 

Other provisions would permit 
retail-installment accounts to be 
set up, with the seller required to 
give the buyer an “understandable 
statement of the rates of service 
. charge.” Those charges could not 

exceed 1.5 percent per month on 
an outstanding balance of more 
than $1,000, with a minimum of $1 
& month. 

The measure also would specify 
default charges and conditions 
under which goods could be re- 
possessed in Delaware. 


4 ~ + on 
Calif. Aids Small Dealer 
ALIFORNIA lawmakers enact- 
ed a bill to provide that bonds 
required in the licensing of auto 
dealers shall not protect the mone- 
tary interest of a financing agency 
which has loaned money to the 

| 


licensee. COLORFUL, PRACTICAL “KEYBOARD”, TOO! 
your KEY TO 


Here's how you can give your sales of AC Fire-Ring 
Spark Plugs a boost right now and all season long. Put 
the exciting Carnival of Power window trim to work 
doing a selling job that will send your AC profits soaring! 
This is a sparkling, three-dimensional display that's 
bound to attract customer attention. Featuring the new 
AC Extended Shell Spark Plug, it invites every motorist 
to help himself to new power and economy with a brand 
new set of better-than-ever AC Fire-Rings. The big 
extra feature of this window trim is a plastic, inflatable 
Fire-Ring which fits around the heavy cardboard AC 
Spark Plug and fire trail to give the display its three- 


CALL YOUR REGULAR AC SUPPLIER TODAY 


Gov. Edmund Brown called a 
special session of the Legislature Here's another big plus you'll find in the AC Carnival of 
to consider this bill after being Power spring promotion. It's a useful and attractive ‘‘key- 
informed that unless the law board" for your customers’ car keys. Made of heavy 
gauge metal, 154” long by 5” high, it has ten hooks for 


were amended, a majority of 
small new and used-car dealers keys. Hang it in your office or service area and you'll 
would not be able to renew always know where to find the keys to any car in for service. 
Or, if you prefer, it will make a handy tool board for 


BETTER PERFORMANCE 


NEW AC FIRE-RING SPARK PLUGS 


dealer licenses for 1951 because 
they would not be able to get the 
necessary bond. 


It was said that financing insti- 

tutions had interpreted previous 

‘ provisions of the law in a manner 

to permit protection of their loans 

to dealers. As a result, it was add- 

; ed, insurance underwriters were 

A recommending a 100 percent in- 
crease in bond premiums, 

Indiana’s State Board of Finan- 

i cial Institutions scheduled a hear- 

EP ing for June 16 on a proposal to 

crack down on excessive interest 

rates and kickbacks in installment 

contracts. It said the new rule 


small, frequently used tools. 


ALL-IN-ONE PACKAGE 


It's easy to get all these sure-fire sales-building materials 
—the Carnival of Power window trim, the Swim Tube and 
the colorful keyboard. You'll receive them all in a single 
package for just $1.00, with any order of AC Spark Plugs. 
It's the promotional bargain of the year. 


New & Fire-Ring Spark Plugs 
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(Continued from Page 28) 


the sale of accident and health in- 
surance credit purchases and loans 
not covered by the state small-loan 
law. The small-loan law, enacted 
last year, prohibts small-loan firms 
from selling accident and health 
insurance with loans up to $300. 

The effect of Rinehart’s rescis- 
sion would have been to extend 
this ban to all kinds of health 
insurance in connection with 
credit, This would have included 
installment sales of autos, appli- 
ances and furniture, Such action 
by Rinehart had been attempted 
under his general statutory 
powers to regulate insurance 
companies, not on the basis of 
the small-loan act, 

A new regulation issued by the 
Alabama Insurance Department 
now permits such coverage with 
two restrictions, Insurance com- 
panies must file rates every March 
1, and their loss ratio, or benefits 


paid, must equal 50 percent of pre- 
miums, 

Rinehart subsequently rescinded 
another regulation through which 
he had sought to set rate ceilings 
for credit life insurance sold with 


Phila. Applies Fire Code 


To All Spray Painters 

PHILADELPHIA. —A workshop 
doing even a small amount of spray 
painting must install special fire 
safety equipment, according to a 
ruling by the Board of License and 
Inspection Review. 

The ruling of the five-man board 
stemmed from an appeal by Cen- 
tral Auto Top and Body Co., con- 
tending that the Department was 
“arbitrary and capricious” in its 
orders, since spray painting ac- 
counts for only 10 percent of its 
business, The board overruled the 
company’s stand. 


loans and credit other than those 
covered by the small-loan law. 


* ~ * 
Ky. Ups Small-Loan Ceiling 
tapes Kentucky Legislature pass- 
ed a bill raising the ceiling on 
small loans from $300 to $800 and 
reducing interest maximums. Here- 
tofore, small-loan firms were al- 
lowed to charge 3% percent a 
month on the first $150 of the un- 
paid balance and 2% percent on 
the next $150. Under the new law, 
the firms can charge only 3 percent 
a month on the first $150, 2 percent 
on the amount between $150 and 
$600 and 1 percent on the amount 
between $600 to $800. 

The Maryland Legislature re- 
jected two bills backed by major 
lending companies. One would 
have liberalized the state small- 
loan law by raising the ceiling 
on signature loans from $300 to 
$800 while retaining the present 
maximum interest rate of 3 per- 
cent monthly, or 36 percent an- 
nually, for loans under $300, In- 
terest would have been scaled 
down to 2 percent monthly, or 24 
percent annually, on the next 
$300, and to 1 percent a month, 
or 12 percent annually, on the 
final 





“A little red tag will do, Jones.” 





increased the lending limit for se- 
cured loans under the Industrial 
Finance Act from $1,500 to $2,500. 
It also would have increased from 


The other measure would have '6 to 8 percent the interest for loans 





' Bowen PROMOTION ! 





DeLee 


' 
FIRE-RING Pa 





sPaan 
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pt 
Sar tba! 


outdoor billboards in your area. 








Backed by 3-Dimensional Advertising 


There'll be powerful national advertising giving three-way support 
to the AC Fire-Ring story this spring—strong commercials on the 
Art Carney TV Show; ads in Life, Saturday Evening Post, Reader's 
Digest and special interest publications; hard-selling messages on 
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up to $1,500, but would have left 
the rate at 6 percent on amounts 
between $1,500 and $2,500, 

The South Carolina House passed 
and sent to the Senate a measure 
providing for a nine-member com- 
mittee to investigate consumer 
financing. 

A bill passed by the Rhode Is- 
land house and sent to the Senate, 
where similar measures were killed 
twice in prior sessions, would reg- 
ulate installment auto selling and 
financing. 

The measure would set up maxi- 
mum interest rates which may be 
charged in financing car sales, 
based on the year of the model. 
It also would place -all finance 
agencies under supervision of the 
state bank commissioner, require 
all finance agencies except banks 
to pay $100 annual license fees, 
and give the commissioner author- 
ity, after hearing, to suspend or 
revoke a license for any fraud or 
deception or violation of the pro- 
posed act. 

In Wisconsin, an eight-man com- 
mittee was named by Gov. Gaylord 
A. Nelson to draft legislation for 
regulating installment sales and 
revolving credit plans. 


Georgia, Alaska 
OK Diversion of 
Highway Taxes 


Legislation to divert highway- 
user tax revenue to nonhighway 
Purposes has been passed in 
Georgia and Alaska, defeated in 
Colorado and New York and is 
pending in Massachusetts and New 
Jersey, according to the National 
Highway Users Conference. 

The Georgia Legislature has 
approved a plan which would 
make the antidiversion constitu- 
tional amendment apply only to 
motor fuel-tax revenue, instead of 
all highway-user tax proceeds. 
Voters must OK the change before 
it becomes effective. 


In Alaska, an additional two- 
cent-per-gallon motor fuel tax has 
been earmarked for the general 
fund, but the governor has indi- 
cated that a substantial part of the 
increased revenue will be used for 
highway purposes. 

The defeated Colorado proposal 
involved diversion for general fund 
purposes, while New York’s was 
for utility reimbursement. 

Massachusetts seeks to divert 
highway tax revenue for a mass- 
transit subsidy, and New Jersey 
would use part of these funds for 
school support and mass-transit 
subsidy. 


Mass. Aides Rap 


Insurance Law 


Compulsory auto insurance does 
more harm than good for highway 
safety and ought to be abolished, 
according to Clement A, Riley, 
Massachusetts registrar of motor 
vehicles, and J. Henry Goguen, the 
state’s public safety commissioner. 

Riley said that under the pres- 
ent Massachusetts law, the public 
is footing the bills through higher 
premiums for “many accidents that 
are not accidents.” 

Goguen said compulsory insu r- 
ance increases highway hazards 
“because many motorists feel that 
they can take chances” when they 
are insured. 


See Alcoa ad 
on pages 16-19 
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Wilkie Views... 


2nd-Best Year Still Due 


By DAVID J, WILKIE 


SOME OF the _ ultra-optimistic 
predictions on this year’s car out- 
put and sales, made a few months 
ago, are being sharply revised 
downward be- 
cause of a some- 
what disappoint- 
ing first-quarter. 

Nevertheless all 
t h e_ indicators 
still are present 
that 1960 will be 
at least the sec- 
ond-best year in 
t he automobile 
industry's his- 
tory, both in car 
assemblies and in 
retail deliveries. The record, of 
course, was made in 1955 when 
United States factories built nearly 
eight million cars and the retailing 
organization delivered approxima- 
tely 7,200,000 units. 

I still hold to the conviction that 
U. 8S. production will come close 
to 7% million cars and that retail 
deliveries, including imports, will 
approximate seven million, Some 
of the reasons for this conviction 
are: 

The year’s April-June quarter, 
traditionally the top volume per- 
iod for the industry, is off to a 
good start. 

The impact of the new smaller 
and more economical vehicles has 
been greater than even the most 
optimistic of industry experts ex- 
pected, 

The National Automobile Show, 
to be held in Detroit in mid-Octo- 
ber, will bring 1961 models to the 
market much earlier in the year 
than usual and stimulate sales in 
the final quarter of the year even 
more than customarily. 

* * * 


THE 1961 model year, getting an 
earlier start this year, will bring 
several more models in the so-call- 
ed economy bracket to meet a de- 
mand that shows no indication of 
easing off, 

The public reaction to the intro- 
duction of the several compact 
models has quite definitely proved 
that the car-buying populace want- 
ed lower-priced automobiles, If 
this were not true, plans for the 
introduction of additional models 
in the lower-priced class would not 
have been pressed as vigorously as 
they have been during recent 
months. 

It probably is of no importance 
volume-wise just where the mar- 


Directors Named 
In Kansas City 


KANSAS CITY.—Nine directors 
of the Motor Car Dealers Assn. of 
Greater Kansas City were elected 
at the association’s annual meeting. 

They are Bob Armacost jr., Gene 
Cable, Max Griffith, Bill Ireland, 
Andy Klein, Harvey Laner, Dick 
O'Neill, Gil Webber and W. D. 
Woods. 

Officers will be elected at the first 
meeting of the board. 





D. 3. Wilkie 





More Business, 
ANYONE? 


Fiying Forest Pennants has proved a sure- 
fire producer for thousands of filling sta- 
tions, No other investment pays off so big 
for so little. Forest Pennants work 24 hours 
a day fla ging in customers, attracting 
more traffic, increasing dollar volume. 
They're hustling salesmen that need no 
supervision, ask no pay, work in all 
weather, Don't delay putes them to 
work for you. Wire or write immediately 
for full particulars on America's biggest 
pennant buy. 


FOREST MFG. CO. 


Dept. AN2, 1231 Main Ave., 
Cleveland 13, Ohio 













ket for the smaller carg comes 
from—whether it widens at the 
expense of standard-size models, 
the used-car market or the im- 
port market, if the industry’s 
prosperity is to be measured by 
the total number of units built 
and sold. New cars are being 
bought in increasing numbers 
during the current quarter, and 
they will continue to be purchas- 


NSU Prinz Dealers Vie 
For Trips to Germany 


NEW YORK.—NSU Prinz dealers 
in the Eastern half of the United 
States who exceed their April-June 
quotas will receive free trips to Ger- 
many for two persons, according to 
Fadex Commercial Corp., Prinz im- 
porter. The trip will include a visit 
to the NSU factory at Neckersulm. 

Salesmen can win cash prizes or 
trips to Germany in a contest which 
extends through May, Fadex said. 


ed in growing volume by all cur- 
rent indications, 

If tradition in the auto industry 
is maintained this year, there will 
be a sharp leveling off in output 
during the year’s third quarter, as 
plants are closed for the switch- 
over to new-model assemblies, And, 
with the greatest inventory of new 
cars in industry annals, there un- 
doubtedly will be numeroug bar- 
gain sales during that period. 

That appears a virtual certainty 
at this time. The decks will have 
to be cleared for the production 
and sale of the new models that 
will be on the market by the time 
the 43rd National Automobile Show 
is thrown open in Detroit’s new 
Cobo Hall on Oct. 15, 


* * * 


AS IS CUSTOMARY at about 
this point in an automobile model 
year, there igs much speculation as 
to what will be shown at the Na- 
tional Automobile Show. Normally 
the year-to-year changes in the 
design and styling of a new model 
automobile present nothing that 
truthfully can be described ag rev- 
olutionary, Generally, the automak- 
ers are afraid to present revolu- 
tionary changes, They fear the 
public’s “let’s-w ait-and-see” atti- 
tude to revolutionary changes, 

So the changes to come will be 


described as “evolutionary”—a lit- 
tle advance in engineering,’ a little 
in braking and a little styling. 

It already hag been fairly well 
established that there will be 
several more of the compact 
models on display. Such models 
currently are in the making for 
General Motors’ Buick, Oldsmo- 
— and Pontiac divisions and 
or 
One of the greatest subjects of 

speculation currently is what Ford 
may be planning in this connec- 
tion. Ford’s engineering and styl- 
ing departments have been work- 
ing on a new small wheelbase 
model, reportedly patterned much 
after its own foreign-built cars, 
but of even smaller wheelbase than 
the popular 94%-inch wheelbase 
Volkswagen. 

A certain feature of the show 
will be the displaying of an in- 
creasing number of six-cylinder 
model vehicles for 1961. Most of the 
automobile engine plants have been 
working at top speed in the pro- 
duction of six-cylinder power- 
plants. It is no trade secret that 
far-reaching improvements have 
been made in six-cylinder engines. 
And they do contribute to the econ- 
omy of operation so widely de- 
manded by the majority of U, S. 
car buyers. 


60 Import Market 
In Canada to Be 
Good, Sale Says 


TORONTO.—The market in Can- 
ada for European cars will remain 
strong in 1960, Rhys M. Sale, presi- 
dent, Ford Motor Co. of Canada, 
Ltd., told the annual stockholders 
meeting here. 

“Competition from both foreign 
and Canadian automobile manufac- 
turers is strenuous,” he said. “Simul- 
taneously, the upward pressure of 
rising costs continues relentlessly.” 

He reported that the company’s 
consolidated dollar sales and net 
income for the first three months 
of 1960 “were the same as for last 
year at this time.” 

Sale added that the “popularity 
of our new Falcon and Frontenac 
models in Canada has made an im- 
portant contribution to our results.” 

Through the final three months 
of last year and the first two 
months of 1960, he continued, these 
models accounted for 31.3 percent 
of the total North American-type 
compact car market in Canada. 


SELLING SLANTS 





SELLAC TRIPLE-TRAPPER OIL FILTERS... 





Get Set To Sell More Filters 


‘AMAZING PERFORMANCE 


Dramatic Display Links Great Profit Team. . | 


This Spring, show your customers that something extra special 
is going on around your station. Make your location even 
more lively with this AC Oil Filter window display . . . and 
give it the bustling, gala air of a Spring Carnival. AC gives 
you an exciting theme for oil filter sales—‘“‘This Pair (oil and 
filter) Beats Four of a Kind (dirt, grit, soot and water)”. 
This promotion combines carnival excitement with sound 
sales strategy for making more money out of oil filters and 
oil: Sell more oil filters, and you’ll sell more oil. The two go 
together like ham and eggs—and you’ll find rich profit oppor- 


HAVE 


tunities by selling them both. 


You're in for a Heart-Warming Experience! 


During AC’s new Spring Oil Filter promotion, you can 
acquire a quality gift for your home that’s an outstanding value. 
It’s a Sheridan silver-plated chafing dish to thrill your 

lady of the home. Whether you’re serving buffet dinner or a 
TV snack, this chafing dish will dress up your table 

with useful and gracious elegance. Equipped with water 
jacket, handled cooking pan and alcohol burner, its versatility 
fits dozens of occasions. Heavily plated with silver, 

it has the class of a cherished heirloom. 


ALL 
YOU 


TO 
DO! 


You can participate in AC’s big Spring Oil Filter pro- 
motion by ordering any 36 AC Triple-Trapper Oif 
Filters and the Spring Promotion Package, OFM-61 
from your AC representative. Include $17.85 for the 
promotion package and you'll receive: 


@ The elegant Sheridan silver-plated chafing dish. 
@ The complete AC Oil Filter ‘‘Carnival’’ Window Trim. 


@ Six popular-type AC Triple-Trapper Oil Filters worth 


$17.85. 


When you sell the filters included in the promotion 
package, you’ll have recovered your investment of $17.85! 


























Financial 


Consolidated net income of As- 
sociates Investment Co, for the first 
quarter amounted to $3,891,215, 
compared with earnings of $4,268,- 
539 reported for the like period last 
year. 

President E. Douglas Campbell 
said, “Although there was a sub- 
stantial increase in interest costs 
on borrowed funds, the net income 
from finance operations showed a 
nice improvement. 

“The slightly lower consolidated 
earnings resulted from a decline in 
profits from life insurance opera- 
tions. For the most part, this was 
caused by an upward adjustment 
in policy reserves from which bene- 
fits are expected to accrue at a later 
date. 


“In addition, a higher provision 
for federal income taxes on life 
insurance operations was required 
as a result of the new 
passed last June.” 


The volume of finance business 
amounted to $482,199,013, an in- 


tax law 
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crease of $92,180,431 or 23.6 percent 
over the first three months of last 
year. Retail auto financing rose 
from $128,637,286 to $149,349,710, and 
wholesale auto volume amounted to 
$239,483,718, up from $188,873,349 in 
the first quarter of 1959. 

Total outstanding receivables on 
March 31 were $1,059,375,797, up 22.6 
percent from the same date a year 
ago. Of this amount, outstandings 
in the automobile activities of the 
company advanced to $819,275,515 
from $698,201,154 at March 31, 1959. 


Goodrich Profit 
Sags, Sales Rise 


Net sales of B, F. Goodrich Co. 
for the first three months of 1960 
amounted to a record $200,730,977, 
compared with $195,825,645 for the 
like period of 1959, an increase of 
2.5 percent. 


Net income for the first three 
months amounted to $9,078,543, 


compared with $10,324,124 for the 
first three months of 1959, a de- 
crease of 12.1 percent. 

Net income was lower than in 
the first three months of 1959—an 
all-time high first quarter—because 
of low replacement-tire prices and 
higher natural rubber and employ- 
ment costs, the company said. On 
Feb. 15, replacement-tire prices 
were raised from 3 to 5 percent. 

* * * 


Rubbermaid Sales, Profit 


Rise in Fiscal First Half 


Rubbermaid, Inc., reported in- 
creased sales and earnings for the 
six months ended March 31, Sales 
of $13,842,603 were 20 percent above 
the $11,524,172 for the similar pe- 
riod last year. 

First half earnings were $885,368, 
compared to $609,039. 


* * * 


Seiberling Reports Loss 
As Sales Decline a Bit 


Slow sales caused by bad 
weather, and low tire prices, caused 
Seiberling Rubber Co, to show a 
first quarter loss of $76,895 on sales 
of -$11,449,674, President J, P. Seib- 
erling said. 


In the first quarter of 1959, 





and More Oil With This 





AC SPARK PLUG 4% THE ELECTRONICS DIVISION OF GENERAL MOTORS 


THE FINEST PROTECTION MONEY CAN BUY! 


beats four of a kind! 





SPRING PROMOTION! 


RUING PERTORMENCE 


\NSIDE YOUR ENGINE, 


which Seiberling described as 
“above normal” because of forward 
buying in anticipation of an indus- 
try strike, the company had sales 
of $11,818,608 and earnings of $214,- 
929. 

* * 


Mack Earnings, 
Sales Decline 


Net sales of $64,608,757 and earn- 
ings of $2,951,127 by Mack Trucks 
for the first quarter were reported 
by C. A. Johnson, chairman. 

The net sales compared with $70,- 
036,131 for the same period a year 
ago. Net income for the quarter a 
year ago was $3,539,959. 

Unusually bad weather over large 
sections of the nation which caused 
customer requests for delayed de- 
liveries of trucks, compounded by 
a work slowdown, was responsible 
for the reduced sales and earnings, 
Johnson said. 

a * * 
Air Reduction 

Air Reduction Co,, Inc., New 
York, first-quarter report, 1960 vs. 
1959: Profit, $4,156,896 and $3,748,- 


ONLY AC GIVES 


YOU THIS 


You can be sure that 
your oil filter prospects 
will be sold on AC 

Oil Filters through 
AC’s high-frequency 
Spring advertising 
support. They’ll see 
and hear the Triple- 
Trapper story in a wide 
variety of places: on 
Art Carney’s nation- 
wide television show 
on NBC-TV... 
Saturday Evening 
Post and Reader's 
Digest and in special- 
interest magazines. 
You'll find them in a 
buying, responsive 


in Life, 


mood toward the 


AC Triple-Trapper 
when they pull up to 


your station! 





31 
969; sales, $53,260,839 and $47,935,- 
728. 
* * * 
Allis-Chalmers Reports 
Profit on Higher Sales 


Sales of Allis-Chalmers Mfg, Co. 
for the first quarter amounted to 
$126,392,931 and net earnings were 
$2,645,273. 

The firm’s first quarter figures 
in 1959 were affected by strikes in 
10 of its plants during two of the 
first three months. In the first 
three months of that year sales 
were $84,125,133, resulting in a net 
loss of $3,623, 466. 


Hertz Cisehenty Recnkebi, 


Sales at Record Levels 

A record-breaking first quarter— 
with volume up 17 percent and 
earnings up 9 percent—was re- 
ported by Hertz Corp. 

Volume amounted to $29,536,180, 
compared to $25,242,696 for the like 
period last year. Net income was 
$1,507,030, compared to $1,385,720 in 
1959. 

aa * + 


Ranco Increases Profit, 


Sales in Fiscal 2nd Quarter 


Consolidated net sales of Ranco, 
Inc., and its subsidiaries for the 
fiscal second quarter ended March 
31, were $12,982,135, compared with 
$10,727,988 for the previous year’s 
corresponding quarter. 

Net income for the second quar- 
ter totalled $1,330,981, compared 


‘| with net earnings for the fiscal 


1959 second quarter of $1,079,934. 
+. 7 * 


Stewart-W arner 


Stewart-Warner Corp., first- 
quarter report, 1960 vs, 1959: Profit, 
$1,940,019 and $1,740,871; sales, $30,- 
325,131 and $26,985,845. 

+ * 


Revere Copper 


Revere Copper and Brass, Inc., 
first-quarter report, 1960 vs. 1959: 
Profit, $2,196,116 and $2,491,375; 
sales, $56,807,126 and $59,319,787, 

* * 


General Contract Finance 


Increases Volume, Profit 


Total operational earnings of 
General Contract Finance Corp, in 
the first quarter were $370,390, com- 
pared with $340,703 for the’ same 
period of 1959. 

Loan and discount outstandings 
as of March 31 were $83,421,724, 
compared with $60,248,000 the previ- 
ous year, an increase of 38 percent. 
Loan and discount volume in the 
first three months was $20,186,000, 
against $18,209,000 for the compara- 
tive quarter. 

+ 


Goodyear OK’s 
$90 Million Outlay 


A world-wide capital expenditure 
program of $90 million, largest in 
the company’s 61-year history, has 
been planned by Goodyear in 1960, 
Chairman E, J. Thomas announced 
at the annual meeting of share- 
holders. 

The 1960 investment plan exceeds 
the company’s 1959 expenditures by 
nearly $35 million and brings the 
company’s 1955-1960 capital invest- 
ment total, including 1960 author- 
ized, to $440 million, 

Included in the 1960 capital ex- 
penditures, Thomas said, will be the 
construction of new production fa- 
cilities, and the expansion and 
modernization of existing ones, 
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PATENTED FORMULA: 


e Prevents freezing in winter! 


e Maintains perfect cooling in summer! 


e Rust-proofs all cooling system metals all year round! 


e Contains Color Check which changes the solution’s 
color if cooling system trouble contaminates it! 


Climaxing years of Du Pont research and 5 
years of car tests, Du Pont presents “‘Telar”’ 
—the first and only anti-freeze and anti- 
rust coolant you can safely leave in year 
after year as long as the cooling system is 
functioning properly. You never need to 
drain “Telar’’—you merely add to it. 


NEVER NEEDS DRAINING 


Why doesn’t “Telar’ need draining? Al- 
though some motorists already leave their 
anti-freeze in, all authorities have ad- 
vised against it. The corrosion inhibitors 





‘“‘Telar’’—a new contribution of Du Pont chemistry 


in most anti-freezes gradually break down 
through high mileage, air suction, exhaust 
leaks, hot spots, etc. Then rust clogging 
starts unless the anti-freeze is drained. The 
U. S. Bureau of Standards reports that in 
up to 50% of a series of tests to determine 
inhibitor life, inhibitors were exhausted at 
10,000 miles. 

But “Telar” is a patented new formula, 
exclusive with Du Pont, that stands up and 
stays fresh where others break down. 





“Telar’ also prevents galvanic action 
(electrical currents), chief cause of rust and 
corrosion. It completely protects every cool- 
ing system metal, even aluminum. 

“Telar’’ doesn’t just coat the metal with 
a film that can wear off. It reacts with the 
metal surfaces, changing their chemistry to 
form a chemical armor against rust and cor- 


tues 


ta " # oe , F 
Du Pont ‘‘Telar” has been proved! Auto expert 
Tom McCahill reports: ‘I’ve been testing ‘Telar’ 
in my own cars for 3 years, from 120° above to 20° 
below zero.‘Telar’ never broke down, so | never had 
to drain—and it keeps the entire cooling system 
clean as a tiger’s tooth. This ‘Telar’ is for keeps!"’ 








New DuPont 1@ Els 


TRADEMARK 


nti-freeze and 


rosion. It doesn’t harm hoses. And ‘Telar’’ 
maintains perfect cooling summer and win- 
ter by preventing rust formation. 


“TELAR” IS FULL STRENGTH 
“Telar” is a full-strength coolant, not di- 
luted, that works in any water. You install 
“Telar’” like ordinary anti-freeze—just add 
it to water to give the degree of anti-freeze 
protection desired. 


CHEMICAL ARMOR 


e 


ALUMINUM CROSS SECTION 


“Telar’ protects against rust by reacting with 
metal surfacestoform achemical armor, as photo- 
micrograph shows! 


For the past 5 years, following years of 
laboratory tests, ‘“Telar” anti-freeze and 
anti-rust coolant has been tested in actual 
use in year-round driving in Du Pont’s 
test-car fleet. A test run was even made to 
the Arctic Circle! Year after year, solutions 
of “Telar” have stayed fresh and new-car 
clean! Positive proof that you can leave 
“Telar” in your customers’ cars with com- 
plete confidence. 





Patented Color Check watches cooling system for 
you! This demonstration shows how Color Check 
works. Plastic bag, left, contains solution of 
“‘Telar’’ and a small capsule of the same kind of 
acid that could be formed in a faulty cooling sys- 
tem. When capsule is broken, releasing acid, 
“Telar’ turns from red to yellow, as at right! 


Commands installed price of *5° per gallon! 
Pays premium profit on every sale! 
Sold exclusively through servicing dealers! 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 








~ fs the first NEVER DRAIN 








| anti-rust coolant! 
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Introducing new ‘‘Telar’’— for the protection car owners want —the profits you want! 


CONTAINS COLOR CHECK 


To guarantee peace of mind, Du Pont has 
added Color Check to ‘‘Telar’’. If anything 
should go wrong with the cooling system 
to contaminate the coolant and cause rust, 
like a leaky water pump or gasket, the solu- 
tion’s color changes from red to yellow to 
warn you before further trouble develops. 
As long as the ‘‘Telar” solution stays red, 


you know it’s giving complete protection 
against rust and corrosion. If the solution 
turns yellow, it of course should be drained 
and discarded and the system repaired be- 
fore costly damage develops. 


MORE SALES, MORE PROFITS 


You make $1.65 on every gallon you sell, 
and every “Telar’ sale builds repeat busi- 


ness. Inevitable mechanical losses mean 
make-up is necessary from time to time to 
maintain anti-freeze protection. Only 
“Telar” can be added to ‘“Telar’”’—the cus- 
tomer comes back to you! “Telar’’ will be 
sold only through servicing dealers because 
of the importance of proper servicing of the 
cooling system at the time of installation. 

Nobody wants to drain anti-freeze. At 
best, it’s a messy job. That’s why all your 
customers are prospects for ‘‘Telar’’, not 





Ammeters show how ‘‘Telar’’ stops galvanic action 
(electrical current) that causes corrosion and rust 
in cooling system. Ammeter, right, shows no cur- 
rent flow in‘‘Telar’’, compared with strong current 
flow in water, left. 

just a select few. Because ““Telar’’ protects 
in all 4 seasons, not just in winter, the cus- 
tomer gets more protection for his money. 
And he saves money in the long run—actu- 
ally in just 2 years of use. Anyone with a 


radiator is a prospect for ‘“‘Telar’’. 





‘‘Telar’ will be sold only through servicing dealers 
because of the importance of proper servicing of 
the cooling system at the time of installation. 


: 12 i=) ... the ultimate anti-freeze and anti-rust coolant! 
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15 Years’ Study Pays Off in... 





Controlling the Parts Inventory 


BIRMINGHAM, Ala. — How to 
keep a balanced inventory and con- 
trol of parts stock hag been the ob- 
ject of much study and application 
over a period of 15 years by M, C. 
Maddux, manager of the parts de- 
partment of Vulcan Lincoln-Mer- 
cury. 

This concern carries a stock of 

about $50,000 in parts and sales 
run $250,000 to $300,000 per year. 
Maddux has his stock control 
system down so well that his pur- 
chases each month just about 
balance off his sales and his stock 
of obsolescent parts at the end of 
the year rarely runs over $500. 

The system he uses to keep “on 
top” of his parts stock is largely 
that recommended by the factory, 
but with refinements of his own. 
He carries a card file on all parts, 
which are listed by factory num- 
ber. 

The record card used for this 
purpose is form No, 329, as printed 
by Norick of Oklahoma City. It is 
slightly larger than that recom- 





mended by the factory, and is 
somewhat easier to write on, 

As each part is sold over the 
counter, a record by parts number 
is made on a notebook, Then every 
few days, Maddux takes these num- 
bers and “strips them up,” that is 
assembles like numbers together 
and enters sales on hig record. 

As the sales are entered a de- 
duction is made from the num- 





Wurm Retires Again, 
Sells Deal to Sons 


BIRD ISLAND, Minn.—H. E. 
Wurm, a 45-year auto veteran, has 
retired for the second time. He has 
sold his Chevrolet dealership to two 
sons, E. E. and Floyd N. Wurm. 

Wurm first retired in 1950 when 
he sold his Ford-Mercury deal in 
Harvey, N. D., but he was back 
two years later with a Chevrolet 
franchise here. He entered the auto 
business in Tuttle, N. D., in 1915 
with a tire shop and formed his 
first Ford dealership in 1924. 


Outstanding new 


benefits for body work 


The Viz1-Disc is the first and only grinding 
disc that lets you see your work while you 


work. It cuts cool and 


minimizes the danger 


of burning. Blending is easier. And because 
there is no blind spot, you grind only the area 
that needs to be smoothed, thus increasing 






e ° your jobber 


S 






® 


BEHR-MANNING CO. 


TROY, 


NEW 
A DIVISION OF NORTON COMPANY 


disc life. You can get the Viz1-Disc 
with Green-Bak resin bond. Ask 


for a demonstration 


or write Dept. AN-5. 


Yor« 


BEHR-MANNING PRODUCTS: Coated Abrasives » Sharpening Stones + Pressure-Sensitive Tapes + Floor Maintenance Products 


WORTON PRODUCTS: Abrasives + Grinding Wheels «+ 
te Conade: Behbs-Maenning (Caneds) Lid., Brantiord. . 


Machine Tools + Refractories + Electro-Chemicals 


Fort Export: Norton international, inc., Troy, New York, U.S. A. 


ber of such items as shown on 
the card as being in stock. In this 
way he maintains a perpetual in- 
ventory and can by the flip of a 
card tell how many of any one 
part that he has in stock at any 


An important part of the card 
file is the arrangement whereby a 
card is turned upside down when a 
sale is entered, In this way Maddux 
can tell by easy visual inspection 
of the card file which items he 
needs to order to keep his stock in 
balance, 

Factory orders are made twice a 
month. When this is done, the card 
is turned right side up again. 

By this simple method, he can 
hardly miss keeping his inventory 
of each item at a predetermined 
figure. The usual rule is to keep a 
three-month supply of each item, 

Keeping inventories balanced is 

not quite as easy as 
seem, Maddux points out special 
situations which may throw it 
out of kilter, Where a part be- 
comes a slow mover or practically 
obsolete, it takes more than fig- 
ures sometimes to control the sit- 
uation. 

However, a careful watch of sales 
figures is the best guide on when to 
cut down on orders when sales lag. 

However, Maddux takes more 
positive steps. If he notes some 
item is not moving, he contacts the 
service Manager and they concen- 
trate on that item. He goes fur- 
ther and advises other local dealers 
that he has such items, 


If the situation is bad enough, he 
gets out a letter to dealers over a 
wide area, even in adjoining states, 
advising them that he has certain 
parts. 

One year, when the factory 
made its annual inventory, he 


Dodge Dealers 
In Chicago Open 
30-Day Sales Drive 


CHICAGO.—Chicago and subur- 
ban Dodge dealers launched a 30- 
day promotion May 1 to achieve 
third place in Chicagoland new-car 
sales. 

Thus far in 1960, Dodge sales in 
Chicago are up 414 percent over 
last year. This is due primarily to 
the new Dart. 

The Dodge Dealers Retail Selling 
Assn. has started an all-media ad- 
vertising promotion that will be the 
biggest Dodge effort here in many 
years. 

In addition, dealers will be offer- 
ing special discounts on all Dodge 
and Dart styles and models sold in 
May, said an association spokes- 
man, 


N. Calif. Dealers 
Reelect Buchanan 


SAN FRANCISCO. — Joseph W. 
Buchanan (Cadillac-Oldsmobile), 
Hayward, was reelected to a sec- 
ond term as president of the 
Northern Califor- 
nia Motor Car 
Dealers Assn. at 
its recent 3ist 
annual conven- 
tion. 

During his ini- 
tial term as head 
of the organiza- 
tion, Buchanan 
helped boost the 
membership to a 
record high and 
also was a factor 





J. W. Buchanan 
in swelling membership in the Na- 
tional Automobile Dealers Assn. 

For the latter activity, Buchanan 
was praised by NADA President 
Birkett L. Williams, who was the 
principal speaker at the convention. 





Aratari N on Owner 


ROCHESTER, N. Y. — Edward 
Aratari is the new owner of Chrys- 
ler-Plymouth-V aliant dealership 
here formerly known as Palmer 
Motors. Aratari said he would 
change the name of the dealership 
to Park Chrysler-Imperial, Inc. 
Aratari formerly operated Brighton 
Packard Co. 








was found to have some $600 
worth of obsolete parts on hand. 
He suggested that he be given a 
few. weeks to work this off and 
he cut it down to $300, On the 
basis of his suggestion, the fac- 
tory now gives the parts man- 
ager a certain time in which to 
work off dead stock after each 
inventory. 

Maddux’s situation is complicat- 
ed somewhat by the fact that he 
earries a stock of Edsel parts plus 


parts for the English Ford for © 


which his concern is a dealership, 
as well as Lincoln and Mercury 
parts, 

A separate record is kept on the 
English Ford parts and no trouble 
has been experienced, The Edsel 
parts inventory is being worked 
down. Most of these parts work 
also on Fords. 

On real rare parts or assem- 
blies, Maddux finds it best not to 
carry them in stock, since they 
can be ordered out of the factory 
in just a few days, 

“The formula for a balanced in- 
ventory is essentially simple,” said 
Maddux, “It is keep a three-month 
inventory on hand and reorder ac- 
cording to your sales, but be sure 
to watch those sales. That is where 
an airtight record system is so im- 
portant.” 





Here is the VIZI-DISC 
mounted on a portable 
grinder ready to run. 
Note the unique shape. 


As the grinder starts we 
get a spinning pattern 
similar to a propeller or 
electric fan blade. 


Operator can “look 
through” the VIZI-DISC 
as grinder turns-over at 
full rpm. 





Parts Control— 
M. C. Maddux, parts manager of Vul- 


can Lincoln-Mercury, Birmingham, Ala., 


scans the records with which he keeps 
track of a $50,000 inventory. Careful use 
of the records enables him to maintain 
an adequate stock and hold losses due 
to obsolescence to a minimum. 


Outstanding new benefits 
for body work 


Here is the disc everyone is talking about . 
the Vizi-Disc. Vizi means “see” and see you 


do, right through to your work .. . 


just like 


looking through an airplane propeller. These 
Vizi-Discs are available with all the advan- 
tages of Behr-Manning’s fast-cutting Blue-Bak 
or long-life Green-Bak Discs. 


Ask your jobber for a demonstration 


or write Dept. AN-5. 


BEHR-MANNING CO. 


TROY, 


Yorr« 


A DIVISION OF NORTON COMPANY 


BEHR-MANNING PRODUCTS. Coated Abrasives « Sharpening Stones + Pressure-Sensitive Tapes + Floor Maintenance Products 
Chemicals 


HORTON PRODUCTS: Abrasives + Grinding Wheels + 


ta Conede: Sebr-Menning (Conede) Lid., Brantiord. . 


Machine Tools + Refractories «+ 


For Expert: Norton internetions!, inc., Troy, New York, U.S. A. 








RAMBLER 
Has the Proved Product 
for the Exploding 
Compact Car Market. . . 


vou 
Have the Opportunity! 


MAIL CARD FOR FRANCHISE INFORMATION! 


Yes, I’m interested in a Rambler franchise. Please send 
me more information. I understand I am under no obli- 
gation, and that my inquiry will be held in strictest 
confidence. 

NAME 

ADDRESS 


CITY 


STATE 





Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 


SEE WHY! 


MAIL CARD TODAY! 


BUSINESS REPLY MAIL 
FIRST CLASS PERMIT NO. 1117, DETROIT, MICHIGAN 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS SALES CORP. 
DETROIT 32, MICH. 








RAMBLER DEALERS 
Set New All-Time 
Sales Record In April 


47,256 SOLD! 


ATTENTION 
Profit-Minded Dealers— 






















There Are Still IMPORTANT! 
A Few Rambler Dealer : Mail the Postcard Inserted With - 
Franchises Available - This Page for Complete Information - 
In Select Markets on the Rambler Franchise 






...-DO IT TODAY! 





Rembler Franchises Also Available in Canada and Important Export Merkets. 
in Caneda, Write to: American Moters (Canada) Lid., 2951 Danferth Ave., Torente. 
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News of Imported Cars... 





Volvo Boosts Exports, 


Nets $3.9 Million 


a sales during 1959 of 

$82,400,000 representing a unit 
volume increase of 40 percent over 
"68, are reported by Volvo. 

Volvo’s total sales, cited in its 
just-issued annual report, amount- 
ed to $287 million for 1959. Net 
profits were $3,960,000. Contrasting 
to these figures were Volvo sales 
for 1958 of $230.6 million and net 
profits of $2,980,000. 

According to the report, the 
company more than doubled its 
tetal orders in hand from $20.4 
million at the beginning of 1959 
te $414 million at the end of the 
year. 

Volvo exported a total of 44,668 
units from all divisions during 
1959, the report stated, compared 
with 31,911 the previous year. This 
included an increase in car exports | 


of 11,499, of which more than half 
went to the United States and 
Canada. 
* * * 

OMMENTING on the American 

market, Gunnar _ Engellau, 
managing director of AB Volvo, 
reported that sales of the Swedish- 
built car moved it to the ninth spot 
among the more than 60 foreign 
makes on the U. S. market in 1959. 
He predicted that despite hard 
competition from the new Detroit 
compact cars, Volvo will sell as 
many sedans in the American mar- 
ket in 1960. 

Engellau revealed that an ad- 
ditional 5,000 cars are earmarked 
for the U. S. market as soon as 
production of Volvo’s new sports 
coupe gets under way in Sep- 
tember. 

Export increases by Volvo were 





also reported in 1959 to Denmark, 
Western Germany, Switzerland and 
South Africa. New markets for 
Volvo cars opened during the year 
in Italy and Mexico. 

+ * * 


NCREASES in sales in Great 

Britain are anticipated in con- 
nection with the liberalization of 
trade barriers between Great Bri- 
tain and Sweden now being nego- 
tiated. 

Substantial export rises during 
1959 were also noted for Volvo 
trucks, with 1,676 units sold in 
Finland and increases in Bel- 
gium, Holland, Iran, the Middle 
East, Venezuela and Sweden’s 
sister Scandinavian countries, 
The report detailed the new in- 

vestment program started by Volvo 
in 1959, which is scheduled to cover 
from three to four years. Invest- 
ments amounting to $5,920,000 were 
made in the company’s Gothen- 
burg, Skovde and Kopingverken 
plants. These are expected to make 
possible a 1960 production total of 
103,000 units. 


* * * 


NATIONWIDE search for 
Volvo cars which have travel- 
led more than 100,000 miles has 





been announced by Eugene V. 
Klein of Auto Imports, Inc., Sher- 
man Oaks, Calif., Western United 
States distributor for the Swedish- 


| built car. 


Owners of the much-travelled 
cars will be eligible for the “100,- 
000-Mile Club” and will receive 
appropriate trophies, according to 
Klein. Owners of eligible or near- 
ly-eligible cars are invited to reg- 
ister for the club at any Volvo 
dealership. 

First Volvos imported into the 
U. S. in 1956 were the PV 544 fam- 
ily sports two-doors. It is expected 
that most cars that qualify will be 
this model, Klein said. 

Meanwhile, Volvo’s P-1800 sports 
coupe will have its first public 
showing in Sweden this month, fol- 
lowing previews in Brussels and 
New York. 

According to Svante Simonsson, 
executive vice-president, AB Volvo, 
who is on a three-week tour of the 
U. S. and Mexico, a special show- 
room is being built in Gothenburg 
for the event. 

While interest in the coupe is 
very high among the 120 Volvo 
dealers in Sweden, no advance 
orders are being taken by the 
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CLOSE THE 


SALE 





IT’S SO NEW, so different that Guide-Matic naturally becomes the 
highpoint of any sales demonstration. To stop the shopper, show 
him Safety Salute right on the showroom floor. To clinch the sale, 
suggest a Night-Flight in your 1960 car. Test drive it yourself 
and see why the Guide-Matic Power Headlight Control is the 
final touch of safety and convenience. 


HERE’S HOW IT WORKS. Energized by the beams of an oncoming 
car; Guide-Matic softens the brights OO 1 OO toa glare- 


free glow @@ 268 


. Here’s the first signal for oncoming 


drivers to dim their brights. A split second later, the inboard 
beams wink off @@ 3 @@ |, restating .. . with greater ur- 
gency .. . a safety message that can’t be ignored. When the cars 
have passed, in perfect safety, Guide-Matic makes sure the 
brights come back on OO 4 OO ,, instantly. Guide-Matic is 
always there with the right light for every driving problem. 


DEMONSTRATE... night or 


day ... right on the showroom floor. 


Step up to any battery-equipped car, and turn on the headlights. 


DEVELOPED BY 


GUIDE 


LAMP DIVISION @ 


GENERAL 





WITH GUIDE-MATIC 





Cover the sensing unit lens with your hand. If the upper beams do 
not come on in 30 seconds, step on the foot dimmer switch. One 
position of the dimmer switch gives lower beams at all times. . . 
the other position allows Guide-Matic control. Move your hand to 
uncover the sensing unit lens—the headlights will then cycle 
through Safety Salute to lower beam. Fascinating to watch .. . 
and convincing, Guide-Matic practically sells itself. 


LOOK TO GUIDE-MATIC as an added source of extra profits and 
a feature you can use to sell more cars in 1960. Yours exclusively, 
Guide-Matic Power Headlight Control is .. . 


AVAILABLE ONLY ON 1960 CHEVROLET ~ BUICK 
PONTIAC + OLDSMOBILE AND CADILLAC CARS 


GUIDE-MATIC 


POWER HEADLIGHT CONTROL 


MOTORS CORPORATION © 


ANDERSON, 


INDIANA 





factory until series production is 
well under way, Simonsson said. 


Simonsson said that sales in Mex- 
ico were going well since this mar- 
ket was opened late last year. He 
estimated that between 1,200 and 
1,500 units will be sold in the first 
12-month period. 

+ * * 


DAF 


Interest in imported cars in the 
last five months not only has waned 
but it has “taken some giant steps 
backward,” said Jan Soeten, presi- 
dent, DAF of Holland, Inc., United 
States representative for the builder 
of the Dutch car. 


He said the trend was due to 
the introduction of economy cars 
by American manufacturers “who 
have vast networks of dealers and 
service organizations.” 

Imports priced from $1,750 to 
$2,400 have found “formidable op- 
position, which each day presents 
keener competition for the custom- 
er’s dollars,” Soeten observed. 


The second-car market is the 
prime objective of the DAF’s mak- 
ers, he said. 

The DAF, which he said sells for 
between $1,499 and $1,599, is the 
ideal second car because most 
Americans are reluctant to pay 
more than $1,700 for another car, 
Soeten said. 

First-car prospects will con- 
tinue to choose between the 
“chrome-plated giant” and the 
domestic compact car, he pre- 
dicted. 

The first step in DAF’s campaign 
for the second-car market will be 
a stronger dealer organization, 
Soeten added. 

He said he believes that the medi- 
um-price import is in difficulty and 
that chances for success are bright- 
est for the low-price car which has 
“something special to offer.” 

The DAF’s “something special,” 
Soeten continued, is its low price, 
automatic transmission at no extra 
cost and its ease of operation, 
which he said will be especially 
attractive to women. 

* * + 


Volkswagen 


Yer oldest Volkswagen in Amer- 
ica ig owned by Harold Kuhn, 
Emerson (Neb.) farmer, according 
to Volkswagen of America, Inc., 
which conducted a month-long 
search for the vehicle. 

The nationwide hunt, which 
brought hundreds of replies from 
owners, followed an announce- 
ment that the firm was looking 
for the oldest VW still in opera- 
tion on United States roads. 

The Nebraskan’s car was built in 
December, 1945, a spokesman for 
the firm said. The VW still is in 
good condition, he added. 

When the hunt was launched, it 
was stipulated that Volkswagen of 
America was looking for the oldest 
VW registered in the name of its 
owner as of last Jan. 1. 

On that date the car was regis- 
stered to Air Force Sgt. Dwain R. 
Margeson, Dalbo, Minn. Technically 
he was the owner but he made ar- 
rangements to sell the car to Kuhn 
three weeks earlier after learning 
he was to be transferred to a new 
AF’ base. 

Both Kuhn and Margeson will 
receive new VWs, the spokesman 
said. On the flip of a coin, the 
winner will get the half-millionth 
VW imported into the U. S. The 
“loser” will receive the 500,001st. 
Both cars are expected to arrive 
in June. 

The owner of the second-oldest 
VW was the Rev. Henry W. Neier- 
man, pastor of Trinity Lutheran 
Church, Cheyenne, Wyo. He will 
be presented a new VW station 
wagon “for his church work,” the 


firm said. 
. . + 


Nissan Bluebird 


EWSPAPERS in the Los An- 

geles and San Francisco mar- 
kets are being used by Neil M. 
Elliot Advertising to promote the 
sales of the new Bluebird, built by 
Nissan Motor Co., Toyko. 

The agency said it also is con- 
sidering a television campaign in 
these and other markets, The 
newspaper ad expenditures are ex- 
pected to total $100,000 by the end 
of the year, Elliot added. 

The Bluebird is being sold at 
present in California, Arizona, 
Oregon and Washington. Woolver- 
ton Motors, North Hollywood, 
Calif., is Western distributor of the 
cars. 








HOW TO 
TURN SO-SO 
INTO 


WOW 


f 








Let’s face it. 1960 needs a big boost if the majority of auto- 
mobile dealers are to turn the corner between so-so selling 
and a wow year. As “Automotive News” has said, Spring 
sales are moving upward “gently,” but who wants to be 
gentle when it comes to your rate of growth and ability to 
show a profit? 


What do you do about it? With more people in a position 
to buy than ever before; with people telling the researchers 
they’re confident enough about the economy to buy... how 
do you get them down to the showroom to make the deci- 
sion and make your sale? 


This year calls for the hardest selling in automotive history. 
The new model year was “broken up” by the strike, putting 
an unusual kink into the consumer’s habit pattern. So this 
year above all both the Spring and Summer periods have 
to count... and you have to hit harder and more continu- 
ously than at any time in the past. 


We propose that you do it in Radio... that you use Radio 
as your shock-troop medium to stir a wave of Spring- 
Summer buying enthusiasm. Use Radio now if you’ve never 
used it before. Add to your schedule greatly if, like so many 
auto dealers, you are a current Radio advertiser. 


The reasons are simple. Radio is the excitement medium 
you can afford to invest in because it’s so economical to buy. 
Radio is at an all-time high in number of sets in use — last 
year broke all records for the past decade in sale of radio sets. 
SC TARE AACN TORRES oT. 
Car radios alone have grown from 14.8 million in use in 
1950 to 40.4 million in use today. 

RRS NON 2 SBME S/S NR RE RT RO 
The audience is there to be stimulated and told your story 
— many of them right while they’re huffing and puffing 
along in the old buggy. 


Other major advertising media lose audience in the Sum- 
mer, but, as you can easily understand, Radio stays as 
strong in the Summer as it is in the Winter and in fact 
goes up. 

You ought to know the facts about Radio... you ought to 
get some ideas on how to put it to immediate use to build 
a strong Spring-Summer for your dealership. 


We propose to make this easy for you. The organization 
sponsoring this ad is the Radio Advertising Bureau, Inc., 
(RAB). It is the trade association of the outstanding radio 
stations in your community, stations which are best 
equipped with facts and proven ideas for using Radio. 
We’re calling upon the RAB stations during this Spring and 
Summer to give extra attention to the needs of automobile 
dealers — not just for the “introduction” to Spring, but to 
keep up a hot pace all Summer long. 


You will hear from your RAB member stations soon. And 
you'll be glad you did. They’ve got the facts and ideas you 
need to turn a so-so year for you into the wow it ought to be. 


Si ies OR RN SIR PS I NMR MRIS So oR 
Or, you can get started right now on your Radio planning. Pick up 
your telephone and send the following collect night letter to Radio 
Advertising Bureau, Inc., 460 Park Avenue, New York 22, New York. 
AO CONDE TE DE TN ES LEIBA AR RS ESA 5 CT 


I vote for wow business. Rush call letters RAB 
stations in my market plus free copy of RAB’s 
“Summergram” bulletin with latest facts on Sum- 
mer Radio. 


Signed: Your name, title, 
dealership name, 


address, city 
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This advertisement sponsored by Radio Advertising Bureau, Inc. 
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Gcans. Germany. — Ford of 
Cologne has announced it may 
build another plant at Koblenz, 
farther up the River Rhine. 
The company is having one of 

best selling seasons in Ger- 

and the credit is being 
to the face-lifted M-12, 
ler-Benz soon may offer a 
newly styled convertible in the new 
220 series. However, there has been 
no substantiation of rumors about 
a@ new series 300 big car. 

+ + * 


British Ford Exports Up 
ENGLAND, Ford announced 
that exports in the first quarter 
were up 53 percent over the com- 
parable period in 1959, which was 
a good year for the company. 
Productio f Vauxhall cars 
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Vauxhall has installed the latest 


NEW, 
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ndent George L. Glaser Writes .. . 


Auto Letter from Europe 





type of testing equipment at its 
Luton factory, in addition to a new 
engine-research building in which 
fuel injection also can be tested. 


* a * 


D-B, VW Discuss Wankel 


paLix WANKEL, inventor of 
the NSU Wankel engine, is said 
to have been visited by Prof. Nall- 


Fadex Signs Up 
Anthony for West 


NEW YORK.—F a dex Commer- 
cial Corp. has appointed Earle C. 
Anthony, Inc., Los Angeles, as dis- 
tributor of NSU and BMW in the 
Western U. 8. 

Fadex has closed its office and 
warehouse in Montebello, Calif. 

Anthony, with operations in Los 
Angeles and San Francisco, has 
been an auto distributor since 1904. 


inger, Daimler-Benz, to discuss the 
engine, 
And Dr. G. St. von Hey de- 
kampf, NSU president, met with 
Heinz Nordhoff, Volkswagen 
managing director, prior to leav- 
ing for the United States, where 
he was to work out development 
and marketing plans for the en- 
gine with Curtiss-Wright Corp., 
U. S. licensee for the engine. 

There also are reports that NSU 
may introduce another larger car 
in 1961, Goliath hag reduced the 
prices of the Hansa car in Ger- 
many. 

+ * * 


Borgward Tests Old Cars 


Foekewarp has reported that 
results of a test show that a 
well-kept used Isabella car will 
continue to be economical to oper- 
ate without major repair work. 
Ten Borgward cars, all of 
which had rolled up from 60,000 
to 90,000 miles, were test-driven 


SLO-CHROME MEANS 
OPERATING ECONOMY - 


SLO-CHROME—exclusive with McQUAY-NORRIS—is a 
special, unhurried plating process whereby dense, fine 
grain chrome is carefully applied to assure immediate 
and permanent oil control. SLO-CHROME is more ex- 
pensive to produce than other types of plating, yet 
costs you no more. SLO-CHROME is used on all steel 
rails, and on top chrome rings. 


SEVEN WIPING EDGES-:-:-:-. 


The famous Leak-Proof piston ring set (including the 
outstanding ‘‘400" oil ring) has seven (count ‘'em) 
wiping edges. No other ring set has so many wiping 
edges to save your customers gas and oil. 


THEY STAND OUT 


McQUAY. 


during the study of operating 

conditions of the older car. 

The only weak point mentioned 
by Borgward was the fact that the 
timing gears on the engine should 
be replaced about every 35,000 to 
45,000 miles. 

Briggs Cunningham, U, S. mil- 
lionaire sportsman, has _ entered 


two Jaguars in the annual LeMans 
rally. One of the cars. was built 
specially for the event. 

Fiat has announced that it is in- 
specting special bodies before al- 
lowing the vehicle to obtain a cer- 
tificate of registration. 








Rambler Eying 
Trico Lock? 


BUFFALO.—Trico Products’ au- 
tomatic door-locking system, now 
available on half a dozen cars as 
optional equipment, may be offered 
by at least one of the compacts 
before long. 

There are reports that Rambler 
is interested in the Trico device. 
Trico has said only that there have 
been negotiations for use of the 
door-locking system on “different 
cars.” 


Bulletin Board 


Seat-Cover Yarn 
Brochure on jetspun, solution- 
dyed, high-tenacity rayon yarn for 
auto seat covers—free. American 
Enka Corp., 350 Fifth Ave., New 
York 1, N. Y. 
S46. & 


Tire Valve Catalog 


Catalog describing tire valves, 
valve parts and accessories — 24 


BECAUSE THEY STAND UP! 


SAAC oloh: 





MANUFACTURING CO. 
ST. LOUIS » TORONTO 








pages, free. Dill Mfg. Co., 700 E. 
82nd St., Cleveland 3, O. 
* = * 


Electrical, Fuel Systems 


The 1960 AEA electrical and fuel 
systems catalog—1l138 pages, 10 
cents. Automotive Electric Assn., 
16223 Meyers Rd., Detroit 35, Mich. 

* * os 


Selling Tire Valves 


“How to Sell Tubeless Tire 
Valves, Valve Caps and Related 
Items.” Dill Mfg. Co., 700 E. 82nd 
St., Cleveland 3, O. 

a * 7 


Brake Lining, Shoes 


Catalog on brake lining and ex- 
change shoe recommendations for 
cars and light trucks—eight pages, 
free. Grey-Rock Division, Raybes- 
tos-Manhattan, Inc., Manheim, Pa. 

* + aa 


Motor Testing Equipment 


A catalog on motor testing and 
allied equipment—48 pages, free. 
Sun Electric Corp., 6327 N, Avon- 
dale Ave., Chicago 31, Ill. 

” * * 


Tools and Parts 


Catalog covering expanded lines 
of automotive testing and servicing 
tools and parts—56 pages, free. E. 
Edelmann & Co., 2332 Logan Blvd., 
Chicago 47, IIl. 


= 
Big Boost Seen 
= 
In High-Income 
o - ° 
Families in ’60s 

FORT WAYNE, Ind.—The 1960s 
may go down in history as the “dec- 
ade of the high-income families,” 
Karl O. Nygaard, B. F. Goodrich 
Co. business research director, told 
the recent annual dinner meeting 
for Fort Wayne Engineering Soci- 
eties. In contrast, he labelled the 
1950s as “the decade of the middle- 
income families.” 

By 1970 there will be about 25 
million American families with in- 
comes over $7,500 a year, Nygaard 
said. Today only about 12.5 million 
families have reached this level. 

Some of the marketing implica- 
tions Nygaard drew from this fore- 
cast: 

Status symbols will undergo sig- 
nificant change. As discretionary 
income increases (money left after 
meeting basic living requirements) 
more families are free to spend 
their money any way they wish. 

A succession of brief, hectic 
booms in a wide range of markets 
as the high-income families confer 
favors on boats, paintings, adult ed- 
ucation or any of many other likely 
fields of passing interest. 

Quality and mechanical gadgets 
will become increasingly important 
and the consumer will demand more 
in the way of style and choice. 

Nygaard said the overall level of 
business activity in the U. S. dur- 
ing 1960 should be up about 
5% percent over 1959. This would 
result in a gross national product 
of about $505 billion. He said indus- 
trial production should do some- 
what better, about 7 percent over 
last year. 


Gardner ie Distributing 


New Ford Parts Line 
CINCINNATI.—Gardner, Inc., 
1847 Reading Rd., has been ap- 
pointed central warehouse distribu- 
tor for Ford’s new Motorcraft car- 
buretion and electrical line. 
Gardner will serve Southern Ohio, 
bordering counties of Indiana and 
Kentucky and a major portion of 
West Virginia, according to Ted 
Harsham, sales manager. 





NEW YORKERS DO EVERYTHING OTHER PEOPLE DO .... ONLY 
MORE SO. FOR EXAMPLE, THEY BUY MORE CARS THAN THE PEO- 
PLE IN ANY OTHER MARKET. AND YOU CAN SELL THEM MORE 
CARS BY USING MORE SPACE MORE OFTEN IN THE NEW YORK 
TIMES .... FIRST IN NEW YORK IN AUTOMOTIVE ADVERTISING 
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Called Protection for Dealer, Owner .. . 


Warranty Insurance Suggested 


By L. H. Houck 
Travelling Correspondent 


JEFFERSON CITY, Mo.—Some 
of the dealer losses in present war- 
ranty methods are due to inherent 
and unchangeable factors of the 
present system which can be cor- 
rected by development of warranty 
insurance, according to Walter 
Hanrahan, owner of Central Mis- 
souri Motors, Inc. (Imperial-Chrys- 
ler-Plymouth-Valiant.) 

“We have no quarrel with the 
factory’s handling of warranty 
claims and we are particularly 
praising the new Chrysler Certi- 
fied Car Plan which gives the 
owner full protection and war- 
ranty to 23,000 miles,” Hanrahan 
told Automotive News, “but none 
of these plans goes far enough in 
proper protection to dealer and 

owner. 

“The dealer needs more protec- 
tion than he is getting in order 
to make a profit even though our 
factory, for example, will pay al- 


most any warranty recommenda- 
tion that we make.” 

“Most losses occur through no 
fault of the factory, dealer or 
owner,” he said, “ and these losses 
are in time spent by the service 
department chasing some elusive 
ailment or malfunction that just 
shouldn’t happen.” 

Hanrahan said an outstanding 
example was the case of a piece of 
cardboard carton in a gas tank, It 
could have been poked into the 
tank by a child, but the owner 
contended it had been done at the 
factory. 

Removal of the piece of paper 
cost more than $625, Hanrahan 
said. 

The first indication of trouble 
was when the owner started a trip 
to Washington and the car stopped 
near St. Louis, It had to be towed 
in, and the diagnosis was a faulty 
fuel pump. 

It ran 50 to 100 miles with the 
new pump and, before the trip 
was ended, six fuel pumps had 


been installed, and the ailment 

was diagnosed as cam trouble 

which did not give the pump 
enough stroke. 

The service department checked 
the cam and found it perfect, The 
factory service experts were called 
in, and they diagnosed it as fuel 
pump trouble and assured the cus- 
tomer it was cured. The car 
stopped at 75 miles, had to be 
towed, was fixed with a new pump 
and then didn’t quite make it 
home. 

When the entire fuel system was 
dismantled and lines and gas tank 
were removed, the offending bit of 
paper was discovered, It would set- 
tle to the bottom of the tank and 
close off the gas as effectively as a 
sump valve in a water pump, It 
would flutter when the car round- 
ed corners, causing shortage of 
gas. 

This bit of paper, now an inter- 
esting exhibit, cost the factory and 
the dealer more than $250 and the 
owner $375, not counting the own- 


er’s time lost and inconveniences 
from delays, 

“This is an isolated case,” Han- 
rahan said, “but one that did hap- 
pen and can happen to anybody. 
Take a more common instance. 
Say that the backup lights are in- 
operative and the car is in war- 
ranty. Our mechanic checks 
through and finds that the switch 
is operating and that the line is 
open somewhere in the chassis. 

“It takes 20 minutes to check 
the system and to determine that 
the opening is in the chassis, but 
it takes hours to find exactly 
where. Then the line hag to be 
removed and replaced. 

“The factory gives us 18 cents 
for a bit of wire and possibly 25 
minutes labor at the flat rate, and 
we absorb or lose the hours spent 
in chasing the thing down, All of 
this is nobody’s fault. I don’t say 
the factory is responsible primar- 
ily for the lost time, because it has 
to swing the ax somewhere, but 
this doesn’t help the dealer’s net 
service profit, 

“These are some of the things 
that prevent the dealer’s service 
department from making a profit 
even though it is producing 60 to 








QUICK SAFE EASY 


A-P Special D-5 Vinyl Cleaner 
cleans new fabric of a synthetic 
nature, such as Vinyl, Nylon, Or- 
lon, Cotan and Naugahyde. It is 
excellent for Vinyl interiors. 
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COTAN 
NAUGAHYDE 


el finishes. 
ible Tops. 


A-P Special D-5 Vinyl Cleaner is 
non-injurious to lacquer and enam- 


Excellent for Convert- 


ARNDT-PALMER Laboratories, Inc. 
17730 Dora St. - Melvindale, Mich. 


Gentlemen: | have deducted my 2% and am enclosing check [_] or ship open acct. [_] the following order: 


Ship to 


Dealer 


Address 


5 Gallon Cans A-P Special D-5 Vinyl Cleaner @ $14.00 (5 gal. can) $ 


(for dealers with D. & B. rating) 


Quarts of A-P Special D-5 Vinyl Cleaner @ $ 1.25 qt. 


Dealer's Order No. 


F.O.B. Melvindale, Mich. 


$ 


Via 


State 








75 percent service absorption,” 
Hanrahan continued, 

“I think that some form of in- 
surance which the owner can take 
out is going to be the final answer. 

“Something similar to TV insur- 
ance,” he explained. “Here, the 
owner can buy a policy for three 
months, a year or two years. In 
the retail auto industry we have 
insurance for everything—glass, 
hail, collision, liability and so on. 

“The warranty policy, as I see 
it, would be sold by the manufac- 
turer and dealer along with the 
car, giving the buyer the option 
of an insurance policy for four 
months, one year or two years, 
or a combination of elapsed time 
and miles. 

“The manufacturers could take 
the cost of making the insurance 
good and divide it among the num- 
ber of cars sold, and the cost to 
the owner plus administration 
would be low. 

“As a matter of fact, I think if 
the manufacturers could relieve 
themselves of the present warranty 
system and substitute a form of 
insurance, they could reduce the 
price of cars $50 to $75 with the 
savings. 

“Here again the customer would 
be better pleased because he would 
know that he had been charged a 
certain amount in his itemized list 
of charges for service insurance 
and would know exactly to what 
he was entitled, and the dealer 
would know in advance what he 
could perform without charging 
the customer, 

“Such a policy would take care 
of the mismanufactured car which 
appears at regular intervals in the 
lines of all manufacturers.” 

Hanrahan said he was all for 
the quality programs being con- 
ducted by all manufacturers. 

“We're making better cars, prob- 
ably the best we’ve ever made, but 
this still doesn’t eliminate the 
‘stinker’ that often is the result of 
human carelessness,” he said, “T’ll 
not discount that now and then 
some prankster on the assembly 
line drops in his idea of a joke, 

“We're not going to get a much 
better warranty setup under the 
present system because the fac- 
tory and the dealer are doing 
everything they can to give the 
customer a troublefree car, and 
the system is now more success- 
ful than it has ever been in the 
past,” Hanrahan said. 

“We know that the factory will 
come running at our call to help 
us out when a customer has un- 
usual trouble, but in the present 
system there is no way to compen- 
sate the dealer for the hours spent 
in looking for trouble that is not 
pinpointed in the flat-rate manuals. 

“These are the troubles that 
shouldn’t happen, but the fact re- 
mains that they do happen and 
happen frequently,” Hanrahan 
said. 

“And it is also a fact that as long 
as we build complicated machinery 
we'll always have them, I think it 
is more important to sell insurance 
against these hazards than to in- 
sure the body against storm dam- 
age, for instance.” 





New Iowa Lark Deals 


MINNEAPOLIS. — New Stude- 
baker dealerships are McKitrick 
Motor Sales, Crescoe, Ia., and 
Schultz Bros, (Buick), Algona, Ia, 
Partners in the latter firm are 
Arman, Westly and Alfred Schultz. 
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to NASSA 


See Alcoa ad 
on pages 16-19 
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stop, look and listen 


Most good salesmen stop occasionally and take 
inventory of themselves. Try it yourself. 
Would you buy acar from you? How do the clothes 
look? And the smile, is it still coming across? 
How do you sound, does your voice still 
communicate confidence in your product? 
It’s important to look, sound, dress like the top 
man on the floor. A customer always likes 
to go with a winner. 








accentuate the positive 


Sell up your car. Don’t concentrate on 
selling down competitive makes. Comparison selling 
is good, but too often a salesman gets on 
a negative treadmill and forgets to get off. 
His real sales argument—the big, positive 
features of his car—gets lost in the shuffle. 
The effect is something like back-fence gossip. 
It’s good while it’s going down, but somehow 
it always leaves a bad aftertaste. Negative 
selling backfires too often, too easily. 
Use it sparingly. 


sell those features. 


Talk up your car’s biggest selling features 
—SoLeEx, for example. Tell them how this green 
tint safety glass makes for real driving 
pleasure all year ’round . . . especially with the new, 
bigger look in windshields and rear windows. 
Tell them how SOLEX absorbs more than 50% 
of the sun’s heat . . . a must for air-conditioned 
cars. You can easily sell a feature like SoLEX; 
every moment your prospect spends behind 
the wheel he enjoys SOLEX’s glare- and heat-reducing 
comfort. Order your cars with SOLEX. . 
It’s a profitable decision. | 


All PPG Automotive Safety Glass complies with every recognized safety code. 


@ 

‘6 i 
sly 7 Pittsburgh Plate Glass Company |) 
=( J SOLEX® the best glass under the sun 
7, a Paints * Glass + Chemicals + Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 





In the Letterbox 





(Continued from Page 14) 


occasion to refer to it for indus- 
try statistics —J..O. Wricut, vice- 
president and general manager, 
Ford Division. 

* * * 

Just a note of praise for your 
1960 Almanac. Our client in Detroit 
recently requested that we use it as 

*our primary source for statistical 
data. 


I honestly feel that we would be 
dizzy with only partial data if it 
were not for your Almanac.—W1- 
uam K. Ery, Batten, Barton, Dur- 
stine & Osborn, Inc., New York 
City. 

+ * * 

I have thoroughly enjoyed the 
1960 Almanac. You should change 
the name from the Almanac to The 


Encyclopedia of the Automotive In- 
dustry. Your edition certainly has 
all the facts—R. E. Murray, Jr., 
Butte, Mont, 


a oa ” 
It is a very handsome issue. — 
C. E. Bown, general sales manager, 
Lincoln-Mercury. 
- * *~ 


Corvair Glass Questions 


I have noticed with some curi- 
osity, the advertisements recently 
appearing in Automotive News, ap- 
parently sponsored by Libbey- 
Owens-Ford or General Motors. 

These ads make a point of label- 
ling each light of glass:in the new 
Corvair as “Safety Plate.” 

I have just traded my old car for 


a new Corvair and find that the 
glass in the Corvair is not the same 
as in my other car. The windshield 
glass is labelled the same in both 
cars, but the rest of the glass in 
the Corvair is solid and one piece, 
whereas the glass used in the side 
lights of my former car was two 
pieces of glass with a piece of 
plastic laminated between them. 
Whether the glass is plate or some- 


‘|}thing else, I do not know, but 


whether the glass is solid or lami- 
nated, I believe does make a big 
difference. 


I understand that laminated 
safety glass is made of two pieces 
of glass with one piece of plastic 
between them to prevent shattering 
and flying glass and also to cushion 
head blows and prevent skull frac- 
tures. I understand also that lam- 
inated safety glass has been used 
in practically all automobile wind- 
shields and side lights for many 
years, 


Why have they changed from|tors appears to want to convince 
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“This is for compact car owners 
who want a second car.” 


this glass to the other (solid glass) 
in side windows? 


What confuses me also is that 
Libbey-Owens-Ford or General Mo- 
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AMMCO 


WORLD RENOWNED 


this AMMCO Brake-Shop-On- Wheels. 


Drum Lathe is kept busy turning drums for brake of 
service customers and for other shops that do 
not have this efficient, accurate equipment. 


Brakes are a principal cause of safety-check rejections; 





Brake service volume has increased to $16,800 an- 
nually since Al & Bob's Service, Inc., Chicago, added 
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for only pennies-a-day you can cash-in now! 


With 5 to 6 million cars rolling off as- 
sembly lines each year—many of them 
heavy, with big engines, automatic trans- 
missions, and power brakes (all of which 
mean more rapid brake wear)—it’s no 
wonder demand for good brake servicing 
is jumping by leaps and bounds. Nearly 
half of all cars now in use need a brake 
job every year. Each set of tires sold or 
every 1300 gallons of gasoline pumped 
represents a brake-job prospect for shops 
equipped to do this work properly with 
quality parts and equipment. 

Drivers demand quick-stopping abil- 
ity, and communities are demanding it, 
too, with safety-checks that make im- 
mediate customers of motorists that tend 
to delay. Here’s a whopping, sure market 
—no doubt about it—and there’s no 
better way to boost shop income and 
profits than by setting up to serve this 
big need. Dollar-investment is surpris- 
ingly low. Return is in the “big brackets.” 


A Profit-Bonanza 


Brake-work probably is the most profit- 
able of all automotive services. The av- 
erage complete job is billed out at some 
$45.00, of which about 60% is gross 
profit. Just three jobs a week amount to 
$7020 in billing or $4212 gross profit per 
year. So, with 20% to 25% of all cars on 
the road needing complete brake jobs 
which often also require replacement of 


wheel and master cylinders, springs, etc., 
it’s easy to see why today’s brake busi- 
ness is such a profit bonanza. And, don’t 
forget, one out of every two cars needs 
some brake work at least once a year— 
adjustment, fluid, etc. 

Another money-making advantage of 
being equipped to handle brake business 
is that work usually can be scheduled a 
few days in advance—even after-hours, 
if desired —either for lucrative drive-in 
customers or desirable assignments from 
shops that lack suitable facilities. This 
permits orderly work-loads in otherwise 
slack hours which, again, means more 
output—more profits. 


How To Capture This Business 


With an AMMCO Brake-Shop-On- 
Wheels, brake work can be done depend- 
ably, profitably, anywhere—inside or 
out! This compact, portable unit occu- 
pies only 3’ x 5’ (scarcely more than re- 
quired for a few empty soft drink cases), 
yet includes a Drum Lathe, Brake Shoe 
Grinder, Drum Mike, Brake Cylinder 
Hone, and the accessories needed for 
trouble-free work—all mounted ona 
sturdy bench of heavy-gauge braced and 


. reinforeed steel. It can be quickly rolled 


to convenient locations by one man, and 
just one job a week not only covers its 
cost but earns a handsome profit, as well. 

The AMMCO Brake Shop at Al & 


Me F 
‘Al 





a , Brake Servicing 
Offers Top-Profits 
with Low Outlay 


Brake Shoe grinding assures 
correct lining-to-drum contact 

. eliminates costly come- 
backs caused by noise, pulling, 
grabbing, and other erratic 
brake action. 


Bob’s Service, Inc., Chicago (see photo 
above) averages 30 jobs per month and 
only 17 labor hours per week, for an 
extra $16,800.00 annually from brake 
servicing alone. This is mighty smart bus- 
iness that used to go elsewhere, and with 
it comes many incidentals. to further in- 
crease profits. Al and Bob know that 
work well. done—drums resurfaced and 
shoes ground—is a sure way to please 
customers and eliminate come-backs...- 
the best way of all to make money. 


Do This— You'll Say ‘‘Thanks” 


Shops wishing to investigate the fast 
growing brake service market, and those 
interested in up-dating outmoded equip- 
ment, are invited to write AMMCO fora 
new booklet, just published, that shows 
how the combination of correct equip- 
ment and aggressive promotion pays off 
in attractive top-profits. Including im- 
portant step-by-step tips on brake 
inspection and servicing, this new book- 
let shows how—with AMMGO equip- 
ment—average mechanics can do fast, 
safe, and profitable work by following 
simple instructions. Write today—no ob- 
ligation—for booklet or a demonstration 
in your own shop by one of AMMCO’S 
33 fully-equipped mobile Show-How- 
Units manned by factory-trained tech- 
nicians. AMMCO TOOLS, INC., 0000 
Commonwealth Ave., North Chicago, Ill, 





the public that their Corvair has 
safety glass of the same type and 
quality all around the car. They do 
this by drawing lines in the adver- 
tisement from each window, the 
back light, and the windshield, to 
the words “safety glass.” 

Why do they do this? 

I am told that previously Chev- 
rolets had the same kind of glass 
in the windshield and in the side 
lights, but the glass in the Corvair 
is not the same because the wind- 
shield is Laminated Safety Glass 
(ASI Plate Quality), whereas the 
side lights and back lights are of 
Solid Tempered Glass (AS2 Plate 
Quality). The fact that the ad ap- 
pears to want to have the public 
believe that all of the glass in the 
Corvair is the same seems to be 
unfairly deceiving the public, in my 
opinion. 

Why do they do this? 

Why was laminated glass changed 
to tempered glass in the new Cor- 
vairs? 

Why is this matter of glass 
stressed so strongly in these ads 
unless something is being done to 
confuse the public?—WiMa Harris, 
Detroit. 


Eprror’s Note: Chevrolet and 
Libbey-O wens-Ford said there 
are many types of glass while the 
letter implies there are just two 
types—safety and solid. Safety 
plate is a finer product than 
safety sheet glass. Safety plate 
can be either laminated (two 
pieces of glass with plastic in the 
middle) or solid. Safety sheet 
glass, too, may be either lami- 
nated or solid. The presence or 
absence of lamination does not 
indicate that any glass is or is 
not safety glass. 

The ad in question correctly 
shows that all windows in the 
Corvair are “safety plate.” The 
rear and side windows are “safety 
solid plate” and the windshield is 
“laminated safety plate glass.” 

While laminated safety plate is 
more expensive than solid safety 
plate, Chevrolet and LOF say 
they feel that there is no final 
word on which is the safer. 

The use of laminated or solid 
glass on the Corvair, of course, 
could not represent a change. The 
1960 Corvair is the first Corvair. 
Chevrolet has used both lami- 
nated and solid safety glass in 
the past on the standard Chevro- 
let and so have other auto mak- 
ers, Chevrolet said. 

In answer to the final question, 
the ad stresses glass because it 
was placed by Libbey-Owen-Ford, 
@ glass company. 

* ok * 


Happy with Chrysler 


I read the article in the AuTomo- 
TIVE News of March 21, 1960, con- 
cerning statements by Sol A. Dann 
regarding the management of 
Chrysler Corp. 

As a Dodge dealer, with a gross 
Sales of $2,760,576.08, and a Chrys- 
ler-Plymouth dealer, with a gross 
sales of $328,476.27, I suspect that 
I have an investment pretty close 
to those mentioned in the article. 
I believe that the present manage- 
ment is doing an excellent job. The 
present management is not afraid 
to compete on equal footing with 
our competitors. Moreover, I be- 
lieve that W. C. Newberg, as pres- 
ident of Chrysler Corp., would con- 
stantly endeavor to keep the 
Dodge, Chrysler, Plymouth, and 
other Chrysler made cars, ahead of 
the field in design, driveability, en- 
gineering and saleability. 

From a dealer’s viewpoint, it 
would seem best to have a man 
trained in:the automotive business 
at the head of our organization. 
We have no quarrel with others 
who have knowledge and have had 
success in soap or other businesses, 
but would prefer to have an auto- 
mobile-traineéd man guiding the 
destinies of the Chrysler Corp. — 
LawrENcCE HumFe.p, Columbia, Mo. 


l’s Hanna Ford Now 


SHREVEPORT, La.—W. T. Han- 
na has acquired Andress Motor 
Co. (Ford) and changed the firm’s 
name to Bill Hanna Ford, Inc. 


Calendar 


(Continued from Page 14) 
Mackinac Island, Mich. 


Sept. 6-16, | 1960—Production Engineering 
ow, Nav: Pier, Gricego. 
Sept. 6-16, | Machine Tool Exposition, 


International Amphitheatre, Chicago, 

Oct. . 16-21—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 
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Service Management 
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Take Stranger’s Look at Shop... 





Clean Up for Profits 


| Mayne May throughout the land, 
Chambers of Commerce and 
other civic groups stage “Paint Up, 
Clean Up, Fix Up Week” to spruce 
up both community and home, It 
would pay auto dealers to do like- 
wise. 

Martin Bury, Wilkie Buick, 
Philadelphia, took a stranger’s 
look at his dealership a couple 
of years ago and found no at- 
mosphere that would entice him 
to drive in for service and that 
the merchandising impacts that 





Courtesies Fill 
Paint Department 


Customers Reward 


Thoughtful Dealer 


By Wesley Stillwell 
Staff Correspondent 

EADING, Pa.—‘“It’s performing 

the little extra courtesies at no 
extra charge that have helped us 
to build up the business and profits 
of our paint-and-body shop.” 

The speaker was Pat DiGuardi, 
service manager of Morganstern 
Chevrolet Corp., 915 Lancaster Ave., 
on Reading’s auto row. 

“We opened the shop, with the 
business, in 1932, stressing 100 
percent service,” DiGuardi said. 
“The growth of the shop has been 
so steady that we have been op- 
erating at capacity for several 
years. In fact, if we had more 
space, we could put on another 
body man.”: 

Some of the “little extras” per- 
formed by Morganstern, according 
to the service manager, are: 

1. Supplying transportation while 
the customer’s car is in the shop. 

2. Going through the car as soon 
as it enters the shop and gathering 
all of the owner’s personal belong- 
ings together for safekeeping in the 
service manager’s Office. 
* * * 
ane. Putting customer’s spare 
tire under lock and key. 

4. On all jobs costing $25 or more, 
washing and cleaning car inside 
and out at no extra cost to cus- 
tomer. 

5. Remembering at all times that 
a customer is a customer and mak- 
ing sure that he is treated as such, 
with prompt and courteous service 
and a fair bill. 

Amplifying the first point, Di- 
Guardi stressed the fact that 
every car loaned to a customer 
while the customer's auto is in 
the shop is a current year’s 

(Continued on Page 50, Col, 1) 


Contests Bring 


Te programs are under way 

again this year that hold great 
potential for solving one of the 
grave problems of the automotive 
service business—attracting young 
men with mechanical interests to 
the retail end of service. 

According to several experts, 
the industry sorely needs 150,000 
more mechanics to properly take 
care of the cars now on the 
roads. 

Back of these two programs are 
10 years of trial and test, although, 
in each case, they have been con- 
fined up to now to limited areas. 

Each, however, has been able to 
bring young blood into franchised 
dealers’ shops. According to incom- 








he should have felt were sorely | 
missing. 

As a result he immediately got 
busy. Walls were painted, floors 
were sealed, signs were renewed 
and attendants’ uniforms were re- 
furbished. Many policies that had 
been dormant were revived. Even 
the outside of the service building 
was repainted, and a new big sign 
was erected. 

After this renewal program, Bury 
said both his service sales and 
service absorption began to climb 
immediately. 

Many dealers wonder why their 
service business doesn’t continue 
to increase even when they have 
good workmen and a service man- 
ager in whom they place great con- 
fidence. 

* od * 


Prices Often Blamed 


Torr wonder why they continue 
to lose business to places down 
the street, and conclude in far too 
many instances that it is because 
of price. 

Perhaps now is a good time for 
all dealers to take the five-min- 
ute quiz being sent to all Gen- 
eral Motors dealers under its 
Guardian Maintenance program, 
If the dealer is honest in the 
appraisal of his own business after 
going through the 10 questions 
listed below, he may find he has 
become complacent about the abil- 





Contestant Joins Dealership— 


William Moynihan, right, a former part 
Trouble Shooting Contest, is one of many young men who have joined Chrysler Corp. 
dealership service departments as a result of the contest. Left is William Onufry, man- 
ager of Loring Motors in Salem, Mass., where Moynihan is employed. 


plete records, it is estimated that 
at least 250 mechanics now work- 
ing for dealers came into the in- 
dustry as a direct result of these 
more or less local operations. 
* oa + 

va years ago, the Chrysler 

Trouble Shooting Contests were 
started in the Los Angeles. area. 
This spring they are being held in 
17 cities from coast to coast. 

The Ford Automotive Service 
Competition, which also is in its 
10th year, has been confined pri- 
marily to the metropolitan Detroit 
area and sponsored by the local 
Ford and Lincoln-Mercury dealers. 

These contests seek to select 
the best students in the veca- 


New Blo 


ity of his shop or organization to 
attract new business and hold what 
he has. 

The questions are: 

1. Is someone always available to 
greet your customers? 

2. Is your shop neat, clean, well 
lighted and well organized? 

3. Are regular customers called 
by name—do you follow up? 

4. Is the Owner Protection Policy 
explained to every new-car or 
truck customer? 

5. Is complete understanding 
reached with owner on service to 
be performed? 

6. Are commitments made to 
customers always fulfilled? 

7. Are all mechanics thoroughly 
trained in servicing the product? 

8. Is the owner’s car road-tested 
before delivery? 

9. Do you give customers top- 
quality work at a fair price? 

10. Is your owner-relations pro- 
gram helping to build increased 
owner satisfaction? 

* * * 
Most of these questions, of 
course, are basic to good serv- 
ice operations, but back of them 
are the things that many dealers, 
and even good service managers, 
sometimes forget are necessary to 
make sure that the business is al- 
ways presented to the customer in 
the best light. 
Many dealers at times just 
(Continued on Page 46, Col, 1) 





icipant in the Boston area Chrysler Corp. 


* * od 


tional automotive classes and 
channel them into. dealer service 

operations. 

Both now have varying degrees 
of factory aid. Because they are 
based on the development of new 
blood for dealer service operations, 
they should be getting much great- 
er support, it is claimed. by those 
familiar with the objectives and 
accomplishments of each. 

* * * 


164 Dealer Employes 


To Chrysler Trouble Shooting 
Contest which was started by 
George J. Cutler, then regional 
service manager and. presently di- 
rector of service for the Plymouth- 





pe OR mia 


Lube Rack in Spotlight— 





The lubrication section occupies a prominent place at Dixie Motor Co. (Buick), 
Fort Myers, Fla. It's directly in front of one of the entrance lanes to the service 
department. Service Manager Dave Brown calls it the backshop's bird-dog. 


* 


* * * 


Lube Section Is Called 
Bird-Dog for Backshop 


By George H. Watson 
Staff Correspondent 

ORT MYERS, Fla.—The lubrica- 

tion department is in the spot- 

light at Dixie Motor Co. (Buick). 
Instead of being hidden away in a 
corner, it’s right in front of one 
of the entrance lanes to the service 
department. 

Dave Brown, service manager, 
calls the lube section the service 
department’s bird-dog. He said it 
accounts for 50 to 60 percent of 
his department’s business. 

“Our lube men are always on the 
lookout for other things a car may 
need,” he said, “and there’s a no 
better time to find out what’s wrong 
with a car than when it’s on a 
lift.” 

Brown said owners appreciate 
this attention and usually authorize 
the work done when it is called to 
their attention. 

Most lubrication jobs are handled 
by appointment. Brown contends 
that this assures better service and 
gives the work greater importance 
in the eyes of the customer. 

The dealership will pick up and 
deliver the car if the customer 
wishes. 

Brown charges $1.50 for lubrica- 
tion, but he said the average job 
will run $10 or $12 because of other 
work found to be needed and au- 
thorized by the owner. 

Brown. feels it is up to the 
dealer whether he follows the 
preventive maintenance program 
recommended by the manufac- 
turer or adopts the plan of a 
major oil company, but he says 


od into Service 


DeSoto-Valiant Division, has devel- 
oped, according to incomplete rec- 
ords, at least 164 employes for 
dealers. 

This year’s contests, with approx- 
imately 10 cities added and with 
more than 1,000 mechanically pro- 
ficient young men taking part, 
should be the source of another 
group of potential mechanics, order 
writers and parts men who have 
demonstrated their great interest 

(Continued on Page 47, Col, 1) 


Service New Products 
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it is important to have some pro- 
gram and follow it religiously. 

“Any program that will draw the 
customer back at stated intervals 
obviously has value and should be 
followed,” he said. 

“This entails considerable office 
detail, but it is certainly worth the 
money because we have found that 
the lubrication department is the 
source of many other jobs.” 


Backshop 





prone up the need for more 
experienced mechanics is a Mil- 
waukee survey which shows that 
the body shops there are so swamp- 
ed with work that it often takes 
three or four weeks to get a car 
into a body shop. 

M. J. Koberstein, owner of Auto 
Body Service. Co., said, “We’ve 
had a backlog for three or four 
months, and there’s no sign of it 
letting up.” 

Stanley Antosiewicz, manager of 
one of the oldest and best-estab- 
lished shops, said, “Normally we 
can take a car almost immediately 
or in two or three days at the most. 
We never have been so far behind 

in our work as. we are’ now.” 

Some of the blame is being laid 
to last winter’s severe weather and 
the fact that tiny rust spots and 
dings are aggravated by salt con- 
ditions and owners want to get 
them repaired as soon as possible 
when the gun starts to shine on 
both sides of the street. 

oe * Bg 


Bor winter is only partly to 
blame for this spring’s backlog, 
claims Koberstein. He says the 
chief reason is a dire scarcity of 
body. mechanics and bump men. 
“There igs an increasing lack of 
trained: help in this field,” he said 
recently. “Good body and paint 
men are getting hard to find. Not 
(Continued on Page 51, Col, 1) 














Take Stranger’s Look at Shop... 
Clean Up for Profits 


(Continued from Page 45) 


don’t realize that the paint is | unit-by-unit inspection and evalu- 
getting a little shoddy, that the | ation of all equipment, not only to 
shop does not reflect the cleanli- | determine whether it is costing the 
ness and sparkle that denotes | dealer money because of its condi- 
good workmanship to the cus- | tion, but also whether it is too slow 
in comparison with modern equip- 
ment. 

An evaluation also should be 
made of shop layout and the place- 
ment of each tool and piece of 
equipment to make certain that it 
enables the workmen to do their 
job quickly and with the least lost 
time, The shop should be laid out 
so that “quick service” can be in- 
tegrated into the normal operation. 


* * * 


ANY customers don’t bring 

their cars to the dealer simply 
because they don’t want their ve- 
hicles tied up for hours or all day 
when the job they want done 
should take only a few minutes, 


A fast-growing number of 

































is always spoken to 
promptly, that the cashier smiles 
and thanks the customer for his 
business when he pays his bill. 

Then, too, they forget that it is 
imperative that the work done on 
the customer’s car cures the com- 
plaint he had when he brought 
it in. What the customer told the 
order writer to have fixed may not 
always be the thing he is com- 
plaining about, so it is necessary 
in a well-run shop to make certain 
that enough time is taken with 
each customer to find out what it 
actually is that brought the cus- 
tomer in. 

The difference between a profit- 
able parts and service operation 
and one that is not growing and 
building more satisfied customers 
many times is good housekeeping, 
the creation of the right “sales” at- 
mosphere. 

A little soap and water, a few 
cans of paint and some higher- 
watt light bulbs often can give the 
department a new look that will 
Pay off in many ways. 

* + +. 


Clean Shop Ups Confidence 

ERTAINLY the customer will 

have more confidence in work 
done in a well-kept shop than in 
one that has been allowed to be- 
come “dowdy.” A clean, orderly 
shop also has been proven to have 
a very definite effect on the work- 
men. In a bright shop, employe 
morale is higher, and that in itself 
results in a higher quality of work. 

And with more women bring- 

ing the family car in for service, 
cleanliness and an attractive 
writeup area are almost a neces- 
sity to capture oy ehvte business. 
Women don’t like to come into a 
shop where they fear they may 
get grease and dirt on their shoes 
and clothes. And they don’t care 
to talk to employes in greasy, 
messy uniforms. 

Good housekeeping in a shop 
should not stop with clean facil- 
ities and neat-appearing personnel. 
It also should extend to equipment 
and tools used to do the work. 

Spring is a good time to make a 


MoPar Slates 
Sales Meetings 


DETROIT.—MoPar Parts and 
Accessories Division of Chrysler 
Motors Corp. will begin a series of 
national sales meetings the last 
week in May. They will be the first 
major meetings since the division 
was reorganized under L, I, Wool- 
son, general manager, 

The meetings will be conducted 
for all levels of the MoPar distri- 
bution system. The division said 
the main purpose is to continue to 
broaden the means for assisting 
dealers and trade customers in 
servicing vehicles built by Chrysler 
Corp. 

The meetings will include a spe- 
cially prepared movie and sound 
slide films depicting new selling 
aids and merchandising tools for 
use at the wholesale and retail 
levels. 


Swiss Watches For Premiums 


Sons 1 J sport watch HE each. 

Mens | J water resistant . .25 each. 
Mens | J rhinestone dial . - $4.75 each. 
Ladies | J sport watch $3.80 each. 
Ladies | J water resistant . . . $5.00 each. 
Min. | dozen, leather straps . . . 25¢ each. 


Expansion bracelets,.60c ea. Free catalog. 
TRANSWORLD, 565 Sth Ave., N. Y. C. 17 


x 1000 Business Cards % 
Embossed at $3.99 p 


Up to 7 lines—i color (Black or Biue) 
iness Ca agg Cards 
$7.50 valve at the new low price. 
Write for sample cards and style chart. 
* HANDY SHOP & 
248 Church St., San Francisco 14, Calif. 











franchised dealers find that when 
they set aside one or more stalls 
for quick service work while the 
customer waits, business in- 
creases instantly. 


Selling service ig just as much} - 


a selling job as selling new cars, 
and while service customers resent 
being “pressured,” they are sus- 
ceptible to suggestive selling by the 
order writer and by the displays 
and signs placed attractively 
around the order-writing area. 

So also take a good “stranger’s 
eye view” of the write-up area and 
note where good selling displays 
can be set up. Many people drive 
into a dealership with one thing in 
mind but need several things done. 

In their anxiety to get on to 
where they are going, they are 
very apt to forget the other things 
unless they are reminded of them 
while the order is being written. 

Parts and accessory displays and 
properly worded signs can do a 
profitable selling job for the shop. 

Franchised dealers have always 
led the repair industry in the adop- 
tion of better tools and equipment. 
They also can lead in making their 
shops the most attractive and de- 
sirable spots in which to have cars 
serviced. 
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"Piggyback’ Wrecker— 


The conventional method of towing disabled cars may be a thing of the past if the 
invention of Joe Klosek of Oriskany Garage, Inc., Utica, N. Y., proves as successful for 
other operators as it has for him. The piggyback wrecker is a cab-over chassis with a 
16-foot flatbed platform mounted on top of the chassis. The platform is mounted on 
rollers and ball bearings so that it can slide eight feet to the rear and then be tilted 
at a 12-degree angle until the rear end of the platform touches the ground. A hydraulic 
winch pulls the car onto the platform which is then returned to its normal position. Ac- 
cording to Klosek, the wrecker can load a disabled car onto the chassis and be on the 
way to a service station within one minute. 


DUBL-QUICK Parts Service plus MOPAR quality will keep 





Bring in New Blood... 
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Contests Aid Service Recruiting 


(Continued from Page 45) 
in mechanics and have proved that 
they have keen ability in diagnosis. 
As prizes, some events being 
held this year will offer scholar- 
ships for the boys to continue 
their technical training. This has 
been the prize in the Boston 
event for the last two years, 

In those cities where Chrysler 
has training centers, it is planned 
to award a week of “post-graduate 
training” to the winners. These 
winners will join mechanics of 
Chrysler dealerships in learning 
the latest in servicing techniques. 

eo * * 


HERE is a considerable vari- 
ance in the length of time that 
boys from different types of voca- 
tional schools stay with dealers 
after being hired as a result of 
their participation in the trouble 
shooting contest, Cutler observed. 
For instance, he claims that ap- 
proximately 90 percent of the win- 


ners from the junior-college level 
join Chrysler dealers and at least 
70 percent of them stay with deal- 
ers in automotive service, Six 
young men in this category are 
now service salesmen, one is an 
assistant service manager for a 
dealer and another is in charge of 
all new-car prep and warranty 
work for another dealer. 
Approximately 60 percent of 


McClain Named to Head 


Belmont County (O.) Unit 


BELLAIRE, O.—William J. Mc- 
Clain, Bellaire, has been elected 
president of the Belmont County 
Automobile Dealers Assn. 

Other officers, all of St. Clairs- 
ville, are: Ira H. Thomas, vice- 
president; C. L. Dullaney, treasurer, 
and William R, Butcher jr., secre- 
tary. Bruno Maffe, Bellaire, and 
Chester C. Adams, Cadiz, were 
elected directors. 


the winners from vocational high 
schools join dealers following the 
contests but only 15 percent have 
stayed in the automobile business 
at the retail service level. 

Only about 10 percent of the boys 
from industrial arts classes have 
gone into automotive shops and 
there is no record on how many 


are still in the business. 
* * + 


Older Boys Dedicated 


a. Cutler points out, their 
sketchy records seem to indi- 
cate that the older boys are more 
dedicated to becoming automotive 
mechanics or employes of dealer- 
ships in other capacities. 
However, he, like William Wal- 
ton of Ford who has conducted 
the Ford contests since their 
start, believes that how long a 
boy stays in service depends a 
great deal on the type of treat- 
ment he is given during the first 


90 days of his employment by a 
dealer. 

If the dealer makes an effort to 
indoctrinate the boy properly into 
his shop force, switches him 
around from one job to another 
during this early period in an ef- 
fort to find out just what the boy 
likes to do best and then watches 
his progress after that period, the 
boy has a much better chance of 
staying with the dealer and in the 
industry. 

Both point out that the older the 
boy, the better he assimilates and 
adjusts to the totally new environ- 
ment of working in an automotive 
shop with older and experienced 
mechanics. Both believe that boys 
of high-school age can be inducted 
into dealer service organizations 
with excellent results for the 
dealer. 

+ . ~ 

{COwEves, in such cases, the 

dealer and his service manager 
should remember these contest 
winners are not full-fledged me- 
chanics regardless of how well 
they have shown up and how well 
they did their contest “stunt” but 
are boys of apprentice level, 

Dealers who have hired winners 





Dodge Truck owners across the nation are discovering that 


MoPar Dubl-Quick Parts Service effectively fights down 


time, helps keep their fleets on the road—and rolling! 


With this faster and better than ever service, fleet operators are enjoying 
fourfold advantages: 


Right part, right time. And these 
genuine MoPar replacement parts 
are precision-engineered by Chrysler 


Corporation ... to install fast, fit right, work right. 


Fast delivery. Truck owners report 
a phone call to their Dodge Truck 
Dealer or MoPar Wholesaler re- 


sults in immediate action, fast delivery. 


Practical help. MoPar’s special 
“trouble-shooter” field force 
moves fast in an emergency to 


help fleet men get urgently needed repair parts. 


Special emergency ordering serv- 
ice. MoPar’s special coast-to- 
coast “hot wire” service is now op- 


erating to speed shipments of replacement parts. 


Single Dodge Truck owners and large fleet operators alike are hailing the 
benefits of MoPar’s Dubl-Quick Parts Service. They are using this service for 
all parts requirements, routine or emergency. 

If you haven’t already taken advantage of MoPar’s Dubl-Quick Parts Service, 
call your Dodge Truck Dealer or MoPar Wholesaler. They’re ready now to give 
you faster and better service than you’ve ever had before. 


Remember . 
When you own a Dodge, you’ve invested in the tops in truck transportation... 


And when you use genuine MoPar replacement parts, you protect your invest- 
ment—and your profit! 


TO GET PARTS—DUBL-QUICK— 
PHONE YOUR DODGE TRUCK 
DEALER OR MOPAR WHOLESALER 





your DODGE TRUCKS in action! 





PARTS AND ACCESSORIES 







MoPar Division 
Chrysler Motors Corporation 
Detroit 31, Michigan 
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from these programs and indoctri- 
nated them into their shop force 
properly are very “high” on the 
results of their action. 

Bill Shadoff (Chrysler-Plym- 
outh), Pomona, Calif., says, “I 
can speak authoritatively about 
the benefits to dealers of the 
trouble shooting contests for I 
hired one of the boys who was 
a top competitor. He has worked 

satisfaction 


out to my 
as a junior mechanic, It goes 
without , I’m sure, that I 


James Bothen, president of 
Towne-Line Motors, Inc. (Dodge), 
Waltham, Mass., sums up the ad- 
vantages of such contests, Inci- 
dentally, he was the prime mover 
among Boston-area Chrysler deal- 
ers in offering a scholarship award 
for winners. 

* * * 


Technicians in Vital Role 


Boo says, “Sponsorship of 
trouble-shooting contests is to- 
day one of the major steps being 
taken by Chrysler Corp, to recruit 
more and better-trained auto me- 
chanics, Dealers are the first to 
admit that service technicians play 
a vital role in successful dealership 
operations. An adequate staff of 
capable service personnel is a must 
in today’s competitive market, 


“There are some bright young 
lads presently coming into the au- 
tomotive service field. However, we 
need many more. The trouble- 
shooting contest gives us an oppor- 
tunity every year to become ac- 
quainted with the most promising 
young student mechanics in the 
area and to encourage’ them to 
enter the auto service field by join- 
ing our organizations. 

“As businessmen, we have a 


The Ford contest has graduated 
over 250 students in its 10-year life 
and Walton claims that approxi- 
mately 100 of these contest winners 
are still working in dealerships, 

Both programs are beginning to 
get better factory support. For the 
good of both Chrysler and Ford 
dealers and the industry, they 
should be spread to a national 
basis and promoted by the dealer 
bodies in each zone. 


Grey-Rock Dealers Get 
Brake-Service Bulletins 


MANHEIM, Pa.—As a service to 
dealers whose names have been 
registered by their distributors, 
Grey-Rock Division of 
Manhattan, Inc., is issuing a series 
of bulletins covering brake service 
problems encountered by mechan- 
ics and how to overcome them, 

The first bulletin was titled 
“Brake Fundamentals and Adjust- 
ments.” Future releases will dis- 
cuss brake modifications made by 
car manufacturers, trouble-shoot- 
ing on late brake types, correction 
of brake complaints and brake 
troubles caused by components 
other than foundation brake, 








WIN aFREE 
to NASSAU 


See Alcoa ad 
on pages 16-19 
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ABRASIVE DiSC—Behr-Manning Co. of 
Troy, N. Y., has developed a fiber-backed 
abrasive disc with two parallel straight 
sides. The resultant product is a rectangu- 
lar section with a radius at each end. As 
such a ‘disc’ rotates, a full inch at its 
outer edge—the area where all disc grind- 
ing is done—becomes transparent, it is 
said. The ‘‘Visi-Discs’’ are available in 
7-inch and 9-inch sizes. They are surfaced 
with the sharpcutting metalite, an alumi- 
num oxide abrasive, in the standard range 
of grit sizes. In use, they are supported 
by sisal-reinforced rubber backup pads 
slightly smaller than the abrasive disc. 
Pads are surfaced with a diamond grid 
pattern to prevent slippage, it is said. 

ee 
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STEAM CLEANER—Designed especially 
for service stations, and to meet the de- 
mand for a low-priced steam cleaner, 
Northeast Industries, Midland Park, N. J., 
has developed a machine producing 80 
pounds of steam pressure with a capacity 
of 80 gallons per hour, including the 
cleaning compound mixture. The model 
MD80 incorporates many of the features 
of the larger Northeast Vapor Jet Clean- 
ers, including simplified operation and 
siphon-gun action, it is said. With the 
siphon gun, the cleaning compound is in- 
troduced to the steam at the nozzle of the 
gun by means of a venturi-siphon action 
from @ separate container. Thus none of 
the compound goes through the machine, 
thereby preventing boiler coil clogging 
and permitting the use of a wider range 


of cleaning agents, it is claimed. 
i MS ae 





WHEEL-WEIGHT TOOL—Hunter Products 
Co., Inc., 8846 Ladue Rd., St. Louis 24, 
Mo., has announced the ‘‘Trim-A-Wate" 
tool for wheel balancing jobs. The tool is 
a “six-in-one" ready-helper which can be 
used for removing hub-caps, pulling off 
old weights, trimming over-size weights 
fo exact sizes, opening pinched weight 
clips, closing sprung clips and attaching 
new weights to the balanced wheel, it is 


said. 
* * * 


Thermo-Elastic Plugs Adapt 


To All Conditions, Says Bosch 


Bosch thermo-elastic plugs adapt 
their working temperatures to 
every driving condition and pre- 
vent preignition, loss of power and 
fouling when properly selected, ac- 
cording to Robert Bosch Corp., 40- 











25 Crescent St., Long Island City 
1, N. ¥. 
The firm said _ thermo-elastic 


adaptability is due to the diamond- 


hard Pyranit insulator, the tip of 
which is heated uniformly and 
simultaneously from the inside and 
outside. 






AIR GUIDE—Air-Flo is said to capture 
the stream of air that sweeps along the 
top of a moving vehicle and directs that 


air stream so it “scrubs” the rear door 
or window. Manufacturer's tests are said 
to indicate this scientifically designed cur- 
tain of air breaks the partial vacuum and 
carries away all traces of fumes and ex- 
haust gases. Dirt, dust, rain, snow and 
road filth are wiped and blown off before 
they can stick to the rear window to cut 
down your vision, it is said. Gordag In- 
dustries, Inc., 6012 Wayzata Bivd., Minne- 
apolis 16, Minn. 
(Eos 


Raybestos Brake Fluid 


A super-heavy-duty brake fluid 
that is said to meet or exceed SAE 
Heavy-Duty Specifications 70R3 
and 7OR1 and to conform to Fed- 
eral Specification VV-H-910 is now 
being offered by the Raybestos Di- 
vision of Raybestos-Manhattan, 
Inc., 940 Rayman St., Bridgeport 2, 
Conn. 





RADIATOR TOOL KIT—A radiator serv- 
ice tool kit has been announced by K-D 
Tools, Lancaster, Pa. The kit consists of a 
radiator cap wrench, top tank thermometer 
(shown above), petcock drain tool, with 
universal joint handle, and hose clamp 
pliers. The thermometer is used in check- 
ing the condition of the cooling system 
and thermostat. The unit is said to indi- 
cate condition of thermostat without re- 
moving; indicates rust condition, failing 
water pump; indicates operation of dash 
thermometer, and indicates type of cool- 
ant. 

e: #3 


All-Purpose Lubricant 

Ore-A-Spray, an all-purpose, dry- 
film molybdenum disulfide lubricant 
hag been introduced by Ore-Lube 
Corp., 11 Front St., New York 4, 
N. Y. It is ideal for drive chains, 
threads, gears, sliding surfaces, the 
firm said, and it stops squeaks and 
is acid resistant. 


* * * 





TIRE CHANGER ADAPTER—An adapter 
plate for fitting Volkswagen wheels on 
center post tire changers has been an- 
nounced by May Brothers Mfg. Co., 21300 
Eureka Rd., Taylor, Mich. The “Volkswagen 
Wheel Adapter,” model 1, fits over the 
odd size VW wheel for a perfect fit on any 
make of center post tire changer, it is 
claimed. 


NEW PRODUCTS 





‘CHILD GUARD'—Oldsmobile's “child 
guard” provides additional safety for 
small children riding in the rear of four- 
door models. It is said to prevent them 
from intentionally or accidentally unlock- 
ing the door. Oldsmobile’s “child guard” 


is easy to operate. When the locking knob | 
is pushed down to lock the door, it can) 
be released only by inserting the car key | 


(as shown in the photograph) and lifting 
up the knob. The safety device is avail- 
able at Oldsmobile dealerships. 

* * * 





BATTERY METER—A meter, announced 
by Fox Products Co., Automotive Division, 
4720 N. 18th St., Philadelphia, Pa., tells 
motorists how their battery is working 
and whether or not it needs replacement. 
Installed in any location desired, the Fox 
Battery Meter is said to make three tests: 
1. Charge in battery—before starting to 
show whether or not the battery needs to 
be charged. 2. Battery condition—while 
starting. This test, under starter load, in- 
dicates whether or not the battery needs 
replacement. 3. Electrical system condition 
—while running. This test indicates 
whether the amount of current flowing 
into the battery. is low, _iate or high. 





DRILL SET—Ram Tool Corp., 411 N. 
Claremont Ave., Chicago 12, Iil., has mar- 
keted a ¥% inch drill set in a steel 
carrying case. In addition to the Ram 
drill, the kit contains 13 drill bits, tap 
threading set, four wood power bits up 
to one inch. The set also includes a 10 
foot, three-conductor, U/L approved exten- 
sion cord, 232-page illustrated fix it book 
and assorted nuts, bolts and screws in a 
plastic storage ben. 





TIRE PRESSURE GAUGE—Adijustment to 
outside air pressure is said to insure ac- 
curate readings on imported tire pressure 
gauge introduced by EMPI, Box 668, River- 
side 3, Calif. The Drager gauge is finished 
in black crackle, comes with shatterproof 
crystal. it is said to fit any vehicle or air- 
craft tire valve, comes with leather carry- 


ing case. 
ae 


Two-Wheel Camper 
Introduced by Heilite 


A two-wheel Heilite camping 


| trailer, a companion to the single- 


wheel model, has been introduced 


by Heilite Trailers, Inc., P. O. Box 
| 480, Lodi, Calif. 

The two-wheeler is made of alu- 
minum alloy and the camping 
equipment can be removed quickly 
to convert the trailer into a utility 
carrier, Heilite said. 


BELT SANDER—Dust-free sanding is said 
to be a major benefit of the model 445 
Skil four-inch belt sander, Skil Corp., 5033 
| Elston Ave., Chicago 30, Ill. Vacuum dust 
| pickup attachment is said to be 90 per- 
cent efficient when sanding resins, lead 
or wood, allowing sanding and painting 
in the same general area. Belts reportedly 
sand faster and last longer because clog- 
ging is minimized. Full four-inch belt has 
20 percent more sanding surface than 
ordinary three-inch dustiess sanders, yet 
the model 445 weighs 20 percent less, it 
| is said. 

Ce 


Crankcase Solvent 


A solvent formulation for crank- 
case use in diesels has been intro- 
duced by Siloo, Inc., 9 E, 45th St., 
New York, N. Y. Called Siloo 
Diesel 7-11, it is said to reduce oil 
consumption and increase fuel 
mileage while acting as an effec- 
tive lubricant and protective agent 
for diesel equipment, 


* * * 








MIRROR—A mirror announced by J. W. 
Speaker Corp., 3059 N. Weil St., Milwau- 
kee 12, Wis., is designed to replace any 
style or make of outside body mount rear 
view mirror, on any make or model of car. 
The mirror features a mounting arrange- 


ment incorporating a universal adapter 
bracket which is supplied as part of the 
unit. It permits mounting in the existing 
holes used to mount the damaged mirror, 
it is said. No additional holes to drill or 
show. Once mounted the mirror covers 
the area where the old mirror was at- 
tached. The full-view rectangular mirror 
head is adjustable. The mirrors are avail- 
able with clear or nonglare mirror glass. 
OOo 


Aluminum-Pigment Paints 


Aluminum-pigment spray paints 
said to dry in minutes have been 
announced by Tropical Paint Co., 
1210 W. 70th St., Cleveland 2, O. 
Called Dri-Spray Aluminum paints, 
they are available in blue, copper, 
gold, gray and green, as well as na- 
— aluminum colors, the firm 
said. 





CRACK DETECTOR—United States Cast- 
ing Repair Corp., 6432 Edmund St., Phila- 
delphia 35, Pa., has announced develop- 
ment of the model S-20 Seal-Lock mag- 
netic crack detector. This unit is said to be 
capable of detecting subsurface as well 
as surface cracks, flaws and defects in any 
ferro-magnetic metal. The unit is portable, 
weighing 30 pounds, and can be operated 
from a 110-volt source or from truck or 
auto battery, it is said. 











AIR FILTER—Two-stage air filters—two 
filter elements in a single housing, with 
each element independently sealed—for 
both heavy duty automotive and industrial 
engines have been announced by Puro- 
lator Products, Inc., Rahway, N. J. The 
two-stage, dry-type air filters were speci- 
fically designed to meet the demand for 
more efficient engine protection where avu- 
tomotive and industrial type equipment is 
continually operated under abnormally 
dusty conditions. Both the first and second 
stage elements of the two-stage filter oper- 
ate independently at 99.8 percent effici- 
ency at all engine speeds, it is said. The 
second stage element's function is to pro- 
vide continued engine protection in case 
the first stage, or working element, is 
damaged. If the first stage element and 
sealing gaskets operate at maximum effi- 
ciency before requiring service or replace- 
ment, the second stage element will last 
indefinitely, it is claimed. 

os 





FOAM FILTER—A filter made of special 
urethane foam is being used in carburetor 
air cleaners produced for several 1960 
cars by AC Spark Plug Division, General 
Motors Corp. The urethane foam used in 
the new application is a development of 
Foam Division, Scott Paper Co., Chester, 
Pa. It has uniform porosity, along with 
high strength, heat resistance and elasti- 
city it is said. The urethane foam is resist- 
ant to oils and solvents and common deter- 
gents and soaps. It can be washed, 
squeezed out like toweling, and dried, it 
is said. 

*  * 


gonnnneee, 
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SOCKET SET—A 26-piece socket set in 
¥%-inch drive developed to meet the pref- 
erence for six-point sockets, has been an- 
nounced by Wright Tool & Forge Co., Bar- 
berton, O. The set includes 11 standard 
six point sockets, sizes \%4-inch through 
%-inch; eight six-point deep sockets, 
sizes ¥Y%-inch through 13/16-inch; uni- 
versal joint; five-inch and eight-inch ex- 
tensions; speed handle, flex handle and 
ratchet. The set comes in two-tone gray 
steel box. 
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KEYING SYSTEM—A keying system 
based on visual control through color has 
been introduced by Saxton Barrett Co., 
2251 Lincoln Ave., Altadena, Calif. Called 
ColorCap, the system is adaptable to in- 
stallation with requirements ranging from 
5 to 99,900 keys, it is said. Basically, the 
system consists of pliable synthetic caps 
in 10 colors that fit every type of lever and 
cylinder lock keys. ColorCaps, equipped 
with removable labels, are housed in spe- 
cially-built cabinets that include hooks 
adaptable to keys of any shape or size. 








AUTOMOTIVE NEWS, MAY 16, 1960 


Service Tips 





cent in the last three months.— 
CHAMPION SparK PLuG 
~*~ * 7 


Battery-Terminal Installation 


ya installing a new battery, 
do you make a habit of brush- 
ing the tapered terminals and 
clamp terminals clean and greasing 
them when the installation is 
made? 

Engineers at Champion Spark 
Plug Co. advise that failure to fol- 
low these procedures may result in 
high resistance connections which 
will make it difficult to keep the 
battery fully charged and may con- 
tribute to low available voltage in 
the entire ignition system. And re- 
member, when the amount of volt- 
age required to fire the spark plugs 
















Carburetors Preset 


pacts presetting of the high- 
speed adjustment needle elimi- 
nates the need for field adjustment 
of Carter’s “WO” line of replace- 
ment carburetors for Volkswagen, 
Hillman and Ford Anglia and Pre- 
fect models, according to R. J. Mul- 
lin, service manager of Carter Car- 
buretor Division of ACF Industries, 
Inc. 

Mullin said presetting the adjust- 
ment was decided upon following 
reports from the field of a tendency 
on the part of some servicemen to 
set the high-speed adjustment ex- 
cessively lean, adversely affecting 
both economy and performance. 

Normally the adjustment need 
not be changed from the factory 


exceeds the amount of available 
voltage, spark-plug misfiring will 
result—CHAMPION SparK PLuG 

+ * * 


Falcon Power Loss 


| ag A Falcon owner complains of 
power loss or power surging, the 
cause of the trouble will probably 
lie in the fuel or ignition system. 


A clogged or defective flex-fuel 
line, a fuel-pump filter clogged with 
water or dirt, or a plugged fuel- 
tank vent are all causes of this 
complaint. 

Other probable causes, centered 
in the ignition system, can be a 
defective distributor diaphragm, 
improper breaker-plate spring ac- 
tion, or an incorrect setting of the 
ignition timing. 

One particular reason for this 
complaint can be an improperly 
formed spring on the distributor 
rotor. If the spring position is too 
low, an air gap is formed between 
the rotor spring and the coil termi- 
nal in the center of the cap. This 


gap introduces a resistance in the 
ignition secondary circuit that can 
cause the engine to misfire. 

When viewed from the side, the 
rotor spring must be flush with the 
upper surface of the rotor body or 
up to 3/64 of an inch above flush. 
If the spring position is not within 
this range, gently bend the spring 
to conform to this requirement. The 
spring then will maintain contact 
with the center distributor-cap ter- 
minal, thereby eliminating this fac- 
tor as a possible cause of ignition 
failure—Cuexk-Cuart Service But- 


LETIN 
* * * 


Distributor Oiler Change 


CHANGE has been made in the 

distributor oiler used on 1960 
cars. On early production cars the 
distributor had an oiler standpipe 
that extended upward along side 
the distributor. On later production 
cars the standpipe was removed 
and the oiler is now positioned 
below the base of the distributor 
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cap and toward the crankcase- 
breather pipe, which makes it dif- 
ficult to see. 

Service men are cautioned to 
make sure they do not miss lubri- 
cating the distributor because of 
the change.—Buick Moror Division 


* * * 
Transmission Oil Leaks 


UTOMATIC - TRANSMISSION 

oil leaks may be experienced 
on some Edsels as a result of high 
internal pressure from an accumu- 
lation of mud covering the trans- 
mission vent. When this condition 
is encountered, it is recommended 
that the vent cap and surrounding 
area be cleaned with a standard 
wire brush until the vent cap is 
free to rotate and proper operation 
of the vent is insured.—Epset Serv- 
ICE BULLETIN 


Brooks-Price in New Home 

BALTIMORE.—Brooks-Price Co. 
(Buick-Opel) has occupied new 
quarters at 6000 Reistertown Rd. 


setting. If the adjustment has been 
changed, Mullin recommends back- 
ing the needle out three-quarters of 
a turn from its seat for the average 
setting. Final adjustment should be 
between one-half and 1% turns 
from the seat — Carter CARBURETOR 


Division, ACF Inpvustrigs, INc. 
* * * 


Cadillac Filter Gasket 


ADILLAC division warns that 
fuel filter-bowl gaskets should 
not be reused because they shrink 

and harden after drying out. 
When installing a replacement 
fuel filter element, install the bowl 
gasket on the element before posi- 
tioning the filter element into the 
die-cast filter body housing, then in- 
stall bowl and tighten clamp nut.— 
AAA BULLETIN 
* 














Chevrolet Aluminum 


"Pipe aebagmagend says wheels and 
tires on cars with anodized alu- 
minum trim and grilles should be 
cleaned with a 5 percent solution of 
sodium meta silicate to prevent the 
overspray from turning the bright 
work milky. Tests have shown that 
solutions containing soda, trisodium 
phosphate or caustics will discolor 
aluminum.—AAA Bvu.LLgtTIn 
ok + * 


AMC Leak Inhibitor 


AMBLER has a leak inhibitor in 

the cooling system that discol- 
ors the water. This is not a sign of 
trouble. However, AMC does rec- 
ommend that the system be drain- 
ed, flushed and have inhibitor added 
to the new water twice a year or 


every 5,000 miles.-AAA BULLETIN 
*  * * 


Ford Adjustments 


T= following linkage adjust- 
ments on the 1959 two-speed 
Fordomatic are recommended for a 
more satisfactory shift feel. 

Set carburetor rod to one turn 
long from the gauge pin setting; 
adjust throttle valve control rod 
to a setting of two turns long, 
plus or minus one-half turn, from 
a free pin fit against the stop. 
Road test after changing linkage 
adjustment. 

Water leakage in the center rear 
area of the luggage compartment on 
1959 Fords can be corrected by ap- 
plying caulking cord between the 
matting surface of the floor and the 
fuel-tank filler neck.—AAA BuLLE- 


TIN 
* * * 


Boosts Air-Cleaner Service 


ERE’S a tip on how to increase 

your profits from air-cleaner 
sales and service. It’s from Charlie 
Pall, proprietor of one of the larg- 
est service stations in Chicago. 
When Pall makes a spark-plug 
check with Champion’s Plug-Scope, 
he takes advantage of every sales 
opportunity under the hood. But, 
he’s had outstanding results with a 
method he’s worked out for mer- 
chandising air-cleaner service and 
sales in conjunction with the spark- 
plug check. 

He does it by removing the air 
cleaner every time he attaches 
the tester to a customer’s car— 
even though it isn’t necessary to 
remove the cleaner when attach- 
ing the instrument to the engine. 
“I merely suggest removing the 
air cleaner so the customer can 
see how easy it is to hook up the 
tester,” Pall said. 

He then casually comments on 
the fact that the air cleaner is dirty 
and should be either replaced or 
serviced, depending on type. Has 
the approach worked? Pall’s air- 
cleaner sales have jumped 28 per- 





more proof that when you 
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You’re sure to GO RIGHT when 
you display the Bear Sign, the 
most recognized. sign in auto- 
motive service! Millions and 
millions of car owners recognize 
the Bear Sign in the big Post 
ads; they see Bear as Official 
Service at the 500-Mile Indian- 
apolis Race; they see the Bear 
Signs on more shops throughout 
the nation than any other. 


Put these Nationally Advertised, 
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nationally recognized Bear Signs 
to work for you. They work 24 
hours a day, drawing in profit- 
able new business... reminding 
old customers that it’s time to 
see you again. Three brand new 
signs are now available to you. 
They are specially designed to 
attract more attention and build 
your wheel alinement and bal- 
ancing business. Start now to Go 
BEAR—GO RIGHT—mail the coupon 


FREE — 500-Mile Race Facts Booklet — Mail Coupon! 


for the Bear Equipment Calalog, 
Bear Sign Bulletin and 500-Mile 
Race Facts Booklet. 

R-888 


P22 eee eee 
‘ BEAR MFG. CO., Dept. A-10 i 
Rock Island, Illinois 

Without cost or obligation, rush my i 
free copies of: i 
C] The New Bear Catalog. § 
0 Bulletin on the New Bear Signs. i 
C) 500-Mile Race Facts Booklet. i 
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Customers’ Reward .. . 


Courtesies Fill Shop 


(Continued from Page 45) 


model. Morgenstern sets aside 
five such vehicles every year for 
this purpose, and pays for all 
running expenses except gasoline 
while they are being used by cus- 
tomers. Each car carries private 
tags so that no one will recog- 
nize it as a dealer’s car. 


In handling an automobile that 
has been involved in an accident, 
DiGuardi explained, the Morgan- 
stern staff goes to great lengths to 
inform the customer of the dam- 
age and to describe the necessary 
repairs. 

“We also work closely with all 
insurance companies,” DiGuardi 
said, “and we always explain to a 
customer the various angles involv- 
ed in the insurance claim. In doing 
this, we often are able to save 
money for the customer.” 

* * + 
NE of the service manager’s 
aides does nothing but make 


Tenn. Assn. OK’s 
Amber, Red Tape 
For Wide Autos 


NAS .—A special wide- 
car committee of the Tennessee 
Automotive Assn. has recommended 
dealer compliance with Gov. Buford 
Ellington’s call for reflectorized 
tape on bumpers of cars over 80 
inches in width. 

“In order to comply with a tech- 
nical provision of the law, it was 
recommended that amber tape be 
placed on the outside of the front 
bumpers and red tape on the out- 
side of the rear bumpers,” said 
Ralph Nichols, committee chairman. 

The committee also suggested 
that the minimum size of the tape 
be not less than an inch wide and 
not less than an inch long, he added. 

Under a law passed in 1931, per- 
sons driving motor vehicles more 
than 80 inches wide on Tennessee 
highways, without prescribed lights 
and reflectors, could be fined up to 
$50 and sentenced to up to 30 days 
in jail. 


Fram Film Alerts Dealers 


To Growing Filter Market 


PROVIDENCE.—Latest infor- 
mation on the growth potential of 
the dry-type engine air-filter mar- 
ket is dramatized in a sound film, 
“Money in the Air,” prepared as an 
industry service by Fram Corp. 

Fram said the film containg no 
advertising for any particular 
brand filter and was produced to 
provide service-station owners and 
operators with. educational ma- 
terial on the fast-growing market 
for replacement filters. 
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Import Pitch 


OSTER-SWOPE IMPORTS, 

Louisville, has made a pitch for 
the service business of all owners 
of imported cars in an advertise- 
ment which announced that E. J. 
Reuling, of Koster-Swope Buick 
service department, has been 
named service manager of the im- 
port operation. 

ADVERTISEMENT 


See Alcoa ad 
on pages 16-19 
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estimates. The shop averages seven 
estimates a day, and of this num- 
ber, 70 percent of the cars are left 
to be worked on, DiGuardi said. 
“Our work,” he said, “is done ex- 
actly as it is done on an automo- 
bile assembly line. We use great ea 
care to ane that a job A nse knows the other man’s job and can 
ainsi, | VO USE On any job, if necessary. 


New Brake-Service Film 


BRIDGEPORT, Conn. 
service of brakes on Corvairs, Fal- 
cons, Valiants and all other popu- or ol aa ‘Sis de, ton parr 
lar cars is demonstrated in a new : : 
film being shown Raybestos dis- ; 
iiiaes as Casts wactings. stern’s body-and-paint business av- ; 

The film, “Total Brake Service| cent of this sum from bod 

Dae y work! Hall Delive ervic 

With Raybestos,” shows brake work and 20 percent from paint. ry Ss 
being performed on 16 cars, Autos 
and not brake models were used so 
that mechanics could see the brakes 
exactly as they see them when they 
are doing the job, Raybestos said.!in our hat.” 
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right the first time because if it has 
to be done over again, there go the 
profits. 
“To operate this way requires 
personnel and the newest 
and most modern tools and equip- 
ment available. Our men work on 
an incentive plan. We pay a flat 
rate every week plus 40 percent 
of the total labor handled by 
policy enables us to do with five | | 
men in our shop what would take & 
eight men to do in another shop 
without the incentive.” 
DiGuardi said each of his men 





Twice a year, the service man- 
ager goes on trips to other cities 
Clinics to inspect other pain t-and-body 

P shops in operation and to learn 
—F TOP eT! new techniques. He is proud of the 


DiGuardi reported that Morgan- 
erages $9,000 a month, with 80 per- 











eo » An inexpensive way of delivering cars is used by the service department of 
i With all this work,” he declared, O. Z. Hall Ford, North Birmingham, Ala. A three-wheel motor scooter, hitched to the 
'we don’t average one complaint | car to be delivered, is used by the driver to get back to the shop. The motor cart 
month. This record is a big feather] also has a small truck body attached and can be used to pick up parts, run errands 
and the like. 
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enough are being trained. The vo- 
cational schools are about the only 
places that teach body work and 
they can’t begin to supply the needs 
of all the shops. You have to take 
on your own apprentices to be sure 
of any help.” 

Because of the long delays in 
getting body repairs, many car 
owners are trading in their dam- 
aged cars for new or clean used 
cars, he claims, and this is cre- 
ating a serious problem for the 
used-car dealers. The shops can’t 
get their cars ready for resale as 


Autolite Spark-Plug Dealers 
To Offer New Timing Light 
TOLEDO.—The new Autolite 
Timing Light is being made avail- 
able to Autolite spark-plug dealers. 
The timing light is insulated and 
has a lightweight, high-impact case 
and a pistol grip. It operates on 
115-volt alternating current. 


quickly as they usually do. 

Used-car dealers are beginning to 
worry about the condition of the 
market due to the entry of the 
American-built compacts and are 
fearful that it might not be too 
long before they will be the reason 
for a softening in the used-car mar- 
ket. 


Not a New Problem 


Or Milwaukee dealer is quoted 
as saying that “compacts are 
pushing used-car prices down a bit. 
We've been making out so far, but 
I am worried about what might de- 
velop. The delay in putting used 
cars into top selling condition could 
be serious in another 60 days.” 
Top factory servicemen have 
seen this condition coming to a 
head for several years. They have 
known that an insufficient num- 
ber of young men were coming 
into the automotive service indus- 
try and have been trying to 
awaken their management and 


their dealers to the necessity of 
doing something about it. 

There are two small programs 
under way that could be made 
really productive with an adequate 
amount of money and dealer in- 
terest. They aren’t the answer to 
the maiden’s prayer, but they could 
help a lot. 

Unless something is done soon, 
it is my opinion that the mechanic 
situation and the dealer service 
position igs going to worsen at an 
even faster pace in the next few 
years. 

* * * 

Recruiting Is Difficult 

ECRUITING “ding” men and 

painters seem to be even 
tougher than developing mechan- 
ics, If mothers advise their boys 
against getting into automotive 
service work because it is messy, 
then they would be doubly set 
against their boys being metal 
workers. 

Factory men tell me they have 
difficulty getting students for 
training in body work. Perhaps 
if more attention was given to 
informing both the boys and 
their parents of the pay scale of 
good body men, it might bring 
more trainees. 

And if aptitude tests were given 


the boys in automotive classes in 
the vocational high schools, per- 
haps some of them could be chan- 
nelled into body work to help re- 
lieve this shortage, 

Dealers can also do themselves 
and the industry a great deal of 
good by selecting “helper” me- 
chanics who show an aptitude for 
metal work and sending them to 
one of the factory metalwork 
training schools, 

+ af + 

F MORE dealers had the con- 

victions of Fred F. Cain, Wil- 
mington, Mass., and acted on those 
convictions, the industry would not 
be as hard up for good mechanics. 

Cain, a veteran Chrysler-Plym- 
outh-Valiant-Simca dealer, is sec- 
retary-treasurer of the Eastern 
Massachusetts Plymouth Dealers 
Assn., and is a committee member 
on the Chrysler Trouble Shooting 
Contest in Eastern Massachusetts. 

He recently said, “To my mind, 
no program during my years in the 
auto industry has presented great- 
er personal reward for dealers than 
our Trouble Shooting Contest. 

“One of the great challenges in 
our industry today is that of estab- 
lishing better customer relations 
on the basis of superior service. 
This is difficult to do in face of the 








Your customers’ safety . . . 


supply ... 


Wagner Lockheed. 


Wagner Lockheed Brake Fluid is made by Wagner 


even their lives can de- 
pend upon your choice of the brake fluid you 
That's why it is so important that you 
use only a top-quality, safe brake fluid such as 


the top quality 


BRAKE FLUID 


there’s none safer...none better 


use Wagener Lockheed 


WAGNER LOCKHEED HEAVY DUTY BRAKE FLUID 
surpasses S.A.E. specification 70R1, meets State 
laws, and also conforms to Federal specifications 

.. It definitely is a heavy-duty fluid—yet is moder- 


ately priced. Performance proves it to be the best 


—the world’s largest manufacturer of brake fluid. 


And, this superior quality product is the world’s 
largest selling brand. It is compounded of the finest 
ingredients—chemically balanced to function effi- 
ciently under all driving conditions—in all seasons. 


WAGNER LOCKHEED Super HEAVY DUTY BRAKE 
FLUID is the very finest on the market. It surpasses 
S.A.E. specifications 70R1 and 70R3, meets State 
laws, and conforms to Federal specifications . 

Recommended for use on all heavy-duty trucks, 
also for modern high-horsepower passenger cars. 


of Catalog AU-1... 


fluid in its price range. 


—and enjoy special benefits. 


There’s a supplier of Wagner Products near you. 
Look to him for Wagner Lockheed Brake Fluid, 
Brake Parts, Power Brake Repair Kits, Brake Lining 
and Lined Shoe Sets. 


FOR DETAILS, consult your Distributor of 
Wagner Products, or use coupon for FREE copy 
Also ask about how easily you 
can qualify to become a Wagner Franchised Dealer 


FOR SAFETY’S SAKE...check the Brake System! 


This is National Vehicle Safety Check Month... 
Do your part. Every time you put a car up on a lift, 
ask the owner to let you pull a wheel . . 
brake system. 
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You'll help save lives . 


too. 


Please send: 
[-] FREE copy of Catalog AU-1 
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Warner Electric @rporation 


6393 Plymouth Ave., St. Lovis 33, Mo., U.S.A. 


[_] Details on Franchised Dealer Program 


Don't guess. Be sure that the braking system—parts, 
fluid and lining—are in safe operating condition. 
. and build profitable busi- 
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great lack of trained service peo- 
ple and the reluctance of young 
men to enter the field in sufficient 
numbers to fill all the needs.” 


Jim Moriarty Retires 


ORE than 150 friends and as- 
sociates of Jim Moriarty gath- 
ered at the Birmingham (Mich.) 
Country Club recently to help the 
“Corktown Shriner” get adjusted 
to being known as an “old man” 
now that he has reached that fear- 
ful barrier of “age 65” when fac- 
tories no longer can keep the best 
of us on the payroll. 
Our for the dinner 
must have been designed by 
someone who knew this Irishman 
as we who have fought the bat- 


While Jim has been with Chrys- 
ler 28 years and in the industry 41 
years, the diamond could not have 
indicated his service record but 
must have referred to his sterling 
character and devotion to the in- 
dustry he served, 

Jim isn’t ready to retire, and if I 
can help in any way, he is going 
to be able to use his great fund of 
service knowledge for the good of 
the industry for many years to 
come, 

It would be a calamity, in my 
estimation, for a guy as able as 
Jim, in the pink of health and 
more active than many guys under 
40, to be made to accept a “rock- 
ing chair” existence. I know Jim 
wouldn’t like it, and the industry 
would be the big loser. 

7” + * 

has had the experience that 
makes him more than just valu- 
able. He has been a service man- 
ager,a service merchandising man- 
ager, a national supervisor of field 
service personnel, a manager of 
technical publications and allied 
activities and, at all times, an able 

administrator. 


Jim steps out of a job with Phil 
Hopkins at the Chrysler Service 
Training Center. His duties includ- 
ed manager of technical publica- 
tions, engineering research, the 
master technician program, tech- 
nical time study and flat rate in 
the corporation office of service 
development and training, . 

His “bowing out” party — 
to his ability to make and 
friends in this highly caine 
industry. I’m glad to be 
those who know him well. I 
our paths first crossed back in the 
days when Williams and a 
were Hupp distributors and 
was manager, That was just Li 
I came with Automotive News. 

Gee, time slips by fast, 


10 Pct. Boost Noted in Output 
Of Lubricating Greases in ’59 

KANSAS CITY. — Production of 
lubricating grease increased al- 
most 10 percent in the United 
States during 1959 over 1958, ac- 
cording to National Lubricating 
Grease _ Institute. 

Fluid gear lubricant production 
also showed a gain last year, the 
institute said. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 187 OF A SERIES 


“LET’S TALK THINGS OVER...” 


These were the words of Henry Ford II, speaking to you from the pages of this 
publication on October 22, 1956. His message, simply and briefly stated, was 
to announce a new series of advertisements; a “clearinghouse” of news and 


views of special interest to Ford Motor Company dealers. 


That date, over three and a half years ago, marked the beginning of a series of 
continuous weekly management-dealer meetings in Automotive News. Since 


then, we have “met” on 187 occasions to discuss matters of mutual interest! 


Your letters have assured us that these get-togethers in print are welcome and 
beneficial. They have, in fact, encouraged us to explore new ways of increasing 
our common understanding of the vital relationship between factory functions 


and dealer activities. 


The result? Beginning next week, this series will assume a new look and character. 
While we will continue to bring timely and newsworthy topics to your attention, 
we will also develop a broad, comprehensive picture of Ford Motor Company. 
In the weeks ahead, we will review various aspects of our corporate operation— 
from the thousands of people with differing talents who insure this Company’s 


progress to our world-wide chain of sales and production facilities. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon e Thunderbird e Comet « Mercury e Lincoln e 

Lincoln Continental « English Ford Line ¢ Taunus e 

Ford Trucks e Farm and Industrial Tractors and Equipment e 
Industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company e Ford Motor Credit Company 


Co 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 











Training Unit— 


John H. Smith, right, supervisor of field 
service training for White, and Graham 
Grady, Cummins service instructor, look 
over a valve tester at the workbench in 
the forward end of the White mobile serv- 
ice training trailer. Bulkhead in back- 
ground houses air conditioner and storage 
cabinets for training school supplies. 





Service Schools in Field 





Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
motive News. 


For Make Servicemen 


AMERICAN MOTORS SALES 
OCORP.—Five service training mo- 
bile units will be holding schools 
in the following states for the per- 
iod of May 23-June 17. Unit 101, 
South Carolina and North Carolina, 
Lester F. Howard, instructor; Unit 
102, Pennsylvania and New Jersey, 
LeRoy Roberts, instructor; Unit 
103, Ohio, Pennsylvania and West 
Virginia, Harvey Dittberner, in- 
structor; Unit 104, Missouri, Ken- 
tucky, Indiana and Illinois, Harry 
Rowe, instructor; Unit 105, Oregon, 
Idaho, Wyoming and Utah, Henry 
Shafer, instructor. 

CADILLAC DIVISION — Engine 
Test—Atlanta, May 23; Chicago, 


Portland, Ore., June 13, Charging 
Circuits—Atlanta, May 25; Chicago, 
June 13; Jacksonville, Fla., June 
13-15; Memphis, June 14; Newark, 
N. J., June 9; New York, May 25; 
Oklahoma City, June 1; Philadel- 
phia, May 23, 25; Pittsburgh, June 
15; Portland, Ore., June 15; St. 
Louis, May 31, Customer Relations 
—Atlanta, June 1, 2; Chicago, May 
23, 24, 25, 26; Detroit, June 9; Hous- 
ton, June 17; Newark, N. J., June 
17; San Francisco, May 24, 25. 
Parts Merchandising — Atlanta, 
June 3; Chicago, June 6, 7, 8, 9; 
Cincinnati, May 26; Dallas, May 
27; Los Angeles, June 9, 13; St. 
Louis, June 2; San Francisco, May 
26, 27. Hydra-Matic Overhaul — 
Boston, May 23; Cleveland, June 9; 
Memphis, June 16; Minneapolis, 
May 26; New York, June 2; Phil- 
adelphia, June 9, 15; Portland, Ore., 
May 25; Washington, May 25, Hy- 
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Portland, Ore., June 8; San Fran- 
cisco, June 9. Power Brakes—De- 
troit, June 14; Milwaukee, June 16; 
New York, June 15; Portland, Ore., 
June 6; San Francisco, June 6. 
Chassis Suspension—Kansas City, 
May 26; Newark, N. J., June 15; 
San Francisco, June 1. Diagnosis — 
Los Angeles, June 6, 14; St, Louis, 
May 23. 


CHRYSLER CORP.—The service 
training courses from May 23- 
June 17 will cover the most re- 
cently developed procedures for fac- 
tory approved service maintenance 
operations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers and factory personnel. 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St., Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 


































delphia, June 7, 13; Portland, Ore., 
May 23; Washington, May 23, Car- 
buretion—Boston, May 31, June 2; 
Detroit, June 16; Jacksonville, Fla., 
June 8; Minneapolis, May 31; New- 
ark, N. J., May 31; New York, May 
31; Oklahoma City, June 8; Pitts- 
burgh, June 8; San Francisco, 
June 14, AFA Preparation—Chica- 
go, May 31, June 1, 2; Cleveland, 
June 16; Detroit, May 26; Jackson- 
ville, Fla., May 31, June 1, 2; New 
York, June 17; St. Louis, May 26; 
San Francisco, June 3. Air Condi- 
tioning—Cincinnati, May 23; Cleve- 
land, June 13; Dallas, June 1; De- 
troit, May 24, June 7; Houston, 
June 14; Jacksonville, Fla., May 
23; Newark, N. J., June 6; St. 
Louis, June 6. Electric Units and 
Accessories—Dallas, May 23; Mil- 
waukee, June 7; Newark, N. J., 
June 2; New York, June 6; Pitts- 
burgh, June 13. Circuit Tracing — 
Dallas, May 25; Detroit, June 9; 
Jacksonville, Fla., May 26; Los 
Angeles, May 23, 24, 25, 26, 31, June 
1, 2; Milwaukee, June 9; New York, 
May 27; Oklahoma City, June 3; 
San Francisco, June 16, 17; Wash- 
ington, May 31, June 1, 2, Power 
Steering—Detroit, June 1; Kansas 










June 15; Jacksonville, Fla., June 6; 
Milwaukee, June 14; New York, 
June 8; Oklahoma City, June 6; 


Blackboard and film projection screens are 
mounted against this bulkhead during 
school sessions. 


AMUS6O 


With BIG 10” RUBBER WHEELS AT NO EXTRA COST! 


FORD DIVISION — During the 
period of May 23 to June 17, the 
Ford 35 district school instructors 
will be conducting courses on 
Fordomatic and Cruise-O-Matic 
transmissions. The latter consisting 
of seven instructional units. 1. 
Principles of torque converter. 2. 
Principles of planetary gear train. 
3. Design differences, 4. Principles 
of hydraulic control system. 5, Dis- 
assembly and assembly procedures. 
6. Linkage adjustment procedures. 
7. Diagnosis procedures. In both 
courses, Cruise-O-Matic or Fordo- 
matic, special emphasis is placed 
on accurate diagnosis and in chas- 
sis adjustment and repair. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1, rear axles, 2. standard 
transmissions, 3. automatic trans-_ -_ ) 
missions (Hydra-Matic, twin j 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 4 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8. carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa., are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 4 
tact your nearest International 
truck district or branch. 

STUDEBAKER -PACKARD— 
Technical training centers in New / 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the 1960 Lark and Hawk 
models as well as Mercedes-Benz 
and DKW passenger cars for May 
23-June 17. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L. J. Young, 
and at South Bend by A. S. Kidder. 

WHITE MOTOR CO. — Diesel 
school — May 23-27 (Cummins), 
June 13-17 (Cummins). Gasoline 
school—June 6-10 (White). Schools 
will be held at the White Motor 
factory, Cleveland, 


For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
(Continued on Page 55, Col. 1) 


dra-Matic Diagnosis—Boston, May/| City, May 24; Minneapolis, June 
25; Cleveland, June 7; Minneapolis, |14; Newark, N. J., June 13; New 
May 24; New York, May 31; Phila-' York, June 13; Pittsburgh, June 6; 


Hydraulic 
END LIFT 





With DP-160 Adapter in place it raises, lowers and 


Lifts all 1960 and earlier cars and light trucks for 
positions car and light truck transmissions easily. 


: easy access to both front or both rear wheels. 
1 
| 









| The most versatile 
service jack made/ 


The Ausco A 10-8 Hydraulic End Lift has been proven in use as an efficient all-around 
performer that will speed up dozens of different jobs in your shop. 


NOW, AT NO EXTRA COST, big 10” semi-pneumatic tires make it easy to move any- 
where, even on rough-surfaced work areas, broken concrete, etc. Positions faster on 
rubber tires and ball bearing front casters. 


Use it for changing tires, brake and shock absorber service, front end jobs, washing and 
body work. With the inexpensive transmission adapter, you can remove and replace all 
car and light truck transmissions. A quick change gives you a high lift jack for making 
extra working room on suspension, spring, tail pipe, muffler, oil filter and brake jobs. 





Nd 
PAL) 
A quick change gives a high lift for extra working 


room on under-car jobs such as spring, tail pipe, 
muffler, oil filter and brake jobs. 





—~ it 


Ask your Ausco jobber for a demonstration and complete details. 


Bis AUTO SPECIALTIES MANUFACTURING CO. ST. JOSEPH, MICHIGAN 
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ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 33 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course available 
starting June 6, 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, June 13; 
(B) Advanced wheel alignment, 
power steering, advance suspen- 
sions and minor frame straighten- 
ing, May 23; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, June 27; 
(D) Brake servicing, June 6, Com- 
bined courses are also offered. 
(ABC), June 13-July 1; (AB), June 
13-24; (DA), June 6-17. 

BEAR MFG, CO., Rock Island, 
Ill.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods, Next classes May 23 and 
June 6. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

CARTER CARBURETOR OCO., 
St. Louis—Starting June 6 for two 
weeks, Class 336 will be held. 

DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 





RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn., 
during the week of May 9 and 16. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m, to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical sound, 
color, motion picture showing ad- 
justment procedure and _ trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 


of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn, 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS ©CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
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(3) electronics (Delco auto radio 
(3) electronics (Delco auto radio (4) 
automatic transmissions (Hy dra- 
Matic), (5) New Departure bear- 
ings. United Motors Service Class- 
rooms operate in these cities: 
Detroit, Cleveland, Boston, New 
York (two centers), Chicago, Wash- 
ington, Jacksonville, Fla.; El Paso, 
Tex.; Portland, Ore.; Dallas, Los 
Angeles, Memphis, Atlanta, Phila- 
delphia, Charlotte, N. C.; Denver, 
San Francisco, St. Louis, New Or- 
leans, Houston, Buffalo, Minneapo- 
lis, Oklahoma City, Milwaukee, 
Kansas City, Salt Lake City, Oma- 
ha, Pittsburgh and Cincinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. CO.—Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Il. 












Dealers Seen 
Standing Pat 
On Employment 


MILWAUKEE.—Seventy-one per- 
cent of the auto dealership execu- 
tives queried in a cross-country 
employment-outlook survey by 
Manpower, Inc., predicted no 
change in their employment needs 
for the second quarter of this year. 

Another 24 percent said they ex- 
pected to need more workers dur- 
ing the quarter, while 3 percent en- 
visioned a decrease and 2 percent 
had no opinion. 

Manpower, Inc., said 2,500 busi- 
ness leaders in all industries were 
included in the survey. 

Elmer L. Winter, president of the 
temporary-help and business-serv- 
ice firm, said the overall results in- 
dicated that 61 percent of the 
executives expected no change in 
second-quarter employment needs; 
32 percent looked for an increase; 
3 percent saw no change, and 4 per- 
cent had no opinion. 






The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 


Fewer stops and Starts! 


THANKS TO GREATER FINNED COOLING AREA DeVilbiss air compressors 


require fewer running cycles and actually help stretch your power dollars. 


Hot air, delivered into your tank, shrinks as it cools, requiring more frequent 
running cycles to keep tank full. Cool-running DeVilbiss compressors deliver 
low-temperature, less expanded air to your tank. Results: less shrinkage, 


fewer running cycles, significantly lower power costs. 


Notice that the finned cast-iron intercooler(1) is extra large to permit a 
longer cooling cycle between compressing stages. Finned cylinder wall(2) and 
head (3) allow rapid, thorough heat dissipation. Finned aftercooler(4) lowers 


temperature of the air still further before it enters the tank. Even the check- 
valve manifold(5) is finned for maximum aftercooling. For complete details 
on efficient DeVilbiss air compressors, call your DeVilbiss jobber. The 
DeVilbiss Company, Toledo 1, Ohio. 


FOR TOTAL SERVICE, CALL 


TEES 















JACK UP YOUR 
SERVICE DEPARTMENT 
SALES ano PROFITS 


with Du Pont’s Spring Drain-Out Plan 


A FLAT-RATE SERVICE. EVERY 
CAR NEEDS IT...EVERY SPRING! 


STEP ONE. If anti-freeze is present, 
drain cooling system and refill with 
water. Following this (or if no anti- 
freeze is present), pour can of DuPont 
Fast Flush in radiator*. Replace cap, 
let engine idle for 10 to 30 minutes. 
























STEP TWO. Open petcocksand drain 
out Fast Flush. Flush out system 
until water runs clear. Close pet- 
cocks and refill with fresh water. 










STEP THREE. Add a can of Du Pont 
Liquid Anti-Rust and Water Pump 
Lubricant to keep system free of acid 
and rust all summer long—and to 
lubricate water pump properly. 











*If radiator is badly clogged and over- 
heating, drain anti-freeze—then clean out 
system with more powerful acid-type 
Du Pont Cooling System Cleaner. It dis- 
solves rust, removes scale and cuts grease 
without injury to hose, packing or metal 
parts. Does not require reverse flushing 












Reduce labor costs on new-car “‘get ready” 
and used-car “dress-up” with economical 
shop-size Du Pont No. “7” Products 





CHROME POLISH WEW CAR WAX CLEAR RUBBER DRESSING “DISSOLYO"’ SPRAY GLAZE 
Removes rust, makes Cuts waxing time in Restores new look to Quickly removes road CLEANER HO. 1 
chrome sparkle. Fast half. Cleans, waxes old tires and floor mats. tar, oil, silicones and Heavy-duty cleaner for 

and easy to use. and glazes. old wax. Safe for new hand use before apply- 


acrylic finishes. ing Spray Glaze. 





SPRAY GLAZE CAR WASH WO. “7” POLISH WHITE-WALL TIRE 
Exclusive, professional, Removes traffic film Highly concentrated For professional polish CLEANER 
protective glaze. Out- quickly. Prepares detergent. Washes more jobs. Fast, easy, Easy-to-use liquid. 

shines wax...lasts as long. finish for waxing. cars faster, will not streak. economical. Goes on easy... 
hoses off. 


Order from your Du Pont No. “7” Jobber today! 





REG. U. 5. PaT. OFF. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


DU PONT N° “7” PRODUCTS 
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San Francisco Dealers Elect Officers— 


Les Vogel jr. (Chevrolet), seated, was elected president of the San Francisco Motor 
Car Dealers Assn. at the group's annual meeting. Other officers chosen were, standing, 
from left, Robert A. Waters jr. (Plymouth-DeSoto-Valiant), treasurer; Willard Scott 
(Chrysler-Plymouth-Borgward-Daimler), secretary, and Carl R. Carlsen (Volkswagen), 
vice-president. Amos Cowl was again appointed general manager. Ellis Brooks (Chevro- 
let), retiring president, presented James W. McAlister, retiring Buick dealer, with a 








lifetime membership in the association for his long and active service. 


Ex-President’s Son Elected .. . 





Quality-Dealer Goal 
Hailed at Tex. Parley 


CORPUS CHRISTI, Tex.—Fran- 
chised dealers should seek to be- 
come dealers in quality. That was 
the theme of the Texas Automotive 
Dealers Assn., at which 350 dealers 
from throughout the Lone Star 
State decried the “wheel and deal” 
type of operator who makes prom- 
ises which can’t be kept. 

Birkett L. Williams, president of 
the National Automobile Dealers 
Assn., declared that legitimate deal- 
ers do not mind being checked. 

To find out about a dealer, he 
suggested calls to such places as 
the Better Business Bureau. The 

BBB will not recommend a dealer, 

but it will report if there have 
been any complaints about the 
dealer, he said. 

Williams also warned against 





Price Favoritism 
Denied by 49 
Texas Jobbers 


WASHINGTON.—Forty-nine job- 
bers of automotive parts and sup- 
plies have denied Federal Trade 
Commission charges that they have 
knowingly induced discriminatory 
prices from suppliers through their 
Dallas buying offices, Southwestern 
Warehouse Distributors, Inc., and 
Automotive Southwest, Inc. 

The FTC issued separate com- 
plaints last Dec. 9, one citing SWDI 
and 34 jobber members, and the 
other citing ASI and 15 jobber 
members. 

The complaints alleged the two 
organizations are mere bookkeep- 
ing devices operated by the mem- 
bers to facilitate unlawful price 
discriminations. They are not the 
purchasers as purported, but serve 
only as agents through which mem- 
bers are billed and pay for their 
purchases, FTC said. 

The jobbers, the complaint charg- 
ed, use their combined buying 
power to demand and get favorable 
prices, discounts and selling condi- 
tions which they knew or should 
have known are not available to 
their competitors. Suppliers not ac- 
ceding to their demands usually are 
replaced by others who do, the 
complaint alleged. 

The SWDI answer declared that 
the organization “igs no longer en- 
gaged in the business of purchasing 
and reselling automotive products 
and supplies. 

The respondents in the ASI pro- 
ceeding asserted that “their purpose 
at all times has been to comply 
with laws administered by the Fed- 
eral Trade Commission and that, in 
keeping with this purpose, they 
have not knowingly induced or re- 
ceived” preferential prices forbid- 
den by law. Both answers contend- 
ed various FTC allegations are 
vague, indefinite and unclear. 





“gimmick” advertisements which 
offer unbelievable prices. 

“Nothing is free,” he said. 

During the next 10 years, Wil- 
liams predicted, automobiles will 
be much improved. 

“Factories are experimenting 
with all phases of the field,” he said. 
“For example, they are looking into 
gas turbine engines.” 

But he voiced doubt that auto- 
mobiles powered by such engines 
will be on the market for some 
time. 

S. E. Mitchell (Ford), Waco, was 
elected new state president. He is 
the first Texas president who is the 
son of a former president. His 
father, J. N. Mitchell, was president 
in 1935-36. 

Other newly elected officers are: 
Cc. C. Gunn, Corpus Christi, first 
vice-president, and Kenneth Kel- 
lam, Wichita Falls, second vice- 
president. 

Williams, whose topic was “Op- 
portunities Ahead,” said the de- 
mand for small cars is far ahead 
of what the industry estimated. 
A trend is developing toward 
even smaller American compacts, 
he said. 

Warren A. King, automotive mer- 
chandising manager of Life maga- 
zine, gave an illustrated presenta- 
tion entitled “The Market of the 
60s." H. Lamar Jones, an account- 
ant from Houston, spoke on “The 
Tax Law Picture.” Clifton Dennard 
of Dallas, TADA director, talked 
on the topic, “Service Is Our Most 
Important Product.” E. C. Quinn, 
sales vice-president of Chrysler 
Corp., discussed, “Will We Be Up 
for the ’60s?” 

The convention delegates selected 
San Antonio as the site for the 
1961 meeting next May. 


ADVERTISEMENT 





See Alcoa ad 
on pages 16-19 





CINCUCLN 
Wash-All Power-Spray 


The Fast, Efficient, Profitable Way 
to Wash Cars and Engines 


Car and engine washing need no longer be a tedious, virtually non-profit chore. Now you 
can turn it into a fast-turn-over steady source of high profits. With the new air-operated 
Lincoln WASH-ALL, it takes only 15 to 20 minutes to make a car showroom clean, or flush 
away heavy grease and grime deposits from engines. It's a real “while you wait’ service 
for your customers. Ideal for cleaning engines before tune-up jobs... giving used car engines 
that ‘factory fresh” look...even washing oily service bay floors and service equipment, 


FREE OPERATING AIDS With Every Lincoln Unit... 


1. Oversize, heavy duty wash apron 3. Watertight carburetor cover 


2. Two sturdy, attractive fender covers 4. All-purpose merchandising sign 


Check These Operating and Profit-Making Features... 


@ Two spray nozzles: fan spray pattern for car 
washing, chisel pattern for engine cleaning. 


Operates off any standard compressor. 


Delivers powerful, uniform spray...no surge 


or pulsation. e A complete, ready-to-use unit. No extra acces- 


sories to buy. 
Uses only half as much air as competitive spray- 


wash units. 


Fits any standard 55 gal. drum. A.S.M.E. ap- 
proved pressure tank holds 6 gal., more than 
enough for a complete car or engine wash. 


Uses any car washing detergent. No special 
chemicals needed. 


Easy to maintain...only one moving part. No 
oiling necessary. Built to last indefinitely. All 
parts in contact with washing solution made of 
non-corrosive brass and plated steel. 


@ Plastic spray-tip on nozzle protects car finish. 
e Drum Cover keeps dirt, rags, cigarettes, etc., 


from falling into drum. 


For complete details, write for Bulletin 229. 








58 AUTOMOTIVE NEWS, MAY 16, 1960 








TURNINGS ... 


Many Firms Developing 
Fuel-Cell Power Plants 


By Joseph M. Callahan 
Engineering Editor 
Breed fall, Allis Chalmers Mfg. Co. plowed up part of its 
Milwaukee-area golf course with a tractor powered by 
1,008 fuel cells. Many onlookers considered this merely a 
shameful assault on a beau-@——————_____- 


tiful fairway just to produce | ing, head of Electric Autolite Co.’s 
a little publicity. Special Products and Research and 
However, subsequent investiga-| Development Division, said, “A lot 
tion indicates of companies have been quietly 
that Allis Chalm- working on fuel cells, but it looks 
ers was the leader like Allis Chalmers has taken the 
in time and, prob- lead by actually using them on a 
ably, in know- vehicle.” 
how among at Among the other companies 
least 15 top working on fuel cells are Chrysler 
United States Corp., Electric Autolite, Union 
companies that Carbide & Carbon Corp., Dow 
are in various Chemical Co., Electric Storage 
Fuel Cell Test a? Autolite— as weet Battery Co., Armour Research, 
n uel-ce Radio . Am . 
John P. Badger, a research engineer at Electric Autolite Co. in Toledo, operating rind plants. Jersey “Snndaed, aa ca 
a laboratory model of a fuel cell to evaluate electrode composition and design. George Spauld- Consolidation Coal Co., General 





















AUTOMATIC TRANSMISSION 
TOOL SET 2029-AT-S 


Handles band and linkage adjustments on 
HydraMatic, Dynaflow, Powerglide, Ford- 
omatic, Cruise-O-Matic, Merc-O-Matic, Ed- 
sel, Flightomatic, PowerFlite, TorqueFlite 
and Turbodrive transmissions. Snap-on 
booklet with close-up photographs and easy, 
step-by-step instructions make these jobs 
extra simple. 







4 out of & 


NEW CARS 


wells waging, gilli, gli 
have automatic. transmissions 


PROFIT BIG wiTH THESE 
AUTOMATIC TRANSMISSION TOOLS 


In the past few years, automatic transmission extra $180 in other repair work he spotted while 
servicing has grown by leaps and bounds, And servicing the transmissions. And this case is 
the work is so easy with a Snap-on automatic just one of hundreds. 


transmission tool set. You can handle all the 
simple, routine servicing, which accounts for Yours on easy paymente 





75 percent of automatic transmission work. Get in now and reap the profits. You can own 
these Snap-on automatic transmission tools for 
A Solid Money-Maker a little down and a little each week — pay for 


One operator handled 29 automatic transmission them out of profits. Ask your Snap-on man 
jobs in the first two months with his new Snap-on for full details the next time he calls at 
equipment, These jobs brought in $410, plus an your shop. 





» 


Ol PRESSURE GAUGE SET AT-67-MB. OIL SEAL DRIVE SET A-1413-B. Helps you cor- TACHOMETER MT-415A. ‘Tach scale 
Used in prechecks to localize trou- rect automatic transmission fluid leakage. checks engine rpm. Used in pre- 
ble area, eliminate waste time. Includes slide shaft, slide hammer and var- check and during adjustments, 





ious oil seal drivers and pullers. 


By VICE-BACKED SHOP EQUIPMENT 


8082-E 28th AVENUE < KENOSHA, WISCONSIN 





Electric Co., Lockheed Aircraft 
Corp., and United Aircraft. 
Although several types of fuel- 
cell engines are being researched, 
they all convert chemical energy 
directly into electricity by combin- 
ing an oxidizing agent (air, oxygen 
or chlorine) and a reducing agent 
(hydrogen, carbon monoxide, nat- 
ural gas, alcohol or zinc). These two 
agents react to each other and re- 
lease electrons, resulting in a flow 


of electricity. 
ok * * 


gpa eae flashlight batteries 
and automobile wet-cell batter- 
ies are basically fuel cells, but their 
entire power output is limited to 
the power that’s initially built or 
recharged into them, The fuel cells 
now being studied will operate in- 
definitely because they can be fed 
chemical fuels continuously from 
outside sources. 

What makes the fuel-cell en- 
gine so attractive is that it’s po- 
tentially capable of much greater 
efficiency—75 to 90 percent—than 
other engines which first must 
convert fuel to heat; then lose 
additional energy through fric- 
tion. 

The present gasoline engine has 
an efficiency of only 25-30 percent, 
compared to 35-40 percent for 
steam engines and 40 percent for 
high temperature gas turbines. 

Other advantages of the fuel cell 
engines include (1) relatively few 
moving parts which makes for easy 
maintenance, (2) quietness and (3) 


minimum harmful exhaust. 
* ok cd 


Drawbacks Listed 


MONG the drawbacks of some 

fuel-cell systems are (1) bulki- 
ness and (2) their need for expen- 
sive fuels. There are also many 
minor engineering problems that 
have to be eliminated. 

If fuel cells do become an im- 
portant source of power (and few 
people see this happening in less 
than five years), the first applica- 
tions will probably be for military 
space projects, since almost all 
fuel-cell research, except Allis 
Chalmers’, is backed by the gov- 
ernment. 

The first commercial applications 
would probably be in industries 
where direct current is required 
such as electroplating, electrolytic 
refining of metals such as alumi- 
num, electrochemical processing 
and water purification. 

Somewhat farther off is the com- 
mercial use of fuel cells for power- 
ing cars, trucks, tractors and boats. 
This could be the best answer for 
the nostalgic motorists who like the 
electric car. 

The chemistry of the fuel cell has 
been known for over 150 years, but 
the current activity has been touch- 
ed off by several minor discoveries 
since World War II. 

* 


* * 


U of D Reviews Research 


A NUMBER of top automotive 
engineers and officials have 
been appointed to the newly formed 
University of Detroit Research Ad- 
visory Board for the purpose of 
reviewing research work done by 
the university and to recommend 
methods of procedure and expan- 
sion. 

Heading the committee will be 
Peter Altman, vice-president, 
Continental Motors Corp., who as- 
serted, “Basic research is the 
foundation of all new and im- 
proved products which are ab- 
solutely necessary to provide con- 
tinued growth of the community 
and the country as a whole.” 

At present, the U. of D. research 
program does not include any auto- 
motive projects, although it’s ex- 
pected that some will be added in 
the near future. 

Among the committee members 
are Del S. Harder, director, Ford 
Motor Co.; Albert F. Welch, head 
ef electronics instrumentation at 
GM research;' George A. Delaney, 
retired chief engineer, Pontiac Divi- 
sion; Rupert Atkins, chief product 
engineer, Kelsey-Hayes Co. 

Dr. William H. Hulswit, chairman 
of the division quality committee, 
Development Division, U. S. Rubber 
Co.; Dr. Russell D. O’Neil, engineer- 
ing vice-president, Bendix Aviation 
Corp.; K. W. Tantlinger, vice-presi- 
dent in charge of engineering and 
manufacturing vice-president, 
Fruehauf Trailer Co.; Dr. Irven 
Travis, research vice-president, 
Burroughs Corp.; Thomas K. 
Fisher, president, Thomas K. Fish- 
er, Inc., and Bernard J. Meldrum, 
special assistant to the general 
manager, Chrysler Missile Division. 
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Motors, 
these sales executives. They are, from left, 





A Look at Full Lineup ue 
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Visit to Cadillac Road Show 


JEFFERSON CITY, Mo.—Most 
dealers are aware that Cadillac this 
year continued its “Salon Show- 
ing,” taking a fleet of 11 Cadillacs 
represent- 
ing a sample of 
each car in the 
line to Cadillac 
dealers in the 
territory or zone. 
This was started 
last year. 

But what does 
it do? Brother, it 
sells cars. This 
correspond- 
ent camped with 

A. R.Lindburg the three-day 
caravan which visited Knipp Mo- 
tors, Inc. (Cadillac-Oldsmobile), to 
see what happens. 

The flow of visitors was tre- 
mendous and car sales were better 
than eight Cadillacs per day, 24 for 
the three-day showing, plus a lot 
of prospects for Knipp’s sales force 
to work on after the big guns had 
departed for another dealer, 

A. R, Lindburg, president of 
Lindburg Cadillac Co., St, Louis, 
and Cadillac distributor for East- 
ern Missouri, Southern Illinois and 
part of Iowa, who has been a Ca- 
dillac dealer since 1930, visited the 
Knipp showing to see how his staff 
men were doing. 

Primary purpose of the showing 
is to make it possible for dealers 
to display and show each model in 
the line early in the model year at 
least once. 

“Few dealers in the secondary 
cities away from the metropolitan 
areas could afford to stock some of 
the higher priced convertibles for 
instance, to say nothing of the 
$13,675 Cadillac Brougham,” Lind- 
burg said. 

“In one town in Illinois the 
dealer’s quota for the year was 
16 cars and the salon showing 
sold 18 cars, which do not count 
against his quota, thus more 
than doubling his sales. The best 
part of this is that these sales 
were made to persons who had 
no idea of buying a Cadillac and 
represent a bonus to the dealer. 

“In addition to that most of 

them are conquest sales,” Lindburg 
said. “In this town we took in two 
1960 Oldsmobiles, two Volkswagens, 
a surprising development, and 
other older cars of all makes.” 

This particular salon, represent- 
ing more than $150,000 worth of 
new Cadillacs which are driven 
from dealer to dealer, visited 20 
dealers, closing with a week’s stand 
in St. Louis. 

Each dealer had the showing for 
three days. Some weeks prior to 
the showing, newspaper, radio and 
TV advertising told that all mod- 
els would be on display. Prior to 
the date, engraved invitations were 
mailed to a selected list of pros- 
pects within a radius of 50 or 60 
miles of the dealer as well as with- 
in the dealer’s city. 


The day before the showing, 
the cars are driven in and wash- 
ed and the travelling sales force 


* * * 





Salon Sales Crew— 


Directing sales at the Cadillac “Salon 
Showing” in Jefferson City, Mo., at Knipp 
Inc. (Cadillac-Oldsmobile), were 


E. F. Viesselman, wholesale manager, Lind- 


burg Cadillac Co., St. Louis, a Cadillac 
distributor; 


Fred Saxe, Cadillac district 
parts and service manager; E. R. Robertson, 


Knipp sales manager; R. G. Scoles, Lind- 


burg wholesale manager; Gene Knipp, 
President, Knipp Motors, and H. B. Liggett, 
Lindburg general manager. 


starts calling all persons on the 

invitation list, inviting them in 

personally, as well as any new 
prospects which might have been 
added. 

Showings start at 8 or 9 a.m. 
and continue until 9 p.m, 

Besides those who have been in- 
vited, the advance advertising at- 
tracts the general public and there 
is a steady stream of lookers. In 
one hour this correspondent count- 
ed 12 visitors to the Knipp show- 
room, one in a TR-3 Triumph, 
many in Plymouths, Fords and 
Chevrolets and one in a three-year- 
old Cadillac. 

During one evening, the owner of 
a 1954 Chevrolet traded it for a 
Cadillac 62 at a price of just short 
of $7,200. These represent surprise 
dividends. 

The 20-dealer tour started 
March 1 and, said Lindburg, will 
result in the bonus sale of more 
than 550 Cadillacs in the Lind- 
burg territory, Cadillac does not 
have a zone office in St. Louis. 

Another feature is that these sal- 


ons are operated by Lindburg and 
Cadillac personnel, R. G. Scoles and 
E. F. Viesselman, wholesale man- 
agers for Lindburg’s two districts, 
are in charge of sales, assisted by 
J. L. Wiley, district sales manager 
for Cadillac, Fred Save, district 
parts and service manager, was in 
attendance, representing Cadillac. 
He answers operational, technical 
and service questions, 

The dealer’s sales force qualifies 
prospects and turns them over to 
this sales force to complete the 
sale, Dealer’s salesmen are in- 
structed to watch and listen, so the 
salon also becomes a training 
school for salesmen, 

Lindburg said the shows promote 
impulse buying, citing the case of 
the prospect who had just bought 
a ’60 model of another make and 
who traded sticker prices to get a 
Cadillac, 

In addition, he said, dealers often 
are surprised at those who do buy 
at the showings. Some were never 


Cadillac's Full Line on Road— 
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This is part of the Cadillac display of the maker's full line at a “Salon Showing” 
considered prospects by the dealers. at Knipp Motors, Inc., Jefferson City, Mo. The cars were on display for three days. 


How to make *95° an hour... 
LEAR PROFIT 





Sell LION 





This man undercoats a car with Lion Nokorode in two hours or less. 
Material and labor cost him approximately $11.00. He gets 

$30.00 for the job. His net profit is $19.00—or $9.50 an hour. How 
would you like to make this kind of money—in off-peak hours? 

For all the details, mail the coupon today. 


UNDERCOATING 


tion, of course. 
Name 
Street 


City 





ION OTL COMPANY 


A. A DIVISION OF MONSANTO CHEMICAL COMPANY 


EL DORADO, ARKANSAS 


Please send complete information about how 
money with Lion Nokorode Cork Undercoating. No obliga- 


WU 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-A, El Dorado, Arkansas 


State 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 
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Sales Conditions in Various Areas... 





Auto Market Reports 


(Continued from Page 11) 


ternational, 27; GMC, 23; Volks- 
wagen, 20; White, 11; Dodge, 9; 
Mack, 4; Willys, 3; Divco, 2; Stude- 
baker, 2; Oshkosh, 1; Reo, 1, and 
miscellaneous, 2. 

Used-truck sales rose to 228 in 
April from 209 in March. 


totalled 2,503, up from 2,241 for 
March; 1959. Truck sales were off 
to 182 from 221, 

—James F’. Morratr 

* * * 

Sioux City, Ia. 
April new-car sales in Woodbury 

County (Sioux City), Ia., surged to 


380 units in April. This was an in- 
crease of 65 from the March total 
and 86 from sales in April, 1959, 

Chevrolet-Corvair rang up 105 
sales last month, easily surpass- 
ing Ford-Falcon’s 75, Oldsmobile 
had 28; Rambler, 27; Buick, 23; 
Dodge, 21; Pontiac, 18; Cadillac, 
Plymouth and Valiant, 10 each; 
Studebaker, 9; Comet and Volks- 
wagen, 8 each; Mercury, 7; Re- 
nault, 6; Chrysler, 3; Imperial, 
Mercedes, Simca and Vauxhall, 2 
each; DeSoto, Lincoln, Peugeot 
and Triumph, 1 each, 


for its enduring protection of nan R. Hane 


Ceryfic and alf present-day finishes. Dayton, 0. 

Chevrolet widened its lead over 
Ford in new-car sales in Mont- 
gomery County (Dayton) during 
March and Dodge moved up into 
fourth place. 

Sales by makes included: 

Chevrolet, 698; Ford, 299; Pon- 

tiac, 171; Dodge, 147; Oldsmobile, 

145; Rambler, 126; Buick, 124; 
Corvair, 114; Plymouth and Fal- 
con, 107 each; Valiant, 80; Mer- 
cury, 73; Cadillac, 60; Comet, 48; New-truck sales totalled 74 in 

Volkswagen, 37; Renault, 33; | April, compared to 41 in March and 
Studebaker, 25. 82 in April last year, Chevrolet 
New-car sales during the month! led with 29, followed by Ford with 








..and its on! 


Packard ‘‘SPRING-RING” Battery Cable Saves Time 


Packard “SPRING-RING” battery cables require 
no special tools for installation. A pair of pliers 
. « . @ Squeeze on the tangs . . . and they are on, 
providing a high-pressure contact. @ Available 
for both positive and negative battery posts, 
“SPRING-RINGS” are smaller than conven- 
tional terminals so there is less chance of inter- 
ference with battery filler caps and .hold-downs. 

e@ Because they offer so many advantages, 
Packard “SPRING-RING” terminals are original 

equipment on many 1960 General Motors cars. 

For full details contact Packard Electric today. 


Branch offices in Detroit and Chicago. 
Packard @ Electric 


Ey 


‘Live Wire’ division of General Motors 


i Warren, Ohio 











18; International, 16; Divco, 6; 
GMC, 3; Dodge and Mack, 1 each. 
Oo a * 


Peoria 

March sales held steady in the 
two-county Greater Peoria. market, 
with 979 cars sold to bring the 
three-month total to 2,969, 

Trends were becoming noticeable 
as the public’s shift in buying pref- 
erence began to be felt in the com- 

pact-versus-standard tug-o-war, 
Sales totals were (for March, fol- 
lowed by year-to-date): 

Chevrolet, 242 and 725; Ford, 
154 and 473; Rambler, 77 and 
247; Falcon, 63 and 208; all im- 
ports combined, 55 and 133; Pon- 
tiac, 54 and 181, 

Oldsmobile, 47 and 123; Dodge, 
45 and 153; Buick, 44 and 150; Cor- 

vair, 38 and 69; Mercury, 30 and 
131; Valiant, 29 and 57; Plymouth, 
26 and 101. 

Comet (13th in first month), 23 
and 23; Lark, 16 and 60; Cadillae, 
15 and 48; Chrysler, 8 and 34; De- 
Soto, 7 and 20; Lincoln-Continental, 
4 and 21; Imperial, 2 and 12. 


—GENE BootH 
we Ss 


Omaha 


A total of 1,250 cars were reg- 
istered in Douglas County (Omaha) 
in March, an increase over cold, 
snowy February of 236. 

Chevrolet again was in top 
spot with 365 sales. Ford had 
317; Rambler, 81; Oldsmobile, 79, 
and Pontiac, 60, 

Chevrolet with 48 and Ford with 
43 led the truck sales report. Total 
March truck sales were 146, or one 
less than February’s 147 sales. 

Only 61 foreign cars were reg- 
istered. Of the compacts, Valiant’s 
listing showed 41 sales, No break- 
down was indicated for Falcon or 
Corvair. 


—ARrTHUR R. OLESON 
* + 


a 
Cleveland 

A total of 8,985 new cars were 
registered in Cleveland and Cuya- 
hoga County in April, compared 
with 8,247 in March and 7,555 in 
April a year ago. 

During the month, domestic cars 
increased sales volume 10.0 per- 
cent, while imports were set back 
11.8 percent. 

By makes, registrations were: 
Chevrolet, 1,800; Ford, 1,286; 
Dodge, 791; Pontiac, 684; Oldsmo- 
bile, 556; Falcon, 533; Buick, 452; 
Comet, 443; Rambler, 433; Val- 
iant, 390; Plymouth, 300; Mer- 
cury, 256; Corvair, 216; Cadillac, 
187; Studebaker, 125; Chrysler, 82, 
and Volkswagen, 72. 

Renault, 57; Austin, 29; Lincoln, 
29; Opel, 29; DeSoto, 27; Fiat, 25; 
Checker, 23; Triumph, 20; Morris, 
12; English Ford, 11; Imperial, 11; 
Metropolitan, 11; MG, 10; Hillman, 
9; Mercedes-Benz, 8; Peugeot, 7; 

Saab, 7; Simca, 7; Vauxhall, 7; 
Taunus, 5; Volvo, 5; Alfa Romeo, 
4; Jaguar, 4; Porsche, 4; Citroen, 
3; DAF, 2; DKW, 2; Edsel, 2; 
Singer, 2; Sunbeam, 2, and miscel- 
laneous, 5. 

Used-car registrations declined to 
31,285 in April from 33,268 a month 
earlier. 

New-truck registrations number- 
ed 476 in April, compared with 513 
in March and 439 in April, 1959. By 
makes, registrations were: Ford, 
128; Chevrolet, 119; International, 
70; Dodge, 36; GMC, 35; Willys, 21; 
White, 20;, Kenworth, 16; Volks- 
wagen, 11; Divco, 4; Diamond T, 3; 
Mack, 3; Studebaker, 3; English 
Ford, 2; Freightliner, 2; Reo, 2, 
and Brockway, 1. 

Used-truck sales amou-nted to 
1,298 in April, compared with 2,364 
the previous month. 


—SANFORD MARKEY 
* * 


Milwaukee 


Sales of imported cars in Mil- 
waukee totalled 166 in March, com- 
pared with 162 a month earlier. 

By makes, registrations were: 
Volkswagen, 63; Renault, 26; Tri- 
umph, 14; Opel, 12; English Ford, 
5; Peugeot, 5; Volvo, 5; Austin, 4; 
Mercedes-Benz; 4; Fiat, 3; Metro- 
politan, 3; Morris, 3; DKW, 2; Jag- 
uar, 2; MG, 2; Porsche, 2; Saab, 2; 
Simca, 2; Alfa Romeo, 1; Citroen, 
1; Daimler, 1; Hillman, 1; Skoda, 
1; Sunbeam, 1, and Vauxhall, 1. 

—Joun E. Huser 
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“I’m all for it. An audience with 6 million cars is an audience we want.” TV 
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For Newark Chevy Dealership .. . 


Vigorous Promotion Pays Off 


NEWARK, N, J.—It’s not the 
brand of car that a dealer sells but 
the muscle he puts into his promo- 
tion that makes for a profitable 
dealership. 

That it takes more than the 
reputation of a well-accepted car 
to make a successful operation is 
evidenced by the fast growth of 
Vic Potamkin Chevrolet Co., Inc., 
which in less than three years has 
risen to top rating among Chev- 
rolet dealers in the state, 

When Vic Potamkin and Ris part- 
ner, David Gutterlaite, took over 
the business their first move was 
to consolidate operations, The for- 
mer dealer had three different es- 
tablishments. 

The new owners combined their 
setup under one roof and then 
added a used-car and truck location 
some distance away. 

Having set up shop to their sat- 
isfaction, the partners carried out 
aggressive, all-year-round promo- 
tion. This is a dealership that has 
never heard of seasonal lulls or 


chart dips. The partners are not | the utility company and thoroughly 


content to sit back and let Detroit 
guide the sales presentation, but go 
a step further and work out their 
campaigns to meet the local situa- 
tion. 

It’s dignified activity, too, no 
blatant nor carnival atmosphere, 
but the application of sound ad- 
vertising principles to impress 
the public with the value of the 
product and the service behind it. 

A case in point is the partners’ 
eagerness to be of public service 
whenever called upon. The dealer- 
ship has a large bus at the disposal 
of churches, schools, Boy and Girl 
Scouts, youth groups and other rec- 
ognized social and civic organiza- 
tions, which it lends for their out- 
ings and picnics, The dealership 
loads it up with gas, provides 
a driver, if needed, and gives them 
free use of the vehicle for the day. 

This old public service bus with 

60 to 80 person capacity, was pur- 
chased at a knock-down price from 





renovated, Spectacular signs wene 
painted on both panels and the 
ends. It carries heavy insurance. 

As it bears its happy passengers 
around the area, it serves as a 
striking mobile advertisement, The 
appreciative reaction has been gra- 
tifying, often eventually leading to 
sales. 

Vehicular advertising has also 
been utilized in pushing truck 
sales. The dealership has set aside 
two trucks to be used as live 
demonstrators by salesmen-driv- 
ers working their own routes to 
get prospects to look them over 
and try them. 

The smaller one-ton panel is 
painted blue and white, the larger 
ton-and-a-half panel has red letter- 
ing signs on both sides. 

This kind of punchy advertising 
has helped the dealership rise to a 
29.2 truck percentage in the New- 
ark zone and, the way things are 
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Dealer Promotion— 





One of the diversified promotions of Vic Potamkin Chevrolet, Newark, N. J., is this 
bus. The bus, decorated with Potamkin advertising, is loaned free of charge to church, 


social and civic groups for their outings. 
* ¢ 6 


* * * 


going, it expects to reach 40 percent | vided into four teams of four each, 


this year. 

The internal impetus comes from 
monthly incentive contests for the 
sales staff, who are all on commis- 


The team selling the most units got 
a bonus of $1,000 which it divided. 
In addition, a quota was set up for 
each man of 40 units and, if he ex- 


sion except section heads. In one| ceeded that amount, he got $25 for 


two-month period, 16 men were di- 





“Our Yellow Pages advertising under many 
classifications makes us easy to find” 


ULE 


AUTHORIZED 


FACTORY DEALER 


says E.N. Livingston, Manager, Selby Motors, Tucson, Arizona 


“The Yellow Pages does a fine job for 
us. Car owners can pinpoint us under 
any one of many classifications. For 
example, they can find us by our big 
display ad, or alphabetically by name, 
or under the names of the makes of 
cars we handle or the kinds of services 
we offer. You can only get a program 
like this in the Yellow Pages, and it’s 
a sure way to bring in business.” 


You'll find Yellow Pages advertising 
pinpoints the car sales and services 
you offer, too. Nothing makes it easier 
for prospects to find who you are, 


where you are and what you sell. This 
AWHERENESS results in greater sales 
volume, whether your business is cars 
or carburetors. Call the Yellow Pages 
man at your Bell telephone business 
office. He’ll be happy to give you all 
the details about an AWHERENESS 
program for you. 


THIS DISPLAY AD (reduced) plus a variety 
of listings under Automobile Painting, 
Garages, Automobile Air-Conditioning, 
Used Cars, and Trade Mark listings under 
Lincoln-Continental-Mercury help pros- 
pective buyers find Selby Motors easily. 





LINCOLN 


>K 


MERCURY 


Sp aumus 


Display this sales-building emblem wherever your prospects can see it. 
The Yellow Pages representative will gladly supply as many as you need. 





each extra unit sold, 

Every salesman is instructed to 
prepare his own letters to pros- 
pects. These are not of the form 
or stereotyped varieties, but 
worked out so as to cope with in- 
dividual situations. 

A novel touch has been added to 
the showroom display by including 
a model of the ’20s alongside the 
gleaming new units. “We’ve done 
that so we can show customers the 
durability of the Chevies,” remark- 
ed Benjamin Bierstein, new-car 
manager, “makes today’s cars stand 
out that much better by compari- 
son,” 

Potamkin also goes in heavily 
for giveaways of advertising speci- 
alties including pens, pencils and 
calendars with company imprint. 
Gutterlaite always keeps several 
boxes of cigars in his desk to hand 
out to visitors. 

“As a result of this combined 
drive, we have been putting out 
500 new cars during the first two 
months of the year, going beyond 
the factory quota of 400,” comment- 
ed Gutterlaite. 

“As of now, we are first in rating 
in the Newark zone in the current 
Jamaica contest. If things go ac- 
cording to expectations, my wife 
and I will be on the parent com- 
pany’s West Indies cruise.” 


He further pointed out that in 
January, the dealership ran 48 
percent ahead of the same month 
last year in auto sales and indi- 
cations are that this increased 
rate will continue for several 
months ahead. 


Potamkin has also devoted con- 
siderable attention to its service 
and parts which, starting with a 
20-percent absorption rate, has now 
gone up to 80 percent, 

The company’s success is attri- 
buted in large part to the loyalty 
and efficiency of its staff of 102 
under the following department 
heads: Service manager, Don Steve; 
parts manager, Charles Fairchild; 
used-car manager, Jack Drury; 
fleet truck manager, Frank Kolton, 
and controller, Miss Winifred Bren- 
nan. 





ADVERTISEMENT 








See Alcoa ad 
on pages 16.19 


pte 


ac a ttn la ea el 





~~ env we 














135 HP 4-wheel-drive TOYOTA LANDCRUISER 
(available in hard or soft top models), most 
powerful — most saleable — sports/utility 
vehicle in the world. 


4-door, 6-passenger CROWN CUSTOM sedan, 
smartly styled and engineered for the American 
4-door CROWN CUSTOM station wagon, 2nd to buyer. Numerous selling features normally found 


none in style, comfort and sound /safe only in the world’s most luxurious automobiles. 
construction. 25% more load capacity than Heavy double-body construction—big car comfort 
any wagon in its class. One hand rear window —small car economy. 


and tailgate operation. Big wagon capacity, 
small car economy! A fast moving, high profit leader. 


new 1960 complete line of Toyota products... 


NOW AVAILABLE for immediate profits 


TOYOPRPET 


e 

com plete [ i ni e€ for every segment of the market. 
hi h * e fi 

igher gross profits higher net profits 

Be 
6-mont hs 6000 mn i] a warranty — quick, efficient dealer-distributor relationships. 
CJ i 

nl ational 7 regio nal = local promotion, publicity, merchandising and advertising campaigns. 
mor ie Da rts per car available in the USA than any other import — warehoused nationally by Toyota. 


PLU S many bonus programs, individual dealer advertising placed by the distributor, cost-free display 
cmememacnrsmniton materials and sales aids — continuous multi-phased dealership merchandising programs. 


qj lla li ity pD r od ucts manufactured and distributed by one of the world’s great automobile companies (our plants 


are the most advanced and modern automobile manufacturing facilities in the entire world), 
a complete line designed specially and expressly for the exploding Compact Car Market. 
As a reputable dealer in your area, you will be proud to join the hundreds of successful 
Toyopet dealers coast-to-coast — to become a part of the progressive team offering quality 
products priced for immediate selling . . . priced for immediate dealer profits. 
Write or call now while choice franchise areas are still available. 


get full details LOS ANGELES (Mr. F. Mullen) 8701 Beverly Boulevard, OL 7-2700 


SAN FRANCISCO (Mr. 0. Dahl) Room 205, World Trade Center, SU 1-7452 
NEWARK (Mr. H. Lane) 231 Johnson Avenue, BI 8-3450 
CHICAGO (Mr. E. Wehle) 2906 West Peterson Avenue, BR 4-6101 
SEATTLE (Mr. V. Petri) 11037 Fremont Avenue, EM 3-6502 
DALLAS (Mr. H. Holmes) 9795 Twin Creek Circle, DA 1-5659 
MIAMI (Mr. L. Grooms) 2955 N.E. 7th Avenue, FR 7-2106 


= 
coming Soon BONUS ADDITION TO TOYOPET LINE 


All new 4-passenger, 4-door quality economy sedan now in production. 
Competitively priced with the two import leaders — yet with 
incomparably more selling features — this high profit, high volume 
vehicle will be the hottest import ever offered in this country. 

You are invited to be a part of the fantastic nation-wide advertising 
and promotion which will introduce this newest Toyopet. 
















Measuring the Budget . . . 
Auto Advertising 


message to change the buyer’s in- 
tention to buy a specific brand. 

6. The ability of the medium and 
message to get a customer to visit 
a dealership. 

7. The additional sales made as a 
result of the medium and message. 

* + * 


Trucking Ad Winners 


Two Midwest trucking companies 
won top honors in the annual adver- 
tising contest sponsored by the Cus- 
tomer Relations Council! of the 
American Trucking Assns. 

Eastern Express, Inc. of Terre 
Haute, Ind., won first place for 
its overall advertising campaign 
while Spector Freight System, 
Inc., Chicago, tied for third place 
in this grouping, and won first 
place in the best single advertise- 
ment and second place in the best 
single mail piece categories. 
and increasing his atti- Second place in the best overall 

orably toward it. advertising campaign group was 






By Martin L. Whitmyer 
Staff Writer 

Robert J. Eggert, marketing 
manager for Ford Motor Co., told 
the Atlanta Advertising Institute 
that ways must be found to solve 
the question of the size of the ad- 
vertising budget needed to maxi- 
mize total sales at the least cost 
per additional sale. 

The seven areas in which Eg- 
gert said effective measurements 
must be established are: 

1. The ability of a medium to 
reach households = = immedi- 
ate prospects and will buy. 

Birthday Celebration— 2. The chance which key individ- 

Fifth birthday celebration of Peugeot| uals in the household have to be 
403 sedan at recent New York show fea-| exposed to an ad or commercial. 
tured a specially decorated layer cake| 3. The ability of the medium and 
topped with a scale model of the French| message to make an initial impres- 
i import. Francois Daeschner, left, vice-presi-| sion on the individual. 
dent and general manager of Peugeot, 4. The 

Inc., and James LaMarre, advertising man-| in 
ager, admire pastry atop sedan on view 
ot Peugeot exhibit. Cake then was cut and 
served to show-goers. 


| You can cut 
paint material ( 
costs by 4/3 


| with 
Acme’s 

Color Eye | 
System! 


eg erreereielene 


| No wasted paint, “on-the-spot” color, 


With Acme’s Color Eye, you mix any color you 
} need—just the amount you need—right in the shop. 
You never have to wait for paint delivery or hunt 
f for colors . . . never have to throw away the unused 
portion of the can. You get jobs done on schedule 
and insure customer satisfaction. 


Color matching? . . . it’s laboratory accurate. The 
Color Eye even takes the guesswork out of those 
difficult faded jobs. 


5. The ability of the medium and! United Van Lines, St. Louis. Tied! Further information 
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with Spector for third place was 
Global Van Lines, Los Angeles. 

The first place award in the best 
mail campaign category went to 
Gateway Transportation Co., La- 
Crosse, Wis., and the runnerup was 
Merchant’s Motor Freight, Inc., St. 
Paul. In the best single mail piece 
group, Interstate Motor Lines, Inc., 
Salt Lake City, won first place. 

Pilot Freight Carriers, Inc., 
Winston-Salem, N. C., won first 
place in the best space campaign 
section of the contest. 

Runnerup to Spector for the best 
single advertisement award was 
Central Motor Lines, Inc., Char- 
lotte, N. C. 

Two other trucking companies re- 
ceived special citations for general 
excellence in their advertising pro- 
grams. They were East Texas Motor 
Freight, Dallas, and Constructors 
Transport Co., Los Angeles. 

* * * 


Data on Weeklies Available 


Weekly Newspaper Representa- 
tives, Inc., has released the 1960 
WNR National Directory of Weekly 
Newspapers. ° 

Data on 8,174 weekly, semiweekly 
and triweekly publications are given 
in the directory. 
regarding 





and smaller inventories save you time and money 


System. So see your Acme paint supplier, write, or 
call any of the numbers listed below. 


Jim North, Vice President, North Brothers Ford, 
Garden City (Detroit), Michigan, soys— 


“,.. the Color Eye operation is a 
big time and money saver. 


“Before we switched to Acme’s Color Eye System 
we were writing off $1,200 a month in wasted paint 


materials. In the first three months of operation, 


Get the full story from your nearest Acme auto 
paint supplier. He’ll show you, in dollars and cents, 
how you can save up to 334% on paint material 
costs in your shop with Acme’s complete Color Eye 


: ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 
8250 St. Aubin © Detroit 11, Michigan © TRinity 2-4800 


Atlanta, Ga...... 
Burbank, Calif.......... 


OL 
Kansas City, Mo......... 





Te a cid 


Acme cut our paint material costs 30%. Costly de- 
lays for delivery were completely eliminated, and 
our inventory cost is now 60% lower.” 





. .TRinity 5-8676 
. THornwall 2-7158 
.. Victory 2-0264 
. BRoadway 8-2158 
.WEstport 1-7879 


.STillwell 6-7010 





this publication may be obtained 
by contacting WNR’s general of- 
fice, 404 Fifth Ave. New York 18, 
ye ot 


* > * 
Malkerson Picks Rep 
McCaffery Advertising Agency, 
Minneapolis, hag been named to 
handle the advertising for Malk- 
erson Oldsmobile, Minneapolis. 
* * 


Grey Rock on Network Radio 


Grey-Rock Division, Raybestos- 
Manhattan, Inc., Manheim, Pa., has 
announced a national] network radio 
news program starting May 16. 

Featuring commentator Arthur 
Van Horn, the program will be 
heard on the ABC network Monday 
through Friday for 26 weeks—run- 
ning through Nov. 11. 

* * * 


Brochure on Colo. Pageant 


The Colorado Motor Carriers 
Assn. has prepared a brochure de- 
tailing its “Pageant of Progress,” 
which it sponsors each November. 
The association puts about $15,000 
into the program annually. 

Official publication of the associa- 
tion is the Colorado Motor Carrier, 
which is published monthly. Each 
issue carries a lead article on some 
phase of Colorado trucking with 
the front cover depicting that 
phase. 


> * * 
‘Ad Spectacular’ in Look 

Timed for the traditional spring 
tuneup and safety check season, a 
multiple-product “ad spectacular” 
featuring automotive products is 
appearing in the May 24 issue of 
Look magazine. 

The advertisement, consisting of 
a full-color center spread and a 12- 
page guide which can be pulled out 
and kept by car owners, will signal 
the opening promotion of auto parts 
to the consumer. 

The products promoted in the ad 
are AP mufflers; Electric Autolite 
batteries and spark plugs, Gabriel 
shock absorbers, Purolator air and 
oil filters, Thermoid brake linings 
and Turtle Wax. 

* * 


AMA Elects Wylie 


Frank W. Wylie, director of pub- 
lic relations for Dodge, has been 
elected chairman of the Motor 
Truck Public Relations Committee 
of the Automobile Manufacturers 
Assn. 

Wylie succeeds Bernard W. Cran- 
dall, public relations director of 
GMC, who has completed a two- 
year term. 


TV Factbook Available 


The 1960 spring-summer issue of 
Television Factbook, published by 
Television Digest, is being distrib- 
uted. It is published semi-annually. 

The 500-page publication is the 
30th in a series that began in 1947. 
It includes nearly 100 lists and tab- 
ulations of reference information 
for persons in television, advertis- 
ing, public relations, newspaper, 
publishing and affiliated fields. 

New features in the publication 
include a list of metropolitan 
county areas with area television 
stations, television homes and total 
retail sales. Also included is mar- 
ket-by-market television station 
financial data, a section on how to 
apply for a station, listing of sta- 
tions whose programs are carried 
on community antenna systems and 
translators and a listing of stations 
with names of station executives. 

Copies of Television Factbook are 

(Continued on Page 65, Col, 1) 


ADVERTISEMENT 


See Alcoa ad 
on pages 16-19 
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Measuring the Budget ‘ere 


Auto Advertising 


(Continued from Page 64) 


are promoting spark plugs through 
the Dave Garroway TV Show and 
on network radio, as well as through 
* a large scale magazine compaign,” 
Duffy said. 


$5 and can be purchased through 
Television Digest, Box 700, Radnor, 
Pa. 

* * 
Tidewater Tide 

Tidewater Oil Co. has launched 
the first phase of the largest adver- 
tising program in the company’s 
history to promote its new Flying 
A 100+ gasoline. 

The Western campaign, covering 
six states, stresses the theme that 
Flying A is “the only gasoline spe- 
cially made for stop-and-start driv- 
ing.” The Eastern campaign will 
cover 13 states and the District of 
Columbia. 

A series of full-page ads is sched- 
uled for Hot Rod, Motor Trend and 
Motor Life magazines and multiple 
insertions are set for Life, Look 
and the Saturday Evening Post. 
Sunset will be used in the Western 
campaign and True in the Eastern. 

* + + 


Another Client for GAM&B 


The Greater Atlanta Rambler 
Dealers Assn. has appointed 
Geyer, Morey, Madden & Ballard, 
Inc., as its advertising agency. 

* * + 


Hicks on Hertz Ad Board 


H. E. Hicks, president of Hicks 
Vehicle Rental, Inc., El Paso, Tex., 
a Hertz rent a car licensee, has been 
appointed a member of the Hertz 
National Advertising and Franchise 
Committee. 

Hicks was named to fill the 
vacancy caused by the death of 
Martin Klyce of Birmingham, Ala. 

~ + * 


TV Histories Detailed 


Case histories of how various 
automotive advertisers have used 
television to accomplish different 
ends have been chronicled in a ser- 
ies of nine brochures issued by CBS 
Television Spot Sales. 

American Motors, General Mo- 
tors and Volkswagen distributors 
are among those highlighted. 

Copies of the brochures may be 
obtained by writing to CBS Tele- 
vision Spot Sales, 485 Madison Ave., 
New York 22. 

* 


Chevy TV Plans Finalized 


Chevrolet has completed televi- 
sion programming for the fall sea- 
son with a total of two hours weekly 
over the three major networks. 


The commitments include an 
adventure series and a family 
situation comedy making their 
video debuts in the fall and re- 
newal of the Dinah Shore Sunday 
hour, 

The lineup follows: 

The Dinah Shore Chevy Show in 
color over NBC on Sundays at 9 
p.m., EST., for 39 weeks, This sum- 
mer, the new “Chevy Suspense 
Show” will be aired at the same 
hour with Walter Slezak as host. 

Over CBS at 8:30 each Friday 





























Kennedy-Hannaford Client 


Kennedy-Hannaford, Inc., Oak- 
land and San Francisco (Calif.) ad- 
vertising agency, has been appoint- 
ed to direct advertising for Motor 
Registration News, Oakland. The 
firm compiles and publishes Cali- 
fornia motor registration data for 


direct mail advertisers. 
+ * * 


4As Elect Campbell 


Colin Campbell, executive vice- 
president of Campbell-Ewald Co., 
Detroit, has been elected to the 
board of directors of the Ameri- 
can Assn. of Advertising Agen- 
cies. 

Campbell is chairman of the 
4A’s East Central region, em- 
bracing councils in Michigan, 
Cleveland, Cincinnati, Dayton and 
Pittsburgh. 


* * * 
OAI Ad Drive Expanded 


Outdoor Advertising, Inc., the 
medium’s national sales organiza- 
tion, has scheduled an expanded 
advertising program for 1960 in 
newspapers, trade magazines and 
industry publications. 

The campaign opens with a full- 
page insertion in the Wall Street 
Journal, to be followed by full 
color insertions in advertising trade 
papers and a selected list of special 
publications within the industry. 
Newspapers will also be used in 
principal advertising centers. The 
campaign, starting this month, will 
continue throughout the year. 

- ~ * 


Where’s Miss Autolite? 


Electric Autolite Co. spark plug 
dealers across the nation have 
joined Dave Garroway in a $150,- 
000 sweepstakes to select a typical 
American beauty who will reign 
through 1960 as “Miss Autolite.” 

E. T. Duffy, director of replace- 
ment sales for the company, said 
the selection will be in the form of 
a contest with both spark plug deal- 
ers and wholesaler salesmen parti- 
cipating. However, only dealers may 
vote in the event. 

In addition to the contest, “we 


for this free 


*Fairborn, Ohio 


Designers and builders of 
U.S.A.: 2027 E. 


Joyce Quick Spot Lifts 
Boosted Lang’s Chevrolet 
Service Volume 20% ! 


You can do the same... 
get the facts. Write 


booklet today... 
Bulletin 163-L 


The Joyce-Cridland Company 


FIRST STREET, DAYTON 3, OHIO 
Canada: Midland Foundry & Machine Co., Lid., Midland, Ont. 


will be the new hour-long adven- 
ture series, “Route 66.” 

On ABC at 9 p.m. Thursdays, be- 
ginning Oct. 6, Chevrolet will offer 
a new family situation comedy, “My 
Three Sons,” starring Fred Mac- 
Murray and featuring Bill Frawley. 

= ” * 


Johnson’s Holiday Pushed 


Major market newspapers and 
spot television are being used ex- 
tensively by S. C. Johnson & Son, 
Inc., to introduce Holiday, a new 
car-care product for washing, clean- 
ing and polishing a car. 

In 26 newspapers in 24 cities, 
there will be 1,200-line ads followed 
by 500-line ads through the intro- 
luctory period. This schedule began 
in February in a few warm-climate 
markets and continues into July in 
Northern areas. 

Two of the four regular Johnson’s 
Wax network television shows will 
pick up the national campaign for 
Holiday in May. They are the “Red 
Skelton Show” and the “Zane Grey 
Theater” on CBS-TV. 

* * 


® 


TV Billing on Fuel Up in °59 


Gasoline and lubricant advertis- 
ers increased television billings in 
1959 by 17.3 percent, according to 
figures released by the Television 








lifting equipment since 1873 


Bureau of Advertising, the televi- 
sion industry selling organization. 

Television gross time billing for 
gasoline and lubricant advertising 
was $32,831,894, compared with the 
previous high of $27,979,209 in 1958. 
Spot television represented $22,890,- 
000 of the total in 1959, network 
television, $9,941,894. 

” o 


Newspaper Cost Indicator 


Moloney, Regan & Schmitt has 
made available its second news- 
paper cost indicator, 

The indicator shows the cost and 
coverage available across the na- 
tion through newspaper advertising, 
both in black and white and black 
and one color for 1,000 line and 
full page ads. 

The indicator is available upon 
request from Moloney, Regan & 
Schmitt, 261 Madison Ave., New 
York. 

* + * 
WJR Ups Patt, Kramer 

John F. Patt has been elected 
board chairman and Worth Kramer, 
president of WJR, The Goodwill 
Station, Inc., Detroit. 

Patt formerly was president of 
W4JR, Detroit, and Kramer was ex- 
ecutive vice-president. 

Patt and Kramer told stockhold- 
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ers that revenues in both radio 
and television for the first four 
months of this year exceeded the 
same period of 1959. 


Media Notes 

Automotive advertising contrib- 
uted to a record-breaking 50-page 
classified advertising section pub- 
lished April 24 by the Chicago Trib- 
une. Automotive advertisements, 
totalling in excess of 15,000 lines, 
included approximately 11,000 lines 
of used-car ads and over 200 sports 
car ads totalling 2,850 limes... 
Toronto Globe & Mail published a 
16-page special spring automobile 
section April 29, featuring Euro- 
pean and lower medium-priced 
Canadian-made cars . . . Redbook 
magazine’s June issue closed with 
25.6 percent more display advertis- 
ing linage than the same issue last 
year. ‘ 

* 


* 
Personnel 'C es 


James H. Lavely from editor and 
advertising manager at Diesel Pub- 
lications, Inc., to advertising man- 
ager of Curtis Mfg. Co., St. Louis 
. . . Ford King from advertising 
agency field to advertising manager 
of Suburbia Today. 


Ses 











Across the Nation... 





NSU Prinz Adds 6 


NEW YORK.—Fadex Commercial 
Corp. has added six NSU Prinz deal- 
ers. They are: Larry Reed, Inc., Los 
Angeles; Harry Lee Buick, Welles- 
ley, Mass.; California Speed & Sport 
Shop, New Brunswick, N. J.; Cud- 
ahy Imported Cars & Motorcycles, 
Cudahy, Wis.; Saidel Sports Cars, 
Manchester, N. H., and Amberman 
Buick Co., Stewartston, Pa. 


* * 


2 Get BMW Franchises 


NEW YORK.—Import Motor 
Sales, Meriden, Conn., and Zach- 
arias Sales & Service, Miami, have 
been awarded BMW franchises by 
Fadex Commercial Corp., importer 
of the German-built cars. 

+ + +. 


Triumph Adds Alaska Outlet 


ANCHORAGE, Alaska. — Quality 
Motors, Inc., which will operate 


McCarthy, Fox Sign with Buick— 


Lee J. McCarthy, center, and Gerald J. Fox, right, president and vice-president, re- 
spectively, of Community Motors, Kingston, Pa., complete final details of their new Buick 
franchise with Charles F. Thieleman, Philadelphia Buick zone manager. Looking on, 
standing, from left, are Robert L. Ingersoll and J. M. Clauser, assistant zone manager 


and district manager, respectively, at Philadelphia. under the name of Sportcar Sales 
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in Anchorage, has been appointed 

Alaska distributor for Triumph 

cars. Julian Longoria is president. 
* am * 


Marathon Selling Triumph 


SAN RAFAEL, Calif.—Cal Sales, 
Western distributor of Triumph 
cars, has awarded a franchise to 
Marathon Motors, Inc. 

* * - 


Greenwalds Add Import Deal 


LAWNDALE, Calif.—Oxford Im- 
ported Cars, Ltd., has opened on 
Hawthorne Blvd. at Compton Blvd. 
The firm handles MG, Morris, 
Austin and Austin-Healey, and is 
owned by Robert and Richard 
Greenwald, who also operate the 
Newcastle Sports Car Center and 
Fiat of Italy in Hermosa Beach. 

+ e * 


Ulrich Takes on Panhard 


CULVER CITY, Calif. — Ulrich 
Motors, 10101 W. Washington Blvd., 
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has been awarded a Panhard fran- 

chise. The dealership is owned by 

Fred Ulrich. 
> 


* * 


Holtz Opens Buick Deal 


ROCHESTER, N. Y.—Lou Holtz 
Buick, Inc., formerly Whiting 
Buick, has opened at 30 N. Union 
St. The firm, which also handles 
Opel, is headed by Lou Holtz. 


* * *” 


Brunner (VW) Opens 
CHEYENNE, Wyo.— Bob Brun- 
ner, manager and co-owner with 
Cc. D. Reisner of Bob Brunner Mo- 
tors (Volkswagen-Porsche) has 
opened for business. 
* * * 


Toyopet Names 3 

LOS ANGELES. — Three new 
Toyopet dealers are: Butlin Buick, 
19350 Sherman Way, Reseda, Calif.; 
Motor Manor, 248 E. Twenty-sec- 
ond St., Tucson, Ariz., and Henry 
Co., 4300 S. Cleveland Ave., Fort 
Meyers, Fla. 


* * * 


Dodge in Cincinnati 

CINCINNATI. — Goodwin 
Brothers, Inc., a Lexington (Ky.) 
firm, has opened a new Dodge 
dealership here in a $500,000 
building built and owned by 
Chrysler Corp. Don Hassinger, 
who has operated several dealer- 
ships in Detroit, is president and 
general manager. 

* * * 


Stillpasses Sign with L-M 
CINCINNATI. — Stillpass Broth- 
ers, Inc., 8200 Reading Rd., has been 
franchised to handle Mercury, 
Comet and English Ford. Joseph 
Stillpass is president and Stanford 
Stillpass is vice-president. 


* * * 


King in New Home 


READING, O.—King Chevrolet 
held a grand opening of its new 
facilities at 325 Reading Rd. 

* + * 


Renault-Peugeot for Camp 
CHARLESTON, W. Va—Scott 
Camp Motors, Inc. (Renault-Peu- 
geot), has opened at Pennsylvania 
Ave. and W. Virginia St. Scott 
Camp jr. is president. 
* * * 


5 Deals Add NSU Prinz 


NEW YORK.—Five more NSU 
Prinz dealers have been signed by 
Fadex Commercial Corp., importer. 
They are Goodwin Motor Center, 
Lincoln, Neb.; Powers-Robinson 
Lumber Co., Paris, Mo.; Zimmer 
Motors, Inc., Covington, Ky.; Hof- 
man Motors, Smithtown, N. Y., and 
Cresko Motors, Kingston, Pa, 

* +” + 


St. Clair in New Home 


AMARILLO, Tex.—Ernest St. 
Clair, Inc, (Plymouth-DeSoto-Val- 
iant), has moved into its new build- 
ing on Georgia Ave. 

” o*” ok 


Brentwood Opens in B. C. 


VANCOUVER, B. C.—Brent- 
wood Dodge DeSoto, Ltd., has 
taken over the former premises 
of Begg Motor Co., Ltd., 845 Ter- 
minal Ave. The firm, which also 
handles Imperial, Valiant and 
Simca, is headed by Louis F. 
Bonar. 

* * * 


Ramey Sells Pontiac Deal 
SOCORRO, N. M.—Socorro Motor 
Co, (Buick-GMC-Willys-Opel), has 
purchased the Pontiac dealership 
(Continued on Page 67, Col, 1) 
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here from Roy Ramey, according to 
R. L. Gibson, head of Socorro 
Motor. 


* * * 


Renault Deal Launched 


FORT WORTH.—Downtown Re- 
nault, 901 W. Seventh St. was 
launched by splashing champagne 
on the glass front door. John Clegg 
is general manager. 

* * * 


L-M Deal in New Home 


LaPORTE, Ind.— North Shore 
Sales (Lincoln-Mercury-T aunus- 
Lloyd), has moved into new quar- 
ters at 1301 Pine Lake Rd. Art 
Magnuson jr. is the owner and 
Glenn Parker is general manager. 

om * Oo 


VW Picks Brewington 


OLYMPIA, Wash. — Brewington 
Motors have been named franchised 
Volkswagen dealer in Thurston 
County. 


Price Buys Staples Stock 


BOUNTIFUL, Utah—Douglas 
Ray Price, co-owner of Staples 
Chevrolet Co., has bought the stock 
owned by the late Harold A, Staples 
and Mrs. Irene E. Staples. The com- 
pany has been renamed Roy Price 
Chevrolet. ‘ 

* 


4 Comet Dealers Named 


BUFFALO.—Four area dealers 
have been awarded Comet fran- 
chises. They are Ed Kirchmeyer, 
Inc., Kenmore; Kudia Motor Sales, 
North Tonawanda; Cerullo Mo- 
tors, Inc., Depew, and M & T Ga- 
rage, Angola. 

* 


* 


VW Deal Opens in Reno 


RENO, Nev.—Gordon Hooley is 
sales manager of the newly opened 
Stremmel Motors (Volkswagen- 
Porsche), Second and West Sts. 


* * * 


Marriott Gives Up Dodge 


SEATTLE.—Marriott Motors, 4031 
Roosevelt Way, has given up its 
Dodge franchise and will specialize 
in service and tire sales, according 
to Neil E. Bradley, sales manager. 
He said service facilities are being 


expanded, 
o* * 


Lane Ford Opens 


PHILLIPSBURG, N. J.—Lane 
Ford has opened at Memorial Park- 
way and Warren St. 

of * * 
Yingling Chevy Expands 

WICHITA. — Yingling Chevrolet 
Co., 300 S. Topeka, is expanding and 
remodeling its facilities. E. V. Ying- 
ling, president of the 32-year-old 
dealership, said the work will cost 
more than $150,000 and should be 


completed in June. 
* * + 


Stater Sells Rambler Deal 


SACRAMENTO, Calif.—J, W. 
Wood, Oakland businessman, has 
purchased Sacramento Rambler 
from Gail S, Stater, who is con- 
tinuing with the firm as opera- 
tions manager, 

* + + 


Powers Opens VW Deal 


WINSTON-SALEM, N.C.—A 
new Volkswagen outlet, Winston 
Motors, Inc., has been opened at 
1017-1029 N. Liberty St. Heading 
the firm is William Suween, former 
sales and organization field repre- 
sentative for the Mid-Atlantic dis- 
tributor of Volkswagen. 

* a * 


Beaumont Motor Building 


BEAUMONT, Tex. — Beaumont 
Motor Co, (Chevrolet) has begun 
work on a new sales and service 
building on the Highway 90 Free- 
way. 

oo +o * 


Jaguar Adds Ohio Outlet 

PAINESVILLE, O.—Reserve Mo- 
tors, 27 Woodland -Rd., has been 
named a Jaguar dealer, The firm 
is headed by Herbert R. Whiling. 


* * * 
Mangum Adds Lark 
CHARLOTTE, N. C. — Brown 


Mangum. Co., 1410 W. Morehead 
St., hag been named Studebaker- 


Mercedes-DKW dealer for the 
Charlotte area, succeeding Nance 
Motor Co., which relinquished the 
line. Brown Mangum will move 
its Volkswagen dealership to a 
new location on Independence 
Blvd. under the name MB Motor 
Co. 


* * * 


Steakleys Buy Waco Deal 


CLEBURNE, Tex:— John Steak- 
ley and R. W. Steakley, owners of 
Steakley Bros. Chevrolet Co. here, 
have bought Waco Chevrolet Co., 
Waco. R. W. Steakley is president 
of the Waco firm. 

+ * * 


Midway Comet Mercury 

ST. PAUL.—Barney Brown has 
bought out University Motors, 
Inc. (Mercury) from John Blom- 


quist. The dealership now will be 
known as Midway Comet Mer- 








cury, Inc. Brown formerly owned 
Motor Cars, Inc. (Studebaker) 
here. 


S-P, AutoUnion 
Add Dealers 


SOUTH BEN D.—Studebaker- 
Packard Corp. has signed 10 new 
dealerships, They are: 

Jack’s Motor Co., 1301 E. Main, 
Van Buren, Ark.; Jarvis Studebak- 
er Co., 615 S. E, Hawthorne Blvd., 
Portland, Ore.; Willard H. Johnson, 
Inc., 108 N. Lafayette St., Greenville, 
Mich,; Gene Lee Motors, Highway 
789 South Federal, Riverton, Wyo.; 
Webster Motors, 2313 Encinal Ave., 
Alameda, Calif. 

Midway Motors, Inc., 305 Airport 
Road, Grants, N. M.; Mackenna 
Motors, 1307 Main St. Niagara 
Falls, N. Y.; Steven Mitchell Mo- 
tors, Inc., 6440 S. Cicero Ave., Chi- 
cago; Mountain Machinery, Inc., 
1018 N. Seventh Ave., Bozeman, 
Mont., and Vincent J. Neu, Inc., 
Thirty-Fifth and Brady Sts., Dav- 
enport, Ia, 

Meanwhile, Mercedes-Benz Sales, 
Inc., signed 10 new Auto Union- 
DKW dealerships. They are: 

Rictor Motor Sales & Service, 138 











Pontiac Calls Ivory 
Its Most Popular Color 


PONTIAC.—When the Pontiac 
car was introduced in 1925, it was 
available in only four colors— 
black, green, maroon or dark 
blue. Today Pontiac offers 15 
colors, the most popular of which 
is Shelitone Ivory, a near white 
used on the lower part of 22 per- 
cent of the cars it builds. 


The second most popular color 
is Coronado Red, used on 11 per- 
cent of the cars. Shoreline Gold 
and Skymist Blue are tied at 8.5 
percent and black accounts for 6 
percent. Solid colors, especially 
for hardtops and sedans, out- 
number two-tones by two to one, 
the company said. 





E. Twelfth St., Erie, Pa.; Sawyer 
Service Station, 460 E, Lincoln 
Highway, DeKalb, Ill.; Saul’s Auto 
Sales, Inc., 2301 Main St., Buffalo; 
Shawhan Auto Co., 1701 E. Univer- 
sity, Des Moines; Snider Motors, 
Inc., 5385 N. Gay St. Knoxville, 
Tenn. 

Texas European Motors, Inc., 2130 
S. Post Oak Road, Houston; T.N.M. 
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Lathrop, Inc., 545 Broad St. New 
London, Conn.; Milton B. Wagstaff 
Motor Co., 657 S. Main St, Salt 
Lake City; A. D. Anderson Stude- 
baker, 115 W. Twenty-Fifth St., 
Baltimore, and Boyd’s Garage, 8930 
E. Mission Dr., Rosemead, Calif. 


* a * 


Renault-Peugeot Outlet 


MIAMI.—Chappie Powell, presi- 
dent of Miami Importers Exchange, 
Inc., 10421 N. W, Twenty-seventh 
Ave., has been appointed a Renault- 
Peugeot dealer. 

+ * * 


Lackey Opens Chrysler Deal 


LUFKIN, Tex.—Joe G. Lackey, 
used-car manager for Holley 
Motor Co., Beaumont, has opened 
his own Chrysler-Dodge dealer- 
ship in Lufkin. 

* 


Breck Dodge Builds 


TUCSON, Ariz.—Construction has 
been started on a new building for 
Bill Breck Dodge, Inc., 3030 East 
Speedway. The building has a thin 
concrete shell roof supported by 
four interior columns, There are no 
exterior bearing walls. Upon com- 
pletion it will represent a $250,000 
investment. 












The Ohio Oil Company and its many dealers agree their 
Y-Million-Dollar Marathon SMILE-maker Sweepstakes was a 
smash hit . . .“‘with sales of Marathon gasolines reaching the 
highest level of any month in our 35 years of marketing.” 


Playing a good part in the success was the advertising depart- 
ment’s astute choice of the Brownie Starflex Deluxe Outfit as a 
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It popped the lid 
off Marathon's 
sales record... 





Deluxe 
ouTFItIT 







A first-rate premium that people 
enjoy because it takes color slides, 
black-and-white or color snapshots. 
Camera, $11.50. Regular outfit, $17.50. 
Deluxe outfit (as illustrated), $25.95. 


...!}he ever-popular 
BROWNIE STARFLEX Deluxe Outfit 


key premium and sales builder. 


The universal appeal of Kodak cameras makes them a first- 
choice sales incentive, employee award, or business gift. There 
is one to fit every need and budget, with values from $4.25 to 


$850. 


Be sure to.include at least one Kodak camera in your next 


promotion. Mail coupon for details. 


EASTMAN KODAK COMPANY, Rochester 4, N. Y. 


SEE KODAK'S “ED SULLIVAN SHOW" AND “ADVENTURES OF THE NELSON FAMILY” 


“*Kodak’’ and “‘Brownie’’ are trademarks 
Prices are list and subject.to change without. notice. _ 


Name. 


Company. 


Position. 


City 


Zon 





EASTMAN KODAK COMPANY 
Premium Sales Office, Rochester 4, N. Y. 


Gentlemen: Please send me more details on 
promotion opportunities with Kodak premiums. 
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@ Gives you a straight synthetic 
system for spraying enamel jobs on 


senge @ Has outstanding color hold-out . . . 
o Fas Hine ier Sones. Finish coats dry with beautiful even 
@ Fills as it primes, covering surface —_ gloss on its smooth, level surface. 

' and Ble marks. @ New SPEED-SAND also makes a 
@ Dries through to an even, smooth good non-sanding primer. Just 
finish in half the time...Jobs canbe spray one full wet coat, let dry for 
sanded in two or three hours quickly half an hour, then apply enamel 
and easily without sand scratches. color coat. 
@ Provides firm bond between metal § @ SPEED-SAND is available in White 


surfaces and finish coat on steel 


and aluminium. 


You'll find you can reduce time and labor costs with the new SPEED- 
SAND Synthetic Primer Surfacer. Try it on your next refinishing job. 


Ditzler Color Div., Pittsburgh Plate Glass Company, Detroit 4, Mich. 
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Woman Promotes Cooling System Care— 


Nancy Morton is “in training” for National Cooling System Maintenance Week as 
woman's consultant at the Union Carbide Chemical Co.'s Technical Service Laboratory 
at Tarrytown, N. Y. Miss Morton will speak before women's groups throughout the 
country in an effort to spark their interest in the cooling-system promotion. 
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Helps You Turn Out Jobs Better and Faster! 


@ Does not lift old enamel surfaces. 


DPS-8, Gray DPS-30, Cream DPS-80, 
and Red Oxide DPS-70. 
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How to Select a Service Station... 


Tips From a Woman 


er’s manual which came with her 
1959 automobile. 
Another thing she looks for in a 


By Ed Brown 
Staff Correspondent 

NEW YORK.—“As one of the 
seven million women drivers re- 
sponsible for the maintenance of 
her own vehicle, what do you look 
for when you choose a _ service 
station to do your work?” 

This was the question Automo- 
tive News posed to Nancy Mor- 
ton, recently selected woman’s 
consultant to National Cooling 
System Maintenance Week, by 
Union Carbide Chemicals Co. 

“Well, the first thing I look for,” 
the pert Miss Morton answered, “is 
a degree of cleanliness. Naturally, 
I understand that a service station 
can’t be expected to look like a 
newly cleaned kitchen, but I do 
think it can be neat and fairly busi- 
nesslike in its appearance.” 

Miss Morton, can be considered 
an average driver because all of her 
knowledge about automobiles, prior 
to being selected woman’s consult- 
ant, came from reading the own- 
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DeSoto Dealers on Coast 


Elect Colley President 


LOS ANGELES.—President of 
the DeSoto Dealers Assn. of South- 
ern California for 1960-61 is C. D. 
Colley, Colley Plymouth Center, Los 
Angeles, 

Bob Harlow, Harlow DeSoto- 
Plymouth, Corona, was named vice- 
president, and H. E. Baher, H. E. 
Baher, Inc., Alhambra, was chosen 
secretary-treasurer. Four new di- 
rectors are Monte E. Peters, Monte 
E. Peters Plymouth Center, Santa 
Ana; J. O. Bailey, Bailey Motors 
Plymouth Center, Oxnard, and 
Baher and Harlow, The seven-man 
board is completed by George Karl, 
Willard Karl Motors, Inc., Pasa- 
dena; Don Le Roux, Don Le Roux 
Motors, La Jolla, and Colley. 
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service station, “is a friendly atti- 
tude from the people who will be 
working on my car. You know if 
they appear to want to be helpful.” 

It is hard to imagine that any 
man would not want to be helpful 
to Miss Morton, but she did ac- 
knowledge that several times she 
went looking for a helpful service 
station attendant and came. away 
disappointed. 

“Women,” said Miss Morton, 
wrinkling her nose fetchingly, 
“want to know why something 
needs to be done on their auto- 
mobiles. We have a terrible fear 
of being taken over when we 
cross the threshold of a service 
station, and when the attendants 
are understanding, helpful, cour- 
teous and explain what is neces- 
sary and why, we gain a tre- 
mendous amount of confidence in 
them. 

“The station that will be able to 
take care of me in an emergency, 
gets my vote as my permanent 
home for repairs,’ Miss Morton 
said. This latter service seemed to 
be the quality that capped off any 
decision which had to be made. 

Because today’s modern woman 
is playing a greater role than ever 
before in caring for the car she 
drives, Union Carbide, sponsor of 
the third annual National Cooling 
System Maintenance Week, decided 
to find out just how much women 
really do know about proper auto- 
motive maintenance. 

While conducting a local survey, 
one of the engineers at Union Car- 
bide’s Technical Service Laboratory 
at Tarrytown, N, Y., interviewed 
a young lady he considered to be an 
average woman driver. She turned 
out to be Miss Morton. She owned 
her own car, supervised its servic- 
ing and seemed to know quite a bit 
about maintenance. 

When questioned about her 
knowledge of proper car care, the 
attractive former school teacher 
rated an “A.” She confessed her in- 
formation was almost entirely due 
to a careful scrutiny of the owner’s 
manual. 

As a result of the brief discus- 
sion, Miss Morton was engaged to 
represent the woman’s viewpoint 
on proper car maintenance in 
connection with the cooling-sys- 
tem promotion. 

Following the special training 
furnished her through Union Car- 
bide’s service laboratory, several 
test discussions were held before 
local women’s groups. Miss Morton 
noted that the reactions were par- 
ticularly good, and stated that typ- 
ical of the kind of question posed 
was one by a puzzled woman who 
said: “My husband knows all about 
this. Why hasn't he told me!” 

Another less typical was: “My 
service man knows why this is nec- 
essary. But he has never bothered 
to explain it to me so that I could 
understand it. I can see why a drain 
is necessary now, but why did he 
have to try and make it so myster- 
ious. It makes very good sense.” 

In reality, the purpose behind this 
promotion is to back the advice all 
antifreeze manufacturers give to 
their service stations. They are now 
trying to get the consumer to ask 
for a drain, flush and rust inhibitor, 
at the same time that the import- 
ance of this step is further clari- 
fied, 

How about Miss Morton? Did 
she always have her antifreeze 
drained and discarded? 

aa” 

Why? 

“Because my father told me about 
+? 

Miss Morton has left on a four- 
| week nationwide tour, and will 
| speak before every conceivable kind 
of women’s group in an effort to 
spark their interest in National 
| Cooling System Maintenance Week, 
May 16-22. 


Tyrex Joins — 


ATA Foundation 


WASHINGTON.—Tyrex, Inc., has 
become a participating member of 
the American Trucking Assns. 
Foundation, according to Walter F. 
Carey, foundation chairman. 

A grant of $30,000 opening Tyrex’s 
participation in the research, edu- 
cation and public information or- 
ganization, will be used to tell the 
story of trucking through adver- 
tisements in business and news 
magazines. 

Tyrex becomes the 29th firm to 
join the foundation for supplier co- 
operation with the trucking in- 
dustry. 











et ae 


ti- 


if 


ul 
C- 
he 
ce 


on 


“SosaS6 


aan a6¢ 7s F 


— 
owt 


aotitwA On 


EA Ae EB hn Ste sn rs 


er. 


Postage 


Will be Paid 


Automotive News 
965 East Jefferson Avenue 
Detroit 7, Michigan 


by 





NEW SUBSCRIPTION ORDER 
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ALVOLINE 


90,000 MILE 
GUARANTY 


Va/voline’s exclusive new 50,000 mile 
guaranty will pay off for you! 





® You will sell more new cars. The Valvoline 50,000 Mile 
Guaranty brings ’em in and helps you lead ’em to 
the dotted line. 


® You get free follow-up system which is handled 
entirely by Valvoline. No worry, no work for you. 


® You get free sales aids. Supplied to you without 
cost are complete salesroom display pieces, mailers, 
radio and TV scripts, and newspaper ad mats. Powerful 
persuasion that doesn’t cost you one penny. 


® Start cashing in now... with increased profits from 
new car sales and from your booming service department. 

Get all the facts from your Valvoline distributor or contact 
Valvoline direct. There are 50,000 good reasons to call 

Valvoline today ! 


VALVOLINE OIL COMPANY «- Freedom, Pennsylvania 
Division of Ashland Oil & Refining Company 
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L-M Shifts Lancaster 


J. W. Lancaster has been ap- 
pointed Philadelphia district sales 
manager for Lincoln-Mercury, suc- 
ceeding Joseph F. ’ _. re- 
tired. Lancaster had been Pitts- a a 
burgh district sales manager. “ne Division, Tona 


a * * * * * 
Paschke Named Sales Chief General Tire Ups Langas 


Floyd L. Paschke has been ap- Robert F. Langas has been pro- 


f Rotor 
Tool Co. . Geiaidiery of Cooper moted by General Tire & Rubber 


Bessemer Corp. He had been in 
charge of sales in the Midwest and 
Southwest. 


president. Directors are: Weldon 
Co., Philadelphia; Raymond A. 
Davies, Chester Hoist Division, Lis- 
bon, O., and Edward J. Byrne, Chis- 


service sales, with responsibility for 
battery and accessory sales and the 
promotion of dealer service sales. 
He succeeds Don Wright, who has 
been promoted to West Coast man- 
Name Gledhill President ager of retread rubber sales. 
Herbert W. Gledhill jr., vice- 9) ae 
president and general sales man- Dayton Rubber Names Hahn 


ager, Shephard Niles Crane & To Head Tire Division 


Hoist Corp., Montour Falls, N. Y., 
has been elected president of the| Charles H. Hahn has been named 
vice-president and general manager 


Hoist Manufacturers Assn. 
Fred E. Rau, Yale & Towne Mfg. | of the Tire Division of Dayton Rub- 


* * * 


Hoist Manufacturers 












Sanford Motor Celebrates Anniversary— 

DeSoto's 25-year award is presented to Sanford Motor Sales in Sanford, N. C. From 
left are Paul Johnson jr., Sanford secretary-treasurer; B. E. Zink, Plymouth-DeSoto-Valiant 
Charlotte assistant regional manager; P. L. Johnson sr., father of Paul and Harold John- 
son and founder of the dealership; Harold Johnson, Sanford president, and G. D. Booth, 
P-D-V Charlotte district manager. The elder Johnson, who is retired, sold the dealership 


fo his sons. 











@ REPAIR KITS—all the parts” 

needed to restore peak operating he 

A MAJOR COMPONENTS— individual  re- 
are available 


MORAINE 


when 





it’s easy to service Delco Moraine POWER BRAKES 
Kits, parts and complete assemblies are readily available through car dealers and U.M.S. outlets. 
Proper diagnosis will determine which is the best way to restore dependable performance. 


Ask your dealer for copies of the Delco Moraine power brake service manuals. They 
will help you perform all repairs surely and efficiently, as recommended by the original 


DELCO MORAINE 


DEPENDABLY MADE 


manufacturer. 





Division of General Motors, Dayton, Ohio 









Co., Philadelphia, was named vice- 
C. Miles, American Engineering 


Co. to assistant manager of Kraft 








ber Co. Prior to joining Dayton 
Rubber, Hahn served on Firestone 
Tire and Rubber Co.’s management 
staff. 
*“In his new post, Hahn will co- 
ordinate tire sales, merchandising 
and distribution programs on a na- 
tional scale. He also will be in 
charge of tire manufacturing and 
development. 
* 









* * 






Peerless Pump Names Dixon 


To Manage Detroit Office 


Philip M. Dixon has been named 
manager of the Detroit office of 
Peerless Pump, 
Hydrodynamics 
Division, Food 
Machinery & 
Chemical Corp. 

Dixon joined 
Peerless in 1941 
as a project en- 
gineer at Quincy, 
Ill. After serving 
in the Navy from 
1942-1946, he re- 
“ERE turned to Quincy 

P. M. Dixen as project engi- 
neer until his transfer to Indian- 
apolis in 1948. Since 1950 he had 
been on the sales staff in the St. 
Louis office. 















































* * * 


Lawless Joins Weaver 


Thomas W, Lawless has been ap- 
pointed purchasing agent of Wea- 
ver Mfg. Co., division of Dura 
Corp. Formerly with the Chicago & 
Illinois Midland Railroad, he suc- 
ceeds Orville W. Ellis, who is re- 
tiring. 

ok aa * 
Precision Casting Names 


Brammer Marketing Chief 

William N. Brammer has been 
named marketing vice-president for 
Precision Casting Co., a division of 
Precasco Corp. 

He will head sales, merchandis- 
ing, and advertising for Precision, 
which operates plants in Cleveland 
and Fayetteville, N. Y. The com- 
pany makes aluminum and zinc die 
castings. 

* * * 


Rubbermaid Names 


Product Planning Chief 


Robert S. Conybeare has been 
named to the newly-created posi- 
tion of director of product planning 
and market development for Rub- 
bermaid Inc., Wooster, O. 

Conybeare has been vice-presi- 
dent in charge of sales for Lenox 
Plastic, Inc., St. Louis. 

* oe * 


Lang in Mich. Post 


Henry J. Lang has been appoint- 
ed sales representative for Michi- 
gan for Acheson Colloids Co., Port 
Huron, Mich. For the last three 
years, he has been assigned to the 
company’s Philadelphia office. 

* ” of 


Hopkins Heads Purchasing 


For ACF Industries 

Harvey C. Hopkins has been 
named to the newly created post of 
purchasing vice-president for ACF 
Industries, Inc., New York. 

Hopkins formerly was president 
of King Container Corp. of New 
Jersey. 





* * * 


P-D-V Shifts Hauser 


Harry D. Hauser has been ap- 
pointed Buffalo manager of Plym- 
outh-DeSoto-Valiant Division. His 
territory includes all of Erie Coun- 
ty and parts of Niagara County. He 
formerly was Albany district man- 
ager. 

+ * 


* 
Mack Appoints Sterling 


Omaha District Manager 
E. C. Sterling has been named 
Omaha district manager for Mack 
Trucks, Inc. He succeeds E, O. 
Kampmeier, who has been appoint- 
ed district manager in St, Louis. 
Sterling joined Mack as Omaha 
wholesale manager in 1959. The 
Omaha branch serves parts of 
Western Iowa, Eastern Nebraska 
and Southeastern South Dakota. 
* +. ~ 


Joseph Bak Replaces 


Brother as John Bean Rep 
Joseph Bak has replaced his 
brother, Frank, as John Bean auto- 
motive equipment representative in 
Maine, New Hampshire and East- 
ern Massachusetts. 
Frank Bak has resigned as rep- 
resentative due to illness. The 
(Continued on Page 71, Col, 1) 
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(Continued from Page 70) 


Ford’s central traffic office, In 1956 
on his 40th anniversary with Ford, 
Howe was honored at one of the 
largest testimonial dinners ever 
accorded a transportation official 
in Detroit. 


brothers have been associated in 
a sales and service operation for 
seven years. 


* + 
General Foods Chairman 


Elected to Ford Board 

Charles G. Mortimer, chairman 
and chief executive of General 
Foods Corp., has been elected a 
member of the board of directors 
of Ford Motor Co. 

Mortimer has been with General 
Foods since 1928. He was named 
president in 1954 and chairman in 
1959. He is a director of the First 
National City Bank of New York 
and is a member of the Business 
Advisory Council of the United 
States Department of Commerce. 


Goodyear’s Callaway Retires; 


Promoted Better Highways 


J. T. Callaway, assistant to the 
vice-president of Goodyear Tire & 













* 


* * * 


Firestone Ups Cleland 


Walter Cleland, Cleveland district 
sales manager for Firestone Tire 
& Rubber Co., hag been named 
manager of company stores. He 
succeeds H. L. Houst who was 
transferred to the real estate de- 
partment. Gordon W. Weber, West- 
ern division store supervisor, suc- 
ceeds Cleland in Cleveland. 

* * * 


Dr. Dinsmore Joins 


Goodyear’s Board 

Dr. R. P. Dinsmore, vice-presi- 
dent in charge of research and 
development of Goodyear has been 
elected to the Goodyear board of 
directors. Dinsmore, who celebrated 


his 45th anniversary with the com- 
pany last July, is known as an 
authority on both natural and syn- 
thetic rubber, 

* 


* * 
Fisher Adds New Duties 
Roy S. Fisher has been appointed 
administrative vice-president of 
National Vulcanized Fibre Co, In 
addition to previous responsibilities 
as sales vice-president, Fisher will 
be responsible for industrial rela- 
tions, order-service, traffic and 
marketing departments, 
* + om 


Robertshaw-Fulton Unit 


Names Mayne in Sales 

J. F. Mayne has been appointed 
sales manager of the automotive 
division of Fulton Sylphon Division, 
Robertshaw-Fulton Controls Co. He 
succeeds Floyd E. Haun, who has 
retired. Divisional offices are in 


Knoxville, Tenn. 
. * * 


Saunders, Lawrence Named 


Avis Regional Managers 

John Saunders and Horace Law- 
rence has been appointed regional 
managers of Avis Rent-a-Car Sys- 
tem, 

Saunders will supervise Avis loca- 





NIKO 








“tt 
Exavins mews WY i ateelate i A . 
Disgusted with pushing a heavy 
roller over lawns, a Rockford 
(10) gardener replaced the tires 
on his car with four metal rollers. 





tions in Chicago, Detroit, Milwau- 
kee, Minneapolis, South Bend and 
Toledo. Lawrence will direct auto 
outlets in Cincinnati, Louisville, 
Miami, Dayton, O., and West Palm 
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Beach, Fla., and trucks in Indian- 
apolis, Louisville and Columbus, O. 


* * * 


Hill Heads CIT Office 


Claude H. Hill has been named 
manager of the Little Rock (Ark.) 
office of Universal CIT Credit Corp. 
He joined Universal in 1948 as an 
adjuster at Hot Springs, and had 
been manager of the office there 
since 1955. 

. * + 


LOF Promotes Petee 


Floyd A. Petee, who has been in- 
dustrial sales manager in the Phil- 
adelphia district for Libbey-Owens- 
Ford Glass Co., has been advanced 
to regional sales promotion man- 
ager for the central region with 
headquarters in Toledo, 

- * *~ 


Wyman-Gordon Names 
3 Vice-Presidents 


Wyman-Gordon Co., Worcester, 
Mass., manufacturer of forgings 
for industry, has named three 
new vice-presidents, 

They are: Joseph R. Carter, 
general manager, Eastern Divi- 
sion, made up of the Worcester 

(Continued on Page 72, Col, 3) 





Rubber Co, and veteran of nearly 
40 years of promotion of better 
highways, has retired. 

He joined Goodyear in 1918 as 
an aeronautics representative and 
in 1948 he was president of the 
American Road Builders Assn. He 
was a member of the Society of 
Automotive Engineers and helped 
organize the International Road 
Federation. 

ca 7 * 


Ternstedt Boosts Millon; 


3 Others Get New Posts 


Louis M. Millon has been named 
to the newly created position of 
general manu- 
facturing m a n- 
ager of Ternstedt 
Division of Gen- 
eral Motors. 

In other Tern- 
stedt appoint- 
ments, Edmund 
T. Henry, resi- 
dent manager at 
the Trenton 
(N. J.) plant, be- 
came resident 

L. M. Millon manager at Flint, 
succeeding Millon; Louis J. Gri- 
maldi, works manager at Flint, 
was named resident manager at 
Trenton, and Robert J. Heusel, pro- 
duction manager at Flint, was 
named works manager at Flint. 

* * of 


Caldwell Made Head 


Of Rubbermaid Board 

James R. Caldwell, founder of 
Rubbermaid, Inc., has been elected 
chairman of the company’s board 
of directors, succeeding the late 
Errett M. Grable. 

Caldwell will also continue as 
chairman of the executive commit- 
tee, a position he has held since 
July, 1958. Previously he had been 
president and general manager for 
24 years. Ged 


Howe, Ford Traffic Expert, 
Winds Up 44-Year Career 


James F’. Howe, nationally known 
traffic expert and specialist in 
motor-vehicle transportation, has 
retired after 44 years with Ford 
Motor Co. 

Howe was assistant director of 





See Alcoa ad 
on pages 16-19 


my 


PADS ADJUST TO 
THREE HEIGHTS 





Handles cars easier, faster, safer... 
makes service and repair work more profitable 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This ‘“‘octopus-like’’ reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 
this new lift include: 





e Width at jacks only 39”... compact 
and foreign cars can straddle lift easily 
e Heavy-duty 84” jacks permit greater 
off-center loading 

e Safe, maintenance-free Rotary Full-Hy- 
draulic operation 

¢ Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 
e Exclusive cable-and-strut equalizing 
system . . . keeps both runners level at all 
heights, whether moving or stopped. 

¢ Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

© Two-position wheel spotting dish 

¢ Low-cost installation in any location 





LIGHTER, STRONGER ARMS 
PIVOT EASILY 

Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1183 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


Name 


' 
' 
' 
' 
; 
' 
' 
i 
' 
' 
' 
' 
' 
' 
' 
' 
i 
' 
; 
Company . 
Address 

' 

' 
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and North Grafton plants; James 
L. Roach, director of marketing; 
Robert E. Zell, general manager 
of the Ingalls-Shepard Division, 
Harvey, Il. : 


Mack Names Terry 
Jack E. Terry has been appointed 
Houston district sales manager for 
Mack Trucks, Inc. 
* 


Mericka New Head 


Of Van Norman Board 


William J. Mericka has been 
elected chairman of Van Norman 
Industries, Inc. He succeeds Donald 
P. Hess, who recently announced 
his retirement, 


Mericka, a Van Norman director 
since November, 1956, is president 


Dodge Dealers Kick Off Spring Campaign— 


The Delaware Valley Dodge Dealers Assn. has launched an eight-week advertising 
campaign in the Philadelphia area. The “On Target” promotion was opened with 
two-color, 1,000-line ads in Philadelphia and surrounding area newspapers. The pro-|o¢ Wm. J. Mericka & Co., Inc., a 


motion also includes a series of newspaper ads, 5,000 radio spots and 400 TV spots. 
Taxi cards and full window trim also are being used in the largest concentrated 
campaign ever run by the Dodge dealers in the area. Members of the association's 
advertising committee are, from left, George Gardner; William Withim; Bob Jarvis, 
Dodge regional manager; Del Fowler, and Harold Robinson. 


Cleveland securities firm. 
* * * 


Eisenhauer Takes New Job 
Charles B. Eisenhauer has been 


Keeps 
ae] 
customers 
mT 


speed and performance events. 
expects from his new car. 


big dollar investment in their car. 


Remember—if you can get new 
car customers to come back for oil 
change, you'll get them for all 
their service needs . . . and nothing 
brings ’em back like Mobil! 
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(Continued from Page 71) 


named general manager of the 
Electronics Division, Van Norman 
Industries, Inc. He formerly was 
manufacturing director at Conti- 
nental-Diamond Fibre Corp. 

+ + * 


Avis Promotes Krass 


Marvin D. Krass has been named 
regional manager of the Eastern 
Division of Avis Rent-a-Car Sys- 
tem. His territory includes Akron, 
Buffalo, Pittsburgh, Rochester, 
N. Y.; Syracuse, Youngstown, O., 
and Cleveland. 

* * * 


Hinton, Utermohlen Named 
American Brakeblok V-Ps 


American Brakeblok Division, 
American Brake Shoe Co., has ap- 
pointed John D. Hinton and Ru- 
dolph F. Utermohlen to vice-presi- 
dent. 

Hinton will be in charge of origi- 
nal-equipment friction material 
sales. Replacement sales of fric- 


New car customers will keep coming back to you for 
oil changes . . . and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 
oils on the market today—proved in America’s top 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 


tion materials will be supervised 
by Utermohlen. 


* * * 


Dole Valve Names Veino 


Gerald E. Veino has been ap- 
pointed manager of product fore- 
casting and sales analysis for Dole 
Valve Co., Morton Grove, Ill. He 
formerly was assistant to the direc- 
tor of marketing. 

* * * 


Tuttle, Whitmire Named 


L. M. Tuttle has been appointed 
distribution manager and John T. 
Whitmire, manager of retail op- 
erations in Plymouth-DeSoto-Val- 
iant Division’s San Francisco re- 
gion. 

* * * 


General Tire Ups Crowe 


John Crowe has been promoted 
to truck-tire sales manager for 
General Tire & Rubber Co.’s New 
York Division, He had been Flush- 
ing (N. Y.) territory salesman, 

* * ad 


3 Autolite Divisions Get 
Merchandising Managers 


Electric Autolite Co. has named 
product merchandising managers 









Robert Price Kar! Chalmers 
for three divisions — Robert Price, 
Battery Division; Karl Chalmers, 
Service Parts Di- 
vision, and John 
W. Lingle, Spark 
Plug Division. 
Each will co- 
ordinate sales, 
marketing and 
promotions pro- 
grams in his di- 
vision with activ- 
ities of the Re- 
placement Sales 
i Division. Lingle 
J. W. Lingle joined Autolite in 
1944 and Price joined the company 
in 1949, 


* * * 


Hill Named SIC V-P 


Robert C. Hill has been named 
vice-president of Southwestern In- 
vestment Co. He was with Salmon 
Brothers & Hutzler, New York City, 
for four years prior to joining SIC. 

* + * 


Brown Named Clevite V-P 


Willard W. Brown has been elect- 
ed bearing group vice-president of 
Clevite Corp. He will have charge 
of the Cleveland Graphite Bronze 
and Clevite Harris Products Divi- 
sions, Clevite, Ltd., Canada, and the 
mechanical research section of Cle- 
vite Research Center. He had been 
head of Cleveland Graphite Bronz. 

* * > 


Henson Named Sales Chief 


For Dana Universal Joints 


John P. Henson, Dana Corp. sales 
engineer in charge of the Ford 
Motor Co. account, has been named 
sales manager of Dana’s Universal 
Joint Division. 

Before joining Dana, Henson was 
Cleveland regional manager for 
Bendix-Westinghouse Air Brake 
Co. He had been assigned to the 
Ford account for Dana since April, 
1959. 


* * * 


Fuller Joins Trucking Group 


Jack W. Fuller has joined the 
Michigan Trucking Assn. as safety 
director. Prior to joining MTA, he 
was executive secretary of the 
Greater Detroit Scrap Trade Assn. 
+ * oe 


Goodspeed Heads Sales 


For AC in Milwaukee 

Alvin B. Goodspeed, director of 
contracts for AC Spark Plug Divi- 
sion in Milwaukee, has been pro- 
moted to director of sales. 

He succeeds Moreton B. Price, 
who has been named director of 
sales for General Motors’ new De- 
fense Systems Division. 

of + * 


Wilkerson Retires from GM; 
Was Attorney and Engineer 


Daniel C. Wilkerson sr., who has 
served General Motors 35 years on 
(Continued on Page 73, Col, 1) 
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special engineering assignments 
and as a patent attorney, has re- 
tired. He joined GM Overseas Op- 
erations in 1925, moved to the De- 
troit office of the GM patent section 
in 1930 and became a member of 
the engineering staff’s transmission 
development group in 1953, serving 
as staff engineer on special assign- 
ments. 
ok * * 


Heald Appointed 


James N. Heald II has been ap- 
pointed to the newly created posi- 
tion of manager of domestic distri- 
butor sales for Heald Machine Co., 
Worcester, Mass. The firm is a sub- 
sidiary of Cincinnati Milling Ma- 
chine Co, “en 

* 


Highway Trailer Names 


Tellefson to Sales Post 


Charles B. Tellefson has been ap- 
pointed sales manager for High- 
way Trailer Co.’s Hazelton (Pa.) 
facility. He formerly was assistant 
sales manager of the company’s 
Edgerton (Wis.) operation. 

In his new post, he will coordin- 
ate Eastern sales activities with 
production at the Hazleton plant. 
Tellefson joined the company in 
1950. : 

+ * * 
Chemstrand Names Clark 
Tire-Merchandising Chief 

Grover ©. Clark has been pro- 
moted to the newly created position 
of tire-merchandising manager for 
Chemstrand Corp. He is stationed 
in Akron. 

Clark joined Chemstrand in 1959 
as supervisor of tire ‘merchandising 
after serving with B. F. Goodrich 
Co. for 16 years. 

+ * * 


Bennett Elected President 


Of National Credit Office 

William A. Bennett has been 
elected president of National Credit 
Office, Inc., succeeding George E. 
Keefe, who has been named a vice- 
president of Dun & Bradstreet, Inc. 

Bennett joined NCO in 1936 as a 
reporter and, in 1945, established 
NCO’s market-planning service for 
the apparel industry. In 1951 he 
was elected vice-president. 

* * x 
Humphrey Directs Sales 
Of Chrysler Engine Division 

William F. Humphrey has been 
appointed sales director of Chrys- 
ler Corp.’s Marine and Industrial 
Engine Division. 

Humphrey, formerly sales direc- 
tor of Hercules Motor Corp., suc- 
ceeds L. E. Nelson, who had been 
sales vice-president. Nelson is re- 
joining the Chrysler automotive 
sales group. 

* * * 


Fruehauf Promotes O’Brien 


John P. O’Brien has been named 
Miami service manager of Fruehauf 
Trailer Co. He had been a service 


salesman at the Miami branch. 
ote * a 


Feinstein Named Lab Chief 


Samuel Feinstein has been named 
manager of the applied research 
laboratory of Servomechanisms, 
Ine.’s Research Division at Santa 
Barbara Airport, Goleta, Calif. 

+ a 


Haines Elected York V-P 


Edward M. Haines has been elect- 
ed to the newly created position of 
vice-president and assistant to the 
president of Borg-Warner Corp.’s 
York Division. 

+ * * 


Modine Sales Posts Go 


To Haislmaier, Kohler 

George J. Haislmaier has been 
named general sales manager for 
the Automotive and Industrial Di- 
vision of Modine Mfg. Co., Racine, 
Wis. 

Peter J. Kohler has been appoint- 
ed Western sales manager for the 
Automotive Division. 

* * * 
Ford Division Promotes 


Lambright, Leestma in Sales 
Arthur M. Lambright jr. has 
been appointed manager of the 
car-marketing plans department 
in Ford Division’s general sales 


office. He replaces C. W. Ramsay, 
recently named marketing service 
manager. 

Clifford S, Leestma has suc- 
ceeded Ed Lambright as execu- 
tive assistant to the regional] sales 
manager in Ford’s Great Lakes 
region. 

+ * * 
Northup Joins Dura 
Edward S. Northup has been 
named to the newly created post 
of assistant to the president of 
Dura Corp. He had been with West- 
inghouse Electric Corp. 


* * * 


Ford Appoints Caldwell 
Truck-Planning Manager 

Philip Caldwell has been ap- 
pointed truck-planning manager 
for Ford Division. He had been 
_engineering administration man- 
ager. 

Caldwell joined Ford in 19538 


as procurement planning man- 
ager and later he became a pur- 
chasing agent. 


* * * 
Howe Joins Highway Trailer 


As Eastern Sales V-P 


A. Vance Howe has joined High- 
way Trailer Co. ag Eastern sales 
vice-president. 

He had been manager of Frue- 
hauf Trailer Co.’s Container Divi- 


sion. 
* * 


Hall Named to S-P Fleet Post 


Ellis E. Hall has been appointed 
Dallas regional fleet-sales manager 
for Studebaker-Packard Corp. His 
territory includes both the Dallas 
and Kansas City zones, 

* * + 


Eaton Assigns Olson, Frye 


To Head Two Divisions 


Paul W. Olson has been appoint- 
ed general manager of Eaton Mfg. 
Co.’s Marion (O.) Forge Division. 
He had held a similar position at 
the Foundry Division, Vassar, 
Mich. 

George R. Frye, formerly factory 
manager in Vassar, has succeeded 
Olson. Olson replaced T. A, Mor- 
etti, who has been transferred to 





special assignment at the corporate 


level. 
* * * 


Essex Appoints Valk 
Manufacturing Chief 

The appointment of Robert E. 
Valk as manufacturing general 
manager for the Automotive Divi- 
sion, Essex Wire Corp., Fort 
Wayne, Ind., has 
been announced 
by M. J, Simon, 
division gener- 
al manager. 

Valk will be re- 
sponsible for 
manufactur- 
ing operations of 
the nine Midwest 
Essex plants, as 
well as produc- 
tion liaison activ- , 
ities with A, F. R. E. Valk 
Kammer and D. Hirschman, Essex 
sales vice-presidents, Prior to join- 
ing Essex, Valk was associated 
with Electric Autolite Co. as a vice- 
president and group executive, 

+¥ * + 


Ingols Heads Sales 


Designers Metal Division of 
North American Cement Corp., 
Hammond, Ind., announced that 
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Robert P. Ingols has joined the 
company as sales vice-president. 
He formerly was manager of the 
Expanded Metals Division, Penn 
Metal Corp. 





a * * 


RB&W Appoints Dill 


James M. Dill has been appointed 
to the newly created position of 
special products sales manager for 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


* * * 


Van Duyne, Baker, Beicher 


Named Sales Executives 


Three regional sales managers 
have been appointed by Clark 
Equipment Co.’s Industria] Truck 
Division. They are: 

Philip Van Duyne jr., Eastern; 
J. R. Baker, Midwest, and J. L 
Beicher, Western. 

* 


oa * 


Budd Automotive Unit Names 
4 Regional Sales Managers 


Budd Co.’s Automotive Division 
has appointed four regional wheel- 
sales managers. They are: 

Frank McCarthy, Southeast; Wil- 
liam Krauss, Northeast; Robert 
Shumate, Southwest, and Donald 
Feidt, Midwest. 
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, WHY THE ALEMITE 


EXCLUSIVE REASONS 


ELECTRONIC WHEEL BALANCER 
OUTPERFORMS ALL OTHERS: 


1. Gives faster, easier balancing of all four 
wheels—gives true balance, both side-to-side and 
up and down on the car. 


2. Nothing added to or removed from wheel or 
car. No extra attachments or adapters required 
—balances any wheel. 


3. Sensitive vibration pick-up 
magnetically attaches itself to 
brake plate or suspension arm 
to transmit vibration caused by 


out-of-balance. Simple and 
easy to operate. 


4. All-new strobe light works 
indoors or out. Meter scientifi- 
cally shows need for balancing 
and proof of perfect job. No 


comebacks. 





= 
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4. EXCLUSIVE REASONS 
WHY ALEMITE’S CROSS- 
SIGHT WHEEL ALIGNER 





OUTPERFORMS ALL OTHERS: 


1. Operates on measurement 
of one wheel in relation to the 
other, and depends only on the 
other wheel for reference. 





2. Gives accurate readings even on rough or un- 


even floors. 


3. Completely portable—no expensive: installa- 
tion required—no wasted space, as with pit or 


ramp type. 


4.Sound signal tells when 
proper adjustment has been 
reached for toe-in as well as 
camber... eliminates need for 
getting out from under the car. 





For details contact your Alemite supplier or write directly to: 


Symbol of 


IRSA VIED 


| 





CORPORATION. 


Alemite, Dept. AP-50, 1826 Diversey Pkwy., Chicago 14, lil. 
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EXTRA-HEAVY 


PEW! ) CONSTRUCTION 
Axle Stands 


> KEN-TOOL 


Sure-Grip 
Saddle 


Self- 
Locking 


Tripod 
Base 


Capsule Reports ... 


Auto News in Brief 


PORT ROYAL, Va.—E. C. Davis, 
E. C. Davis Motor Co. (Chrysler- 
Plymouth), Port Royal, has been 
elected president of the Rappahan- 
nock County Automobile Dealers 
Assn, 

Charles E. Lendes, Universal 
CIT, Fredericksburg, was elected 
secretary-treasurer. 


* 
Chrysler Invites Public 
To Tour Detroit Plants 
DETROIT. — Chrysler Corp, is 
conducting guided tours of its 
Detroit-area assembly plants 
Monday through Friday. 
The daily schedule is: Plym- 
outh, 9:30 a.m. and 1 p.m.; Im- 
1 p.m.; Hamtramck (Dart- 
Valiant), 9:30 a.m, and 1:30 p.m.; 
Jefferson (Chrysler-D eS 0 t o-big 
Dodge), 1:15 p.m, “ 


N. H. Unit Opposes Imports 
WAKEFIELD, N. H.—A resolu- 






























shire Forestry Division was adopt- 
ed at a meeting of the State Fed- 
eration of Forest Fire Wardens’ 
Assns, 

* * * 


Fruehauf to Build Parts 


For Trailers in Ohio Plant 


DETROIT.—A new press pro- 
gram to produce $15 million worth 
of component parts annually at 
Fruehauf’s Avon Lake (O.) plant 
has been announced by W. E. 
Grace, president, Fruehauf Trailer 
Co. 

He told the Detroit Financial An- 
alysts Society that the new press 
and shear operation would manu- 
facture components now being pur- 
chased at a considerably higher 
cost. 

* * 


Record 11,500 View Exhibits 


At Truck-Trailer Show 

LOS ANGELES, — More than 
11,500 persons, the greatest number 
ever, attended the annual National 
Truck, Trailer & Equipment Show 





Duffy Motors Cited— 


Ray C. Miller, left, of Duffy Motors, Inc., Valley City, N. D. receives the Dodge Qual- 
ity Dealer award at a dinner attended by the city’s mayor, Chamber of Commerce rep- 
resentatives and other leading businessmen. Shown with him are, from left, John A. 
Peter, Dodge Minneapolis regional manager, Cy Williams, district manager, and S$. A.| tion opposing the purchase of im- 


von Bergen, regional service manager. ported cars for the New Hamp- 
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Order One Now for Your 
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Supply Limited — Order Now! 
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sponsored by the Automotive Coun- 
cil of Los Angeles. 
It was the ACLA’s most success- 
ful show, said President Wally 
Johnson, and “many exhibitors 
were requesting space reservations 
for the next presentation even be- 
fore closing day.” 
* * 
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Turner Adds 20 Valiants 


MEMPHIS.—Bilbo Turner, oper- 
ator of Veterans Cab Co., has 
added 20 Valiants to his fleet, 
bringing the total to 52, He said he 
expects to buy more Valiants in 
the fall. 


* * * 
Chrysler Honors Young 


TEMPLE, Tex.—Ira Young, pres- 
ident of Ira Young Auto Co., Inc. 
(Chrysler-Imperial-Dodge - Simca), 
has been presented a Quality Deal- 
er Award by Chrysler Corp. 

* 


|AC Opens Drive to Boost 


Fleet, Industrial Sales 


FLINT.—A six-point program de- 
signed to obtain a larger share of 
the rapidly growing fleet and indus- 
trial markets has been initiated by 
AC Spark Plug, according to Ed- 
ward J. Brandl, director of fleet 
and industrial sales. 

He said the campaign, called “Six 
Points for the Sixties,” will feature: 
Complete product coverage; serv- 
ice; availability; factory service- 
sales support; a direct-mail pro- 


A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors... prevents tipping. 















Positive-locking, self-engag- 


ing lug. 
WILL NOT RELEASE 
UNDER LOAD! 


Built like a surveyor’s tripod 
to eliminate rocking. Quick 


SELF*LEVELING delivery from your local 


TRIPOD DESIGN jobber. 
KEN-TOOL MFG. CO. 
OHIO 


AKRON 5, 


gram and quality AC products. 
* * cd 


Allied Chemical to Enter 


Apparel Nylon Field 


NEW YORK.—Kerby H. Fisk, 
chairman, announced that Allied 
Chemical Corp. will enter the ap- 
parel nylon field with fine-denier 
yarns. 

Fisk said an arrangement has 
been made with Snia Viscosa, 
S.P.A., Milan, Italy, for specialized 
technology in fine-denier manufac- 
turing. The Italian firm will fur- 
nish technical assistance and cer- 
tain equipment for a new plant to 
be built by Allied and operated by 
its National Aniline Division. 

a x a 
























Aluminum Extrusions Ups 


Production Capacity 25 Pct. 


CHARLOTTE, Mich.—Aluminum 
Extrusions, Inc., has enlarged its 
quality contro] department and in- 
creased production capacity by ap- 
proximately 25 percent, according 
to W. E. Dunlap, president. 

AE has added 40,000 square feet 
of manufacturing space, Dunlap 
said, and has added new equipment, 
a physical-testing laboratory and 
specially trained personnel to the 
quality control department, 

A 


Mohawk Chief Urges 


Stress on Tire Quality 


AKRON.—H. M. Fawcett, presi- 
dent of Mohawk Rubber Co., has 
deplored “unrealistic” tire discounts 
as harmful to the rubber industry. 
He called for ad emphasis on qual- 
ity and performance. 

“If this is not done,” he said, “the 
investing public will turn away 





See Alcoa ad 
on pages 16-19 
















from the rubber industry until they 
can definitely see that the return 
Page 75, Col, 1) 
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By John E, Walsh 
Staff Writer 

DETROIT.—The compact car is 
the ideal solution to rising fleet- 
operating costs, Roy D. Chapin jr., 
American Motors Automotive Divi- 
sion general manager, told the Na- 
tional Assn, of Fleet Administra- 
tors here. 

Byron J. Nichols, Chrysler 





Industrial Health Award 


Is Presented to GM 


ROCHESTER, N. Y.—The In- 
dustrial Medical Assn. gave Gen- 
eral Motors its health achieve- 
ment in industry award for 1960 
—the highest management award 
given by the association. 

The award is given annually to 
the management of industrial 
concerns for the development of 
outstanding occupational health 
programs. GM was cited “for its 
enlightened attitude toward oc- 
cupational health” and for its 
stated policy of “dealing with em- 
ployes as individuals, thinking of 
them as individuals, and being 
concerned with their dignity as 
individuals.” 





Capsule Reports .. . 





on their investments has the same 
opportunity for growth that is at- 
tained in other types of industrial 
enterprises.” 

Fawcett said Mohawk’s first 
quarter showed increases in sales 
and profits over the first quarter 
of 1959. He forecast that 1960 will 
be another year of record sales and 
profits for the company. 

* * + 


Japanese Parts Makers 
Tour Detroit Auto Plants 

DETROIT.—Members of the 
Japan Automobile Parts Manufac- 
turers Assn. spent four days tour- 
ing auto plants here. 

The 20-man’ delegation was head- 
ed by Masao Oguchi, Other leaders 
were Tomonori Tsuda, Sakura Su- 
zumoto and Hayad Yazawa. 

a * ae 


New Premium Motor Oil 


i “the highest dollar on the used-car 


Auto News in Brief 


(Continued from Page 74) 


Chapin, Nichols Spell Out Assets... 


Compacts Called Fleet Ideal 


market since its introduction in 
1950.” 































Corp. group vice-president, auto- 
motive sales, commended fleet 
managers for “making extensive 
use of economy cars,” and said 
all makers are striving to im- 
prove their economy and promote 
safety. 

Chapin pictured big savings in 
gasoline mileage through use of 
the compacts, lower licensing fees, 
lower maintenance costs and re- 
duced insurance costs. 

“The simplified design and sim- 
pler construction of the compacts 
should contribute substantially to 
lower repair costs,” he continued. 

“Bngines are easier to get at and 
easier to service, an important 

point in these days of high labor 
costs.” 

The growing acceptance of the 
small car also should remove some 
fleet administrators’ questions 
about the recovery value of a com- 
pact, Chapin said, 

In any event, he continued, the 
lower initial cost of the compacts 
“more than offsets any possible 
loss in tradein value which our 
experience over the past years 
indicates you have little to be 
concerned about.” 

He said the Rambler has brought 


si 













—heat-proof” oil meeting the So- 
ciety of Automotive Engineers 10W, 
20W and 30 classifications, Gulf 
said. 

The name “Single-G” indicates 
that in this single grade, one oil 
will cover the lubrication require- 
ments of modern auto high-com- 
pression engines under practically 
all operating conditions of speed 
and temperature in all seasons and 
climates in Gulf’s marketing terri- 
tory, the firm added. 

* * ~ 


New Chlorinated Solvent 


Is Introduced by Dow 
MIDLAND, Mich.—A chlorinat- 
ed cold-cleaning solvent that can 
be used repeatedly through re- 
clamation in standard distillation 
units has been announced by 
Dow Chemical Co, 
Dow said Chlorothene NU is an 
improved version of Chlorothene, 


acceptance, Chapin said, the em- 
ploye who is assigned an economy 
car no longer feels downgraded in 
status. 


gically disturbing to your person- 
nel,” he said. “Employes now feel 
in step with the times in a compact 
car.” 


are planning smaller and larger 
compacts than those now on the 
market, and predicted the econ- 
omy-car buyer of the future will 
have “a full-range choice of Amer- 
ican-built cars, from the two or 
four-passenger midgets to the con- 
ventional compacts and their glam- 
ourized running mates.” 
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growing in importance to the au- 
tomotive industry, adding that 
“we know it is to our interest as 
well as yours for us to recognize 
fleet problems and to do all we 
can to help you solve them.” 

He pointed out that private busi- 


Chrysler Notes 
Peak Enrollment 
At Training Sites 


DETROIT.—Automotive mechan- 
ness now owns about 22 million|ics and retail salesmen are going 
cars and trucks, an increase of|back to school by the thousands, 


more than seven million in the last| according to enrollment figures at 
11 years. Chrysler Corp.’s five training cen- 


Leasing and renting are respon- ters. 


sible for much of the fleet growth,|, The training centers instructed 
Nichols continued. 7,367 dealership sales and manage- 


ment students last year, represent- 
He cited figures showing that % 
lease-and-rental firms which buy ing 284,024 hours of sales-training 


i " 
fleets of 10 or more units accounted i sean bear "Gubler oes 
for 44 percent of new-car fleet reg-| ceived 137,206 hours of technical 
istrations in Py compared with 38} service training 
percent in 1957, and for 14 percent ¥ 
of new-truck resistrations in’ 86, Chrysler officials said the 1959 


enrollment was the highest in the 
“ase 9% percent the pre-| company’s history, The centers are 


located at Center Line, Mich.; Rye, 
In explaining how Chrysler Corp.|N. Y.; Atlanta; Skokie, Ill, and An- 

aids the fleet administrator, | aheim, Calif. 

Nichols. mentioned the company’s Many civic, educational and com- 

six training centers from coast to} munity-service groups also used the 

coast which are open to fleet serv-| training centers for fee-free meet- 

icing personnel, ings. 


Because of the compact’s wide 


“Don’t make the mistake of con- 
dering them freaks or psycholo- 


He said several manufacturers 


Nichols said fleet business is 





Largest Stock in the U.S.A. 


BRITISH CAR PARTS GERMAN CAR PARTS FRENCH CAR PARTS 


Is Introduced by Gulf 
PITTSBURGH.—G ulf Oil Corp. 

has announced it is marketing a 

new premium motor oil called Gulf- 


which it said has gained wide- 

spread acceptance as one of the 

least toxic and least expensive of 

all common chlorinated solvents. 
cd 


HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 








KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 





pride Select Single-G. It is a multi- 
ple viscosity, all-season, “cold-proof 


VW RETAL © 


Service Citation— 


Volkswagen claims to have the oldest 
continuous service school in the imported- 
car industry. Two types of service schools 
are offered. Mechanics are expected to go 
to a general repair school and then to a 
heavy repair school which deals with the 
disassembly of engines, transmissions and 
axles. Each school takes one week. Schools 
for service managers and parts managers 
are offered six times a year. These schools 
are in their sixth year, according to World- 
Wide Automobile Corp., Long Island City, 
N. Y., a Volkswagen distributor. Here, 5S. 
Goldstein, right, service manager, River- 
bank Motors Corp., Stamford, Conn., re- 
ceives an award from Volkswagen in “‘ap- 
preciation of his efforts on behalf of 
Volkswagen service in the United States." 
The award is made by A. J. Viola, World- 
Wide service manager. 


‘| operations from Milwaukee to the 


















Coated Aidan M oves 


Office, Plant to Detroit Area 
DETROIT.—Coated Abrasives, 

Inc., has completed the transfer of 

manufacturing and headquarters 


Detroit metropolitan area. 

The company’s new manufactur- 
ing plant is located in Warren, 
Mich. General staff offices are at 
11920 E. Eight Mile Rd., Detroit 5, 
Mich. 

* * * 
Car-Theft Conspiracy 
Laid to Five by FBI 

KNOXVILLE, Tenn.—Five men 
are in federal custody here, 

charged with conspiracy to vio- 
late the interstate car-theft law, 

according to Joe Jamieson, FBI 
agent in charge in Knoxville. 

Jamieson said three of the men, 
from Cincinnati, were charged 
with stealing cars and taking 
them to Harriman, Tenn. There, 
the FBI said, the other two men 

now in custody accepted the cars, 
reworked them to conceal their 

identities and sold them on a 
used-car lot. 

* * * 


Chrysler’s St. Louis Plant 


Rated One of ’59’s Top 10 


NEW YORK.—Chrysler Corp.’s 
St. Louis assembly plant has been 
named one of the “Top 10 Plants” 
built in 1959. The plant was picked 
from over 500 nationwide entries 
by Factory, McGraw-Hill publica- 
tion, in its 26th annual “Top 
Plants” competition. 
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BECK DISTRIBUTING CORP. 
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LAKEVIEW, Mich.—Ralph Bol- 
linger, one of fewer than 40 original 
Dodge dealers who are still active, 
has come up with a formula for 
successful auto retailing built on 
45 years of experience. 

The three most important re- 
quirements, he said, are adequate 
capital, facilities and experience. 

How much capital is adequate? 
“I would say many times more than 
factory requirements,” said Bol- 
linger, whose firm, R. & C. C. Bol- 
linger, Inc., does an annual business 
of more than $2 million in a com- 
munity of only 975 residents. 


He said facilities should include 
“a well-planned building with com- 
plete special equipment, parts and 
accessory stock so that you can 
render immediate service at all 
times.” 

Plenty of parking space and a 
body shop also are essential, he 
continued, “so that you are trans- 
portation headquarters for your 
area.” 

“The more experience you have 
the better,” Bollinger said. “This 
can be acquired if you have a real 
desire to serve your customers 
and the public. Also you must be 
willing to work at it.” 

The dealer should devote all his 
time and energy to these require- 
ments until he rates high in each, 
Bollinger continued, “and you 
should not take any capital out of 
your business until you rate 100 
percent in these requirements.” 

After the dealer meets these re- 
quirements, he said, “running an 
automobile dealership successfully 
calls only for making decisions.” 

He added that there will be no 
need to worry about profits if the 


Zalud Olds Opens 


SHAKER HEIGHTS, O.— Zalud 
Oldsmobile, Inc., has opened at 
16101 Chagrin Blvd. 


Your opportunity 


to move up into the 
“big” money with 
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Profitable Operation Detailed by Dodge Dealer Since ’14... 
Bollinger’s Blueprint for Success 


dealer bases his decisions on the 
following: 

1. Is it good for the customer? 

2. Is it good for your business 
two, five or 10 years from now? 

3. Is it good for your employes, 
the factory and the industry? 

Bollinger listed four additional 
important considerations: 

1. Build advertising and public 
relations around the dealership 
first, then the product. 

2. Despite how you feel about the 
product or how much you complain 
to the factory or to other dealers, 
never let yourself or your employes 
speak ill of the product, dealer- 
ship or the factory in the dealer- 
ship or in public places. 

3. Go along with factory decisions 
unless they do not apply to your 
dealership. 

4. Keep your service operation 


White Chosen 
By One-Third 
Of Dodge Buyers 


DETROIT. — White agair’ is the 
favorite of Dodge buyers, who have 
chosen it for more than 30 percent 
of all ’60 models. 

Runners-up, in order of popular- 
ity, are fawn brown, azure blue, 
raven black, cloud gray and Medi- 
terranean blue. Seventeen different 
colors are offered in the Dodge and 
Dodge Dart lines this year. 

Two-tones, which has been di- 
minishing since the trend to solids 
began in 1958, showed a slight gain 
this year and are currently selected 
by about 20 percent of the Dodge 
buyers. 

Top choice after satin white in 
both the West and Midwest this 
year is fawn brown. Black holds 
second place in the East, and azure 
blue is the third most popular color 
in all parts of the country. 





the best in your area, and keep 

prices competitive regardless of 

a few lower percentage points of 

service absorption. 

He advised dealers to hire and 
train young employes, pay them 
the best wages in the area and let 
them share in dealership profits. 

“This will get loyalty to you and 
the product, and will also breed 
teamwork,” Bollinger said. 

“We pay incentives or bonuses 
to get and hold good employes,” he 
said, “First, we pay the average 
wage in our area for like work, 
then quarterly we pay bonuses de- 
pending on operations for the pe- 
riod. These bonuses average $500 
per quarter per man.” 

As an additional incentive to hold 
the worker he wants, Bollinger said 
his firm helps him either buy or 
build a new home and carries the 
paper at no interest. 

The successful dealer should 
recondition all used cars and 
trucks in his own shop, sell them 
at retail and guarantee them, 
Bollinger added. 

“You should handle every cus- 
tomer transaction as you would like 
to be handled, so that you can re- 
tain the customer’s business over 
the years and so that he will send 
his friends to you for their trans- 
portation needs,” he said. 

“We try for a full gross on every 
deal, but will not turn any deal 
down that will show some profit. 
A half loaf is better than none at 
all.” 

Bollinger said his firm pays no 
attention to a break-even point. 

“We -are going to sell every- 
thing we can for as much as we 
can and we are going to try for 
as much gross at the end of the 
month as at the start.” 

Bollinger’s parting suggestion 
was: 
“If you build your business along 
these lines, it will have good foun- 
dations and all years will be profit- 
able years.” 
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Another Sale for a Dodge Original— 


Ralph Bollinger, left, one of Dodge's original dealers, and his son, Keith, right, who 
is general manager of R. & C. C. Bollinger, Inc., Lakeview, Mich., deliver a Dodge 
diesel to a fleet buyer, center. The firm was founded in 1914 by Ralph Bollinger and 
his brother, C. C. Bollinger, who left the firm in 1947. 





TBA Sales Course Set Up 
By Firestone for Dealers 


AKRON. — A training program 
designed to increase dealers’ prof- 
its has been developed by Firestone 
Tire & Rubber Co. 

This program, the company 
said, is tailored to help dealers 
and retail employes do a better 
job in selling tires, batteries and 
accessories. 

Developed by the company’s 
sales-training department, the pro- 
ject is an eight-hour, conference- 
type program covering every phase 
of the TBA business—market po- 
tential, merchandising, display, in- 
ventory control and service policies. 

The program also has been de- 
signed so that any phase can be 
used for conducting one-hour train- 
ing sessions. 

Visual aids, including charts and 
tire sales films, are an integral part 





of the program, Firestone said, 

Tires, the dealers’ biggest profit 
builder, receive thorough cover- 
age from how to find prospects 
to following through on compe- 
tent servicing of the tires, the 
company added. 

Discussing the importance of 
training in selling, Harvey S. Fire- 
stone, founder of the firm, once 
said: 

“Selling is not a matter of sys- 
tems but of men. Tire salesmen 
have to be made because they must 
know tires.” 

Firestone’s sales-training pro- 
grams are designed to teach men 
not only how to sell tires and other 
products but also include adequate 
knowledge about the product—its 
development, design and manufac- 
ture and service, 





ATTENTION, AUTOMOBILE MERCHANTS! 


DATSU 


Pride of the entire Japanese nation . . . Datsun is the best built and 


best value of any import car and truck on the American market today. 


GOOD LOCATIONS OPEN ALL OVER THE U.S.A. 


Wire or write right away for the sensational Datsun proposition. You'll find that 
Datsun’s Profit Protected Franchise is the most attractive arrangement in the 
industry. It assures you a good mark-up on each vehicle, requires only a small 
investment, gives you an extra income with almost no overhead. And remember, 
you can have a full line from Datsun—the exciting new Bluebird, the Sports 
Convertible, the 4-door and 2-door Station Wagon, the Pickup Truck. Don’t 


wait. Address the nearest Datsun distributor. 


DATSUN New ’60 
Pickup Truck 
An economizer every way 


$1688 
p.o.e. West Coast 


DISTRIBUTORS — HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3. WEST: Woolverton 


DATSUN New '60O 
4-Door Station Wagon 


Roomy, rugged, handsome $1969 
p.o.e.West Coast 


Motors, 5967 Lankershim Bivd., No. Hollywood, Cal. MID-SOUTH: Southern Datsun Dist. Co., 1501 Clay St., 


Houston, Tex. 


CENTRAL & EAST: Luby Datsun Dist., Ltd., 107-36 Queens Bivd., Forest Hills 75, N.Y.C. 


NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN © SINCE 1926. 
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DATSUN New ’60 
4-Door Biuebird Sedan 


Tops in style and economy $1695 
p.o.e.West Coast 








DATSUN New '60 

Sports Convertible 

A thrilling eyeful $1996 
p.o.e. West Coast 
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DELAWARE 
VALLEY 
SHOPPING 
CENTERS 


Che UN 1 


Mguirer 


Here’s the book that shows 


the market’s 100 leading shopping centers + the 
location of 284 different centers + where the centers’ 
customers come from « designation by type of 25,600 
stores within the centers. 


This 186-page volume is the latest in The Inquirer’s 
continuing program of research studies designed to 
provide advertisers with sound knowledge of the Phila- 
delphia retail trading area. 


On a broad scale, it shows the pattern of existing retail 
clusters in the 14-county market, permitting compari- 


A Descriptive Analysis 
of Shopping Centers 
in Delaware Valley, U.S.A. 





sons with population spread to determine the potential 
for future market development. 


And in detailed coverage of centers, it serves as an 
aid to everyone interested in moving products—from 
maker to merchant—in appraising sales areas, selecting 
store sites, programming distribution, evaluating com- 
petitive positions and planning advertising coverage. 


Copies of ““Delaware Valley Shopping Centers’ are 
available at $5.00 each from the Research Department 
of The Philadelphia Inquirer. 


Good Mornings begin with The INQUIRER for 1,406,000 adult readers 


The Philadelphia Inquirer 


NEW YORK $ CHICAGO : 
ROBERT T. DEVLIN, JR. ; EDWARD J. LYNCH RICHARD I. KRUG ; FITZPATRICK ASSOCIATES 
342 Madison Ave. i 20 N. Wacker Drive Penobscot Bidg. : 155 Montgomery St. 


Murray Hill 2-5838 3 Andover 3-6270 


DETROIT : SAN FRANCISCO 


Woodward 5-7260 : Garfield 1-7946 






FITZPATRICK ASSOCIATES 
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How Dealer Can Play It Cool... 





Different Ways to Lovely Days 


By Ernest W. Fair 
Staff Correspondent 


“Bo: what a lousy day! It seems 
like just about every other 
day’s work is like that recently— 
wish more of them could run 
smoothly like last Monday and 
Tuesday.” 

The auto dealer making such a 
comment to his wife upon arriv- 
ing home at the end of the day 
is doubtless expressing a wish 
repeated in thousands of other 
_ homes just about every 


Those “smooth” days occur too 
infrequently. If there were more of 
them, and fewer “rough” days— 
any dealer’s job would be much 
more of a pleasure. 

Making more of those business 
days smooth ones is by no means 
difficult. Many dealers seldom have 
any other kind. Their secret simply 
is planning work routines carefully. 

+ * * 


west do they do? Here are 
some of the steps they take 


which make more such days an ac- 
tuality—steps any reader can adapt 
to his own work-a-day methods. 


Start planning “tomorrow” 


any business day become gmooth- 
er. Most of the upsetting things 

which happen during a business 
day are unexpected and unplan- 
ned happenings. 

If a dealer sets aside part of each 
day just before quitting time to 
plan what he will do on the day 


following, he has much greater as- 


Sports Cars Illustrated 


Issues 1960 Directory 

NEW YORK.—The 1960 Sports 
Cars Illustrated Directory has gone 
on sale, The 148-page directory sells 
for $1. 

Published by Ziff-Davis Publish- 
ing Co., the annual directory re- 
ports on every sports and touring 
car available in the United States. 
Comprehensive road tests on eigh- 


teen automobiles also are included.' routine the moment it occurs— 


never put it off and give it a 


chance to rough up one of those 
tomorrows. 

Another is carefully rescheduling 
the monthly chores for which there 
is no pleasant feeling; things which 
must be done and which often are 
put off as long as possible. Scat- 
tering them out helps lessen the 
load on any one day; enables the 
produces worthwhile results. dealer to make every day a smooth- 

Carefully scanning schedules of| er one. 
the next day, looking ahead to what * ¢ * 
may come up and other such steps of the things which help 
are part of such planning. Those va rough days in any deal- 
five or ten minutes given to this er’s business life is commonly 
step can, day after day, be an as-| known as routine. This routine in 
surance the next business day will| itself is never as bad to handle as 
be a pleasant oe it seems. Poor planning of such 

routines is usually what makes 
ae days are usually|them unpleasant. 

those in which a number of Seatt 
“must do” things have accumulated does reer ion okie = 
and cannot be put off any longer. f ntly; delegating them to 
Such a stackup of unpleasant po on complete!  dminading 
chores can make any dealer’s day poi ‘cede are profit- 
& nigutmare. able steps one can always take in 
The tough part of it is that | this area. 

they are seldom handled in any A good piece of advice is to get 
one day—they usually run over | the trouble makers out of the way 
day after day, accumulating | first. Some chores are always more 
others as they go along. unpleasant to handle than others. 

One method is to leap at the op-| Few persons like to handle them. 
portunity to handle every such} The dealer noted for his smooth 
business days is often the man who 


surance of a smooth tomorrow. 
Usually such planning takes only 
five or ten minutes of time, but it 


TODAY’S BIG NEWS 
In Multi-Stop Trucks 


TRUCK 
COMPONENTS 
THROUGHOUT 


FIBERGLASS 
SKYLIGHT 
ROOF 





PICK-UP DELIVER QUICK 
fast,economical delivery truck 


LOW-STEP 
THROUGH 
AISLE 


REMOVABLE 
POWER 
DOLLY 





tackles these trouble makers first 
in the day’s schedule. 

Spread the “peaks” out. Don’t let 
too many of them pile up in any 
given day. These peak periods of 
work cannot be put off, but they 
can be spread out over the day, 
the week or the month. 

Spreading out such peaks keeps 
tensions from piling up and makes 
each easier to handle. 

* « * 

G= others to help you. How 

many of the things we do each 
day which upset us could have far 
less adverse effect if we sought the 
help of others in handling them? 
Usually such needed help will 
amount to only a small contribu- 
tion from this ther individual and 
once we learn to use this system 
we can do the same for him, 

Check carefully over some of 
those things which have made 
particular days rough ones—how 
many could have been handled 
much easier and with less dis- 
turbance if we had called for 
help in each case? 

How many “ancient ways” of do- 
ing things are still part of the rou- 
tines of your firm? Wherever even 
one single such business procedure 
exists there can be found a most 
unnecessary cause of rough busi- 
ness days for that dealer. 

The marvelous developments in 
handling all sorts of business pro- 
cedures and routines have been one 
of the greatest contributors to 
smooth business days for dealers 
everywhere. One’s neglect of these 
through hesitancy to change old 
routines is definite assurance there 
will be rough business days in One’s 
career. 

* * + 
UTSIDE interference from the 
people with whom we work, 
those with whom we do business 
and others on the management side 
of the firm can always contribute 
to these rough days. 

Some can be eliminated when 
the dealer decides he is no longer 
going to put up with them. 
Others can be handled by work- 
ing out better methods of taking 
care of chores which must be un- 
dertaken with others. 

Many a man, through his own 
good nature and desire to be known 
as a pleasant fellow, has put up 
with such interferences in his busi- 
ness life when only a bit of firm- 
ness was needed to rid himself of 
this disturbance. 

Hold down irritations and chiefly 
those caused in disagreeable situa- 
tions where tempers rise and 
nerves become unbalanced. If we 
“stop and count ten” we will re- 
frain from many actions which 
otherwise would build up to high 
tension creation. 

Such situations, when not com- 
pletely controlled, can disrupt an 
entire day no matter how many 
other precautions have been taken 
to assure it being a smooth one. 

All of the foregoing steps can be 
used to eliminate those rough spots 
from a dealer’s busy day. Usually, 
it will take only two or three to do 
the job for a specific individual. 

It is of first importance always 
to approach the problem with the 
positive frame of mind which sets 
forth that smooth days can be ac- 
complished. A negative approach, 
based on rough periods being in- 
evitable, is simply surrendering to 
them and making certain those 
smooth days will be few and far 
between. 





Get the facts on the new wuHiTeE ppa...It’s the 
world’s most modern multi-stop delivery truck 


The PDQ sets new standards of efficiency and economy 
in multi-stop delivery. Rugged and maneuverable, 
it has all these wanted features: 


Rigid unitized construction Low maintenance cost 


Choice Dealerships Avaliable 
with a wonderful opportunity 
for good selling and good profit. 


Parallel loading Low operating cost Write or wire PDQ Division, 
New driver comfort 4 or 6-cylinder engines The White Motor Company, 
Low floor height Swivel seat Montpelier, Ohio. 





Plus the unique features you see painted on the PDQ truck above. 





WORLD LEADER IN HEAVY DUTY TRUCKS .6O YEARS OF LEADERSHIP 
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See Alcoa ad 
on pages 16-19 
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Dealer Rejuvenates Credit System... 





Charge Accounts Build Business 


WESTFIELD, N. J.—An intensi- 
fied charge account system for serv- 
ice and parts has enabled Westfield 
Motor Sales Co., Inc., 40-year-old 
Ford dealership here, to increase 
volume in this category by about 
$3,000 per month and widen the cus- 
tomer market. 

When James S. Crow, executive 
general manager, decided to 
shake up this branch of the busi- 
ness about a year ago, he had a 
file of 6,000 accounts — including 
deadheads and obsolete names. 

So he started from scratch. 
Names which had been activated 
within six months were retained. 

A pitch was made to new Ford 
owners in a scheduled mailing cam- 
paign. It began with a personal let- 
ter inviting the car owner to stop 
in at any time and meet personnel. 
This was followed by a series of 
letters pinpointing service and 
parts, emphasizing the charge ac- 
count service and suggesting that 
a credit application be filed. 

Existing accounts were reminded 


of this facility by a rubber-stamp 
on their statements, welcoming 
credit extension. The service was 
further publicized in newspaper ad- 
vertising and phone book yellow 
pages. 

The system also called for an 
overhauling of the credit investi- 





Government Gives Ford 


$2.3 Million Car Order 


DEARBORN.—A 2.3 million 
government contract for more 
than 1,600 Ford sedans for the 


awarded to Ford Division. 

The latest contract brings Ford 
Division’s total military vehicle 
orders to more than $16 million 
since Jan. 1. The cars, all four- 
door sedans, will be built at 10 





gation. A new application blank 
was prepared which asked for 
more personal and family rela- 
tionship data. 

Names of references were care- 
fully scrutinized. Department stores 
and oil companies were not judged 
desirable recommendations because 
@ man might pay these accounts 
and still be delinquent or have other 
debts. 

On the other hand, if he has a 
good standing with a small gas sta- 
tion, food store or small loan 
agency, his rating goes up. 

There is a lapse of about 48 hours 
after filing before decision is made 
on the application. 

The form, incidentally, has space 
at the end to fill in reason for re- 
fusal so that the applicant knows 
that it’s not always granted. About 
8 to 10 percent are turned down. 

If granted, the applicant gets a 
credit number starting with initial 
of his last name—such as A-104. 
This makes it easier to record for 
trial balancing and aids identifica- 


Quick Check in the Shop— 





Customers of Westfield Motor Sales Co., Inc., Westfield, N. J., who have credit 
account are on file in the shop, too. Here, the service manager checks 3-by-5 cards 
which duplicate office ledger so that he can grant immediate approval of credit trans- 
action. A purchase involving more than $200 must have the dealer's approval. 


tion if there is another person with 
a similar name. 

Credit accounts are posted on a 
large ledger card. They are further 
tabulated on 3-by-5 card index file 
in the service manager’s office so 
that he can refer to them instantly 
when a transaction is made. 

ly, smaller accounts go 
through automatically, but if it 





General Motors Reliability in Action... 


HARRISON AIR CONDITIONING. 
“DESERT-TESTED”’ 
IN LOCKPORT, N. Y. 





Air conditioning test in action! In one 
of the Harrison hot tunnels, a 1960 
GM car is tested under extreme hot 


weather conditions. 


HARRIGON RADIATOR DIVISION, 


o aaee 


HARRISON Provides Proven Reliability in Every Product! 


Tested on its own proving grounds . . . tested in the Harrison hot 
tunnels! This is where General Motors Car Air Conditioning first 
proves its mettle. These tunnels are used to test and prove the 
reliability and efficiency of Harrison Air Conditioning under all 

types of warm weather driving situations—from normal conditions 

to the extremes in heat and humidity. As a prime producer of 
automotive temperature-control equipment, Harrison engineering and 
proving facilities are the most modern and complete in the industry. 







That’s one of the reasons why Harrison is the leader in product value and 
dependability. If you have problems of temperature control . . . passenger 
comfort or vehicle efficiency . . . look to Harrison for the answer! 
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AUTOMOTIVE RADIATORS + OlL COOLERS + THERMOSTATS © AIR CONDITIONERS + HEATERS « DEFROSTERS 


MOTORS CORPORATION, LOCKPORT, 


NEW YORK 





involves $200 or more, Crow must 
approve it. There is no limit on 
charge business, however. 

On collections, a personal note as 
a mild reminder goes out if not paid 
within 30 days. It gets a little 
stronger after 60 days and there are 
hints of possible action after 90 
days. If it is still unpaid within 120 
days, a legal-looking form goes out, 
fully notarized and threatening suit 
unless the account is paid up within 
a certain time. 


As a result, the dealership has 
suffered losses of only 2 to 3 per- 
cent per year, which is charged off 
to bad debts at income-tax time. 
But this ig still a considerable re- 
duction over the 10 percent losses 
taken previously. 

The charge account names are 
kept up to date, and customers 
are sent a card at the beginning 
of the year advising that if the 
account is not activated within 
six months, they will be dropped 
and will have to refile to get back 
on the list. 


The overall effect has been that 
the charge account file has been 
confined to a live listing of about 
1,800 names, good accounts have 
been stimulated, closer control ob- 
tained and more activity pumped 
into this branch of the business. 

+ * * 





File of Live Ones— 


James S. Crow, Ford dealer in Westfield, 
N. J., checks ledger cards posting accounts 
of 1,800 active customers. Crow's system 
culls out the deadbeats and obsolete 
names. Customers who go for six months 
without using their accounts are dropped 
from the list and have to file to be re- 
instated. Intensified credit system has 
boosted service volume by $3,000 per 
month, Crow says. 


Silver Jubilee Marked 
By Biagini, Hellesoe 

SAN FRANCISCO.—Fred Biagini 
and Gus Hellesoe, B & H Motors, 
Ine, (Plymouth-DeSoto-V aliant), 
were honored at a luncheon mark- 
ing their 25th year at the dealer- 
ship. 

A silver tray was presented to 
them by J. C. Woodward, regional 
P-D-V manager. Biagini and Hel- 
lesoe teamed up in 1935 to form 
B & H Motors, which then was an 
associate of a San Francisco De- 
Soto distributor. 


Rambler-GMC Dual 


DALLAS, Ore.—Econo Rambler- 
GMC has opened here. 
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A Customer Speaks ee 


Other Side 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Ever wonder 
what an automobile sale looks like 
from the customers end? A friend 
of mine recently went looking for 
a car, and his reactions are worth 
a little time. 

In his own words: “I decided 
I wanted an Olds. No particular 
reason, I suppose, but it is some- 
thing I have always wanted to 
do and finally decided that now 
is the time. I also decided I 
wanted a used one, about a year 
old. 

“I went to a couple of deals up in 
the country, near where I work, 
but although they had a car or two 
I might have considered, it seemed 
to me that they weren’t very com- 
petitively priced. 

“I finally ended up at Old Re- 
liable Oldsmobile near my home. 
I got a nice salesman named 
Daneis who showed me a 1959 that 
was exactly what I was looking 
‘for, at a price that sounded per- 
fect to me, They were asking 


“He showed me around the car, 
and I got into it and looked every- 
thing over. But with only about 
4,500 miles on it, I really felt some- 
thing had to be wrong. 

“I’m not very technical about a 
car, but it seemed to me that the 
price and condition of the car 
just didn’t add up.I found a chalky 
substance around the windshield 
that looked like a new caulking, so 
I asked a question. 

“‘Look, at this mileage, it 
seems to me that something has 
to be wrong with this car. What’s 
that white stuff around the wind- 
shield? You know, the only thing 
that occurs to me is that it has 
probably been in a wreck and 
that that’s a replacement wind- 
shield.’ 

“He told me that the windshield 


Used-Car Notes 


CHICAGO. — The following new 
Officers have been installed by the 
Illinois Independent Automobile 
Dealers Assn.: 

C. H. Johnson, president; William 
Rothman, vice-president; Frank 
Barton, secretary; Lou Spritz, board 
chairman; Dave Bain, executive 
secretary; Jack Levin, treasurer, 
and James Cotton, Herb Levin, Fred 
Lutz, Tom Mangos, Jack Okun, Sid 
Ruben, Barney Rubinsky, Mike 
Scheckman, Ted Steele, Arnold Ad- 
dison, Cal Schneider and Jerry 


Shames, directors. 
* os . 


Fann Heads Phoenix Assn. 


PHOENIX.—New officers of the 
Phoenix Used Car Dealers Assn. 
are Don Fann, president; L. Van 
Fleet, vice-president, and Ray Cole, 
secretary. 

OK a 


Carter Adds Lot 


OAKLAND, Calif—Carter Car 
Co., 9133 E. 14th St., has opened a 
new lot at 9220 E. 14th St., accord- 
ing to Norm Bolton, a partner in 
the firm. 





ADVERTISEMENT 





See Alcoa ad 
on pages 16-19 








of the Deal 


may have leaked a bit when it was 
new and that it had been recaulk- 
ed, but he assured me the car had 
never been in a wreck and that it 
was exactly as he had represented 
it. 

“Well, after talking about my 
72,000-mile ’57 Chevrolet for awhile, 
we made a deal and I agreed to 





take delivery on Wednesday of 
that week, 

“I must say I’ve never been 
treated so well by any auto dealer. 
I got a new-car guarantee and a 
full tank of gas. 

“Now it isn’t very much, but I 
remember when I picked up my 
Chevrolet, the first thing I had to 





Phoenix Dealers Elect 
PHOENIX.—Don Fann has been 
elected president of the Phoenix 
Used Car Dealers Assn. Other of- 
ficers are L. Van Fleet, vice-presi- 

dent, and Ray Cole, secretary. 


do was look for a gas station, The 
gas gauge read empty, and I was 
really afraid I'd have to push the 
car the last couple of feet. 

“Not only was the tank full this 
time, but they took care of the 
whole transfer problem for me 
with the license plates, and they 
gave me some license plate frames, 
which my old car didn’t have. 

“And then this fellow Daneis got 
into the car with me and we drove 
around until he was sure I under- 
stood how everything in the car 
operated. 

“I don’t mind telling you I was 


pretty impressed by the treatment | 


I got. 

“It sure was different from the 
way I was treated the last time I 
bought a car, at . Boy that 
crowd really pushed me around. 
They couldn’t wait to grab the 
check out of my hand and push 
me out the door, And when I 
came back for service, they prac- 
tically laughed in my face, 

“But at Old Reliable, they were 
really grand to me, In fact about 
two days later, the salesman called 
and asked how I liked the car. 
Nobody has ever done that before. 

“IT had a few minor complaints, 





| YSeo Cars 





LEAKEY 


“If you know anything about 
cars, sir, I don’t have to tell you 
1931 was a vintage year.” 





and they were taken care of just 
the way the salesman told me they 
would be. No whining or attempts 
to get out of doing the little jobs 
for me, 

“Sure, one day they told me they 


tant things for me, but next time 
I went back they took care of 
everything. 

“After all, I'm a _ businessman, 
and I can understand if they ex- 
plain something to me reasonably, 
how they can get behind in their 
work, It happens to all of us some- 
times. 

“I have already recommended 
them to a number of people, And 
I do so without hesitation. It’s the 
best treatment I have ever received 
in an auto dealership. 

“I even took the car to a me- 
chanic friend of mine and told 
him I was thinkin’ about buying 
it. He looked it over carefully 
and told me ‘that it looked like 
a brand new car to him, He had 
it a couple of hours too, so I 
know he gave it a working over. 

“The car has been everything 
they represented it to be from the 
very first minute, 

“You know what this does for 
you, don’t you? Well, it just makes 
| you think about the next car you’re 
| going to buy, And you know, no 
|matter what kind of a car Olds- 
| mobile has then, I’m going back to 
Old Reliable for my next car.” 


And my ‘friend MacAlister walk- 





were so jammed they would only|ed off mumbling to himself with 


be able to take care of the impor- 





' happiness. 





Texaco Dealers are getting thousands of new customers as a result 
of Texaco’s big Spring TV Contest, now in full swing. Many of them 
will become permanent customers! This is another example of the 
support Texaco gives its Dealers with seasonal promotions. Full-page 
ads in 6 leading national magazines will be seen by 75 million readers. 
On television, the Texaco Huntley-Brinkley Report will tell millions 
of motorists about this big promotion. There will also be a saturation 
of TV spot announcements. Newspaper ads will blanket the country. 
Outstanding display material will attract motorists into Texaco 
stations. For Texaco Dealers it adds up to more traffic, more new 
customers, more sales. No wonder Texaco Dealers are such busy 
Dealers! They make more by selling the best... TEXACO 
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A PROMISING FUTURE §js one of the advantages 
of being a Texaco Dealer or Distributor. There 
may be an opportunity for you. Investigate ~— send 


this coupon to Sales Manager, Texaco Inc., 135 E. 
42nd St., New York 17, N.Y 


| would like complete information about the possi- 


bility of my teaming up with Texaco as a: [_] Dealer, 
(1) Consignee, [(] Distributor. (Please check) 
NAME 

STREET. 

CITY. BONE ccnmnintn 
STATE 


















Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 
steering. 

aa +. * 

ALBANY 


Tim Anspach Auto Auction, Inc, 





Sale 


every Monday. Prices are for sale of May 
2. Car prices began to wilt at our auction 
here today, The price decline was moderate 


and showed only on second grade cars. 


Real original nice used cars are selling 
as high as they ever were, the price break 


showed 


on cars that had been refinished 


and fixed over. Sold 80 percent of 199 


consignments. 
BUICK—’57 Century 2-dr. Riviera, $950*; 
Super 2-dr, Riviera, $775* (ps). 
'56 Special 2-dr. Riviera, $725°; 
4-dr, Riviera, $690* (ps); conv., $600* 


(ps). 
‘65 Super 2-dr. Riviera, $500*; RM 2-dr. 
Riviera, $370* (ps); Special 4-dr., 


$350. 

OADILLAC—'60 de Ville 2-dr, hardtop, 
$4,875* (ps); 
750* (ps). . 

’59 (62) 4-dr. hardtop, $3,550* (ps); 
de Ville 2-dr. hardtop, $3,500* (ps). 

'S7T (62) 2-dr. hardtop, $1,750° (ps). 

‘56 (62) 2-dr. hardtop, $1,500* (ps); 
4-dr., $1,210* (ps); (60) Special 4- 
dr., $1,260* (ps). 

"55 (62) 4-dr., $850* (ps) 


Super 


(62) 4-dr, hardtop, $4,- 


OHEVROLET—’'59 Bel Air (6) 4-dr., $1,- 


575°. 
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’58 Brookwood (6) 4-dr., $1,250, $1,225; 
Biscayne (6) 4-dr., $1,100. 

’57 Bel Air (8) conv., $1,400; Two-ten 
(6) 2-dr. hardtop, $1,075*, $875; sta- 
tion wagon 4-dr., $900. 

56 Two-ten (8) Delray, $825*; 4-dr. 
hardtop, $730*; 4-dr., $425; Two-ten 
(6) station wagon 4-dr., $515; 2-dr., 
$400; One-fifty (8) 2-dr., $700*; One- 
fifty (6) 4-dr., $560. 

’55 Bel Air (8) 2-dr., $560*, 

’54 Bel Air 4-dr., $450*, $330*; 2-dr., 
$290*; Two-ten 4-dr., $270, $200. 
DesOTO—'57 Firedome 4-dr., $770* (ps). 
DODGE—’'57 Royal (8) 2-dr, hardtop, 

$940* (ps). 

'56 Coronet (8) 4-dr., $600*. 

‘55 Royal (8) 2-dr, hardtop, $430°*. 
EDSEL—’58 Villager 4-dr., $825* (ps). 
FORD—’59 Fairlane 500 (8) 2-dr. Victoria, 

$2,050* (ps); Country Sedan (8) 4-dr., 


$1,850*; Galaxie (8) 2-dr, Victoria, 
$1,720*. 
’58 Country Squire (8) 4-dr., $1,500* 


(ps), $1,230 (ps); Fairlane (8) 2-dr., 
$1,040*; Custom (6) 2-dr., $930; Cus- 


tom 300 (6) 4-dr., $900. 

‘57 Country Squire (8) 4-dr., $1,200* 
(ps); Fairlane 500 (8) 4-dr., $1,135* 
(ps), $975* (ps); Country Sedan (8) 
4-dr., §$950*, $885°* (ps); Custom 300 
(8) 4-dr., $800; Custom 300 (6) 4-dr., 
$730, $675. 

‘56 Fairlane 500 (8) 2-dr, Victoria, 


$920* (ps); Fairlane (8) 2-dr., $780*; 
4-dr., $760* (ps); Parklane (8) 2-dr., 
$760*; Country Sedan (6) 4-dr., $710; 
Main (8) 2-dr., $675; Ranch Wagon 
(8) 2-dr., $670*%; Custom (8) 4-dr., 
$650*, $510; 2-dr., $625, $575; 2-dr. 





Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Figures alongside bars represent dollars. 


Victoria, $470*. 
'55 Fairlane (8) 2-dr., $600; 4-dr., $600, 
$550*; Country Sedan (8) 4-dr., $570. 
HUDSON—’55 Hornet 2-dr., $220. 
IMPERIAL—’58 Imperial 2-dr. hardtop, 
$1,800°*. 
LINCOLN — '58 Continental Mark III 
conv., $2,250* (ps). 
MERCURY — '58 Voyager 4-dr., $1,475* 


(ps). 

’57 Turnpike Cruiser 2-dr, hardtop, $1,- 
150; Commuter 4-dr., $950*. 

’56 Montclair 4-dr. hardtop, $600; 2-dr. 
hardtop, $485; Monterey 4-dr, hard- 
top, $550* (ps). 

55 Monterey 4-dr., $510* (ps), $475", 
$475* (ps); 2-dr. hardtop, $475; Cus- 
tom 4-dr., $460°. 

OLDSMOBILE—’58 (88) Super 4-dr. Holi- 
day, $1,500* (ps); (88) 4-dr., $1,460* 
(ps); 4-dr, Holiday, $1,300* (ps). 

’57 (88) Super 2-dr, Holiday, $1,260* 
(ps). 

"56 (98) 2-dr. Holiday, $575* (ps). 

55 (98) 4-dr., $660* (ps); (88) 2-dr., 

90* 


$490°*. 
PACKARD—’56 Clipper 4-dr., $310*. 
PLYMOUTH—’57 Savoy (8) 2-dr., $580*. 

’56 Belvedere (8) 2-dr, hardtop, $700*; 
4-dr., $700*, $385*; Savoy (8) 4-dr., 
$520*; Plaza (6) 4-dr., $410. 

’55 Belvedere (6) 2-dr, hardtop, $500*; 
Savoy (8) 4-dr., $410; Savoy (6) 4- 
dr., $230; Plaza (6) 4-dr., $330, 

PONTIAC—’'56 Star Chief 2-dr. Catalina, 
$880". 

‘55 Star Chief 2-dr. $470; 
Chieftain 2-dr., $430. 

'54 Chieftain 4-dr., $150. 

RAMBLER—’57 Super (6) 4-dr., $735. 


Catalina, 

















(Copyright, 1960, by Automotive News) 


STUDEBAKER—’57 Scotsman 2-dr., $400. 
MISCELLANEOUS—’57 Ford %-ton pick- 


up, $820. 

’56 Willys panel, $385. 

’55 Dodge %-ton pickup, $450; Ford %- 
ton pickup, $370. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of May 3. 


BUICK—’'59 Invicta 4-dr, hardtop, §$§2,- 
270* (ps). 
’58 Century 4-dr., $1,235* (ps). 
‘55 Century 2-dr. Riviera, $550* (ps). 
CADILLAC—’58 (62) 4-dr. hardtop, §$2,- 
500* (ps). 
’57 Eldorado conv., $3,600* (ps); (60) 


Special 4-dr. hardtop, $2,000* (ps). 

"56 (62) conv., $1,450* (ps), $1,375* 
(ps); 2-dr. hardtop, $1,050* (ps); (60) 
Special 4-dr., $1,025* (ps). 

CHEVROLET—’'60 Impala (8) sport se- 
dan, $2,370* (ps); Corvair (6) 4-dr., 
$1,615, $1,600*. 

"59 Impala (8) conv., $2,050* (ps); 
sport sedan, $1,920* (ps), 2 at $1,- 
825* (ps); Bel, Air (8) 2-dr., $1,300. 

'58 Impala (8) 2-dr. hardtop, $1,440* 
(ps), $1,420* (ps); Bel Air (8) 4-dr., 
$1,130". 

‘57 Bel Air (8) sport sedan, $1,300* 
(ps); sport coupe, $1,060*; Two-ten 
(8) 4-dr., $1,100* (ps), 

CHRYSLER—’'57 NY 4-dr., $1,295" (ps); 
4-dr, hardtop, $1,225* (ps). 

56 NY 2-dr, hardtop, $730* (ps). 

— ‘'55 Fireflite 2-dr. hardtop, 
$550*. 
DODGE—’60 Seneca (8) 4-dr., $1,770. 


MERCURY—’ 57 


PONTIAC—’56 Chieftain 2-dr. 


CADILLAC—'59 de Ville 4-dr. 


'59 Coronet (8) 4-dr, $1,650* 
(ps). 
’57 Coronet (8) conv., $710* (ps). 
FORD—'60 Galaxie (8) 4-dr., $2,115* 
(ps), $1,950*; Falcon (6) 2-dr., $1,- 
740; 4-dr., $1,650. 

"59 Galaxie (8) 4-dr, Victoria, $1,820* 
(ps); 4-dr., $1,515 (ps); 2-dr., $1,- 
460° (ps); Fairlane 500 (8) 4-dr., $1,- 
515. 

’58 Ranch Wagon (6) 2-dr., $880, 

'57 Fairlane 500 (8) 4-dr. Victoria, 
065* (ps), $925* (ps); Fairlane 500 
f 2-dr., $630*, $600; Custom (6) 
-dr 


-» $500, 
56 Custom (8) 2-dr., $575; Fairlane (6) 
2-dr., $500*; Country Sedan (8) 4-dr., 
90 


hardtop, 


$1,- 


$490. 
LINCOLN—’59 Continental Mark IV 4-dr. 


hardtop, $3,150* (ps). 

’57 Premiere conv., $1,375* (ps), 

Monterey conv., 
(ps); 4-dr., $600*, 

’56 Monterey station wagon, $725* (ps); 
2-dr. hardtop, $670*, 


$775* 


NASH—'57 Ambassador (8) 2-dr., $700* 
(ps). 
OLDSMOBILE—’57 (98) 4-dr., $1,190. 


PLYMOUTH—’'58 Plaza (6) 4-dr., $710. 


’57 Savoy (6) 2-dr, hardtop, $570*; Sub- 
urban (6) 4-dr., $500; Plaza (6) 2- 
dr., $375. 

’56 Belvedere (8) 2-dr., $500*. 

Catalina, 

$575; Safari 4-dr., $535* (ps). 


RAMBLER—’59 Ambassador (8) Cross 


Country, $1,750, $1,725 (ps); Ameri- 
can (6) station wagon, $1,300; 2-dr., 
$1,065. 
"58 Super (6) 4-dr., $935*, 
LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction, Sale every Tuesday, Prices are 
for sale of May 3. 
BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
860*. 
‘57 Century Estate Wagon, $1,350* (ps); 
4-dr, Riviera, $1,045* (ps); Special 
4-dr. Riviera, $1,005*, $885*; 2-dr. 


Riviera, $1,000°*. 

56 Century 4-dr, Riviera, $600*; Special 
4-dr, Riviera, $575*. 

"55 Special 2-dr_ Riviera, $690*, $470*, 
$420*; 4-dr., $385* 

hardtop, 
$4,375* (ps), $4,250* (ps), $4,000* 
(ps), $3,990* (ps); (62) 4-dr., $3,810* 
(ps), $3,595* (ps). 

"58 (62) Coupe de Ville, $3,250* (ps), 
$2,790* (ps); Sedan de Ville, $2,775* 
(ps); conv., $2,705* (ps); 2-dr, hard- 
top, $2,590* (ps). 

‘57 (60) Special conv., $2,335* (ps); 
(62) conv., $2,175 (ps). 

"56 (62) Sedan de Ville, $1,475* (ps); 
2-dr, hardtop, $1,465* (ps), $1,395* 
(ps); 4-dr., $1,375* (ps). 

’55 (62) Coupe de Ville, $1,360* (ps). 


CHEVROLET—’'60 Impala (8) sport coupe, 


$2,750* (ps), 
dr., $1,990*; 
$1,800°. 

’59 Impala (8) conv., §$2,050* (ps); 
sport coupe, $2,040*; sport sedan, $2,- 


$2,675; Biscayne (8) 2- 
Corvair 700 (6) 4-dr., 


040* (ps); 4-dr., $1,790*%; Impala (6) 
sport sedan, $1,870* (ps); Parkwood 
(8) 4-dr., $2,030*, $2,010*; Bel Air 
(8) 2-dr., $1,630°; Biscayne (8) 4-dr., 
$1,440*; Biscayne (6) 2-dr., $1,385, 
$1,265°. 

‘58 Impala (8) sport coupe, $1,730* 


(ps), 2 at $1,680* (ps), $1,660* (ps), 
$1,655* (ps); conv., $1,550* (ps), $1,- 
(ps); Brookwood (8) 4-dr., $1,- 
$1,345* (ps), $1,320*; Bel Air 


(Continued on Page 83, Col, 1) 








COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 

SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 


Norman Early 








Denver Auto Auction 


6% South Santa Fe 
Phone: SU 1-6673, Ed. G. Smith 


Auction Every Friday 
at 11:00 A.M. 


Littleton, Colo. 


Auctioneers: Geo, Workman—Bill Hauschildt 


Titles and Checks Guaranteed 
TWIN RING SELLING 











CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 








MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 








MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


cee 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 

Exclusively for Dealers 
“DUAL RING" 2 lines running simultene- 
ously, 
Conveniently located in the heart of the 
automobile world, 
Ten acres of completely fenced parking 
area. 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 
Fair management. 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McColium, Vice-President and Manage: 
3711 Western Road Phone CEdar 2-3/8! 


e@eee 





MICHIGAN 
OA! SERRATE re 
SAM GOODMAN'S 
STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62, Same loca- 
tion—new facilities. 


EVERY TUES. & FRI. 12:00 NOON 








NEW JERSEY 





Minutes from New York City 





AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 
ep ARERR 1 Sl RD aR 





NEW JERSEY 


OAT ETRY A a3 8 0133 


NO HOUSE CARS! 


N-A-D-E 


TTT eis) ee 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 
Menday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. Rt. 


224, Ph: PL 3-6643, Titles, Checks 
guaranteed. Twice weekly, Tues., 
Thurs., 12:30 sharp. 





TENNESSEE 





JOHNSON AUTO 
AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—Neo Registration Fee 









Crossroads 


. . » where they meet... 








buyers and sellers . . . new and 






used car dealers. They meet at 





the dealer auctions of the na- 





tion . . . and on the pages of 





Automotive News. 









You will reach both groups 
through an ad in Automotive 





News. 











ate 


nents heat 
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, $250 
CHRYSLER” 58 NY 4-dr. hardtop, §$1,- 
800* (ps). 
’55 Windsor 4-dr., $600* 


Used-Car Auction Prices _ ||»siei23 stat), «0, naw: 





(8) sport coupe, §$1,330*, $1,285*; 
sport sedan, $1,310* (ps), $1,300* 
(ps), $1,290*, $1,050; 2-dr., $1,180*; 
Biscayne (8) 4-dr., $1,205*, $1,165", 
$1,140*, $1,125*, $1,030*, $1,020*%; 2- 
dr., $1,085* (ps); Biscayne (6) 4-dr., 
$1,050; Delray (6) 4-dr., $935; Delray 
(6) 2-dr., $700. 

°657 Bel Air (8) conv., $1,285* (ps); 
sport sedan, $1,200*, $1,000*; Two- 
ten (8) station wagon, $1,210*; 2-dr., 
$995, $890*; 4-dr., 3 at $925*, 

"56 Bel Air (8) sport coupe, $825", 
$780* (ps), $750*; conv., $765* (ps); 
Two-ten (8) Delray, $770*; One-fifty 
(8) 2-dr., $530; One-fifty (6) delivery 
sedan, $500. 

’*55 Bel Air (8) sport coupe, $850*; 
conv., $790*; 2-dr., $525*; Two-ten 
(6) 4-dr., $565*; Two-ten (8) Delray, 
$535*; 4-dr., $425, $335; One-fifty (6) 
delivery sedan, $265. 

OHRYSLER—’57 NY 2-dr. hardtop, $1,- 
550° (ps); 4-dr., $1,420* (ps). 

"56 NY 4-dr., $760* (ps), 

COMET—’60 Comet station wagon, §$2,- 
610*. 
DODGE—’59 Royal (8) 2-dr. hardtop, $2,- 


’57 Custom Royal (8) 2-dr, hardtop, 
$1,100*; Coronet (8) 2-dr, hardtop, 
$810*; 2-dr., $710* 


(Continued from Page 82) '56 Royal (8) 4-dr., $540*; 2-dr, hard- 
top, $530*, - 
(ps), $2,365*; 4-dr, Riviera, $2,520* '55 Royal (8) 2-dr, hardtop, $490*; 
. s Coronet (8) 2-dr., ° 
58 Special 2-dr., $1,390*; 2-dr, Riviera, | EDSEL—’59 Villager car, "$1,850*. 
; $1,375*, $1,060*. FORD—’60 Galaxie (6) 4-dr., $2,065. 
55 Special 4-dr, Riviera, $405*; Century ’59 Thunderbird (8) conv., $2,800* (ps); 
2-dr, Riviera, $185*, 2-dr, hardtop, $2,790* (ps); Galaxie 
CADILLAC—’ 57 (62) conv., $2,210* (ps). (8) conv., $2,120* (ps), $1, 850°; 2-dr., 
56 (62) Coupe de Ville,’ $1,475* (ps); $1,935*; Fairlane 500 (8) 4-dr. Vic- 
: 4-dr., $1,270* (ps), toria, $1,915* (ps); Fairlane (8) 4- 
55 (62) conv., $1,520* (ps), dr., $1,625*, $1,370; 2-dr., $1,420*, 
a Bel Air (8) 2-dr., $2,- $1,400*; Custom 300 (8) 2-dr., $1,- 
; 175 475*; Custom 300 (6) 2-dr., $1,455, 
59 Impala (8) sport coupe, $2,000*, $1,- $1,435, $1,250. 
035*; sport sedan, $1,970* (ps); 4-dr., ’58 Fairlane 500 (8) skyliner, $1,525* 
$1,880*; Parkwood (8) 4-dr., $1,800* (ps); conv., $1,475* (ps); 2-dr. Vic- 
(ps); Bel Air (8) 4-dr., $1,740*, $1,- toria, $1,265*; 4-dr. Victoria, $1,110* 
650* (ps), $1,600*, $1,550* (ps); 2- (ps); Country Sedan (8) 4-dr., $1,- 
dr., $1,500*; Biscayne (8) 4-dr., $1,- 275*; Custom 300 (6) 2-dr., $780, 
i 545* (ps). ’57 Fairlane 500 (8) conv., $1,110* (ps); 
58 Impala (8) conv., $1,600*, $1, = Fairlane (8) 2-dr, Victoria, $930, $855* 
(ps); 2-dr. hardtop, $1,480* (ps); (ps); Custom 300 (8) 2-dr., $820; 4- 
Air (8) sport sedan, $1,280*; Siedaoas dr., $815. 
(8) 4-dr., $1,170; Biscayne (6) 2-dr., ’56 Parklane (8) 2-dr., $685*; Fairlane 
ya ,010, $875, $865; Delray (6) 2-dr., (8) 2-dr. Victoria, $675*, 2 at $660*, 
$610; Custom (6) 4-dr., °, 50* ; 
‘ot Bel “Air (8) station wagon, $1,170*, 2-dr., $525, $500. rere 
’55 Fairlane (8) 2-dr., $605* » $525°, 
56 Bel Air (8) 2-dr., 2 at $675*, $435°; $420; Country neaie” (8) £232: Haas: 
conv., $625*; Two-ten (6) 2-dr., $640, Custom (8) 4-dr., $325. 


115* (ps); Coronet (8) 2-dr, hardtop, 
$1,885* (ps). 

FORD—’60 Thunderbird (8), $4,345* (ps), 
$4,300* (ps); Galaxie (8) 2-dr., §$1,- 
960*. 

"59 Thunderbird (8), $3,335* (ps); Ga- 
lixie (8) 4-dr, Victoria, $1,930* (ps); 
Country Sedan (8) 4-dr., $1,800*; 
Fairlane 500 (8) 2-dr,. Victoria, $1,- 
775* (ps); Fairlane (8) 4-dr., $1,500, 
$1,475*; 2-dr., $1,475*, 

’58 Thunderbird (8), 12,550* (ps); Coun- 
try Sedan (8) 4-dr, (9 pass.), $1,320* 
(ps); Fairlane (8) 2-dr, Victoria, $1,- 
285* (ps); 4-dr., $1,035*; 4-dr, Vic- 
toria, $950* (ps); Fairlane 500 (8) 2- 
dr, Victoria, $1,260* (ps); 4-dr, Vic- 
toria, $1,200* (ps), $1,195* (ps), $1,- 
155* (ps). 

’57 Thunderbird (8), $2,100*; Country 
Squire (8) 4-dr., $1,200* (ps); Fair- 
lane 500 (8) 2-dr,. Victoria, $1,180* 
(ps), $1,065* (ps), $990*; Country 
Sedan (8) 4-dr., 2 at $950*, $925*; 
Ranch Wagon (8) 2-dr., $925*; Fair- 
lane (8) 2-dr. Victoria, $745; Custom 
(8) 4-dr., $660*, $485*, 

56 Fairlane (8) 2-dr, Victoria, $665* 
(ps); Ranch Wagon (8) 2-dr., $650*; 
Custom (8) 2-dr., $585*; 4-dr., $560*, 
$560; Country Sedan (8) 4-dr., $565*; 
Main (6) 2-dr., $340, 

55 Fairlane (8) 2-dr., $565* (ps), 
$550*; 4-dr., $525*, $485*, $480*; 2- 
dr, Victoria, $490* (ps); Country Se- 
dan (8) 4-dr., $540, $500*; Custom (6) 
2-dr., $475*; Custom (8) 4-dr., $445°; 
2-dr., $385. 

IMPERIAL—’58 Imperial 4-dr, hardtop, 
$2,200* (ps). 

MERCURY—'57 Montclair 2-dr. hardtop, 
$1,170* (ps); Commuter 4-dr., $1,- 
000* (ps); Monterey 4-dr, hardtop, 
$965* (ps). 

’56 Custom station wagon, $650*; Mon- 
terey 4-dr., $530*, $525*; Montclair 
2-dr., $500*; conv., $410* (ps). 

55 Montclair 2-dr. hardtop, $590* (ps), 
$385*; Monterey station wagon, $585*; 
Custom 2-dr., $325*, 

OLDSMOBILE—’60 (98) conv., $3,575* 
(ps). 

"58 (88) 2-dr. Holiday, $1,775* (ps); 
(98) 4-dr. Holiday, $1,615* (ps), 

57 (98) 2-dr. Holiday, $1,400* (ps), 
$1,300* (ps), $1,285* (ps), $1,100* 
(ps); 4-dr. Holiday, $1,260* (ps), $1,- 
255* (ps); (88) 2-dr. Holiday, $1,230* 
(ps); 4-dr. Holiday, $1,120* (ps); (88) 
Super 4-dr, Holiday, $1,190* (ps). 

"56 (88) Super 4-dr. Holiday, $750* 
(ps); 2-dr. Holiday, $735* (ps), $625*, 
$600*; (98) 2-dr, Holiday, $685* (ps), 
$530* (ps), $420* (ps); (88) 4-dr. 
Holiday, $660*; 4-dr., $450*, 

PLYMOUTH—’'59 Suburban (8) Sport 4- 
dr., $1,875* (ps); Fury (8) 4-dr. 
hardtop, $1,785* (ps); Belvedere (8) 
4-dr, hardtop, $1,460* (ps), $1,425* 
(ps); 4-dr., $1,455* (ps), 

*58 Suburban (8) Custom 4-dr., $1,505*; 
Sport 4-dr., $1,425* (ps); Fury (8) 
2-dr. hardtop, $1,340* (ps); Belvedere 
(8) 2-dr. hardtop, $1,230* (ps), $1,- 
140* (ps); Savoy (8) 4-dr., $1,025* 
(ps); 2-dr, hardtop, $980*; 2-dr., 
$885°*. 

'57 Savoy (8) 4-dr., $645*; Plaza (8) 4- 
dr., $585. 

‘56 Belvedere (8) 2-dr., $665*; 4-dr., 
$575*; 2-dr, hardtop, $575*; Savoy 
(8) 4-dr., $580". 

’55 Belvedere (8) 2-dr. hardtop, $500; 4- 
dr., $495* (ps); 2-dr., $350*%; Belve- 
dere (6) 2-dr, hardtop, $385*; Sub- 
urban (6) 4-dr., $390*; Plaza (6) 2- 
dr., $330. 

PONTIAC—'58 Bonneville conv., $1,800* 
(ps). 

’56 Star Chief 2-dr, Catalina, $600*; 4- 
dr, Catalina, $490* (ps); Chieftain 2- 
dr, Catalina, $575*; conv., $500*; 4- 
dr, Catalina, $480*, $415*. 

’55 Star Chief 2-dr. Catalina, $590* 
(ps); 4-dr., $340*; Chieftain 2-dr. Ca- 
talina, $465*. 

RAMBLER—’'60 Super (6) Cross Country, 
$2,590". 

’59 Custom (6) Cross Country, $1,800°; 
Ambassador (8) 4-dr., $1,430* (ps). 
’58 Custom (6) Cross Country, $1,385*. 
STUDEBAKER—’'59 Lark (8) station 
wagon, 2 at $1,600; Lark (6) station 

wagon, $1,535; 2-dr., $1,260. 

'58 Silver Hawk (8) 2-dr., $1,175", 

'56 Golden Hawk (8) 2-dr, hardtop, 
$560 (ps). 

MISCELLANEOUS—'60 Ford (8) Falcon 
Ranchero, $1,930. 


’59 Chevrolet (8) El Camino, $1,865; 
Ford (8) 1-ton stake, $1,550 

‘58 Ford (8) Ranchero, $1,285*; F-100 
(8) pickup, $1,040*. 

'S7 Ford (8) F-100 pickup, $990*, $675; 
(6) F-100 pickup, $760; (8) Courier, 
$680, $640, 

"56 GMC (8) %-ton pickup, $705*; Ford 
(8) F-100 pickup, $670*; (6) %-ton 
pickup, $610; Dodge (6) %-ton pick- 
up, $560. 


’55 Dodge (8) %-ton pickup, $460*; 
Chevrolet (6) carryall, $340, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of May 4, 
BUIOK—’59 Electra 225 conv., $2,710* 





$565", $555*, $530*, $510; Two-ten | IMPERIAL—’54 Crown 4-dr., $480*. 
(8) 2-dr., $565*; One-fifty (6) 4-dr., | LINCOLN—’56 Premiere 4-dr., $975*. 
; $600. MERCURY—’59 Montclair 2-dr. hardtop, 
55 Bel Air (8) 2-dr., $595*, $320*; 4- $2,110*; Monterey 4-dr., $1,550*. 
dr., $280; Bel Air (6) 2-dr., $500; ‘58 Monterey 4-dr., $1,300*; 2-dr., $1,- 
Two-ten (8) station wagon, $530*; 2- 175*. 


eae 





RAMBLER—'59 Ambassador (8) 4-dr., 
$1,800* (ps); Custom (6) Cross Coun- 








Model Breakdown try, $1,635; Super (8) 4-dr., $1,400; 
American (6) station wagon, $1,260, 
Of Auction Averages | 712 oo sings 
May, 1960 April, March, ’55 Custom Cross Country, $450, 
Model To Date 1960 1960 | STUDEBAKER—’57 Champion (6) 2-dr., 
1960............ 393 408 $410. 
$2,328 $2 $2, MISCELLANEOUS—’59 Studebaker stake 
«oo ASM 1,971 2,103 pickup, $1,015, 
1,372 1,352 1,374 
952 956 962 PORTLAND, ORE. 
644 666 655 Portland Auto Auction, Inc, Sale every 
462 494 486 | Tuesday, Prices are for sale of May 3. 
297 $14 309 | BUIOK—’59 LeSabre 4-dr. hardtop, $2,- 
195 215 217 245* (ps); 4-dr., $1,820* (ps). 
hwoteetiiesee OADILLAC—'58 (62) 2-dr. hardtop, §$3,- 
Overall ——— 150° (ps). 








Average 020 1,045 064 | CHEVROLET — '59 Impala (8) sport 
$1, $1, $1, coupe, $1,920* (ps); sport sedan, $1,- 
900*; Parkwood (6) 4-dr., $1,785; Bel 





’57 Monterey 2-dr, hardtop, $890*, Air (8) 4-dr., $1,770* (ps), $1,675; 2- 
= ae 4-dr., $665*; Custom 4- dr., $1,635*; Biscayne (8) 2-dr., $1,- 
$605*; 2-dr., $410°*, 650°; Biscayne (6) 4-dr., $1,565; 2- 
OLDSMOBILE— 57 (88) conv., $1,375*| | aF., $1,540, 
(ps); 2-dr., $980*; (98) 2-dr, Holiday, 58 Impala (8) conv., $1,800* (ps); 2- 
$1,300* (ps). dr. hardtop, $1,716*, $1,650°; Brook- 
56 (98) 2-dr, Holiday, $940* (ps), wood (8) 4-dr., $1,715* (ps), 2 at $1,- 
’55 (88) Super 2-dr., $855* (ps); (88) 550°, $1,525*; Brookwood (6) 4-dr., 
2-dr., $525*, $410°*, 2 at $1,450, $1,425; Biscayne (6) 4- 
PLYMOUTH—’59 Savoy (6) 2- 2-ér., $1,320; dr., $1,395, $1,150, $1,135* (ps); Bis- 
Belvedere (8) 4-dr., $1,3) cayne (8) 4-dr., $1,325, $1,300*, $1,- 
’5S Belvedere (8) 4-dr., ne O7be. 255*; Bel Air (6) sport coupe, $1,- 
’57 Belvedere (8) 4-dr., $715*, $585*; 365; Delray (6) 4-dr., $1,205; 2-dr., 
Savoy (8) 4-dr., $550, $1,035. 
’56 Suburban (8) 4-dr., $550, ’57 Bel Air (8) sport coupe, $1,325*; 4- 
’65 Belvedere (8) 4- -dr., $350°, dr., $1,165"; Bel Air (6) 4-dr., $1,- 
PONTIAC—’59 Bonneville Safari 4-dr., 280°; One-fifty (6) 4-dr., $900; Two- 
$2,265*. ten (6) 4-dr., $830. 
58 Chieftain 2-dr., $1,570* (ps). *56 Bel Air (8) sport sedan, $935* (ps); 
’56 Chieftain Safari 4-dr., $625*; 4-dr. Two-ten (6) Delray, $835*; One-fifty 
Catalina, $515*; 2-dr., $490*; 2-dr. (8) 4-dr., $800*; One-fifty (6) 2-dr., 
Catalina, $435*. $610. 
’55 Chieftain 2-dr., $235°, (Continued on Page 86, Col, 2) 


SS 


Valiant saves on handsome 1-piece instrument cluster of 





From the standpoints of 
engineering and styling, 
there is more than meets 
the eye in the handsome 
instrument panel of 
Chrysler Corporation’s 
new Valiant. 


What appears to be a multiple assembly of compo- 
nents is actually a single part—a one-piece molding 
of PLEXIGLAS® acrylic plastic. Formerly such an 
instrument cluster would have consisted of a die cast 
metal bezel, a decorative metal backing, and acrylic 
dial sections. But on the Valiant the bezel and back- 
ing effects are achieved, with heightened effective- 
ness, by metallizing the first surface of the clear 
PLEXIGLAS molding. 


The result: Striking metallic appearance with strength 
and durability, elimination of extensive assembly 





PLEXIGLAS 


and metal-finishing operations, and an estimated 
cost saving of approximately 50% compared to the 
traditional method of production. 


We will be glad to provide detailed information and 
design assistance on cost-saving one-piece PLEXIGLAS 
moldings. 


Chemicals for Industry 


EM ROHM € HAAS 


———— COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 






Detroit Representative: 2. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road, BRoadway 3-0674. 


In Canada: Rohm & Haas Company of Canada, Lid., West Hill, 
Ontario 
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Ad Page Exposure study—the new , 





measure of media effectiveness. APX 













estimates the number of times a reader turns to 











your ad page. Actually counts the face-to-face 





Sales calls your ad page makes on 





new-car prospects. It goes way beyond 







We the limits of the old audience 


Vv measure 











. 
» a 
\ 
We'll be glad to give 
you a call-for-call, doliar-for-dollar 
media comparison. And we can 
2 promise you a few surprises! 
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Delco Radio Opens 


Detroit Sales Office 

DETROIT.—-A Detroit office for 
semiconductor sales and applica- 
tions has been opened by Delco 
Radio Division of General Motors, 
according to D. A, Sandberg, gen- 
eral sales manager. 

Ralph Duke, formerly resident in- 
spector for Delco Radio at Cadillac 
Division, hag been named to head 
the office, which will be located at 
57 Harper Ave. 








Member Pennsylvania 
Grade Crude Oil Assn. 
Permit No. 12 


sell the best... 


We refine only the best grades of Pennsyl- 
vania Crudé Oils. Our process is slow, at 
controlled low temperatures which preserve 
the precious lubricating quality that has 
made Pennsylvania Oil famous. 

We believe that the best engine perform- 
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Used-Car Auction Prices 


(Continued from Page 83) 


"55 Bel Air (8) conv., $905*; Bel Air (6) 





2-dr., $585* ; Two-ten (8) ‘station wag- (ps). 
on, $690°*; 2-dr., $615". 57 Royal (8) 2-dr, hardtop, $1,355* 
CHRYSLER—’58 300 2-dr. hardtop, §$2,- (ps); Coronet (8) 2-dr, hardtop, 
195* (ps). $995". 
56 NY 4-dr., $855* (ps). — Falcon (6) 2-dr., $1,945, $1,- 
DesoTO — ’ Firesweep 4-dr., $1,095*° . 
(ps). = 4 $ a a (8) hardtop, 
, Fi 2-dr. hardtop, 10* ¢ ; 5° (ps); Galaxie (8) skyliner, $2,- 
“Wiens ante, $800* ‘— sor 350° (ps); 4-dr, Victoria, $2,155* 
(ps); Country Sedan (8) 4-dr., $1,- 
855*; Fairlane (8) 4-dr., $1,645* (ps); 
Custom 300 (8) 4-dr., €1,550* (ps), 
$1,495°. 


700° (ps); Country Sedan (8) 


$1,365" (ps); Custom 300 (8) 


"57 Country Sedan (8) 4-dr., 
(ps), $1,305*, $1,300* (ps), 
Fairlane 500 (8) 2-dr. 
295* (ps); 4-dr, Victoria, 
Custom 300 (8) 2-dr., $880*; 
$790; Main (8) 2-dr., $875, 


tom (8) 2-dr., $350*, 
MEROURY—’59 Monterey 4-dr., 
‘58 Monterey 4-dr., $1,365* (ps), 
‘6566 Custom 4-dr, hardtop, $800*. 


terey 2-dr, hardtop, 


(ps); 4-dr., $610*, 
"50 (88) 2-dr. Holiday, $285*. 
PLYMOUTH—'59 Fury (8) 4-dr. hardtop, 


"58 Savoy (8) 2-dr., $1,000*, 
’56 Belvedere (8) 2-dr., $735*, 

’55 Plaza (8) 2-dr., $445°. 
PONTIAC—’ 59 Catalina sport coupe, 
065* (ps); 4-dr., $1,725* (ps). 
’58 Bonneville sport coupe, $1,750* (ps); 

Chieftain Safari 4-dr., $1,720* (ps). 
’55 Star Chief 4-dr., $810* (ps), $700* 
(ps), $650° (ps), $595*; 2-dr, 
lina, $750* (ps). 
RAMBLER—’59 Super (8) 4-dr., $1,510*. 
‘658 Custom (6) Cross Country, $1,695*; 
American (6) 2-dr., $915. 
’57 Custom (6) 4-dr., $910. 





ol 





Chevrolet (6) %-ton pickup, $1,045. 
"56 Ford (8) %-ton pickup, $895. 
’55 Chevrolet %-ton pickup, $795. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day, Prices are for sale of May 3, Ter- 
rific sale. 
cars from 729 consignments, 
BUICK—’60 Electra conv., $3,200* (ps). 

’59 LeSabre 4-dr., $2,200* (ps), $2,000* 

(ps); 2-dr., $1,565. 
’58 Limited conv., $2,005* (ps), $1,925* 


ance calls for the best oil. Thousands of your (ps); 4-dr., $1,850* (ps) j Century. he 
gree j dr., $1,785* (ps); 4-dr. iviera, $1,- 

oan oes buyers “ with us. 9 730* (ps); conv., $1,715* (ps); RM 
If you sell oil, why not sell the best? 4-dr. Riviera, $1,725* (ps); Super 4- 
dr, Riviera, $1,600* (ps); Special 4- 


AMALIE DIVISION E-5 Sonneborn Chemical and Refining Corp., Franklin, Pa. 





dr, Riviera, $1,365". 
'57 Century Estate Wagon, $1,410* (ps); 
4-dr., $900*; RM 4-dr, Riviera, $1,220* 





ATTENTION DEALERS: Save Body Shop Time 
FOR MORE PROFITABLE CUSTOMER WORK 




















Telephone ... Wire... or Send 













R-70 8-4 Rear quarter panels 
and rocker panels (complete kit) 
fits: 1954-55-56 Buick Special and 
Century 2-door hardtops and 
convertibles. List $45.50. Dealer 
Cost $28.65. 





We pay transportation charges. Will ship open account to credit 
tated accounts. Give credit rating, Order by Stock Number. 


Rear quarter panels and rocker panel mouldings supplied in pairs 
for both sides of car, NOT SOLD SEPARATELY. 


Use Rear Quarter Panel 
and Rocker Panel Kits 
for 


Reconditioning 
1954-55-56 


BUICKS 


INSTALL IN ONE HOUR 


Even the least experienced mechanic in your shop can install these 
kits in one hour or less. No welding. No color matching. No 


painting. 
Quick, easy installation reduces reconditioning costs . . . elimi- 
nates costly body shop delays and tie ups . . . conserves body 


shop time for more profitable customer work . . . gets 54-56 used 
Buicks on your lot faster . . . gives fast turnover . . . saves lost sales. 





HIGHLY POLISHED, GLITTERING STAINLESS STEEL matches trim and mouldings. Screws 


fasten inside door frame and underneath rocker panel. 


No screws are visible. 


ee eee ee 


Coupon Now »)—> | Groboski Industries, Inc., 4344 S$. Western Ave. 
Dept. AN-516, Chicago 9, Illinois 
Immediately send the following complete kits: 





| 

I | 

R-80 B-4 Rear quarter panels | kits of R-70 B-4 oe per kit | 

and rocker panels (complete kit) | ____.__._ kts of R-80 8-4 r kit | 

fits: 1954-55-56 Buick Super and | Terms: 2% 10th prox-in 30 days. We omy shipping charges. | 
Roadmaster 2-door hardtops and | Money returned in full if you are not fully viatistied. 

convertibles. List $48.50. Dealer alee | 

Cost $31.65. I Company he | 

| Address Ne i eentendiacni 0 

City NES LE, 
























DODGE—’59 Sierra (8) 4-dr., $2,280* 


58 Thunderbird (8) 2-dr, hardtop, $2,- 
4-dr., 
$1,575* (ps); Fairlane 500 (8) 4-dr., 
4-dr., 
$1,265*; Ranch Wagon (8) 2-dr., $1,- 


$1,395° 
$1,225; 
Victoria, $1,- 
$1,075*; 
4-dr., 


"56 Custom (8) 2-dr., $785; Country 
Sedan (8) 4-dr., $600*, 
’55 Fairlane (8) 2-dr., $595* (ps); Cus- 


$1,795*. 


’55 Montclair 2-dr. hardtop, _3810°; Mon- 


OLDSMOBILE—’55 (98) conv., $1,150* 
(ps); (88) 2-dr., $770*; 4-dr., $505* 
(ps); (88) Super 4-dr, Holiday, $695* 


e. 630* (ps); Belvedere (8) 4-dr., $1,- 
495*. 
$2,- 


Cata- 


MISCELLANEOUS—’59 Chevrolet El Ca- 


mino, $1,650* (ps); Ford (8) %-ton 
pickup, $1,405. 
’58 Ford (6) %-ton pickup, $1,115; 


All sharp cars sold, Sold 431 















(ps); 2-dr. Riviera, $1,075* (ps); 
Super 4-dr. Riviera, $1,085* (ps); 
Special 2-dr. Riviera, $895* (ps); 4- 
dr, Riviera, $650*. . 

’56 Special 4-dr, Riviera, $725*, $665* 
(ps), $650* (ps); 2-dr, Riviera, $615°; 
4-dr., $590°. 

‘65 RM 2-dr, Riviera, $890* (ps); conv., 
$635* (ps); Special 4-dr, Riviera, 
$675*; 2-dr, Riviera, $325*; Super 
conv., $610* (ps); 2-dr, Riviera, $385* 


(ps). 
OADILLAC—’60 de 


Ville, 4-dr, hardtop, 
$5,650* (ps); (62) 4-dr., $5,140* (ps); 
conv., $5,125* (ps), $5,050* (ps); 2- 


dr, hardtop, $4,525* (ps). 
’59 de Ville 2-dr, hardtop, $3,900* (ps); 
(62) 2-dr, hardtop, $3,600* (ps), $3,- 


535° (ps). 

58 (62) 2-dr. hardtop, $3,100* (ps); 
conv., $3,000* (ps), $2,770* (ps); 
Sedan de Ville, $2,675* (ps), $2,650* 
(ps); 4-dr., $2,675* (ps), $2,615* (ps), 
$2,550* (ps), $2,350* . 

'57 (62) Coupe de Ville, $2,360* 
Sedan de Ville, $2,260* (ps); 
$2,000* (ps); (60) Special 4-dr., 
080* (ps), $1,930* (ps). 

’55 (62) 2-dr, hardtop, $1,285* 
4-dr., $700* (ps); Coupe de 
$575* (ps). 

CHEV ROLET—’60 Corvette (8) conv., $3,- 
225*; Impala (8) conv., $2,705* (ps), 
$2,700* (ps), $2,665, $1,645; sport se- 
dan, $2,585* (ps), $2,370; Impala (6) 
4-dr., $2,440° (ps). 

"59 Corvette (8) conv., $3,075, $2,930; 
Impala (8) conv., $2,600, $2,265* (ps), 
$2,230* (ps), $2,070* (ps); sport se- 
dan, $2,220* (ps), $2,195* (ps), $2,- 
160*, $2,120* (ps), $2,100* (ps), $2,- 
065* (ps), $2,060* (ps), $2,000*; sport 
coupe, $2,075*; Impala (6) sport se- 
dan, $1,825*, $1,770*; Bel Air (8) 
sport sedan, $1,785* (ps); 4-dr., $1,- 
700*, $1,515*; Biscayne (6) 4-dr., $1,- 
460; Biscayne (8) 2-dr., $1,445. 

"58 Impala (8) conv., $1,875* (ps), $1,- 
830*; 2-dr, hardtop, $1,605*, $1,585* 
(ps), $1,500* (ps); Bel Air (8) sport 
sedan, $1,405*, $1,400*, $1,355*, $1,- 
335* (ps), $1,325*; 4-dr., $1,200*; Bis- 
cayne (8) 4-dr., $1,350°, $1, 295°, $1,- 
050*, $1,045; 2-dr., $1,025, $975, 
$915*; Brookwood (8) 4-dr., $1,335"; 
Delray (8) 4-dr., $1,155*; 2-dr., $1,- 
000*, $995. 

'57 Bel Air (8) conv., $1,320*, $1,215*; 
sport sedan, $1,190* (ps), $1,185", 
$1,170*; 4-dr., $850*; Bel Air (6) 2- 
dr., $1,150; sport sedan, $945*, $920* 
(ps); Two-ten (8) station wagon, $1,- 
070*, $1,055*; 4-dr., $950, $865*; Two- 
ten (6) station wagon, $1,025*; 4-dr., 


$1,050*; 2-dr., 
Bel ‘Air (6) 


(ps); 
conv., 
$2,- 


(ps); 
Ville, 


$975. 
"56 Bel Air (6) 4-dr., 
$805*; sport sedan, $800; 


sport sedan, $950* (ps); 2-dr., $795*; 
4-dr., $355*; Two-ten (6) 4-dr., $805", 
$665, $565, $510; 2-dr., $570; One- 
fifty (6) 4-dr., $365; 2-dr., $365. 

’55 Bel Air (6) conv., $760*; 2-dr., 
$675, $340; sport coupe, $435*; Bel 
Air (8) sport coupe, $715*, $680*, 
$670*, $570*; Two-ten (6) 2-dr., $595, 
$440, $375*. 

OHRYSLER—’58 NY conv., $1,800* (ps); 


Windsor 4-dr, hardtop, $1,540* (ps). 
’57T (300) conv., $1,675* (ps); Windsor 
2-dr, hardtop, $750* (ps). 
DeSOTO—’57 Adventurer 2-dr. 
$1,125* (ps); Firedome 4-dr., 
(ps); conv., $725* (ps), $715*; 
sweep 4-dr. hardtop, $805* (ps). 
’56 Firedome 2-dr, hardtop, $590* (ps). 


hardtop, 
$1,050* 
Fire- 


’55 Firedome 2-dr, hardtop, $330* (ps). 
DODGE—’58 Sierra (8) 4-dr., $1,225* 
(ps). 
‘656 Coronet (8) 4-dr., $700*, 


55 Royal (8) 2-dr. hardtop, $375* (ps). 

FORD—’'60 Galaxie (8) starliner, $2,410; 

4-dr., $2,395* (ps); Falcon (6) station 
wagon, $2,035; 4-dr., $1,650, 

’59 Thunderbird (8) conv., $3,130* (ps), 
$3,000* (ps); 2-dr. hardtop, $2,850° 
(ps), $2,845* (ps); Galaxie (8) sky- 
Jiner, $2,395* (ps); conv., $2,190* 
(ps), $2,185* (ps), $2,075* (ps), $2,- 
000*; 4-dr., $1,850; 4-dr, Victoria, $1,- 
845* (ps); Country Squire (8) 4-dr., 
$2,150* (ps); Country Sedan (8) 4-dr., 
$1,735*, $1,695; Custom 300 (6) 2- 
r., $1,435; Custom 300 (8) 4-dr., $1,- 
350*; Fairlane (8) 2-dr., $1,295*, $1,- 
200°. 

658 Thunderbird (8) conv., $2,425* (ps); 
Fairlane 500 (8) skyliner, $1,855* 
(ps); conv., $1,725* (ps), $1,525* 
(ps), $1,490* (ps), $1,395* (ps), $1,- 
300* (ps); Custom 300 (8) 2-dr., $1,- 
040°; Fairlane (8) 4-dr., $1,025*; 4- 
dr., $925*; Ranch Wagon (8) 2-dr., 
$1,000*. 

’57 Fairlane 500 
(ps); conv., 
(ps), $1,145*; 4-dr., $1,000*, 
Custom 300 (8) 4-dr., $835*; 
$700*; Ranch Wagon (6) 2-dr., 
Fairlane (8) 2-dr., $480°*. 

56 Fairlane (8) 2-dr, Victoria, 
$720*, $710*, $695*; 4-dr., $525*, 
$465*; Fairlane (6) 2-dr. Victoria, 
$630*, $550*; Ranch Wagon (8) 2-dr., 
$665, $595*; Custom (8) 2-dr., $375; 
Custom (6) 4-dr., $310. 

'55 Country Sedan (8) 4-dr., $755, $630° 
(ps), $625, $550° (ps); Fairlane (8) 
Crown Victoria, $725"; conv., $520*; 
2-dr., $450°; Custom (8) 4-dr., $525. 

LINCOLN—’59 Premiere 4-dr. hardtop, 
$2,900* (ps). 

'57 Premiere 4-dr., $1,550° (ps). 

"56 Premiere 4-dr., $1,090* (ps); 
2-dr, hardtop, $860*. 

’55 Capri 2-dr, hardtop, $400* 


MERCURY—59 Voyager 4-dr., 


(ps). 
58 Standard 4-dr., $830°, 


'S7 Turnpike Cruiser 4-dr. hardtop, $1,- 


$1,400* 
$1,190° 
$815*; 
2-dr., 
$695; 


$730°*, 


(8) skyliner, 
$1,295° (ps), 


Capri 


(ps), 
$2,305° 


325* (ps); Monterey 2-dr., $900*; 2- 
dr. hardtop, $875* (ps); Montclair 4- 
dr., $890°. 


'56 Medalist 4- dr, hardtop, $580* (ps). 


OLDSMOBILE—’59 (98) conv., re 
(88) 


(ps); 4-dr, Holiday, $2,610* (ps); 
4-dr, Holiday, $2,300* (ps); (88) 8u- 
per 4-dr. Holiday, $2,180* (ps); 4-dr., 
$2,000* (ps), $1,875*. 

"58 (88) Super 4-dr, Holiday, $1,630* 
(ps), $1,600*. 

'S7 (98) conv., $1,690* (ps), $1,675* 
(ps); 4-dr, Holiday, $1,650*; 2-dr. 
Holiday, $1,140*%; (88) Super 4-dr. 
Holiday, $1,655*; (88) 4-dr, Holiday, 
$1,175* (ps); 2-dr., $895°; 4-dr., 
$850*. 

56 (88) 2-dr., $890°; 4-dr., $820°; 4- 
dr, Holiday, $800*, $775° (ps); (88) 
Super 4-dr. Holiday, $840*. 

'55 (98) conv., §780° (ps); (88) Super 
4-dr. Holiday, $770* (ps). 

PLYMOUTH — ‘59 Belvedere (8) 4-dr. 
hardtop, $1,650*. 

"58 Belvedere (8) conv., $1,590° (ps); 4- 
dr, hardtop, $1,250° (ps); Suburban 
(8) 4-dr., $1,100*; Plaza (6) 4-dr., 
$735. 








'57 Belvedere (8) 2-dr., $735; Plaza (8) 
4-dr., $540; Savoy (6) 2-dr., $500°*. 

’56 Belvedere (8) 4-dr., $570"; 

(8) 2-dr., $480*. 

55 Belvedere (8) 2- dr, hardtop, $555; 
4-dr., $440*; Savoy (8) 4-dr., $450*. 

PONTIAC—’60 Ventura 4-dr, Vista, §2,- 
700* (ps). 

’59 Bonneville 4-dr, Vista, $2,690* (ps), 
$2,635* (ps), $2,325* (ps); Safari 4- 
dr., $2,424* (ps); Star Chief 4-dr. 
Vista, $2,470* (ps); 4-dr., $2,440* 
(ps), $2,400* (ps); Catalina 4-dr. 
Vista, $2,385* (ps), $2,125*, 

’58 Bonneville conv., $1,940* (ps); Chief- 
tain conv., $1,810* (ps). 

’57 Star Chief 4-dr, Catalina, $1,590*; 
Chieftain 4-dr, Catalina, $590* (ps). 

56 Star Chief 4-dr, Catalina, $740* 
(ps); 4-dr., $650* (ps), $625*, 

’55 Star Chief 4-dr, Catalina, $515* (ps); 
4-dr., $455*. 

RAMBLER—’59 Ambassador (8) Cross 
Country, $1,805", $1,715*; 4-dr., $1,- 
770* (ps), $1,465* (ps); 4-dr, hardtop, 
$1,600°. 

"58 Ambassador (8) Cross Country, $1,- 
450*, $1,200; Super (6) 4-dr., $940*. 


MISCELLANEOUS—’'59 Chevrolet %-ton 
pickup, $1,290, 


DETROIT 


Motor City Auto Auction, Sale every 
Monday, Prices are for sale of May 2. 
BUICK—’'59 LeSabre 4-dr. hardtop, §2,- 

000* (ps). 

‘658 Century Estate Wagon, $1,535* (ps); 
Special 4-dr. Riviera, $1,375* (ps). 
‘57 Century 2-dr. Riviera, $1,105* (ps); 
4-dr, Riviera, $985* (ps); RM 2-dr. 
Riviera, $1,045* (ps), $1,025* (ps); 


(Continued on Page 87, Col. 1) 


Savoy 





A Few Franchises 


still exist in most western 
states selling the spectacular 


NEW 1960 
MORETTI 


Convertible and Coupe 


Suggested retail ........$2397.00 
Gross Profit ..............$ 500.00 


The new 1960 Moretti Sports car in con- 
vertible and 4-passenger Coupe is now 
ready for delivery. The suggested retail 
includes: Roll-up windows, Heater, De- 
froster, Nardi wood steering wheel, pad- 
ded dash, padded swunvisors, inside 
flip-type mirror with light. Foam rubber 
leatherette upholstery, completely . under- 
coated, all steel body, white sidewall tires. 


Suggested Retail 


‘2,397 


Each car carries 90-day or 
4,000 Mile Warranty. 


Dealer Profit 


‘500 


Adequate stock of parts available. 


An opportunity may exist in your area. 
Write or phone collect now for further in- 
formation. 


NORWITT 
MOTORS, INC. 


1245 Howard St. 
San Francisco, Calif. 


Underhill 3-9100 





ADVERTISEMENT 


See Alcoa ad 
on pages 16-19 
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, (Continued from Page 86) 


. Special 2-dr, Riviera, $975*; 4-dr., 

. $920* (ps). 

. ’56 RM 2-dr. Riviera, $635* (ps); Spe- 

cial 2-dr, Riviera, $460*; 2-dr., $425*. 

. 55 Century 4-dr, Riviera, $550* (ps); 

Super 2-dr. Riviera, $500* (ps); Spe- 

; cial 2-dr, Riviera, $370*; conv., $350*. 

OADILLAC—’59 (62) 2-dr. hardtop, $3,- 

500* (ps), 
"57 (62) 2-dr, 
; $1,690* (ps). 
55 (62) 2-dr, hardtop, $1,185* (ps). 

CHEVROLET—’59 Impala (8) conv., $2,- 

" 225°, $2,200* (ps), $2,170* (ps); 

, Parkwood (8) 4-dr., $1,900*; 
| (8) sport sedan, $1,800*. 

' ’58 Impala (8) 2-dr. hardtop, $1,350*; 

. Brookwood (8) 4-dr., $1,350*; Bel Air 

a ; (8) sport sedan, $1,350* (ps), $1,340* 

(ps), $1,325*; sport coupe, $1,300*; 4- 

dr., $1,300*; Biscayne (8) 4-dr., $1,- 

150, $1,125*, 2 at $1,025, $1,020, $1,- 

010, 2 at $1,000, $990, $970. 

y ’57 Bel Air (8) conv., $1,250*, 


_ | | Used Imported 
Cars 


ALBANY 
Austin—’56 A50 4-dr., $475. 
Borgward—’'59 station wagon, 
Ford (English)—’'59 Consul 4-dr., 
Renault—'59 CV4 4-dr., $510. 
Triumph—’59 conv., $1,550. 


BORDENTOWN, N. J. 
Fiat—’59 station wagon 4-dr., $590. 
Ford (English)—’59 Consul 4-dr., $900. 
Hiliman—’59 conv., $930; station wagon 2- 

dr., $780, 


hardtop, $1,800* (ps), 


$1,125°*; 


$1,175. 
$580. 


Jaguar—'60 4-dr., $4,300*° (ps). 
MG—’57 conv., $1,310. 
Metropolitan—’'57 2-dr., $650. 


Opel—’59 2-dr., $875. 
Renault—'59 4-dr., $750. 
Simea—’59 4-dr., $635, $615. 
Triumph—’59 conv., $1,750. 
Volkswagen—’60 2-dr., $1,565. 

’59 2-dr., $975. 

'58 2-dr., $1,000. 

’57 2-dr., $915. 


CALDWELL, N. J. 
Ford (English)—’'58 2-dr., $560. 
Simea—’60 Elysee 4-dr., $1,150. 
Triumph—’'59 4-dr., $635; station wagon, 
$545. 


CHICAGO 

Jaguar—’'58 4-dr., $3,175. 
MG—’59 MGA conv., $1,800. 
Renault—'59 Dauphine, $850. 

’57 Dauphine, $550. 
Volkswagen—'60, $1,525. 
59 Microbus, $1,900; 

" $1,400, $1,350. 
f ’57 Karmann-Ghia, $1,560; 2-dr., 


DAYTONA BEACH, FLA. 
Ford (English)—’59 Escort 2-dr., $790. 
J '58 Anglia 2-dr., $640, $480, 
' Fiat—’'59 4-dr., $665. 
Hillman—'58 station wagon, $450, 
Simea—’'59 4-<ir., $845. 
Triumph—’59 station wagon, $600, 
Volvo—'58 2-dr., $1,210. 


: DETROIT 
Ford (English)—'57 Zephyr 4-dr., 
Metropolitan—'59 2-dr., $1,050. 


FARGO, N. D. 
Renault—’'59 4-dr., $1,050. 
Simea—’59 4-dr., $700. 


LOS ANGELES 

Austin-Healey——'56 roadster, $950. 

"50 conv., $140. 
Fiat—'59 Millecento 4-dr., $625. 
Hiliman—'59 Minx 4-dr., $750. 

‘52 Minx 4-dr., $165. 
Renault—'59 Dauphine 4-dr., 
Simea—'58 Aronde, $560. 
Volkswagen—'60 2-dr., $1,650, $1,520. 

*59 2-dr., $1,360. 

'58 2-dr., $1,155. 
Volvo—'59 2-dr., $1,475. 

’56 2-dr., $550, $525. 


MANHEIM, PA. 
Austin-Healey—'60 Sprite, $1,400. 
Borgward—'57 2-dr., $770. 

DKW—’57, $300. 
Ford (English)—'58 4-dr., $650. 
Goliath—’'59 station wagon, $900. 
Jaguar—'59 Mark IX 4-dr., $2,400. 
Lancia—’58 2-dr. hardtop, $1,625. 
Mercedes-Benz—'59 2208 4-dr., $2,800. 
Metropolitan—'56 2-dr. hardtop, $680. 
Opel—’ 60 2-dr., $1,310. 

’59 2-dr., $1,060. 
Renault—'60 2-dr., $1,175; 


yw 
'59 4-dr., $850, $820. 
’57 4-dr., $525, $510. 
Simea—'60 2-dr. hardtop, $1,520. 
'59 4-dr., $750. 
Triumph—’59 conv., $1,760; 
on, $810 
$1,600, 
$1,300, 


sunroof, $1,420, 


$925. 


$475. 


$890. 


4-dr., $1,175, 


station wag- 


Volkswagen—'60 Deluxe, 


$1,595, 
$1,420, $1,400, $1,- 
285; 2-dr. hardtop, $1,375. 
' ’ST Microbus, $1,045, $695; 2-dr., $800. 
Volvo—'58 2-dr., $1,100. 
MASON CITY, IA. 
Renault—'59 Dauphine, $920. 
PORTLAND, ORE. 
Volkswagen—'58 2-dr., $1,150. 


WEST PALM BEACH, FLA. 


ard—'58 2-dr., $600. 
Fiat—'59 1100 4-dr., $810; 2-dr., $500. 
Ford (English)—'59 Consul 4-dr., $950; 
Anglia 2-dr., $765, $760, $710, §700, 
$545. 
‘58 Anglia 2-dr., $575; Escort 2-dr., 


$550. 
‘ST Anglia 2-dr., $490, $400, 
Goliath—'59 1110 2-dr., $675. 
Hiliman—'58 Minx conv., $770. 


Metropolitan—'59 2-dr. hardtop, $845. 
‘68 2-dr. hardtop, $690. 

MG-—'58 roadster, $1,285. 

Renault—'58 Dauphine 4-dr., $620. 


‘Simea—’'60 4-dr., $1,300. 
Taunus—'59 4-dr., $740, $725. 
Tempo—’'58 Viking station wagon, $425. 


=o 
> Volvo—'59 2-dr., $910. 





Bel Air 











$1,200*; 
2-dr., 

$900*, 

wagon, $885*, $765, 


station wagon, 
$1,160, $1,075*; 
ten (8) 2-dr., 


sport coupe, 
$1,105*; . Two- 
$865*; station 


"56 Bel Air (8) conv., $835*; sport se- 
dan, $650*; 4-dr., $650, $590*; 2-dr., 
$595*; sport coupe, $560*; Two-ten 
(8) 2-dr., $795*, $615*, $570*, $555; 
station wagon, $625. 

55 Bel Air (8) sport coupe, $760*; 2- 
dr., $525*, $515*; Two-ten (8) station 
wagon, $530; sport coupe, $490*; 2- 
dr., $430, $315°*, 

CHRYSLER—’57 NY 4-dr. hardtop, $1,- 
300* (ps); Windsor 2-dr, hardtop, $1,- 


035* ps). 
DeSOTO—’57 Fireflite 2-dr. hardtop, $670* 
(ps). 


’56 Firedome 4-dr., $595* (ps). 
DODGE—’55 Royal (8) 2-dr, hardtop, 
$495*; 4-dr., $385*; Coronet (8) 4-dr., 
$445*; 2-dr. hardtop, $425* (ps). 


EDSEL—’60 Ranger 4-dr. hardtop, 2,- 
350* (ps). 
FORD—’'60 Fairlane 500 (8) 2-dr., $1,900. 
"59 Galaxie (8) conv., $2,100* (ps); 2- 
dr, Victoria, $1,925*; 4-dr, Victoria, 
$1,880* (ps), $1,715, 
’58 Thunderbird (8), 2 at $2,500* (ps); 


Fairlane (8) 4-dr., $1,100*; 2-dr., 
$970*; Ranch Wagon (8) 2-dr., $1,- 
000*; Custom 300 (8) 4-dr., $950; 2- 
dr., $900*, $890. 

’57 Fairlane 500 (8) 2-dr., $1,000*, 
$900*, $830; 4-dr, Victoria, $975* 
(ps); 2-dr, Victoria, $950*, $900*; 4- 
dr., $900*; Country Sedan (8) 4-dr., 


$960*, $950, $875*, $850* (ps); Ranch 
Wagon (8) 2-dr., $815*, $810*; Custom 
300 (8) 2-dr., $675, $650, $625, $600, 
$570. 

56 Fairlane (8) 2-dr, Victoria, $675* 
(ps); 2-dr., $610*, $525*; Ranch Wag- 
on (8) 2-dr., $515, $510; Country Se- 
dan (8) 4-dr., $500*%; Custom (8) 4- 
dr., $500*, $425*; 2-dr., $500*. 

55 Ranch Wagon (8) 2-dr., $485*; Cus- 
tom (8) 2-dr., $475*, $350, $235; Main 
(8) 2-dr., $250. 

LINCOLN—’58 Continental) Mark III 4-dr. 
hardtop, §2,025* (ps). 

’57 Premiere 2-dr, hardtop, $1,250* (ps), 
$1,220* ,ps). 

’55 Capri 4-dr., $385* (ps). 

MERCURY—’59 Monterey 2-dr., $1,765*. 

’57 Montclair 4-dr, hardtop, $900* (ps); 
2-dr. hardtop, $850* (ps); Monterey 
4-dr., $895* (ps); 2-dr, hardtop, $885*. 

’56 Monterey 2-dr, hardtop, $575*; 4- 
dr., $500*; 4-dr, hardtop, $475*, 

55 Monterey conv., $700* (ps); 
clair 2-dr, hardtop, $480*, 

OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 
700* (ps); 4-dr., $2,600*, 

57 (98) 4-dr. Holiday, $1,300* 
(88) Super 4-dr., $1,100* (ps). 

’56 (98) 4-dr, Holiday, $970* (ps); 
2-dr. Holiday, $685*, 

"5S (88) 4-dr., $425°; 
$250*, $210*. 

PACKARD—’55 Clipper 4-dr., $290* (ps). 
PLYMOUTH—’'59 Belvedere (8) 4-dr., $1,- 
375*, $1,350*. 
’58 Suburban (8) 4-dr., $850* (ps). 
’57 Suburban (8) 4-dr., $850; Belvedere 


Mont- 


(ps); 
(88) 


2-dr, Holiday, 


(8) 2-dr., $750*; Plaza (8) 2-dr., 
$710; Savoy (8) 2-dr., $495*, 
PONTIAC—'60 Bonneville conv., $3,330* 


(ps). 

"59 Catalina sport coupe, $2,035*. 

"58 Star Chief 2-dr, Catalina, $1,600* 
(ps); Chieftain 2-dr, Catalina, $1,- 
250°. 

’57 Chieftain 4-dr, Catalina,. $1,025; Star 
Chief 4-dr. Catalina, $990*, 

’56 Chieftain 2-dr. Catalina, $610*; 4- 
dr. Catalina, $500*. 

"55 Star Chief cpnv., $625* (ps), $600*; 


2-dr, Catalina, $600*, $565*, $350* 
(ps); Chieftain 2-dr., $415*, 
RAMBLER—’'59 Ambassador (8) Cross 


Country, $1,800. 
*58 Custom (6) 4-dr., $1,130*; Super (6) 


4-dr., $1,030, $1,000; American (6) 
2-dr., $945°*, 
’'57 Super (6) Cross Country, $715, 
$635*. 
STUDEBAKER—’'56 Commander (8) sta- 
tion wagon, $530*. 
MISCELLANEOUS—'59 Ford (8) %-ton 


pickup, $1,075. 
57 Ford (8) Ranchero, $750*, 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of May 5, Very 
good buying activity on part of local and 
out of state dealers. Clean and sharp mer- 
chandise bringing a premium, Sold 206 
cars from 278 consignments. 

BUICK—’'59 Invicta 4-dr., $1,940*. 

"58 Special 4-dr. Riviera, $1,450*, $1,- 
400* (ps); Super 4-dr, Riviera, $1,- 
420* (ps); Century 4-dr., $1,385* (ps). 

S57 Super 4-dr. Riviera, $1,195* (ps); 
4-dr., $900* (ps); RM 4-dr, Riviera, 
$995*° (ps). 

"56 Century 4-dr. 
Special 4-dr, 
$550*, $500*. 

55 Special 4-dr., 
$370* (ps). 

CADILLAC—' 58 


Riviera, 
Riviera, 


$400°; 


$825° 
$590* 


RM conv., 


(Ps) ; 
(ps), 


(75) Limousine, $3,575* 
(ps); (60) Special 4-dr. hardtop, $2,- 
670* (ps); (62) 4-dr. hardtop, $2,580* 
(ps), $2,250* (ps); Coupe de Ville, 
$2,290* (ps). 

"57 (60) Special 
(ps). 

"56 (62) 4-dr. hardtop, $1,570* 
Coupe de Ville, $1,550° (ps); 
de Ville, $1,265* (ps). 

'55 (62) 4-dr., $1,000* (ps). 

CHEVROLET—'59 Impala (8) 
200* (ps), $2,100* (ps); Kingswood 
(8) 4-dr., §$2,020* (ps); Bel Air (8) 
4-dr., $1,715*; Bel Air (6) 4-dr., $1,- 
660, 2 at $1,550*°, $1,430; 2-dr., $1,- 
600, $1,530*, $1,450°; Brookwood (6) 
4-dr., $1,625*; Biscayne (6) 2-dr., 
$1,370. 

‘58 Bel 
(ps); 
(6) 


4-dr, hardtop, $2,120* 
(ps); 
Sedan 


conv., $2,- 


Air (8) 4-dr., $1,365*, $1,230 
sport sedan, $1,330*; Biscayne 
4-dr., $1,275*, $1,170*, $1,150*, 


2-dr., $1,025; Brookwood (8) 


sport coupe, $1,240* 

sport sedan, $1,030*; Bel Air 

conv., $1,135* (ps); Two-ten (8) 
station wagon, $1,100*, $1,065* (ps), 
$1,030*; 4-cr., $1,030*; sport coupe, 
$975°; 2-dr., $430*. 

'566 Two-ten (8) station wagon, $950*; 
4-dr., $555; Two-ten (6) 2-dr., $485; 
Bel Air (6) sport sedan, §770*; Bel 
Air (8) 4-dr., $605*. 








55 Two-ten (8) 4-dr., $515*; Bel Air 
(6) 4-dr., $420, $390; Bel Air (8) 
conv., $375*. 

OHRYSLER—'58 Windsor 4-dr. hardtop, 


$1,420*; 4-dr., $1,045* (ps); Saratoga 
4-dr., $1,370* (ps). 
’57 NY 4-dr., $1,220* (ps). 


’56 NY 4-dr. hardtop, $850* (ps); 2-dr. 
hardtop, $805* (ps); 2-dr. hardtop, 
$805* (ps); Windsor 4-dr., $440. 


DeSOTO—’58 Firedome 4-dr., $1,295* (ps). 
’57 Fireflite station wagon, $1,060* (ps); 


4-dr, hardtop, $950* (ps); Firesweep 
4-dr., $850* (ps). 
’56 Firedome 4-dr., $410. 
DODGE—’58 Coronet (8) 4-dr., $1,130*. 
’57 Royal (8) 4-dr., $905*; 4-dr, hard- 
top, $875*. 
EDSEL—’58 Ranger 2-dr. hardtop, §720* 
(ps). 
FORD—'60 Falcon (6) 2-dr., $1,700*. 


’59 Fairlane 500 (8) 4-dr., $1,650* (ps), 
$1,650*; Custom 300 (6) 2-dr., §1,- 
200*. 

’58 Thunderbird (8) conv., $2,450* (ps); 
2-dr. hardtop, $2,325* (ps), $2,135* 
(ps); Fairlane 500 (8) 4-dr, Victoria, 


$1,335* (ps); Fairlane (8) 2-dr, Vic- 
toria, $1,130* (ps); 4-dr., $735; 2-dr., 
$710*; Custom 300 (8) 4-dr., $1,030, 
$1,000; Country Sedan (8) 4-dr., 
$960". 

’57 Country Squire (8) 4-dr., $1,225* 
(ps); Fairlane (8) 4-dr, Victoria, 
$900* (ps); Custom 300 (8) 4-dr., 
$795*; Custom 300 (6) 2-dr., $715*; 
Custom (8) 4-dr., $740*; 2-dr., $690, 


$680*, $670*, $655*, $535*. 

’56 Custom (8) 4-dr., $375; Fairlane (8) 
4-dr., $310*. 

‘55 Country Sedan (8) 4-dr., $630*, 
$430; Fairlane (8) 4-dr., $400, $380*. 


’54 Country Sedan (8), $205*, $200*; 
Ranch Wagon (6) 2-dr., $200; Crest 
(8) 4-dr., $175, $165. 

’53 Custom (8) 4-dr., $130*. 


IMPERIAL—’59 Crown 2-dr. hardtop, $2,- 
875* (ps). 
’57 Imperial 4-dr., $1,435* (ps), 
LINOCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $3,520* (ps). 
’58 Continental Mark III 4-dr, hardtop, 


$2,225* (ps); Premiere 4-dr., $1,915* 
(ps); 4-dr. hardtop, $1,885* (ps), $1,- 
750° (ps); Capri 2-dr, hardtop, §$1,- 
875* (ps); 4-dr., $1,730* (ps), 

MERCURY—’58 Montclair 4-dr., $1,200* 
(ps); Monterey 4-dr., $1,170*, $1,- 
040°; 2-dr., $1,050*. 

56 Monterey 2-dr, hardtop, $840* (ps); 
4-dr., $535*; Medalist 4-dr., $510*. 
55 Montclair 2-dr. hardtop, $475*, 

$335*; 4-dr., $305*; Custom 4-dr., 
245*. 

OLDSMOBILE — ’'59 (88) 4-dr., $1,900* 
(ps). 

*58 (88) 2-dr. Holiday, $1,600* (ps); 
4-dr., $1,450*. 
’57 (88) 2-dr., $1,040* (ps); 2-dr. Holi- 

day, $1,005* (ps); 4-dr, Holiday, 
$940* (ps). 


*56 (98) 4-dr. Holiday, $960* (ps). 
PACKARD—’53 conv., $100*. 
PLYMOUTH—’59 Suburban (8) Deluxe 4- 

dr., $1,685*; Belvedere (8) 4-dr., $1,- 


510* (ps); Savoy (8) 4-dr., $900* 
(ps). 
"58 Suburban (8) Custom 4-dr., $1,170; 


’56 Belvedere (8) conv., $450*, 
55 Plaza (6) 4-dr., $300; Plaza (8) 
Suburban, $215. 
PONTIAC—’59 Star Chief 4-dr., $2,035° 


Belvedere (8) 4-dr, hardtop, $1,030; 
Savoy (8) 4-dr., $990, $850, 2 at 
$825*, $820*, $725; 2-dr., $865*, $795, 
$690; Plaza (8) 4-dr., $450. 


57 Belvedere (8) 4-dr, hardtop, $800*; (ps). 
onurien jay. Gua sae yo STUDEBAKER—’58 Scotsman (6) station 
(ps); Plaza (8) 4-dr., $480*. (Continued on Page 88, Col, 1) 
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the new MARK IV fits smoothly, 
works beautifully, sells profitably. 


And the opportunity isn’t limited to VALIANT dealers. We can fit 
almost every make and model. 

Experienced engineering has cut claims on our generous warranty to 
a bare minimum. And you are backed by what we believe to be the 
most widespread service organization in the industry. We have over 
2,000 outlets in 48 states. 

Why not get aboard? Check the Yellow Pages for the nearest distributor 
or write us for his name today. 





MARK IV DIVISION 
JOHN E. MITCHELL COMPANY 


3800 COMMERCE DALLAS, TEXAS 
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Candlestick Stadium—Home of the San Francisco Giants 


The Examiner is the most productive automotive "‘sales- 


man" in one of America's largest, fastest growing auto- 


mobile markets—San Francisco and northern California. 


The San Francisco Examiner 
Daily & Sunday Gives You More! 


Represented Nationally by. Hearst Advertising Service Inc. Offices in Principal Cities. 
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Used-Car Auction Prices 





(Continued from Page 87) 


, $600. 
VALIANT—’'60 Valiant (6) 4-dr., $1,550. 
MISCELLANEOUS — '57 Chevrolet stake, 


$630. 
’56 Chevrolet %-ton panel, $245. 
’55 Chevrolet %-ton step van, 


$175 
FARGO, N. D. 


Tri-State Auction Company, Inc, Sale 
every Thursday. Prices are for sale of 
May 5. Sold 66 cars from 104 consign- 


ments. 
BUIOK—’58 Special 4-dr., $1,275*. 
’57 RM 4-dr. Riviera, $1,225* (ps). 
’55 Super 2-dr. Riviera, $520*° (ps). 
C—'60 (62) 4-dr. hardtop, $4,- 
435° (ps). 
as —~ee Corvair (6) 4-dr., $1,- 


"59 oo (8) 2-dr., $2,100* (ps), $2,- 
015*; Kingswood (8) 4-dr., $2,000* 
(ps); Parkwood (8) 4-dr., $1,900* 
ee,’ $1,825*; Bel Air (8) 4-dr., $1,- 

. 


*58 Brookwood (8) 4-dr., $1,375*; 
cayne (6) 4-dr., $1,190*, 

"57 Bel Air (8) sport coupe, $1,175*; 
Two-ten (8) 4-dr., $1,085, $860*; Two- 
ten (6) 4-dr., $1,000. 

’55 Two-ten (8) station wagon 2-dr., 
$540°*; One-fifty (6) 4-dr., $400. 

DesSOTO—'56 — station wagon 4- 
dr., $620* (ps 
DODGE—’ 58 Cereus (8) 4-dr., $1,030*. 
’57 Coronet (6) 4-dr., $565. 
FORD—’60 Galaxie (8) 4-dr. Victoria, 
$2,350* (ps); Fairlane 500 (8) 4-dr. 
Victoria, 2 at $2,150* (ps). 

59 Country Sedan (8) 4-dr., $1,960* 
(ps); Fairlane 500 (8) 4-dr., $1,550*; 
Custom 300 (6) 4-dr., $1,425*, 

’58 Fairlane 500 (8) 4-dr., $1,075"; 
Ranch Wagon (6) 4-dr., $1,035, 

’57 Custom (6) 4-dr., $645. 

’56 Fairlane (8) 2-dr. Victoria, $625*. 

'55 Fairlane (8) 4-dr., $550*; Main (8) 


2-dr., $490, 
MERCURY—’56 Custom station wagon 4- 
; — '59 (88) 2-dr., $2,;050* 


'57 (88) Fiesta 4-dr., $1,675* (ps), 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
040 


‘56 Belvedere (8) 4-dr, hardtop,. $640*. 
PONTIA C—'59 Catalina 4-dr., $1,950* 


2-dr., 
4-dr., $1,775. 
MISCELLANEOUS—'59 Ford Ranchero, 


$1,400". 
‘58 Chevrolet 1-ton, $1,175; Dodge (8) 
%-ton, $875. 
"56 Dodge 2-ton, $710. 
ARMONK, N. Y. 
Banksville Auto Auction, Inc. Sale every 
Tuesday, Prices are for sale of May 3. 
Buying was spotty from beginning to end 
with dealers only picking the ‘‘right’’ car. 
Many reported retail not up to “530° 


par. 
BUICK—’57 Special 4-dr, Riviera, 
(ps). 


$560, 


Bis- 


’56 Century 2-dr, Riviera, $680* (ps); 
Special 2-dr. Riviera, $605°*. 
’55 Special Estate Wagon 4- ar., $410°* 


(ps). 
CADILLAC—’59 (62) 2-dr. hardtop, $3,- 
725* (ps). 
"56 (75) Limousine, $1,630* (ps); (62) 
2-dr. hardtop, $1,075* (ps). 
LET—’60 Biscayne (8) 4-dr., $1,- 


600*. 

’59 Biscayne (8) 2-dr., $1,310. 

= Bel Air (8) 4-dr, hardtop, $1,260* 
Ps). 

‘57 Bel Air (8) 4-dr., $1,000*; One-fifty 
(8) 2-dr., $550. 

‘566 Two-ten (8) station wagon 4-dr., 
$700*. 


’55 One-fifty (8) 2-dr., $325. 

OHRYSLER—’57 Saratoga 2-dr, hardtop, 

$775* (ps). 
’55 Firedome 4-dr., $380* (ps). 

DODGE—’56 Coronet (8) 4-dr., $580* 

(ps); Custom Royal (8) 4-dr., $310*. 

FORD__’60 Falcon (6) 2-dr., $1,700. 

’59 Thunderbird (8) conv., "$3, 110* (ps); 
2-dr, hardtop, $2,950* (ps). 

58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
365* (ps); 2-dr. Victoria, $1,290" 
(ps), $1,250*; Country Sedan (8) 4- 

$1,195; Custom (6) 2-dr., $895, 

$850; 4-dr., $815. 

‘57 Ranch Wagon (8) 2-dr., $835*; Fair- 
lane (8) 4-dr, Victoria, $825* (ps); 
Custom (8) 2-dr., $750, $625. 

’56 Country Sedan (8) 2-dr., $620* (ps), 
$545; Fairlane (8) 2-dr. Victoria, 
$560° (ps); Custom (8) 2-dr, Victoria, 


’55 Fairlane (8) conv., $385*; Custom 
(6) 2-dr., $275. 
LINCOLN—’56 Premiere 4-dr., $985* (ps). 
MERCURY — ’57 Turnpike Cruiser 4-dr. 
hardtop, $1,025* (ps); Commuter 2- 
dr., $725* (ps). 
56 Monterey 4-dr., $300*. 
’55 Monterey 4-dr., $605* (ps). 
OLDSMOBILE—’56 (98) 4-dr. Holiday, 
$685* (ps); (88) 4-dr, Holiday, $650* 
(ps). 
’55 (98) conv., $630* (ps); 
Holiday, $335* (ps). 
PLYMOUTH—’59- Suburban (8) 2-dr., $1,- 
110*. 
’58 Suburban (8) 4-dr., $1,070* (ps). 
’57 Plaza (8) 4-dr., $640. 
’56 Savoy (8) 4-dr., $365. 
'55 Plaza (8) 4-dr., $475*. 
PONTIAC—’55 Chieftain station wagon 2- 
dr., $590*. 


VALIANT—’60 Valiant station wagon 4- 
r., $1,925, 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of May 4. 


(88) 2-dr. 


| Rough cars harder and harder to move. 


Demand continues strong on sharpies, no 

noticeable let down in market. Sold 76 

percent of 178 consignments, 

BUICK—’56 Special 4-dr. Riviera, 
Super 4-dr., $575* (ps). 

CADILLAC—’57 (62) Coupe de Ville, 
050* (ps). 


$625°* ; 
$2,- 





Ohio Dealers Urged to Take 
Active Community Role 


(Continued from Page 15) 


won’t give you the proper return.” 
Summerfield 


Glockner, Portsmouth Chevrolet- 


also advocates | Fiat dealer, secretary, and James 


weekly or bimonthly gross profit 
and expense forecasts. 

“Yaqu won't hit the profit estimate 
right on the button many times, 
but it certainly can serve as a good 
yardstick,” he emphasized. “If you 
fail short on the estimate, you can 
find out what’s wrong; if you ex- 
ceed the estimate it will give you 
something to shoot at in the fu- 
ture.” 

Another speaker, Dan O. Wiggins, 
former assistant manager of the 
Cincinnati Ford sales district and 
now manager of the Richmond, Va., 
district, called for dealers to put 
closing procedure “back on a pro- 
fessional plane.” 

“A good deal is a state of mind,” 
said Wiggins. 

He cited a survey which indicated 
that 51 percent of the car buyers 
make their purchase at the first 
agency they visit. Seventy-six per- 
cent of the same buyers said they 
bought the car because they found 
the best deal. 

“How did they know they found 
the best deal?” asked Wiggins. 

He answered his own question 
with this remark: “Because the 
salesman made them think so, The 
professional salesman take an in- 
terest in the buyer, he becomes a 
friend.” 

Wiggins emphasized that the fast 
deal, giveaway salesman immedi- 
ately labels himself a “sharpie” in 
the buyer’s mind. 

W. J. (Woody) Sander, Cincin- 
nati Ford dealer, was elected to suc- 
ceed A. W. O’Rourke, Toledo Buick 
dealer, as president of DADA. 

Other new officers include Wil- 
liam F. McCoy, Wilmington 
Buick-Chevrolet dealer, first vice- 


president; John L. Rodenfels, 
Cleveland Chevrolet dealer, sec- 
ond vice-president; Edward L. 


S. Cole, Warren Oldsmobile deal- 
er, treasurer. 

The OADA did not adopt any 
resolutions during the convention. 


More than 300 Ohio dealers at- 
tended. 


’56- (62) Coupe de Ville, $1,420* (ps). 
CHEVRO ILET—'59 Bel Air (8) 4-dr., $1,- 
58 Impala (8) conv., $1,920; Biscayne 
(8) 4-dr., $1,200; 2-dr., $1,065*; Bis- 
cayne (6) 4-dr., $1,145, $1,075; Bis- 
cayne (6) 2-dr., $1,060 


MERCURY—’56 Monterey 4-dr. 
$750* (ps); Custom 4-dr., 
pees oma 59 (88) Super conv., 


"55 (88) Super 4-dr. Holiday, $670*, 
PLYMOUTH— 59 Belvedere (8) conv., $1,- 


800*. 
PONTIAC—'59 Bonneville conv., 


hardtop, 
$2,- 


57 Bel Air (8) 4-dr., $1,245*; conv., $2,375*; 
$1,185; Two-ten (8) 4-dr., $950°. Catalina conv., $2,125* (ps), 
$750*; Two-ten (6) 4-ar.. $935, RAMBLER—'57 Super (6) 4-dr., $975. 
56 Two-ten (8) 2-dr., $700°; Two-ten oe President (8) 4-dr., 
(6) 2-dr., $640*, . 
‘55 Bel Air (8) 2-dr, hardtop, $660* | MISOELLANEOUS—’58 Ford truck, $620°. 
(ps). 
CHRYSLER—'66 Windsor conv., $850* Rhee, oe 
ps). — Auctio ; ansss 
FORD—'60 Falcon (6) 2-dr., $1,650. A ns in Brief 
’59 Fairlane (8) 2-dr., $1,320*%; Custom WEST PALM BEACH, FLA. 


300 (8) 4-dr., $1,320*, 

"58 Fairlane 500 (8) skyliner, $1,825* 
(ps); Fairlane (8) 2-dr., $1,140*, $1,- 
020°; 4-dr., $1,100*%; Custom 300 (8) 
4-dr., $990°. 

’57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
060*; 4-dr., $750* (ps), 

56 Fairlane (8) Sr $775* 
dr. Victoria, $740* 


(ps); 4- 


West Palm Beach Auto Auction, Sale 
every Thursday (May 5). Retail is report- 
ed on the slow side. Clean units com- 
manding excellent prices, but are scarce. 
Rough cars at a new low. 

* * * 


BORDENTOWN, N., J. 
National Auto Dealer’s Exchange. Sale 


every Wednesday (May 4), Buyers have 
had a tremendous selection of clean, sharp 
saleable cars which continues to attract 
more buyers each week, Sold 74 percent 
of 654 consignments. 

* * * 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day (May 4). Cars weren’t as clean as 
usual and rough cars are hard to sell. 
Sharp cars are in great demand, Sold 223 
cars from 379 consignments, 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (May 6). Weather: Clear, Sold 74 
percent of 995 consignments, 

* * 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every 
Wednesday (May 4). For the past six 
weeks sales have gone up, Prices on late 
models have been rather weak, but 1957 
models down have been strong, 





New Commercial-Car Registrations, 
All States for March, 1960-1959 





27 States Previously Reported 
To Date for March 


Alabama 


Arizona 
Arkansas 
California 
Connecticut 
Georgia 
Indiana 
lowa 

Kansas 
Kentucky 
Louisiana 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Nevada 
New Mexico 
New York 
Oklahoma 
Oregon 
Rhode Island 
Texas 


Washington 


All States Reported 


To Date for March 


Year 
To Date 


‘60 
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*60 
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1590| 34542 
1417| 32059 
99| 2329 
66| _ 1652 
57| 1187 
17|__792 
ii] 1294 
17|__ 1079 
729 10123 
521| 8506 
38) 421 
31| 500 
113) 2170 
61| _ 1534 
60| 2153 
55| _ 1872 
52| 1476 
52| _1704 
40| 1798 
23) _1130 
31| 1083 
23| _ 1031 
a 1699 
44| 1714 
155, 1041 
99| 1179 
197| 4241 
115] 2486 
72| 1668 
52| 945 
21, 1210 
23| 1384 
55| 2885 
63| 2243 
18) 324 
56| 274 
9| 572 
19] 706 
385| 4733 
292| 406! 
19) 1990 
16| 1031 
87| 1208 
118] 1367 
ay al 
18] 285 
181) 800i 
97| 6773 
5I| 1338 
88| 1439 
4157| 89627 
3383| 77746 
10719| 217449 
9293| 204484 
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a ag official state records, Liability cannot be assumed for inaccuracies. Report remains property cf R. L. Polk & Co, May not be 
cop! or so 





New Passenger-Car Registrations, All States for March, 1960-1959 
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tions as com- GM. 

piled by R, L. TOTAL| (rude: 

ik & Co. baker 
36 States 60) (19719) 3867 665| 1633] 17903] 22863) 46931 com | tend 7521 2483 76823} 12234| 7071| 85008) 16226 139548| 5645! 25439] 314105 
Reported '59| 15599] 2666 802} 2167) 6163} 15081} 26879) 67949] 2363} 1430 7221 — 13051} 6988] 67475| 17849 17629 123192} 6568} 24598] 275799 
Alabama *60 555 it 26 481 573| 1238) 2182) 27) 225 "| 391 176| 3212 513 525| 4817 122) 1027) 10340 
59 53 52 17 45 122 359 595| 2245 66 18 169| a8 416 141| 2019 459 483; 3518 121 660] 7728 
Arizona *60 278 36 é 9 146 256 453 966 2 114 9; «1i2) sé 17/1010 180 246; ‘1661 | 487| 4056 
'59 168 15 15 18 59 135} 242 821 20 24 86 | 951] 106 89 699 187 219} 1300 85 451| 3197 
California "60; 3869 633 210 149, 3050| 4233) 8275| 12013 269| 1367 a 14145| 1659 1740| 14312| 2449 oe 23300| 1234, ~—«7138| +~=57961 
'59| 3023 325 171 225 861} 2271| 3853] ‘11743 284 323} _—‘1183| | 13533} 1699] 1600] 10467} 2420) ~—«2514) 18700] 1179] ~— 9044] ~—-49332 
Connecticut 60; 491] 83 13 18 350 589) 1053) 1233) 18) 179 73| 1503 177 131| 1580; 295 310| 2493 176 760| 6476 
59 456 79 29 48 137|__476| ~—769|_—_—*1365 44 46| 158 1613 228 183] 1289 338 395| 2433 159 8%} 6326 
Georgia "60; «47/1 7 14 a 405 | 585, I 133 2876 31) 226) 3; 3136) = 438 197| 2832 = 816| 4770 178; 1478) 11166 
59 250 50 9 40 122| 272 493| _ 2093| 74| 28 | 140 2335| 298 15)| 1864 424 558} 3295 130 749| 7252 
indiana *60 740, «160 34 102) 74! 970|  2007| +2837 él) 368| 6| 3272 755 308| 3819 877 967| 6726 497 662| 13904 
'59| «517, 102 31 121 235 495} 984) 2847 152 52! 276| _|__3327)_—_— ba 297| _2440| 963 773| 5115 679 530| 11152 
Kentucky "60 311) 39| 5| 30| «272 366 712| +1272 13! 143| éi| 1489 194] 83 1662) 325) aati 2570 #| 304-5552 
‘59| __233| 28| 7| 28} —«93|_~——«86 342} ~—«1192] 62 13| ‘1244 | 1391] 230) 73} 1107} _-340)_~—297|_—«-2047 5| 290| 4354 
Michigan "60/2254 384 137 173| 3073) 3172| 6939) 10768 140; 1594) 1042) «:13544/ «2051 886/ 12574| 2669) 3402) 21582 457|—«11987| 46763 
59} -1470)_—243) 75 205| 584) _—*1376| —-2483) ~—8033 442 193] 1055} | 9723} 1626) ~—_—«683}_— 7510; ~—=*1910| ~—-2207)~—«13936 467| 1483) 29562 
Mississippi ; aa zi 3] 14 171| 290 = 506] ~—«93| 8| 84 53; 1138; —«2ii| 69/1365 264, 236| ~=—«-2145 87 326| 43% 
'59 133 34 6 19 _67 201} 327} _~—s9t4| 24] 17 7b! 1031 168] 58] ~—989)_~—— 230) ~—s262|~—«*1707| ~~ =A} = 282] +3544 
Missouri 60; 894 150 a 63 e80; 1123) 2246| 3776| 33) 352| 36| 4197 —Ss«623 279| 4811 856/ 864 7433; 187| 974] 15931 
Bie eo Se OE = ee 82| 341] —65t]_—«*180) 301 89 45| 263) 3408} — 519] ~—-251| 3620 727|__ 643) 5760 246| 1053] 12251 
Nevada "60 60 an 2. 4 6 43] 69, «138 229) 19] 57 305 24 32 315 52] 59 482 16 282| 1281 
AM bined. Rae, |; Scene. |. Bata 4] 38] 82 es Se a eS ee ss ee ee ee 17|___‘144]_—762 
New York 60) 3946| +1378) 236) + 427| + 3755! 5199| 10995| 9576] | 248 1441! -379/ +1644) 2147 ~+-2021| +%12550/ 3710| 3626) 24054) 1213) 5334] 57186 
tere ‘S9] 2534] 673] ~—202| ~—422]_—st22| 3159) 5578] 9520) ~— 284) 293] 196} Ss |_s1293] ~—«1957|_—«*1458) = 9794) ~— «3739 3468] 20616) 1076) ~—«S101| 46198 
Oregon 60/630 53 20 26 252 430; 781) ~—«1538) | 29) 191 | 1759 246 15) 1714 322 391| 2788 162} 814) 6934 
‘< ‘591 614 343 51} 103}_—«326)_~—527) ‘1510! 75] 33} | 1835} 269] —~—— 109] —«*1396] =a 445| 2490 211) 1184) 6861 
Texas *60| «1275 279 83 100; 1205) +1738) + 3405| 7623 64/ 472| 181} 8340) —s:1325 713{ 9668 2003) 1899) 15608 495| 3198) 3232! 
ae e '59| 977 162 63 10! 346 939| 1611} 7007} _—*'133| == 98} ~— 5:28) | 7766} 1199} 578] _—7817|_—«*1785| ~—«*1806| 13185] —477| ~—«2293)~—- 26309 
Washington *60 649 69 14 24, («336 #0) 893| 1890 33] 229 72| 2224; + +269! + +~=«+143|~=Cé«A' 988 304, -521| 3225) +~=174| +~«:N32|+~=—«8297 
i ‘591-546! B 17} 42}_—snNb} 232 450! _ 1800 7 See ee a 104] 1535) 314] 404] = 2639] 155] —*1138| 7024 
All States "60| 36336) 7381) 1500) 2853) 33063) 42906| 87703) 125367 | 2090; “14563 —«5192| 147212 22852) 14081| 158420/ 31532! 36317) 263202! 10794) 51422) 596669 
Reported  —s'59/_—-27489| = 4607| ~—*1481| 3625] 10485| 26197) 46395] 122192] 4191/2660! ~—«12907 | 141950} 22717! 12989| 120171] 32003) 32356] 220236 11685! 49896| 497651 
Year 60! 92100! 19184) 4379| 7599| 79200! 103619| 213981 340920) | 6645| 39877| -5192| 392634! 62275; 37628| 385821! 82034! 90599/ 658357! 27696| 136195/1520963 
To Date _—_—=—‘59|_70445| 12825] 4244) ~—-9759| + 28050| 73528] 128406) 322625) 11747| 7694| 35158] | 377224| 65235] 36891! 333741) 87927] 85231! 609025] 30934] 127463| 1343497 





Compiled from official state records. 


Liability cannot be assumed for inaccuracies, 
totals, Falcon in Ford and Valiant in Plymouth. 








Report remains property of R. L. Polk & Co. May not be copied or sold. Corvair included in Chevrolet 
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In Detroit Price-F ixing Case... 


3 Chevrolet Dealers Acquitted 


(Continued from Page 2) 


Hamilton Chevrolet was formed 
March 29, 1956. 


After Judge Thornton acquit- 
ted the three firms, the defense 
announced that it was resting its 
case, The defense called no wit- 
nesses, 

The prosecution and defense 
were completing their statements 
to the jury as Automotive News 
went to press. Still to come was 
Judge Thornton’s charge to the 
panel of 11 women and one man. 

* * + 


4 teen government charges that 
the defendant dealerships con- 
spired, through their trade associ- 
ation, to fix. prices by adopting and 
distributing uniform retail prices 
and by agreeing to refrain from 
selling new cars for less than $225 
gross profit, 

The maximum fine is $50,000 per 
dealership on each of the two 
counts. 

The government rested its case 
after Joseph May, a Detroit 
Chevrolet dealer, testified that at 
a meeting in March, 1956, the 
dealers voted to hold the line 
“at $225 or some kind of price.” 

The defense then presented a 
motion for acquittal which was 
denied by Judge Thornton, 

May’s firm, Joe May Chevrolet, 
is not among the indicted dealer- 
ships. In his testimony, he said he 
received retail price lists from the 
dealer association at the beginning 
of the ’57 and ’58 model years and 
that the figures included a $100 
pack, 

* * * 

OHN NEVILLE, government 

antitrust attorney, wanted to 
know if the subject of $225 gross 
profit was discussed for the first 
time at a meeting early in March, 
1956. 

May said profits had been dis- 
cussed at meetings from the time 
he joined the association in Sep- 
tember, 1955, He added, “We talked 
about $225, $325, $125—everything.” 

He said profits were discussed 
often because all members were 
losing money and declared that 
‘he lost $30,000 in December, 1955, 
and January and February, 1956. 

He testified that a vote on the 

$225 gross was taken at a meeting 
early in March, 1956. The result of 
the vote, he said, was “that we hold 
for $225 or some kind of price.” 

“Did you adhere to the agree- 
ment?” Neville asked, 

“I don’t think anyone did,” May 
replied, 

An objection was raised to the 
question since May’s firm is not a 
defendant, Both question and an- 
swer were stricken from the rec- 
ord. 

* ok ok 
AN EARLIER witness, Lynn 
Wertz, testified that the $225 
recommendation had been adopted 
at that meeting. Later in his. testi- 
mony, he said the dealers accepted 





Even an Old Pro 
Finds Highball 
Hard to Define 


DETROIT.— The Federal Court 
price-fixing trial involving 22 Chev- 
rolet dealers is a serious matter, 
but there were a few guffaws when 
the government prosecutor asked 
Joe May to explain highballs and 
lowballs. 

“After 25 years in this business, 
I couldn’t give you an exact defini- 
tion of those two words,” said May, 
a Chevrolet dealer. His firm is not 
among those indicted. 

“This is not the kind of a high- 
ball that you drink,” the prosecu- 
tor observed. 

“I don’t drink whisky at all, sir,” 
May replied. 

He continued: “A highball is of- 
fering a much higher allowance 
than the trade is worth to get the 
customer to come back. A lowball 
is giving the shopper such a low 
price that he can’t match it, so he 
has to come back to you.” 

“What happens then?” asked the 
prosecutor. 

“Maybe -you have trouble,” May 
answered. 





the recommendation, “but I 
couldn’t say whether they ever 
adopted it—that is, put it in prac- 
tice.” 

Wertz, now a New York Ford 
dealer, formerly was general man- 
ager of Don McCullagh Chevrolet, 
Detroit. The McCullagh firm, which 
changed hands in 1958, is not a de- 
fendant in the price-fixing action. 

In presenting his motion for 

acquittal, Attorney Anthony A. 
Vermeulen said the defense ad- 
mits the price pack and that the 
association printed and distrib- 
uted price lists. But he contend- 
ed that there was no evidence 
that the lists had been used to 
fix prices, 

On the $225 gross, he contended 
that no witness had testified that 
the figure had any definite mean- 
ing. He said there was no agree- 
ment on what the $225 included— 
whether it included make-ready 
and/or the $17.50 cash bonus then 
in effect for Chevrolet dealers in 
metropolitan points, 

“I submit that the government 


89 





has failed to prove Count No, 2,” 
he said. 
oe a * 
1 jury was not present during 
arguments on the motion. 

In his answer, Neville asserted 
that any action to interfere with 
the price structure is a price-fixing 
arrangement, 

He noted that the indictment 
charges a conspiracy to restrain 
trade, not an actual restraint. 
Count No, 1, he said, charges an 
agreement to adopt uniform list 
prices, not using them, 

On Count No. 2, he pointed to the 
testimony of two witnesses that 
the $225 gross had been accepted. 

Neville declared, “I contend that 
the evidence, both direct and cir- 
cumstantial, establishes a conspir- 
acy and that the matter should go 
to the jury for a decision.” 

In rebuttal, Defense Attorney 
Louis Colombo argued that the 
government, on Count No, 1, must 
show that the purpose of the agree- 
ment was to fix prices, There is 
no'such evidence here, he declared. 
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Dealer Pays Salesmen During Training— 


Jerry J. Ciasulli, president, Gaylin Buick, Union, N. J., points out Buick features 
to group of trainee salesmen in an unusual four-week “paid-while-you-learn” training 
program. Ciasulli's first move to recruit a ‘solid staft’’ was to advertise for “personable 
men with a high school education or better . . . men with an inclination for selling on 
a high plateau." These men were to: receive ‘an excellent guaranteed monthly salary, 
and a new company car" after they had successfully completed the training period. 
Many replies were received, and seven trainees were selected after being ‘‘carefully 
screened with respect to appearance, education, manner and ability to conduct them- 
selves well in conversation.” Looking on are Joseph Bleier, second from left, sales 
manager, and William Boley, right, sales representative. 





EVERY CAR NEEDS IT 


EVERY 








MILES! 





Another Fram First! Here is the first and only 
nylon gasoline filter! It’s now installed as original equipment 


on many 1960 cars. 


Installed in minutes—right in the line, 
between fuel pump and carburetor. 


No brackets, bolts er screws. Tubing and 


clamps with each filter make installation fast and easy. 
And replacement after 5,000 miles is easier still! 


Perfect extra tune-up sale! Protects against 


carburetor wear and plugging to insure gas savings, 
instant starts, full power, no stalling! Each sale 
pays big profits! Order from your supplier today! 


Order this colorful counter display! Includes six 






Fram Nylon Gas Filters packaged with tubing and clamps! 
Handy tube cutter also available. FRAM CORPORATION, Providence 16, R. I. 
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Despite Small Rise in Sales. . . 


Used Cars Continue Sticky 


(Continued from Page 1) 


ed some dealers from sinking in a 
sea of iron. 


a 
» Dealers believe that no real 
Progress can be made in used-car 
sales until prices are moved far- 
ther away from compact-car tags. 
* * * 

ITS selling under $900 are 

selling best, with those from 
$900 to $2,000 rather sticky, 

“The minute we hit $2,000, the 
new compact takes the business,” 
said an Eastern dealer, 

As slow demand has driven 
prices downward, dealers have 
been caught in the middle, Wise 
retailers took their lumps and 
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is a growing tendency toward 
standards in the used-car market. 
They say it will be some time 
before the demand for standards 
is seriously curtailed as a result 
of any trend toward smaller cars. 

A prominent Miami used-car 
dealer summed up the compact-car 
situation in this manner: “Miami- 
ans are now buying compacts, al- 
most 40 percent of the total sales. 
Used-car dealers have no compacts 
to offer and therefore suffer for 
the time being. 

“We can’t buy ’60 compacts now 
at anywhere near dealers’ cost and 
sell them at a profit. This market 
will probably continue until late 
this year or even into ’61, when 
we'll begin to get compacts, I’m 


aeatae. Stocks 
Prove Headache 


Dealers Saturated 





is slow, dealers concentrate on 
marginal risks and financial 
sources make it tough to close 
weak ones, 

So the dealer sells fewer cars, 
makes less money, has to floor-plan 
more cars and suddenly finds the 
finance people want additional 
cash, This binds. 

+ * * 
ft brcins dealer can’t buy cars at 
lower prices to balance his 
stock in order to match lower com- 
petitive prices and stay in the 
black. 

Overallowances were also men- 
tioned as a used-car scapegoat. 
In their anxiety to close margin- 
al new-car sales, some dealers 
tied up too much in trade iron. 
When these pieces wouldn’t move 
at retail and passed a few birth- 
days on the dealers’ lots, used- 


ers took a beating on book value 
on inventories they still had in 
stock. 

“I went to bed and woke up 
$7,500 poorer,” a Los Angeles deal- 
er said. The new Blue Book, which 
hit early this month on the West 
Coast, dropped most domestics 10 
percent with some imports down 
almost double that amount. 

+ * 


THE other hand, some deal- 

ers say that prices have only 

been shaken down to a marketable 
level. 

Said one Westerner: “As soon 
ag Wwe find out what people will 
pay for used cars, then we'll sell 
them. 

“All we have to do is modern- 
ize our thinking and stop trying to 
live up to our advertising of ‘buy 
them high and sell them low.’ We 
can’t do it and remain in busi- 


























ness.” 


wholesaled with a “money-is-no- 
Prices, of course, do not consti 


object” attitude. 

These fire-sale offerings were re- 
flected in prices offered by whole- 
sale guides a month later and deal- 


diag 


Dealers also mention money. 
For one thing, when the marke 





THOROUGH DEWAXING 


- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . » by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium”’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil: Give your customers 
the best... Wotr’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


is 


WOLF’S HEAD OIL REFINING CO., INC. 
OL CITY, PA. 


tute the only used-car problem. 


Despite ’60 Low 


TOCKS of unsold. used cars held 

by franchised dealers as of 
May 1 were at the lowest point 
reached so far this year, according 
to Automotive News’ estimates 
based on field reports. 

Dealers, however, could find 
little to cheer about, since in- 
ventories were good for 33.5.days 
of selling. 

This, of course, is above the gen- 
erally accepted maximum of 30 
days and there are some used-car 
students who say dealers should 
contemplate drastic action when- 
ever stocks rise above the 15-day 
level. 


* ” * 
MONTH earlier, dealers held 

a 35.5-day supply, and inventor- 
ies had been above the 35-day level 
on the three previous used-car cen- 
sus dates of 1960, 

Among reporting dealers on 
May 1, 9.8 percent said stocks 
were good for 15 or fewer days 
of selling, compared with only 
63 percent in this category a 
month earlier. 

A total of 35.8 percent said their 
stocks ranged from 16 to 30 days, 
compared with 37.5 percent the 
previous month. 

As a result, somewhat less than 
half—45.6 percent—of reporting 
dealers were within the theoretical 
30-day limit. ee 


+ 
7 54.4 percent with stocks 
ranging above 30 days compar- 
ed with 56.2 percent in this cate- 
gory the previous month. 

Range of stocks reported was 
14 to 60 days, compared with 15 
to 60 days a month earlier, 

A year ago on May 1, 19.4 per- 
cent of the dealers had stocks at 
15 days or fewer; 46.7 percent, 16 to 
30 days; 66.1 percent, 30 days or 
less, and 33.9 percent, over 30 days. 
Range of stocks was 10 to 60 days. 

—Rosert M, LigNeRrT 


car managers dumped them at 
auction, 

Those who didn’t found their in- ~ 
ventory heavy with expensive 
pieces, which weighted floor plans 
on the high end and crippled the 
dealer’s trading flexibility. 

Inventories are somewhat lower 
than they have been earlier in the 
year, and dealers are attempting to 
reduce the dollar value even when 
they can’t cut the unit number. 

* * od 


EALERS, who earlier in the 
year were reluctant to blame 
compacts for used-car difficulties, 
are beginning to turn their criti- 
cism in that direction. A few still 
insist, however, that the compacts 
are only a convenient excuse, 
Those who say compacts are 
hurting used-car sales note that 
they sell in the same bracket 
with one and two-year-old cream 
puffs and that a buyer can get 
into a new compact with a small- 
er downstroke and a longer pay- 
off period. 
In the view of several New Eng- 
land dealers, the initial novelty of 
compacts has worn off and there 


Ford, GM Slate 
Annual. Meetings 


DETROIT.—Annual meetings of 
General Motors and Ford Motor 
Co. stockholders will be held this 
week. 

The Ford meeting will be held 
here Thursday. The agenda in- 
cludes election of directors, a vote 
on a new stock-option plan for key 
employes and a vote on a stock- 
holder proposal to put limits on 
bonuses. 

The General Motors meeting will 
be held Friday at the Buick-Olds- 
mobile-Pontiac plant near Wil- 
mington, Del. Election of officers is 
the major item on the agenda. 
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Thomas O, Martin president of the Assn, of National Adver- 
— (UT die tisers, died May 5. He also was treasurer 
capper Sr shemes O. and director of the Advertising Research 





Martin, president of Parts Wholesale, Inc., 
and Martin Motors (Chrysler-Plymouth), 
51, died April 12 after a brief illness. 


* * & 
J. Andrew Greenwoed 
pn wae eg on ,.|.,.BLKIN, N, C.—J, Andrew Greenwood, 
. -—Fienry lL, Keefe, 00, presi-'73, who operated a Hillman dealership 
dent of Kobb Rambler here, died May 2. here, died May 6 
* * * : -_ 


O, G, Leonard 


Foundation and a director of the Brand 
Names Foundation, 
7 












* + 


Wallace W. Cooper 
COLUMBUS, O.—O. G. Leonard, 56, ADRIAN, Mich.—Wallace W. Cooper, 
vice-president and general manager of Ohio| 79, an auto dealer here, is dead 
Auto Parts Co., died May 2, He had suf- + * » 
fered a heart attack three weeks earlier. 
Francis H, Fisher 


* » - 
VICTOR, N. Y.—Francis H. Fisher, 47, 
Byron L, Cobb a car dealer here, died May 3. 

HARTSVILLE, 8. C.—Byron L, Cobb, * * * 
owner of Genseniee Setar Cox, died May 3. Nellie Mabel 

HUMBLE, Tex. — Nellie Mabel Rob- 
bins, 62, co-owner of Robbins Chevrolet 
Co,, died of a heart attack May 1, The 
Chevrolet-Oldsmobile dealership was found- 
sion here and in Cleveland for more than/|ed by her husband, the late W, C. Rob- 
10 years, died May 1 in DuBois, Pa, He| bins. 
was with Ford Motor from 1935 until * * * 
he retired in sos. Arthur W. Hauser 

CHICAGO.—Arthur W, Hauser, 62, for- 
mer Roseland auto dealer, died May 4. 

* * +. 


Alvin B, Sieve 
CINCINNATI.—Alvin B, Sieve, 76, pres- 
ident of Glenway Chevrolet Co., died May 
2. Mr, Sieve founded what is believed to 
be the first dealership in the Price Hill 
area of Cincinnati, 
* 












Harry G. Maides 
BUFFALO.—Harry G. Maides, 62, dis- 
trict manager for Lincoln-Mercury Divi- 







* 


John C, Kunigelis 
GRAND RAPIDS, Mich.—John C, Kuni- 
gelis, 53, a retired auto dealer, died May 2. 
* * * 


Max Siegel 
BOSTON.—Max Siegel, 58, president of 
Westminster Motors, Roxbury, died May 6 
at Beth Israel Hospital. He had been in 
the automotive business for many years. 
* 


Paul Brown West 
NEW YORK.—Paul Brown West, 67, 











* * 


Fred D. Munday 
KANSAS CITY.—Fred D, Munday, 56, 
owner of Munday Motor Co., died April 29. 









afraid a lot of used-car dealers will 
fold before then.” 
+ * *~ 

pia are not particularly 

optimistic over the outlook. A 
Los Angeles dealer said, “By all 
rights, it should be a good summer. 
But what ‘should be’ seldom hap- 
pens.” 

And an Atlanta dealer said, “This 
is the used-car season now. If we 
don’t get it now, we won’t have it.” 

Another Southern dealer said, 
“There just aren’t enough buy- 
ers to go around. The desire of 
new and used cars is not there. 

“You can’t sell a man a car, no 
matter how cheap the price or how 
good the deal, if he doesn’t want 
at” 

New York dealers say many cus- 
tomers believe that standards will 
be a drug on the market by 1961 
so they hesitate to buy now and 
are waiting until they can pick up 
a used compact. 

A Midwestern dealer said the 
situation won’t clear up until] the 
spring of ’61—and he looks for a 
poor profit year even then, 

A Southeastern dealer said he 
looks for no change for the better 
until fall, when General Motors in- 
troduces its new compacts. He said 
this may stir up interest and create 
more desire for autos among cur- 
rently cool prospects, 
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Plan now to join the next CARS Rental 
System “Seminar in the Sun” while your 
wife is our guest at the beautiful Ocean 
Manor Hotel! You devote Tuesday, 
Wednesday and Thursday, from 10:00 
until 2:00, to the benefits of leasing, rent- 
ing and financing as practiced ‘by this 
profit-making group of aggressive, fran- 
chised new car dealers—solid business 
sessions that still permit time to join your 
wife and help her enjoy Florida. 


“Seminars in the Sun” are conducted 
weekly in Fort Lauderdale under the joint 
sponsorship of the University of Miami 
and CARS Rental System. While inter- 
national in membership, the small, selec- 
tive classes permit personal attention to 
your individual problems—and show you 
the way to new profits through the only 
leasing group in the nation made up of 
new car dealers. 


Bring your wife as our guest, and join the 
hundreds of CARS Rental System mem- 
bers enjoying new, more profitable volume 
through their exclusive franchise with the 
“Lease Leaders of the World”’. 
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Called Detrimental to Dealer .. . 
Texas Assn. Assails 
Lending, Wage Bills 


CORPUS CHRISTI, Tex.—Oppo- 
sition to Senate bills on financial 
disclosure and minimum-wage in- 
creases was voiced in resolutions 
adopted at the 
43rd annual con- 
vention of the 
Texas Automo- 
tive Dealers 
Assn, (Earlier 
story on Page 56.) 

F. D. Mitchell 
(Chrysler - Plym- 
outh), Waco, was 
elected president, 
succeeding C. B. 
, Smith, Austin, 
F. D. Mitchell Mitchell is the 
first son of a former president to 
hold the office. The late Joe N. 
Mitchell was TADA president in 
1935-36, 

The resolution condemning the 
lending bill said it is not needed in 
the auto industry, “that there is 
ample and adequate disclosure of 


Williams Lists 
His ‘Decalog’ 


all costs involved in the sale of an 
automobile.” 


The association said the measure 
would add “further burdensome re- 
quirements” that would “impose 
artificial features which would be 
chaotic to the industry.” 

The resolution also pointed out 
that under Federal Trade Com- 
mission rules, dealers already must 
give the buyer “a clearly defined 














Dayco Denies 


Pricing Violations 


WASHINGTON.—Dayco Corp., 
Dayton, has denied Federal Trade 
Commission allegations that it has 
illegally charged different prices to 
competing wholesale customers 
and fixed their resale prices for 
its fan belts, radiator hose and 
other automotive products, 


The company, formerly known as 
Dayton Rubber Co., said the FCC’s 
complaint of last Oct. 1 should be 
dismissed because the charges “ap- 
parently relate to a system and 
method of pricing abandoned by its 
Automotive Wholesalers Division 




















For Auto Profits 





CORPUS CHRISTI, Tex. — Bir- 
kett L. Williams, National Auto- 
mobile Dealers Assn. president, 
“Ten Com- 
mandments” for a profitable deal- 


enumerated his own 


ership. They follow: 


1. Make parts department aver- 


age a gross of 25 percent. 


2. Make wages and salaries in 
parts department no more than 9 


percent of total parts sales. 

3. Do not carry over 90 days sup- 
ply of parts. 

4. Own no used car more than 30 
days. 

5. Never have more than a 30-day 
supply of used cars. 

6. Shop payroll of nonproduction 
labor should not exceed 35 percent 
of total shop payroll. 

7. Use own financial statement 
to determine what it costs to sell 
one new car. 

8.- Used-car sales (overhead) ex- 
pense should not exceed 15 percent 
of selling price. 

9. Build parts and service busi- 
ness to where it will pay all over- 
head expense, 

10, Accounts receivable for parts 
and service should not exceed 75 
percent on one month’s parts and 
service sales. 

Williams spoke at the convention 
of the Texas Automotive Dealers 
Assn. 











in 1958.” 


The complaint charged Dayco 


with using these typical methods 
to discriminate in price between 
competing wholesalers: 


customers while denying them to 
others, and charging indirect 


wholesaler customers (jobbers) up 


to about 25 percent more than its 
direct wholesalers. 


Dayco reserved the right to file 


an amended answer when fuller 
particulars are received “as to the 
nature and scope of the charges 
made against it.” 


CHICAGO. — A new outbreak of 
“chain” referral sales of new cars 
has been reported in the Chicago 
area by the Chicago Better Business 
Bureau. 

A spokesman said dealers in- 
volved in the scheme have been 
notified that the bureau “will con- 
tinue to oppose—and expose—the 
practice.” 

He said the Postoffice Depart- 





Douglas Hopeful of Action 
On Truth-in-Lending Bill 


(Continued from Page 6) 


committee “had leaned over 

backwards” not to mention any 
firm’s name and “did not pillory 
any individual.” 

Further, “I refused to open our 
voluminous files to the Department 
of Justice, on the grounds that a 
legislative committee cannot leg- 
islate effectively if it serves as an 
arm of the prosecutor.” 

He insisted he was “not trying 
to indict the American business 
community.” He declared that the 
“overwhelming majority” of lend- 





Trico’s Patent Trial 


Delayed Until Sept. 13 


BUFFALO.—Trial of a patent- 
infringement suit against Trico 
Products Corp., scheduled to 
open May 3 in Federal Court, has 
been postponed until Sept. 13 to 
enable lawyers to finish pretrial 
work on the multimillion-dollar 
case, (See earlier story on Page 
27.) 

Plaintiffs are John W. Ander- 
son, Gary (Ind.), inventor, An- 
derson Co. and Productive Inven- 
tions, Inc. They claim Trico 
infringed on a patent for a 
curved windshield-wiper blade. 





ers and sellers are honest, “But in 
pursuing the consumer at the re- 
tail level, businessmen have wan- 
dered into a competitive jungle, 
where they apparently believe— 
erroneously, in my judgment—that 
survival depends upon camouflag- 
ing the real price of credit,” he 
said. ; 

Douglas concluded his remarks 
by quoting from the April issue of 
Business Review, a publication of 
the Federal Reserve Bank of Phil- 
adelphia. 

The bank stated that a real 
burden for the economy “occurs 

because consumers often buy on 
time in an uninformed way 
without knowing the cost of the 
money they are borrowing.” 
Douglas did not quote from the 


April Federal Reserve Bulletin, a} 


publication of the Board of Gov- 
ernors put out in Washington. That 
issue carried an article on the ex- 
pansion of consumer installment 
credit but it also carried the full 
text of Federal Reserve Chairman 
William McC, Martin’s statement 
before the Douglas subcommittee— 
a statement in which Martin en- 
dorsed the intent of the bill but 
declared that its administration “is 
alien to our existing activities.” 


Granting 
rebates and allowances of up to 20 
percent to some direct wholesaler 


U.S., BBB Rap ‘Chain’ Scheme... 
Referral Wave Hits Chicago 





statement of charges involved in 
connection with the purchase of a 
motor vehicle.” : 

The bill calling for a higher 
wage minimum and the removal 
of all retail service establish- 
ments from exemption would be 
detrimental to the auto dealer, a 
second resolution said. 

“The limitation of the work 
week, the multiplicity of record 
keeping and other burdensome fea- 
tures ... would impose an unwar- 
ranted burden on thousands of 
small businessmen throughout the 
nation,” the association said. 

A third resolution commended 
the San Antonio Automobile Deal- 
ers Assn.’s adoption of a code of 
advertising ethics which bans mis- 
leading or deceptive advertising. 

Other dealer jassociations in the 
state were urged to consider simi- 
lar action. 

Under the San Antonio code, 
the resolution said, dealers have 
agreed to advertise the full 
downpayment, the amount of the 
payment and the number of pay- 
ments involved in the purchase 
of a car. 

Rounding out the slate of officers 
are: 

Cc. C. Gunn (Oldsmobile), San 
Antonio, first vice-president; K. K. 
Kellam (Ford), Wichita Falls, sec- 
ond vice-president, and Joe Bob 
Kinsel (Ford), Beaumont, third 
vice-president. 

Seven new directors were elected 
to three-year terms, They are: 

Lewis Boggus jr., Corpus Christi; 
Frank Gillman, Houston; J, Earl 
Herrin, Kilgore; Horace Holley, 
Abilene; J. R. Rix, Beaumont; Gor- 
don Rountree, Waco, and Charles 
Teague, Mt. Vernon. 


3 New Ford Deals 


MINNEAPOLIS, — New Ford 
dealerships in the Upper Midwest 
are Raasch & Henkel] Ford Sales, 
Spring Valley, Wis. headed by 
Dale Raasch and Walter Henkel; 
Kronlund Auto Sales, Inc., Hay- 
ward, Wis., operated by Henry 
Kronlund and Otto Dalton, and 
Karki Ford Sales, Tower, Minn., 
owned by William Karki. 









ment, to which the facts had been 
forwarded, issued the following 
statement: 

“This plan is regarded as an end- 
less chain scheme, the operation of 
which conflicts with the postal lot- 
tery and fraud laws. All matter re- 
lating to the plan would be non- 
mailable.” 

Illinois law, the spokesman add- 
ed, prohibits lotteries whether the 
mails are used or not. 

Under the plan an unsuspecting 
prospect is led to believe he may 
get a new car free if he “qualifies,” 
the spokesman explained. 

Anyone with credit who can be 
persuaded to sign an installment 
contract is qualified, he continued. 


The customer who “qualifies” 
must buy a car under one of two 
forms of the plan and must sign a 
“representative’s commission agree- 
ment,” usually valid for one year. 

According to the contract, the 
bureau aide said, the buyer is eli- 
gible to submit names of other pros- 
pects to the dealer, and commis- 
sions are credited to the customer's 
account for each referral resulting 
in an additional sale, 

Under one form commissions 
(usually $100) are credited or paid 
for each direct referral] which re- 
sults in a sale. “Chain” commissions 
(usually $50) are paid to the origi- 
nal customer for each sale result- 
ing from referrals made by the 
second person or persons involved 
in the second step of the chain. 

“The cash sale prices of autos 
sold under such plans are in- 
creased to cover the cost of refer- 
ral commissions,” the spokesman 
said. 

“The incentive to participate in 
either plan is the ‘bait’ of making 
enough commissions to pay for all 
or part of the cost of the car. 

“No one receives a new car free, 
in whole or in part, under any 
referral plan which has come to the 
attention of the (Chicago) bureau,” 
the spokesman said. 

















































Sunlight Powers 
Emergency Device 
For Highways 


LOS ANGELES.—An emergency 
calling system for highways, fea- 
turing a miniature transmitter that 
uses sunlight as its power source, 
has been developed by Hoffman 
Electronics Corp. 

The transmitting device is pow- 
ered by nickel cadmium batteries 
that are recharged by solar energy. 
Five tiny silicon solar cells draw 
enough energy from the sun to 
keep recharging the batteries so 
they never need replacing—even in 
areas where there is no sunlight 
for extended periods, Hoffman said. 

The transmitter, housed in a 
metal box about one cubic foot in 
size, has a power output of one 
watt which will give reliable com- 
munications over a line-of-sight 
distance of 18 miles. To operate 
the transmitter a motorist simply 
presses one of four buttons on the 
transmitter panel: One each for 
fire, ambulance, police or service 
truck. 

The message is transmitted by 
code in 1% seconds, and the trans- 
mitting unit is then turned off. 





Calling for Help— 

H. Leslie Hoffman, president, Hoffman 
Electronics Corp., los Angeles, demon- 
strates the solar-powered ‘‘safety satellite” 
transmitter for the new emergency calling 
system now available for installation along 
freeways and other congested or remote 
traffic areas. By pressing any of four but- 
tons—for police, ambulance, fire truck or 
service truck—a motorist can automatically 
transmit a 1¥%-second coded radio mes- 
sage summoning help. 


















May 26-27 
Phoenix, Ariz. 
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THERE'S STILL 


GOLD IN THE WEST 


4 NADA SEMINARS CHOCK 
FULL OF PROFITABLE IDEAS 


Thousands of Dealers Have Traveled to Washington 
to Attend Similar Meetings 







[] “The management of 


Cj “Incentives, profit shar- 
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May 31-June 1 
San Francisco, 
California 
Jack Tar Hotel 


you wish to attend. Mail to: 


2000 K Street, N. W., 
Washington 6, D. C. 


Name she deta ct 


PeeerONNt eo 
NR ince be 


Cie. 


[] “The imported car deal- 


C] “Incentives, profit shar- 


Each Seminar has its own outstanding panel of dealer 
experts who will lead these profitable, provocative dis- 


EACH SEMINAR — 
$ 75 PER PERSON NADA MEMBERS 
$100 PER PERSON NON-NADA MEMBERS 


You may register for only one Seminar in each city if 
you prefer. All registrations must be made in advance. 


Check the box or boxes above for the Seminar or Seminars 


NADA Management Services Department, 


Check Enclosed [] Bill Me [] 


ership" 


ing and retirement 
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More Needed, Says 


60s Seen Decade of Challenge 


Mitchell Takes Over Ford R. I. Deal 


CRANSTON, R. I. — Albert E.| Auto Sales, Inc. Rossi Ford origi- 
Mitchell, a former Providence Ford | nally was known as Sandager Ford, 
dealer, has assumed operation here| Inc., having been founded by the 
of Rossi Ford, Inc. The new deal-| late Harry Sandager, former Con- 





ership will be known as Reservoir| gressman from Rhode Island, 








Buy genuine Rover parts 


The use of oe Rover parts, en- 

ineered to the exacting standards of 

e developers of the jet engine and 
the world’s first turbine car, is strongly 
recommended. Inquiries may be di- 
rected to the following offices, where 
at ¢, s depots are maintained: 
36-12 37th Street, Long Island City 1, 
New York; 373 Shaw Road, South San 
Francisco, California; Mobile Drive, 
Toronto, Canada; 156 West Second 
Avenue, Vancouver, B. C., Canada. 





THE ROVER MOTOR COMPANY 
OF NORTH AMERICA LIMITED 
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PINEHURST, N. C.—The most 
important single key to the auto 
industry’s success in the ’60s is “a 
greater responsiveness than ever 
to the wants of the American car 
buyers,” according to E. C, Quinn, 
Chrysler Corp. Sales Division vice- 
president. 

He spoke at the 25th annual con- 
vention of the North Carolina Au- 
tomobile Dealers Assn. 


There will be many changes in 


challeng: 

maker and the dealer will lie in 

the merchandising end of the 
business. 

“There'll be more customers, 
more people who need and want 
the goods or services we have,” he 
continued, “So we have to expect 
to do more advertising, more con- 
tacting and more aggressive mer- 
chandising.” 

New selling approaches and im- 
proved saleg techniques will be 
needed because the consumer will 
be more critical and use more dis- 
crimination in what he buys, Quinn 
said. 

“This will call for the develop- 
ment of better, more truly profes- 
sional salesmen than I’m afraid 
many of our car salesmen are at 
present,” he said. 

“We will have to work harder 
and more continuously at the job 
of holding our present customers, 
because if it means anything, 
discretionary buying means a 
buyer’s market, where he has 
more choice not only of what he 
buys but where he bee it. He’ll 
go where he finds what he 
wants.” 

Quinn said there will be great 
changes in personal income in the 


Littleford Named 
ABP Chairman; 
Webber on Board 


HOT SPRINGS, Va.—William D. 
Littleford, president of ‘Billboard 
Publishing Co., was elected board 





chairman of As- 
sociated Business 
Publications 
at the group’s 
annual meet- 
ing at the Home- 
stead here. 

Richard L 
Webber, Avutomo- 
tive News adver- 
tising and busi- 
ness Manager, 
was among seven } 
men named to R. L. Webber 
the board of directors. 

William B. Freeman, Miller- 
Freeman Publications, was elected 
first vice-president, and Robert F. 
Marshall, F,. W. Dodge Corp., was 
named second vice-president, 

Regional vice-presidents are: 
Eastern—George E. Lockwood, 
Lockwood Trade Journal Co.; Mid- 
west—Edward L. Henderson, Air 
Conditioning, Heating and Refrig- 
eration News; Pacific—Harry Mar- 
tindale, Fairchild Publications. 

Other new directors are: Robert 
U. Brown, Editor and Publisher; 
George H. Gurley, Packer Publish- 
ing Co.; Charles B. Bear, Archi- 
tectural Forum; William G. Dud- 
ley, Gulf Publishing Co.; Edgar B. 
Fairchild, Fairchild Publications, 
and Charles H. Hashagen, Chain 
Store Age. 





Former U. C. Dealer Faces 


Federal Theft Charge 


JACKSONVILLE, Fla. — Howard 
James Hackney, 32, a former Co- 
hutta (Ga.) used-car dealer who an 
FBI agent said, deserted his busi- 
ness last June now faces a Federal 
charge of interstate transportation 
of a stolen car. 

Hackney was held in $1,500 bond 
on the charge following a prelimi- 
nary hearing here. 

FBI Agent William J. Dawson 
said that between last June and the 
time of hig arrest at a car auction 
lot here May 5, Hackney had ac- 
quired eight automobiles by paying 
for some of them with bad checks, 
then trading for other cars and 
cash. 


’60s, people will have more to spend 
and their demands will be greater. 

He warned that the industry 
must “keep a jump ahead of shifts 
caused by these changes in income. 

“They could mean selling differ- 
ent lines of cars to our present cus- 
tomers,” he said. “Or they may 
well open up an entirely new clien- 
tele we haven’t considered to be in 
our particular field before, Both 
could apply to selling used cars as 
well as new.” 

The increase in consumer pur- 


Mass. House OKs Cut 


In Vehicle Tax Rate 


BOSTON.—A bill to impose a 
$66 per thousand dollar valuation 
ceiling on vehicle excise taxes, now 
at $66.96, was passed to be en- 
grossed May 9 by the House under 
suspension of the rules. Passage 
was on voice vote, without debate, 
and the bill went to the House. 

Automobile groups are backing 
the bill, while real estate groups 
oppose the proposed ceiling. Under 
present law the automobile excise 
tax rate is based on the average 
real estate tax rates for all com- 
munities in Massachusetts for the 
preceding three years. 


1 


TIRES in 


chasing power also may bring 
changes in selling territories, Quinn 
observed. 

“As people move about, and 
new suburbs develop and grow, 
we may have to go much fur- 
ther for business than has been 
our custom, This could call for 
some entirely new ideas and 
methods of prospecting.” 

He said that by the end of the 
decade the industry “may see some 
big changes in where our dealer- 
ships are located and what they 
look like. 

“Automobile row may disappear 
entirely, or take on a wholly differ- 
ent character,” he added. 

Although the '60s hold great 
promise, Quinn said he was con- 
vinced that “gold mines won’t come 
for free in the ’60s any more than 
they ever did, 

“You still have to know where 
the gold is, be there, stake out your 
own claim and then work it,” he 
said. 

C. W. Wickham, Tarboro, was 
elected to succeed C, Odell Sapp, 
Salisbury, as association president 
for the coming year, Other officers 
are Rupert E, Atkins, Raleigh, 
vice-president; W, A, Raney, Wilm- 
ington, secretary, and Horace J. 
Iiderton, High Point, treasurer, 
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e Eliminates Finger Marks 

e Perfect for Concave Con- 
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e Sand Paper Cuts Better 
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Output at 2-Month High .. 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 
Ended Same Ended Output, To 
May 14, Week, May 7, May, May 16, 
1960 1959* 1960* TeoDate 1959* 1960 
AMERICAN MOTORS 
IEEE ~~ Letniscceptiascsecnene 11,600 9,413 11,698 23,298 -161,155 202,892 
CHECKER MOTORS .. 225 162 212 437 2,237 2,985 
CHRYSLER CORP ..... 19,870 19,954 22,527 42,397 319,757 449,991 
SETI dduvcushsinksstedaressie 1,650 2,012 1,645 3,295 32,484 36,648 
SPNOO  seiatcccrecvnsibecenainets 220 1,245 213 433 23,286 14,159 
PEA ichctlnijdcsoseubixicurceiies 9,900 3,913 9,807 19,707 72,179 167,748 
BETOTE ic ccsccevesccsvoescve 400 an . - Aesceuph 400 9,240 7,117 
Plymouth Total .......... 7,700 12,366 10,862 18,562 182,028 224,319 
Plymouth. .................. 4,600 12,366 4,530 9,130 182,028 117,269 
TI J inbiderakins wrietes ee 35. Sidecun 6,332 Se. Weise 107,050 
FORD MOTOR** .......... 41,946 38,654 40,253 82,199 713,640 770,568 
Ford Division. ............ 33,111 34,331 32,180 65,291 616,893 642,651 
I a stistiinticemeitves BOBRS  —acsscisees BACR Wap E sa canccices 195,098 
Ford (Standard) 19,940 32 18,572 38,512 588,533 411,747 
Thunderbird ............ 2,246 1,475 2,236 4,482 28,360 
L-M Division .............. 8,835 3 8,073 16,908 177,346 127,917 
is 5 Noetehguts sessihecotie See ~~ cwiewaats 4687 . 102807  viiicn 44,991 
IID sstecocen cseseosocrine 275 522 268 543 13,318 9,393 
IED, civapssxserostecerses 3,100 3,057 2,978 6,078 64,038 73,533 
GENERAL MOTORS .. 74,340 64,573 64,973 139,313 1,208,484 1,403,716 
GE = iis iccibiisventecetcsesers 6,712 4,338 4,557 11,269 115,046 122,585 
SND © setscrsevesisrtieciters 3,360 3,376 3,386 6,746 68,444 67,895 
Chevrolet Division .... 44,400 36,171 41,271 85,671 673,101 857,831 
CIE. scsistcthatinsnvicrts GOee anak 5,150 ND - - -“"wasuscues 122,695 
Chevrolet (Std.) .... 40,100 36,171 36,121 76,221 673,101 735,136 
Oldsmobile _.................. 9,140 9,201 6,878 16,018 171,347 154,585 
EE SiAaahccravicsdosntsnoes 10,728 11,487 8,881 19,609 180,546 190,820 
S-P CORP. 
Studebaker ................... 2,668 3,262 2,640 5,308 71,491 50,496 
Total Cars, U. S.**....150,649 136,018 142,303 292,952 2,476,764 2,880,648 


*Revised. 
**Totals for 1959 include Edsel production. 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 14, Week, May 7, May, May 16, May 14, 
1960 1959* 1960* Toe Date 1959* 1960 

8,753 8,147 16,747 158,677 189,455 

154 60 120 2,578 1,171 

72 65 165 1,293 1,727 

1,480 1,514 1,514 33,534 30,601 

7,800 7,426 15,556 130,782 150,143 

1,928 2,003 3,908 35,086 44,777 

on 2,615 3,350 2,679 5,294 54,765 53,144 

Wi lialtsardsceatbondicoerd 340 416 342 682 6,725 5,604 

STUDERAKion sdajdatiedti 448 125 509 957 5,546 6,128 

NIE > San covayocecistetcicvsansvess 410 414 352 762 7,459 7,463 

NEED scent ericheaseorcodians 5,830 2,813 5,729 11,559 45,451 58,180 

MISCELLANEOUS ...... 80 86 82 162 1,541 1,728 

Total Trucks, U. S..... 28,518 27,391 28,908 57,426 483,437 550,121 
Total Cars, eke 

Ree ae. 179,167 163,409 171,211 350,378 2,960,201 3,430,769 
Total Cars, Trucks, 

II essscsdrecccecstcchses 10,595 9,506 10,550 21,145 179,049 188,038 


U. S. and Canada... 189,762 172,915 181,761 371,523 3,139,250 3,618,807 


*Revised. 


Weapons Speedup Urged 
To Offset Red Gains 


(Continued from Page 2) 


through better administrative prac- 
tices, intensified Army-industry 
teamwork and new procedures for 
expedited development, such as 
overlapping and telescoping some 
phases of the research and develop- 
ment cycle and conducting user 
and engineering testing concur- 
rently or on a combined basis,” the 
general continued. 


“We are now starting produc- 
tion, engineering and tooling as 
early in the development cycle 
as possible. By these steps, we 
expect to reduce significantly our 
lead time. 

“We approach our goal of devel- 
oping tomorrow’s weapons and 


L-M Distribution Meeting 


Opens in Detroit Today 


DETROIT.—Twenty-one Lincoln- 
Mercury district distribution man- 
agers will meet here today and 
tomorrow (May 16-17), to discuss 
the effectiveness of present distri- 
bution methods in an effort to ex- 
pedite cars from factory and/or 
warehouse to dealerships and cus- 
tomers. 

Assembly-plant sales coordina- 
tors, import distribution coordina- 
tors and import warehouse coordi- 
nators also will attend. C. E. Bowie, 
L-M general sales manager, will 
address the group today at the 
Statler-Hilton Hotel. 


equipment by two mutually support- 
ing routes. One by designing mate- 
rial to support new concepts of 
tactics and organization, and the 
other by adapting scientific break- 
throughs and technological progress 
to military use. 

“Within the framework of future 
possible conflicts, whether engaged 
in an allout nuclear war or in put- 
ting down aggression with conven- 
tional weapons, Army combat 
troops must react faster, cover more 
ground, protect larger areas, dis- 
perse and regroup faster than ever 
before. They must disperse over 
greater areas to avoid inviting nu- 
clear attack or to lessen the nuclear 
effects should an attack occur,” 
Trudeau continued. 

“At the heart of this mobility 
problem is one simple fact, the 
greater the speed of movement over 
all types of terrain, the greater the 
chances of tactical success,” he said. 

“I deliberately placed mobility 
last in the combat equation because 
I believe that in this area our im- 
mediate need for progress is great- 
est. In order to bring mobility into 
balance with firepower and com- 
munications, major breakthroughs 
are needed, and the sooner the 
better.” 


Mosko Takes on Fiat 


DENVER, — Mid-States Italian 
Motors, Inc., has awarded a Fiat 
franchise to Aaron Mosko Motor Co. 


Year’s Output Is Close 


= |To 4-Million Mark 


(Continued from Page 1) 


N,. J., Kansas City and San Jose, 


4,300, and Cadillac off from 3,386 to 


Calif, Valiant worked its lines at! 3,360 


St. Louis and Newark, Del., 
days. 


five 


QTHER makers scheduling Sat- 
urday assembly operations last 
week were Chevrolet at Baltimore, 
Flint, Framingham, Mass.; Janes- 
ville, Wis.; Norwood, O.; Tarry- 
town, N. Y., and St. Louis; and 
Buick-Oldsmobile-Pontiac at Kan- 
sas City, Linden, N. J., and Wil- 
mington, Del. 

The upsurge at B-O-P opera- 
tions, plus the overtime at Chev- 
rolet, gave General Motors a near- 
10,000 boost in production over the 
previous week, GM output last 
week totalled an estimated 74,340 
cars, compared with 64,973 a week 
earlier. 

Pontiac output rose from 8,881 
units a week earlier to an esti- 
mated 10,728 assemblies last 
week; Oldsmobile from 6,878 to 
9,140, and Buick from 4,557 to 
6,712. 

Only GM makes to show deficits 
were Corvair, off from 5,150 to 


The standard Chevrolet spurted 
from 36,121 units a week earlier to 
an estimated 40,100 cars last week. 

+ * * 


Ce to pace Chrysler 
Corp. production last week was 
Dodge, whose 9,900 cars were most- 
ly Darts. A week earlier, Dodge 
turned out 9,807 cars. 

Dart continues to account for 
nine out of every 10 Dodge as- 
semblies, with six-cylinder en- 
gines going into an estimated 
35.7 percent of the Darts built. 
That compares with 30.8 percent 
of Plymouths having six-cylinder 
engines. 

Comet reached an alltime high 
of 5,460 assemblies last week and 
for the first time was third among 
the compact makers in weekly as- 
semblies, The record 5,460 assem- 
blies topped Comet’s former high 
of 5,064 units built during the week 
ended April 23 and compared with 
the 4,827 cars built a week earlier. 

Falcon worked all four of its 
plants six days last week, but still 
saw its output dip from 11,372 units 





93 


a week earlier to an estimated 
10,925 assemblies last week. 
* + * 

AMBLER declined from its rec- 

ord-breaking 11,698 assemblies 

week earlier to an estimated 
11,600 cars last week, while Stude- 
baker rose from 2,640 to 2,668, 

Rambler continued to be the 
only maker producing cars three 
shifts daily over six days. 

Checker upped its output from 
212 assemblies the previous week 
to an estimated 225 units last week. 
Checker, after a slow start due to 
labor difficulties and steel short- 
ages, now has run its calendar-year 
total to an estimated 2,985 units, 
compared with 2,237 assemblies 
through the week ended May 16 
last year. 

ok * 
EE output to- 
talled an estimated 28,518 units 
last week despite the fact that 
Dodge was down the entire week 
to adjust production with field in- 
ventories. e 

That compares with 28,908 as- 
semblies a week earlier and 
27,391 trucks built during the 
week ended May 16 a year ago. 

Canadian makers turned out an 
estimated 10,595 cars and trucks 
last week, compared with 10,550 
vehicles a week earlier and 9,506 
assemblies during the week ended 
May 16 last year. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 8,860 cars and 1,735 trucks last 
week, compared with 8,803 cars 
and 1,747 trucks a week earlier. 


Truck Sales Hit 10-Year High 


RUCK dealers had their best 

March in 10 years, registering 
89,627 new trucks during the 
month, figures from R, L. Polk & 
Co. show. 

The March total was 28.8 per- 
cent ahead of the 69,588 trucks 
sold in February and 15.28 per- 
cent above the 177,746 sales in 
March of last year, Not since 
March of 1950, when 96,266 trucks 
were sold, has the third month 
of the year been so good. 
March also marked a return to 

normal selling conditions for most 
makes with most of the effects of 
the steel] strike out of the way. 
Only three producers failed to 
share in the upswing in sales when 
the March figures for this year and 
last are compared. 
« * = 
ve March sales figures for both 
years for each line were: 








Mar ‘ch, . 
1960 1959 

Chevrolet. ............ 32,579 26,291 
Eo cusistuireeiinntnneies 25,484 22,376 
International 9,949 8,636 
MINEE ~ idlecayweasiesinns 1,343 5,693 
Dodge ....-..cccsseeee 4,259 6,086 
MIE sacstiviccocupsaee 2,779 2,016 
White 1,325 1,310 
Be Siseseedyecstarinnse 1,084 1,105 
Studebaker ........ 297 514 
Diamond T ........ 252 220 
Brockway .......... 119 116 
Miscellaneous 4,157 3,383 

Totals ............... 89,627 77,746 


The March sales spurt carried 
registrations for the first quarter 
to 217,449, a gain of 6.34 percent 
from the 204,484 sales in the like 
period of last year. It was the best 
first quarter since 1953 when sales 
hit 220,767 in the first three 
months. 

* + © 
IX truck lines were able to in- 
crease their market penetration 
as well as sales in the first quarter. 


Distributor Group, 
AC Officials Meet 


DETROIT, — Sixteen members 
from 13 states attended a three-day 
conference of AC Spark Plug’s 
1960 Distributor Council with top 
AC executives. They discussed de- 
sign, manufacture and marketing 
of AC products. 

Representing AC were Joseph A. 
Anderson, general manager; Edgar 
H. Francois, general sales man- 
ager; Hubert L, Curtis, works 
manager, and Glen R, Fitzgerald, 
engineering and equipment sales 
director. 

The 16 Council members are 
chosen annually from among ware- 
house distributors handling AC’s 
automotive products. 








The six, their unit sales, percent of 
market and percentage-point gains 
were: 

Ford, 65,694 units sold, good for 
30.21 percent of the market, a gain 
of 1.20 points; International, 25,551 
units, 11.75 percent, up 2.64 points; 
Willys, 6,702 units, 3.08 percent, up 
0.25 points; White, 3,585 units, 1.65 
percent, up 0.06 points; Brockway, 
297 units, 0.14 percent, up 0.01 point, 
and miscellaneous, 10,719 units, 
4.93 percent, up 0.39 points. 

The three producers which in- 


Romney Accuses 
Politicians of 
‘Ducking Issues’ 


MILWAUKEE.—The United 
States is “ducking major issues” 
because leaders of both political 
parties fear alienating minorities, 
George Romney, American Motors 
president, charged last week. 

Romney told the YWCA annual 
meeting that politicians would 
rather win elections by winning the 
support of a number of minorities 
than by facing up to the issues, 


A “distinctly American capacity” 
to get together to do a job that is 
too big for individuals was termed 
a “secret weapon” by Romney. 

But he said that Americans have 
failed to understand this or make 
it known to foreigners, 

“There is too great a tendency,” 
he said, “to think of Russia as a 
country where people subordinate 
their interests to the state, whereas 
in America we do as we please.” 


How They Fared... 





First First Percent Percent Percent 
Quarter, Quarter, Share of Share of Points 
Make 1960 1959 60 Market ’59 Market Change 
CMO VON  oanrecsiccrsccossecccccose 74,495 13,692 34.26 36.04 —L78 
BINS hipsileskncschinencndadests eisiaviieniil 65,694 59,312 30.21 29.01 +1.20 
International _.................. 25,551 18,625 11.75 9.11 +2.64 
MENMINEE > ga asasasvscbiasiisneaseocsconadant 16,493 15,967 71.58 7.81 — 238 
PNG cn sock vies ci cscankackziatiae 9,912 13,200 4.56 645. —1.89 
MIIPDL. . .ensishaacinsivankenadanneidbaoi 6,702 5,791 3.08 2.83 + .25 
MN» uciceadovissdudheccupduaaacieas 3,585 3,254 1.65 1.59 + .06 
IE 453 cis di wiausisoassvacnaciaaaded 2,784 3,032 1.28 1.48 — 20 
Bop To eccicsnssosacsscvesee 655 626 30 31 — Ol 
Studebaker .....................5 562 1,435 26 -10 — 44 
Brockway ...........:cccceee 297 257 14 13 + OL 
dentate 9,293 4.54 + 


aot eeeeeenereeeneeeseeereosere 


**Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 









Commercial Car Registrations 


By Makes 


First Quarter, 1960 vs. 1959 


204,484 
*—White includes Autocar, Freightliner, Reo and Sterling. 
Corbitt, 






creased sales but slipped in pene- 
tration, their sales, share of mar- 
ket and percentage-point losses 
were: 

Chevrolet, 74,495 units, 34.26 per- 
cent, down 1.78 points; GMC, 16,- 
493 units, 7.58 percent, down 0.23 
points, and Diamond T, 655 units, 
0.30 percent, down 0.01 point. 

The three manufacturers which 
showed losses in both units sold 
and penetration and their totals 
were: 

Dodge, 9,912 units, 4.56 percent, 
down 1.89 points; Mack, 2,784 units, 
1.28 percent, down 0.20 points, and 
Studebaker, 562 units, 0.26 percent, 
down 0.44 points. 

* of +. 

ALIFORNIA and Texas, as us- 

ual, ranked one-two as the top 
truck-buying states in March, The 
top 10 states and their registra- 
tions for March of this year and 
last were: 


March, 
1959 
1. 
2. 6,773 
3. 4,061 
4. 2,486 
5. 3,895 
6. 3,232 
q. 8,471 
8. 3,038 
9. 2,113 
10. 2,248 





Increased registrations for 
March were reported by 34 states 
while 15 states and the District of 
Columbia reported the month’s 
sales trailed the year-earlier show- 
ing. In Alaska, there were 57 truck 
sales in March of each year. 

* * * 
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Diveo, FWD, Kenworth, Marmon- 
—Compiled from R. L. Polk & Co. data. 












AUTOMOTIVE NEWS, MAY 16, 1960 


100,000 Turn Out in Louisiana... 


Outdoor Show a Hit 








More than 100,000 persons view- 
ed automotive displays spon- 
sored by the Shreveport-Bossier 
City (La.) New Car Dealers Assn. 
at the Freestate Shopping Center 
in Shreveport, according to W. T. 
Hanna jr., association president. 


Fourteen dealers took part in 
the eight-day outdoor show and 
special automotive sections were 
published by the city’s two daily 
newspapers, Hanna said. 

In Jefferson City, Mo., attend- 
ance at the city’s second annual 
show “was only a little better” than 
last year’s turnout of 4,000, accord- 
ing to a spokesman for the spon- 
soring Jefferson City Automobile 
Dealers Assn. 

* * 


Most dealers reported that sales 
had picked up as a result of the 
show, he said, and many purchases 
were made by persons the dealers 
never had contacted previously. 


“Although some of the dealers 
were a little disappointed with 
the crowd, the association has 
deeided to stage another show 
next year,” he said. 

More than 60 new cars were dis- 
played at the first show in 30 years 
in Bay City, Mich. Nine dealers in 
Bay County participated. 

* + * 
E San Francisco area’s first 
compact-car show was staged 
by dealers in Alameda, All six of 
the domestic compacts were ex- 


Chrysler Claims 


Volume Success 


Dealers Now Ready, 
Newberg Declares 


(Continued from Page 4) 


sales and service performance by 
all dealers. 

“We are improving our car-order- 
ing system. 

“And we are working with deal- 
ers to make sure their manage- 
ment practices are geared to vol- 
ume sales.” 

Colbert told the group that the 
job of rebuilding Chrysler’s organ- 
ization has been completed, in the 
main, and Newberg said that the 
company’s sales objective was to 
penetrate well beyond a _ million 
units annually to achieve an appro- 
priate ratio of profits to dollar sales. 

Newberg said that on the open- 
ing day of the meetings last Wed- 
nesday (May 11), the company’s 
United States car production sur- 
passed the 1959 first-half total by 
3,000 units. 

First-half production this year 
will exceed last year’s first-half fig- 
ure by 39 percent and the six-month 
figure will exceed the company’s 
total passenger car production for 
1958 by 28,700 units, Newberg said. 

Recounting the changes that 
have taken place within Chrysler 
during the past decade, Colbert 
pointed out that, while the com- 
pany’s former organizational 
structure and method of oper- 
ating had been highly successful 
and “right for its time,” by the 
1950s a new set of circumstances 
made drastic changes imperative. 

“The kind of competition we were 
facing required a vast rebuilding 
job,” Colbert said, “We had to re- 
duce our reliance on major sup- 
pliers for major components. We 
had to build new plants and mod- 
ernize those we had. 

“We had to change our product 
styling concepts. We had to do 
something about the over-dealering 
with regard to Plymouth. We had 
to improve our labor relations. We 
needed an overseas base for our in- 
ternational operations. And our or- 
ganizational structure needed 
streamlining and integrating. 

“During the past 10 years we 
have been working on all of these 
requirements, and the job today 
is substantially complete. 

“Now we have a new and differ- 
ent kind of company, and the task 
ahead is to realize the full potential 
of that company in terms of sales 
volume and financial returns,” Col- 
bert said. 














WANTED — GENERAL MANAGER — Es- 





hibited and demonstrators were 
provided for trial rides. 

The Asheville (N, C.) Auto & 
Truck Dealers Assn, held an out- 
door show and sale of new cars 
and trucks, compacts and imports 
at an Asheville shopping center, 

The dealers provided on-the- 
spot appraisals of old cars, dem- 
onstrations of new ones and as- 
sistance in arranging financing, 
according to Robert E. Perkins, 
association president, 

The Central States Import, 
Sports and Small-Car Show opens 
a six-day run tomorrow (May 17) 
in the St. Louis Arena, Each night 
of the show a Midwest automobile 
club will be honored, show officials 
said. 

Tucumcari (N. M.) dealers and 
the Tucumcari Daily News will co- 
sponsor the city’s first show in sev- 
eral years Saturday (May 21) at 
the National Guard Armory. 

The Kalamazoo (Mich.) New Car 
Dealers Assn. will stage a show 
the same day in the city’s down- 
town area, 


Factory, Dealer 
Are Ruled Liable 


For Defective Car 


TRENTON, N. J.—Auto makers 
and dealers are liable for defective 
cars despite warranty clauses 
which seek to absolve them of re- 
sponsibility, the New Jersey Su- 
preme Court has ruled. 

The court, in a unanimous deci- 
sion, held that Chrysler Corp. and 
Bloomfield Motors were responsible 
for a new car that was wrecked 
because of defective construction. 

The ruling came in a case in 
which a new Plymouth bought in 
1955 swerved off the road 10 days 
after delivery and was demolished 
when it struck a brick wall. The 
owner testified “something snapped 
in the steering mechanism.” 

The defendants claimed that 
their warranty covered only re- 
placement of defective parts if 
they were sent to the factory by 
the buyer, 

The car owner won a $4,000 judg- 
ment for damage to the car and 
$26,000 for injuries to his wife, who 
was driving at the time of the 
crash, 









































HELP WANTED 


ASSISTANT PARTS MANAGER: Rapidly 
expanding California Chevrolet dealer- 
ship, San Francisco Bay area, needs 
experienced Chevrolet parts counterman 
to move in as assistant to parts man- 
ager. Applicants should have experience 
in ordering, inventory, control and coun- 
ter sales. Position is hourly-paid with 
all benefits: Insurance, vacation, holi- 
day pay. A real opportunity for a young 
man who wants to move up, Write or 
wire Dick Stanton, Parts Manager, 
Hatch Chevrolet Co., 5172 El Camino 


Real, Los Altos, California. 


tablished dealership located in central 
Indiana —- with expanding trade area 
adjacent to metropolitan city. Profit 
sharing agreement available to aggres- 
sive individual. Dealership franchise is 
one of the ‘‘Big Three’’ lines including 
the newest compact cars. Excellent sales, 
service and used-car operation facilities. 
For particulars write Box 1472, c/o 
Automotive News, Detroit 7. 


REGIONAL OFFICE POSITION—Midwest 
Regional Office of Renault, Inc., has im- 
mediate opening for claims adjustor be- 
tween ages 25-45. Claims experience or 
mechanical background required. This is 
a salaried position, 5-day week, paid va- 
cation, with other fringe benefits, Write: 
Regional Service Manager, Renault, Inc., 
6725 W. Ogden Ave., Berwyn, Illinois— 
a suburb of Chicago. Include resume of 
past experience. 


DISTRICT MANAGER—leading 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 
surance and hospitalization, Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 
Replies confidential. Box 1373, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER, CHEVROLET, 
selling 600 new units annually, Tre- 
mendous potential, Lovely suburban 
area, Virginia east coast city, Pleasant 
year round, climate, finest fishing and 
hunting, Young, successful dealership 
needs first rate man, Assume full re- 
sponsibility, Send resume Box 1463, 
c/o Automotive News, Detroit 7. 


imported 














HELP WANTED 
= Ss < ow eo 


Regional 
Sales Manager 


Due to expanding sales, one of 
the leading Car Importers has im- 
mediate opening for Regional 
Sales Manager. Applicants must 
have thorough knowledge of dis- 
tributor/dealer organization and 
be capable of conducting aggres- 
sive sales campaign. 

All replies will be treated with 
confidence and must contain all 
particulars. Starting salary 
$12,000 a year if fully qualified. 
Box 1471, c/o Automotive News, 
Detroit 7. 








OFFICE MANAGER — ACCOUNTANT. 
Large Tulsa GM dealership has opening 
for office manager-accountant-controller. 
Position entails supervision of force of 
nine in recording annual total sales of 
$7,000,000, Prefer male graduate ac- 
countant of 27-45, who is married, set- 
tled and sober, Must be native of gen- 
eral area of Oklahoma, Kansas, Mis- 
souri, Arkansas or Texas. GM account- 
ing experience desirable, Very attractive 
salary, Blue Cross, Blue Shield health 
and accident coverage, Group Life In- 
surance Plan and annual vacations are 
attractive advantages, Six full 8 A.M. 
to 6 P.M. working days per week with 
one Saturday afternoon off per month 
are the disadvantages to consider, Many 
of today’s leading automobile dealers 
and managers have used office manage- 
ment experience as a proving ground. 
We are looking for a high caliber person 
who wants an opportunity and will work 
for it. Write Box 1464, c/o Automotive 
News, Detroit 7, with qualifications and 
complete information. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J, Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


SERVICE MANAGER — Must have out- 
standing record of administrative and 
organizational ability to supervise serv- 
ice department with monthly volume of 
$19,000, in large central New England 
city. Prefer Chevrolet experience. Please 
give age, education, family status and 
complete chronological record of experi- 


ence including earnings requirements. 
Box 1476, c/o Automotive News, De- 
troit 7. 





SALES MANAGER and/or general man- 
ager for GM dealership in Texas. If you 
do not have a proven record in today’s 
market, do not apply. Wonderful oppor- 
tunity for right man, Send full resume 
and picture, All replies confidential, Box 
1426, c/o Automotive News, Detroit 7. 


WANTED—EXPERIENCED SALES MAN- 
AGER for leading distributor imported 
automobiles, to locate in Northwest ter- 


ritory. Inquiries held confidential, Box 
1424, c/o Automotive News, Detroit 7. 
Thor- 


PARTS MANAGER—Boston area. 
ough knowledge and experience in stock 
room, purchasing and inventory proced- 
ures. Take complete charge. Growing 
company. State salary—-experience. Box 
1473, c/o Automotive News, Detroit 7. 


line 


YOUNG MAN would like Chrysler 
position, Experienced in wholesale as 
well as retail. Have been employed as 
general manager for Chrysler, Plymouth 
and imported car dealership, have the 
best of references, Would like general 
manager or assistant to owner position 
with buy-in opportunity, Hard working 
and honest, Am presently employed, If 
you want an honest, hard working man 
you can trust, I think I can fill the bill. 
Will relocate for right deal, Box 1467, 
c/o Automotive News, Detroit 7. 

RESPONSIBLE FAMILY MAN from the 
West, age 34, wholesale and retail ex- 
perience, work as salesman, sales man- 
ager to effect buy-out over five year 
period. GM or Ford, California, Arizona, 
Nevada, Utah, Small town okay, Box 
1465, c/o Automotive News, Detroit 7. 


TWELVE YEARS’ AUTOMOTIVE EXPE- 


SERVICE MANAGER: Ten years’ experi- 


SERVICE MANAGER: Extensive experi- 





OWNER RETIRING: Same franchise for 


OPPORTUNITY PLUS in VIRGINIA, Well 


operations, no used cars or accounts re- ; ; 
ceivable to purchase. $35,000 will han- Excellent opportunity. Reasonable in- 
=. - 1410, c/o Automotive News, vestment. Please furnish substantial evi- 
etro . 
dence that you are a 
FLORIDA, the Sunny South! Get on the ¥ Semane. Seyse 








POSITION WANTED DEALERSHIPS AVAILABLE 





RIENCE—Last seven sales management, 

provable abilities new-used, capable full Beautiful Dealership Handling 

charge, desire, position Southwest dealer- CADILLAC-OLDSMOBILE, 

ship or travelling, Judson Veazey, 10070 

San Lorenzo, Dallas, Texas. DA 1-6261. HILLMAN-SUNBEAM, 
BORGWARD 


150-car potential. Building can be leased or 
purchased. All equipment, parts, accessories 
priced RIGHT. Owner will assist buyer in 
selling, if needed. Must have factory approval. 


CENTRAL MOTORS 
Redfield D. Hoar, Prop. 
BARRE, VERMONT 


ence Chrysler products, excellent factory 
relations, Former Chrysler service rep- 
resentative, Best of references, will re- 
locate. Box 1466, c/o Automotive News, 
Detroit 7. 









second to none, 100% owner, per- 
sonnel, factory relations, Ability plus, 
top technician, full responsibility, JOr- 
dan 7-3176, Vero Beach, Florida. 


DEALERSHIPS AVAILABLE 


AGENCY 


HANDLING 
VALIANT- 
PLYMOUTH 


Long Established 
Factory Direct Dealer 
Excellent building and service equip- 


ment. Service Department carries 80% 
absorption. 


ence, 





DEALERSHIP HANDLING DE SOTO- 
Plymouth-Valiant near Detroit. In a fast 
growing town, large trading area. Only 
Plymouth-DeSoto-Valiant dealer in town. 
Annual potential 350 units, will sell for 
inventory. Box 1474, c/o Automotive 
News, Detroit 7. 

CENTRAL ILLINOIS — Agency handling 
Rambler, 823 new Ramblers in 1959, For 
sale because of illness, Confidential. Box 
1417, c/o Automotive News, Detroit 7. 


HANDLING BUICK-PONTIAC dual fran- 
chise in prosperous East Texas, 25,000 
population, Box 1468, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 
CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price, Factory 
approval assured, All replies will defi- 
nitely be kept confidential, Box 1453, 

c/o Automotive News, Detroit 7. 


GM, FORD, RAMBLER — Midwest, Pay 
your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1437, c/o Automotive News, 
Detroit 7. 


CHEVROLET, 
large. Cash, 
Holman, Helotes, 
MYrtle 5-3575. 


DEALERSHIP, CHEVROLET OR FORD, 
single or dual—100-200 P.P, Preferably 
Arizona, New Mexico, Texas or South- 
ern California. Box 1456, c/o Automo- 
tive News, Detroit 7. 


BUSINESS OPPORTUNITIES 


Top Imported Car 
Distributorship 


AVAILABLE 


Now in Profitable 
Operation 


SEVERAL STATE 
EXCLUSIVE TERRITORY 





















400 units up, none too 
factory approval. W. M. 
Texas, Telephone: 













450-650 cars per year. 
Excellent money-maker. 














Good location—Central Ohio. 







Box 1470, c/o Automotive News, 
Detroit 7. 







twenty-five years, Additions have been 
made, showroom and offices remodeled 
and air conditioned, Excellent location on 
major highway in suburb of Wisconsin’s 
largest city, Terrific potential and money 
maker for ambitious person, $50,000 
needed to handle deal. Write for further 
information Box 1469, c/o Automotive 


News, Detroit 7. 











established dealership handling Ram- 
bler, the fastest selling compact of them 
all, Modern service, parts and used car 








when replying. All replies confidential. 






bandwagon handling leading import. Ter- 
rific potential. Two open points, one re- 
quiring $30,000, another $80,000. Top op- 
portunity for aggressive, experienced 
dealer who is tired of the snow and ice. 
Box 1475, c/o Automotive News, De- 
troit 7. 





Box 1456, c/o Automotive News, 
Detroit 7 









HELP WANTED 


. AUTOMOTIVE EXECUTIVE 


Here’s a job opportunity with an excellent future. 
Volvo Distributing Inc.—importers of the famous 
Swedish Volvo—has three regional managerships 
open in Washington, D. C., Boston and Detroit. 
Prefer men with both manufacturing and dealer 
experience but wholesale experience essential. The 
fast-growing market for Volvo demands men in 


these key positions who can give top-level service 
to a well-established dealer organization. Salary 
open. Send resume with picture, if possible, to 
David Beesley, Sales Manager, Volvo Distributing 
Inc., Englewood Cliffs, N. J. 


VOLVO 
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DEALER SERVICES 





MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 
Parts, accessories and similar goods. 
eae SERVICE 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & oe tk co. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 








1960 Auto Costs! 


Discover how much your competitors’ ‘cars 
really cost. The book, “AUTO COSTS,” gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their. equipment. Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, i ord paeeine Company, 
























and 





CARS FOR SALE 


FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAXI- 
CAB DEALER offers for sale 
used taxicabs at prices that 
must interest you. 

We make available to you 
large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
models. 

We put you in direct touch 
.with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out of service rusting away 
on a. lot. They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will: find this 
offer of interest! 

Write, Wire or Phone 
King Ford Motors, Inc. 


935 BRUCKNER BOULEVARD 
eres 59, N. Y. 

















































1960 VOLKSWAGENS 
immediate Delivery 
America's Largest 


+ 
TODD TRADING CORP. 
ALL AMERICANIZED 
* FORDS @ 
On Hand at Two Locations: 

1417 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 


PHONE: EXpress 3-2861 ranged. 








AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 
Dallas RI 8-701! 








EXCESS SHOP EQUIPMENT? 
Why not sel/ that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 


answer! 


AUTOMOTIVE NEWS 





clean 
us 
cars! 


you need ‘em 


HERTZ 
has ‘em! 


All in top shape, clean 


ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


You name it, we’ve got 
it—in fast-selling colors 
— equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1959 models are now 
available at Hertz offices 
across the country. 


CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 


BUY IN MIAMI 
1959 and 1960 Models 
RAMBLERS © CORVAIRS @ FALCONS 


PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 


Morse Auto Rentals, Inc. 
7726 N. E. Second Ave. Miami 38, Florida 


MERCEDES-BENZ 


Direct Importers—No Middie Man 


ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready 
for resale. Supply on hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


Box 508, Montgomery, New York 
Telephone: Newburgh, JOhn 1-2248 











sharp — real bell 



























125 N. Wabash 
Chicago 4, IIl. 
Tel. DE 2-0420 


CHEVROLETS @ BUICKS 





Plaza 7-2425 
























Cable: GLOIMP 































CARS FOR SALE 


a 


1958-’59-’60 
VOLKSWAGENS 


NEW — USED 
from 


$900 to $1 7375 


Delivered by the Oldest 
Exporters of European Cars 
Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 

ROYCE - CLASSIC CARS 


RUDI ARONS International 
Agencies GmbH. 
Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 









1960’s 
Most makes and models — 
mileage on most below 4,500. 


1959's 


Chevrolet, Ford, 
Rambler, Oldsmobile, 
Renault 


1958's 
Chevrolet, Ford 
Olin's U. Drive 


2830 N. E. 2nd Avenue 
Florida 
Gene Brett FRanklin 1-6591 

















AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 
Dallas Ri 8-701! 





CONTINENTAL MARK II, 1956, white, 
16,000 actual miles, showroom clean. 
Contact Don Wieneke, Sault Ste. Marie, 
Michigan, MElrose 2-2270. 


CARS WANTED 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories— 
Call the largest import dealer in the Midwest. 
No stock foo small or too large for us to 
handle. Write or call Bernie Gay, 


|| CONTINENTAL MOTORS OF READING, LTD. 


1701 Reading Road eee 15, Ohio 
VAlley 1-61! 


LIMOUSINES—S passenger—new and used, 
Dennis Distributor, 4804 N. Saginaw 8t., 
Flint 5, Michigan. 


PARTS FOR SALE 


LLOYD PARTS for all models LLOYD 


cars and trucks in stock for immediate 
shipment by U. S8.’s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA 2-9942. 


PRINZ AND SPORT PRINZ (NSU) parts 


and accessories, Contact your nearest 
distributor or sole U. 8S, importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 9ist St., New York 28, 
N. Y. TRafalgar 6-7010, General West- 
ern Distributor: Earle C, Anthony, Inc., 
1000 South Hope 8t., Los Angeles 15, 
Calif., Richmond 9-4044. 

AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 §7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x 33 ft. $4.80 
doz.; %” x 66 ft, $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 

CHEVROLET BODY JOB ‘‘tied up’’ for 
lack of a critical panel or reinforce- 
ment? Try Fuller-White Chevrolet, 
Tulsa, $250,000 inventory perpetually 
controlled. 


| NE NN RETIN Se SAR OTR EA 
SEE PAGE 82 
for the nation's 
TOP AUTO AUCTIONS 
| SRL A ar rane 2 NRE I NENA 














































































PARTS FOR SALE 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 


skill, New York, Phone: 2000. 


CHEVROLET PARTS, antique 
Louis Chevrolet, Box 61, 
Connecticut. 


BUSES WANTED 
WANTED: Late model school bus, 54 pas- 
senger or larger, Hurstie Braden, Lake 
City, Tennessee, Ph. 2131, 


Ph, 2837. 


SHOP EQUIPMENT FOR SALE 





PARTS BINS FOR SALE 
200—Almost New 


Mr. Peyton, 980 Broad St., Newark, N. J. 


Ph.: MArket 4-4300 





JOHN BEAN VISUALINER—Fair condi- 
tion with floor rack and stub pit sup- 
ports. $700 FOB Barron Motor Supply, 


Cedar Rapids, Iowa. 





DeVILBISS SPRAY 


BOOTH 


AND GAS OVEN 


One of the best of its kind—Like new. 


Mr. Peyton, 980 Broad St., Newark, N. J. 
Ph.: MArket 4-4300 





C-61 CLAYTON DYNAMOMETER—Equal 
to new, with analyzer and flywheel for 
automatic transmissions. Price $1,750.00 


complete. Write Thomas GMC Trucks, 
Inc., P. O. Box 4327, Winston-Salem, 


North Carolina. 


‘SHOP EQUIPMENT WANTED 


WANTED — BOTH PIVOT PLATES for 
J-751 Kent Moore wheel aligner. Write 
Duluth Motors, Inc., Duluth, Minnesota. 


WHAT’S YOUR 1.Q.? YOUR IMAGE 
QUOTIENT? Let us help you spread a 
favorable public image, your biggest 

2 


asset. Write: Edward Fiske Co., 


Depot Plaza, White Plains, 


we Be 


MISCELLANEOUS 


PONIES FOR .SALE—Several choice 
lected small grade Shetland ponies, Sor- 
rells, Bays and Dapples. Most of these 
ponies heavy in foal or have colt by 
side and rebred to nice Sorrell stallion. 
Attractive prices, Fox Motor Co., Eugene 
Fox, Owner, Clinton, Tennessee—Ph. 
155. Residence: Lake City, Tennessee, 


Ph, 3306. 





WITH THE UNIVERSAL ¢ 
“WRIST ACTION" 


TowKinG ,/.22's', 


TRAIL 3 Point 
KING Hook-up 


STEEL Gow Bar) CARRYING 
CASE with Wheels & Handles 


BROWNIE a 

BAG Mounted O 

Setbert wed WHEELS 
SAFETY CHAINS, 


Factory Di 
Call Collec 


40 So. Clinton St. 


The “ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 


45 
Incidg. BRAKE HOOK-UP 5 I 
Assures Full Floating Tow 
No Strain on Bumpers or Car 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive stributors 
DE 2-0700 AN 3-8888 wi BA 1-8717 


$4500 
$3750 


YOUR 
CHOICE 
Only 


$13.95 





residence 


se- 




















SUPERIOR 


BLUE ® CHIP 





WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ Special Discount 25%. 
Dealers’ Net with 4 Standard 





Excise Tax | 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 





Dealers’ Net with 4 Standard 
Excise Tax Included 


To Distributors 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


1,000 SS . CARDS—Raised 
$3.49 P. 
Press, 534 State, Hammond, Indiana, 





ANTIQUE CAR 
PHOTOGRAPHS 


CAR and CARRIAGE 
CARAVAN 


TOP HEAVY 
WITH NON-SELLERS? 


auto auctions listed on Page 82. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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‘the NEW ana 


TOW-PILOT 


Dealers’ List Price............ $69.80 


lus 2 Lb Adapt = 2.35 
een A Levge lapter aes we 







Dealers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 


plus lage Adapter Clamps .$44.85 
Liberal Quantity Discounts 
Write for Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING CO. 





































P. D. Samples svenen” cD 



































Balance your used car inventory at 


Research News for AUTOMOTIVE EXECUTIVES 


EXPERIMENTAL COOLANTS 


boil to cool engines better 


Special engine coolants coming out of the Dow Automotive Chemicals 
Laboratories are putting fresh life into an old automotive concept . . . 
the ebullient (boiling) cooling system. This system automatically main- 
tains its own required circulation rate by vaporization of the coolant, 
rather than requiring a circulating pump now needed by the conven- 
tional cooling system. Among the advantages to be gained would be 
better cooling efficiency and elimination of thermostats and pumps. 


Key to the ultimate success of this system is the coolant itself, which 
must have certain highly specialized properties. And Dow. experi- 
mental coolants come close to matching these ideal properties. 


Continued research on conventional coolants is exemplified by the 
recent introduction of DOWGARD*, the world’s first year ‘round cooling 
system fluid. This new Dow development stops rust and corrosion 
damage and protects cooling systems against freezing and overheating 
for a full year. It eliminates the need to add antifreeze, rust inhibitors 
or even water! 


Other automotive developments are in process, too. Among these are 
new heavy-duty brake fluid formulations that can take extreme heat 
and a large number of new synthetic lubricants of the polyglycol type. 

*Trademark 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers.on problems involving auto- 
motive chemicals of all kinds, like those mentioned above. And because Dow is located.at 
Midland, close to the heart of the automotive industry, distance is no barrier. No matter what 
your problem, if it involves automotive chemicals, Dow can serve you well. Call us in Detroit 
at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 407U5-16. 


See “The Dow Hour of Great Mysteries’' on NBC-TV 


THE DOW CHEMICAL COMPANY °° MIDLAND, MICHIGAN 








